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Throughout the world the 
U demand for AM. Equipment 
goes up by leaps and bounds. 
During 1936 in Britain alone 
12 more British firms installed 


A.M. Equipment every 


working day. This fact 





vides vivid testimony to the 





-value of A.M. Equipment in 
the world of business, and is 


more convincing than any- 





_. thing we could say. 
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_ Addressograph 
| Addressing Machines 
“Address. head up 
letters, etc. and im- 
yprint all repetition 
typewriting. 40 times 
faster than the fastest 
‘typist, and without 
‘error. 





Muktigraph 


Printing Machines 
Give immediate and 


highest quality 
stationery, etc. at 20% 
iess than you now pay. 


29. KINGSWAY. LONDON. W.C.2. 
'Pipne: Temple Bar 1454 

(Head Olle & Wo ins: Edgware Rd, Cricklewood, N.W.2) 

Brandes of Manchewes, Beeumgham, Lead Uverpout, Brier 

New:ale, Fdinburah, Glatqow. Belton. Nottingham, Dubin 


because..... 


private production of 

























Duplicating. and 
Printing Muochines 
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Says Mr. s mith-Hlectric 


simple plug ‘point will connect a handsome clock like this—-the ‘ Delhi” o 
del with T2- -In, diameter dial—to your. A.C. electric mains-and- give you” 
Gresriwi ch time’ continuously at a running cost of only Is. a year. No springs 
to wind; no regulator to adjust; no trouble in use, yet-no doubt of acc uracy. 
Smith Synchro mous Electric Clocks encourage punctual attendance, exact 
timing, and general efficiency throughout an organization; there is a full range Bat 
of designs for every commercial and private purpose.  Brochyre will be sent e o 
on request. A o Dae e THE DELHI — 
Issued by: , | 3 | _ a bold Wall Clock 
SMITH’S E NGLISH CLOCKS, LT D., Cricklewood W orks, LON IDON, N.W.2 © g, 


























Lon oT ri _ ME 


Ki vtesati fe fe ss 


a @ Write or phone to-day to Rotaprint 
= for full particulars of this modern and 
efficient way of halving your printing bill 


And in all the Principal Towns. 
TELEPHONE : CENTRAL 5655 (5 lines) 
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È check the adoption 
ae saving” equipmen 
; offices. The Mpa 


of labour- 
in business 

















ut. -robot if she has real ateigeaga, a real 


been trying to show 
3 Jot of the girl who-has: o us 
: machine. These mattis: it is ney 
are “spelling disaster to- 
numbers of skilled workers: their skill 
iS no oa ibs now that machines, 

on rapidly 
ole : “have been 
evolved”. ‘That sane imple- of what 
.s being printed to-day is an | echo 
of what has beens gal 3 













ill kinds. -The pls eal was 
| the clerks 


: = HERE are sigas of an attempt to. 
! -new situation, helpless if left to them- 


selves. But they are not so by reason 
of the machine, 






ut mistaken 


to the robot, every last item and detail. 
increasing | 


at his desk. 


words, carry out the job. 


ing a and chart views ee wait on. ikes 


routine and detail work. 


-a responsible and well paid executive 


He talks to his « 


ý work, 
lots of little things she never had time 





+. 





lose their heads; They are afraid. ‘of the 








OF * It is their own nature. 
They are robots and will remain robots. 


No Dictaphone girl need remain a 





desire to get on. 


No employer will treat such a. girl as 
a mere machine simply because, for his 
own sake, he wants her to be something 
else. He will not dictate, as he would 






It is worth. your wi 
The Dic taphone. o} 
to-day. 





To such a girl—and the relief to him is 
enormous—he will talk, through his 
Dictaphone, just as if she were sitting 
In his dictation he will 
find no need to ‘dot the i's and-cross 
the t’s’’. He will simply tell her gener- 
ally what to do and leave her to fill in 
the blanks, put his ideas into proper 


_ Very soon he finds that the girl is 
capable, resourceful, ready to take . 
responsibility. More and more he finds __ 
he can delegate to her much of his own | 
She has 
crossed the line which confines the robot 
and has become instead a secretary, 
with opportunities of advancement to — 


Gisa, Loodi: 





position, 


With The Dictaphone the employer 
finds his work magically smoothed out. 






“secretary just when he - 
pleases on any subject with which he | 
has to deal. Suddenly he finds that, 
because he is never held up, he can, do 
a great deal more every day. 


The secretary, : teligved at a Stroke of 
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| e as aud energy 
ed to good account. She begins y 

ot for a’ better class ofF 
takes” of her employer's hands | 





to do before. 
calls to 


Undisturbed by incessant 
“take down a note, Miss 
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Time lost between the first concep- 
tion of an idea, a plan, a report, a 
letter ... means effectiveness lost. 
Flick a key in the privacy of your 
office, speak into your neat Ericsson 
master station ... and get the thing 
done on the spot. Key men all 
over “the house’ are at your elbow— 
one at a time or fifteen of them 
at once-on your Ericsson Loud 
Speaker Telephone System. 

Se pina eee “Here are the advantages 1- 

4. Get through instantly to 4, Hold a conference without 

any department without any executive out of his 
dialling, calling an opera- department. 
tot, holding an earpiece 

SRE or speaking inte a mouth- 5 

LET iN © pieces En + 

2. Hear replies ALOUD— 

keeping hands free. 
3. Right-of-way over other 
conversations. 6. FULL SECRECY. 








If necessary loud speaker 
can be switched off so that 
only you hear replies. 

























Can you afferd to 
be without these 
wnigue rconreni- 
ences and adran- 
tages? Why not get 
in touch with us? 
Ask for particu- 
lars of our mon- 
erate RENTAL 
MAINTENANCE 
Or make an ap- 
pointment for free 
demonstration AT 
YOUR ADDRESS. 


a "MASTER STATION 
Telephones Ltd., 67-73 Kingsway, London, W.C.2 


et. : Holborn 3271-2-3 


moo, ROUD-SPEAKING 
INTER-COMMUNICATION TELEPHONES 








On February 15th,.1937, the British Indust 
Fair opened in London and Birmingham. 
















Many shrewd buyers lay the foundations 






year’s trading success in a week at the F 
Buying is facilitated by the system of ero 
ing similar products together. "The OFFI 
APPLIANCES Section, for example, is 
Olympia, London. | 


Birmingham Sections o 


Generous travel facilities arë gi canted by Bri 

Railway, Steamship and Airways C ompanies to pi 
from the United- K ingdom and from. Europ 
obtainable from the Department of Overseas 5 
Street, London, 8.W.1, or from the Birmingham Chamber 
Commerce (Inc, 95 New Street, B irmingham, ži o 
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AE COMPLETE 5 JOURNAL, OF 
<- MANAGEMENT 


| “The Journal of Commerce”, “Modern Business”, 
n’, “Business Organization and Management”’. 
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te. eh ... By the EDITORS 

y Made 1036. a Record e ... From REX SMITH 9 
ig Sidelines to Offset Rising Costs ... By FRANK MARSDEN | tI 
ig a Small Store for First-Class Service By R. M. BARROW 134, 

The Broader View... A ... By ROBERT R. UPDEGRAFF 14 | 
Bewail a Boom ... The Trend of Trade for January 15 
Lancs has Everything for the “Manufacturer Factory Site Survey No. 16 34} 14, va 
ew Books for the Business Man ... ... a s n 48| amer 





ES ; Marketing : Advertising : Selling 


No Haphazard Selling of Television .. By M. M. MacQUEEN 18 La 
o News”. that Helps Salesmen to Sell i By M. K. MURRAY 164} 
Markets are People... ae A New National Review of Markets 20 im 
ooo They're keen Buyers, too, in Lancs te ve ` By C. E. DAY 26 
-o Biggest Commercial Photo Show ... . ... Open 8th January s52 
S Lanes: Head of Britain’ s Production Line m By C. E. DAY 36 | 





Road Transport | market: 
Are “Expensive”? Vehicles Cheapest to Run? From H. J. BRAZELL 26 lee ee 
Our Vans Deliver Quicker and C heaper than Post From K. W. MARSH 28 | 










[E you use motoreva 
| E bave you ever thoug 
E you ‘best, on , 


Nages Preparation... By H. W. ROSS, F.C.W.A. 30 | ‘expensive’ vehic! 





: Office Practice and Luoma 
Mechanized V 























Daily Control of Facts and Figures . ” ... Equipment Review | o and how 

Half-Minute Ideas for Busy Managers ... From Successful Firms < ge ae Al 

New Office Folding Machine . ; st ts .. Illustrated 24 1 Vehicle users is + 

BUSINESS, Published by Business Publications, Ltd., Whitefriars House, Tallis § St., E.C.A. aE el 





: subscription rates :—-15/- a year post. free, United Kingdom and Continent ; 20/- 3 year l 











ji : A. When and wher 
E B. Details regarding 
obsolete stot 

C. How every job is p 

D. Status and credit limits 

E. What lines or areas at 

F. How many accounts 

e You should be able to ans 


if you can’t there’s a good i fo 
answer for over 120 ied “Atag ance. 


lf you have a business problem we will be ak 
opportunity for service. We have catered f 
the. past. 40 years. May we help yo 


THE COPELAND-CHA 


EXCHANGE HOUSE, OLI 
Eiers city 


















































a the | d a i gn ó f F 
takes this opportun 
new range of Autograp 





Incorporating improved operating 
features, coupled with a most mod 
fied appearance, the EGRY TRU-PAR 
the most up-to-date and speedy method o 







ling multiple sets of forms requiring handwritten. 
carbon copies for internal routine purposes, > = 










interleaving of carbon paper and handling of forms is entirely eliminated through the use 
of Continuous Stationery. he! | Eaa 

One writing, and one turn of the operating handle will deliver a set of forms consisting 
of an original and up to 5 carbon copies. Machines are made in various sizes to meet the 
usual standard commercial forms. O te, 
The most important feature of this inexpensive device lies in the secufity and protection 
of records afforded by the locked compartment into which a complete copy of the issued 
forms is fed for control purposes. If necessary, a dissected analysis of certain pre-selected 
items only may be so retained in place of the copy. — : E 


ve EE 
Telegrams : EGRYCOMPAK, EALUX, LONDON 


‘WARPLE WAY, ACTON, LONDON, w.3 Telephone : Shepherds Bush 3377 (3 Lines) 
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Hy “sorry MR. SMITH «= 17 
® BUT I'VE BEEN BUSY NE |S? Ar 
Ý WITH INTERNAL 
CALLS” | 














Smith required a mumber—urgently. He had to making significance. Lack of efficient interna! communi: 
and, consequently, missed his man. Why: Because cation affects an organization from the directors to the- 
se telephone board was congested with internal office boy. an = e oe 
Not only does this state of affairs waste valuable THE DICTOGRAPH System of internal communication _ 
ut it may quite possibly have serious consequences. is not just another of these newfangled ideas—IT'S A 
eglect or prejudice blind you to the fact that = GrLT-EDGED INVESTMENT which no firm of any — 
system. of “internal communication is in- i aA E ea e E 
-the smooth and efficient conduct of any = S176 Can Ignore, ‘Tt is a means of establishing instant 
ea ee ee ee a contact with any departm of your org sat 































> conservative ideas—they don’t pay in this Tequiring no trained operator and elimina 
ompetition, Efficiency may be a very hack- J U ST A FLICH OF THE FINGER, Al 
but you can't get away from its profit- THERE... . | one 


P Why not write for details . . . NOW! | 


NW INTERNAL 
ABBEY HOUSE, WESTMINSTER one AURELIA ROAD, G 
(ABBEY 5572/3/4) (THORNTON HEATH 2427) 


Branches throughout Great Britain and representatives ove 
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‘HE ADVE RTISEMENT PAGES 


PAGE | PAGE s PAGE 
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. ELECTRIC CLOCKS 
ADVERTISING AGENTS: a t (23) Smith's English Clocks, Ltd, OFFICE PLANNING  — fede? 
(D Bates, Alfred & Son, Ltd i BR Gover ii (89) Shannon Ltd. 9. 5 
ia) Roe F. John BO | | 


EXHIBITIONS 
(24) British Industries Fair 


AERIAL ADVERTISING g 
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Tea ate ea City of Birmingham 
(26) Chesterfield Corporation 
Bad Development Dept. 
=) (27) Great Westem Railway 
paces © RBP ao Park Estates 
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FILES & PILING SYSTEMS 
(30) Valor Co. ‘Ltd. cia 
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(43) Fern Business Teo . 8 
(44) Psy phology Publishing i 
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(82) Norbreck Hydro 











{47} Art Metal Construction Co... IE 
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OZONAIR APPA 


n for 4 — ext a OZONAIR LIM 
“Be i ae a . ` OZONAIR HOUSE, ST. LEONARD sT EET, L Ni 


plied without Fan ies 
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Telegrams : Ozonair, Sowest, London 
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When Head Office wants to discuss a magter with a distant branch office or 
factory, Telematic connects them — quickly. When vital facts or figures 
are needed, Telematic gets them — quickly. When a man (not in his office) 
is urgently wanted, Telematic finds him +~— quickly. 

For a small quarterly rental, Telematic ¢an establish the closest possible 


„Contact between all departments of your organisation. ye Send for the 
"Telematic booklet. | 





















ICIENT CONTROL 






SEND FOR YOUR CO Py 
for a copy or attach | 
Rentais, Ltd., Horsef 


} 
j 
È we o men mae ie ae oak tae elas ty nee 
ł 
i 
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' OF THE TELEMATIC BOOKLET. Please telephone 
nis slip to your letter heading and post to Telephone 
House, Westminster, S.W 1. Telephone: Vietoria 8682. 


MMA MPN mA Mam tinned ONN S AD A AOE AE A A NE AON A Aaa a ae a aa. iae as 


Those erecting new premises or modernising flats, offices, factories, ete., should” 
consult their Architect regarding the advantages of the Telematic System. 


sce ead cae act cae ll cae aan pein E agg Colac 

















‘Bristol, Cardiff, Belfast and Dublin. 
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„2? are the Registered property of TELEPHONE 
ORSEFERRY HOUSE, WESTMINSTER, S.W.1. Telephone: Victoria 8687. Controlling ‘ghbaidiary 


E - Companies. EBD Hox and Service) in London, Glasgow, Newcastle, Leeds, Shefheld, Manchester, _ Liverpool, Birmingham, 
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Management Trends .. . 


Business Stages Come- 
back After Crisis 


ALM after crisis showed there was 
(iiti business wreckage, much 
scope for business expansion. 
-= While silver trumpets heralded the 
enthroning of King George VI and 
Queen Elizabeth, country-wide the 
thunderous machines resumed produc- 
tion of Coronation goods. 

We tested manufacturing and retail- 
ing opinion by phone during and after 
the crisis. Up to abdication, said a 
Yorkshire factory owner: “I’m ruined. 
Had a 50,000 gross order for medals 
and several smaller orders thrown back 
at me.” 

Similar stories from makers of special 
Coronation goods, anxiety of firms 
making lines unaffected by personal 
element in kingship, slow-down in retail 
sales, all reflected gloom. 

Before the Duke of Windsor, followed 
into exile by his Cairn terrier, stepped 
aboard a Swiss express, business 
boomed again. Mugs, medals, albums, 
all special articles for the dud Corona- 
tion were being bought by British 
public and foreigners as souvenirs of an 
historic occasion. Our second series of 
phone talks spotlighted manufacturers 
moving swiftly from expected losses to 
cash profits. 


O 


Method of Eating A 
Cake and Having It 


NEXPECTEDLY, this problem 

arose: to keep machines on pro- 
duction of ex-king souvenirs or to 
switch to new Coronation designs? 

Conversations with London, Lanca- 
shire and Birmingham manufacturers 
set forth these partisan facts: For con- 
tinuing—immediate, profitable trade in 
ex-Edward VIII goods, production 
schedules set, work in full swing, all 
details completely organized. Against: 
old Coronation goods cleared or being 
cleared profitably, weeks of production 
time lost for new Coronation, huge 
potential market to be satisfied, com- 
plete monopoly of home market since 
recent ban on foreign goods shuts them 
out from new trade. 

We found demands were such in 
many instances that managements had 
drawn up new production schedules. 
These call for day and night shifts to 
fill new orders while one machine or a 
small unit of production proceeds to 
fill re-orders for Edward VIII souvenirs. 


These will be among 
must consider this 


the 


Factors you 
year 


By The Editers 


Sectional Factories Are 
Now Focus Of Attention 


NDUSTRIAL estate leaders tell us 

there’s a growing tendency for firms 
to prefer ready-made factories to erect- 
ing their own. This is confirmed by our 
own contacts with manufacturers. 

Sectional factories present outstand- 
ing evidence of this trend. We put 
questions to six business men as to why 
they selected a sectional home. 

Answers: (1) no capital outlay; (2) 
up-to-date building; (3) all essential ser- 
vices—water, light, heat, power, steam 
—provided; (4) more economical to rent 
a sectional than build a special factory; 
(5) immediate possession possible; (6) 
standardized equipment and fixtures 
keep down costs of moving in—or out; 
(7) elasticity for expansion or contrac- 
tion of premises. 

Bound up in these answers is the 
broad policy point of modern business 
—the aim to manufacture near to big 
markets. This game of ‘“‘doorstep 
marketing’’ is best played with sec- 
tional factories. 

“Special Areas’’ estate development 
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One solution is the sectional factory being built 
on industrial estates. You can rent or buy them 
to-day. Light, heat, water, power, steam all laid 
on are included in the deal. Such buildings solve 


_ point to this policy. Sectional factories 


are their prize bait in fishing for indus- 
trialists. And that modern ‘‘old- 
timer’’, Welwyn Garden City, is letting 
sectional factories as fast as the build- 
ings go up. 

Sectional building, or factories little 
by little, has come to stay. 
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Are University Recruits 
‘Menace Men’ Of Business ? 
HE merits and menace of univer- 
sity men in business is now occupy- 
ing management’s mind. We've found 
sharp differences of opinion on the 
matter. 

Looking upon university men as an 
‘‘officer class’’, some executives contend 
they’re needed. But there's an execu- 
tive majority against this view. They 
decry ‘‘militarizing’’ industry, point to 
dangers of rankers ‘versus executives 
clash if university men step directly— 
or nearly so—into key jobs. 

From our conversations in widely 
different parts of the country we give 


this as a fair statement of opinion: in 


. Jno thy wis: E 


s 
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industry’s housing problem for firms employing from to to 1,000 hands or more 
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sging The Way 
yS. Business Head 


eral business work, “university 
hould start scratch with usual 
ers. Merit again should be the 
key to advancement. 

ence of a university man, now 
-a manufacturing business in 
‘sums up the situation: 
technical executives are mostly 
have trained themselves to 
tandard rather than univer- 
We have a fair number of 


the sdninnrave sales and 
-sides all top jobs are filled 
who yave risen from the ranks. 
wever, one or twọ univer- 
y to. develop. 

slogging’s the only way up 
‘you're book-learned or other- 
‘here’ s a type of man who'll 
-he’s had university training, 
the. better. If not, he’ll rise 
e same. 

ooo l That’s why,” concluded this execu- 
ae es: “TY tell every man employed by 
oo this. firm—including machine hands— 
that the way up is ma to him if he'll 
ee develop himself. es 

oc Fg that. “statement we add this 
oS thought: welcome university men but 
keep the way clear for the best business 
_ brains to control your business. The 
aged may be aaa by a Ph.D.— 

































ypes to develop them- 
omotable material are 
Midland firm of engineers 
. firm. Managements 
s award cash bonuses 
men who, on their own 
s3 examinations at local 
and technical classes. 

ese firms refund to the 
ployees the cost of their 
id examination fees, if any.. 








Businesses grow and 
nt way of planning 


ovement remains” "-unchecke 
rear’s profits will suffer. 





o e and plans must be the shock absor 


concerned are compara- $ 
nable tò organize their 
asses, but just the same 
hat it is ability that- 












= have These price: gion me 
wever, absorb only part of rising 
Internal organizatipn, © poli 





Ways and means tested by firms con 





tacted by us suggest the | soundest — 
method is specialized treatment of a i 


phases of. business. 


This means item by item check. on i 
test throughout for S 
effecting * : 
Successful example is the firm |, 
that’s made 62.9% saving on office and. 
general supplies by introducing. aicen- 


, Hitherto | | article explaining in full deta 


Out of this small tightening up the 204 other firms are planning ` 


company has all but offset increased- 


all activities, 
tightening up organization, 
Savings. 


tral control of these items. 
“help yourself” was the rule. 


costs of raw materials. 
Several. firms tell us that they’ ve 


altered their buying of materials tọ 
Market 


guard against sudden rises. 
investigations beforehand showed them 
the price trend, hence their heavy 
forward buythg and policy of accumu- 
lating stocks of raw materials. 

+ 
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‘Watch’ Committee 
For Stock Control 


IRM of structural engineers revealed 
that they had set up new stock 
control to help the raw materials buy- 
ing departments. Instituted plan of 
buying further ahead and keeping 
bigger stocks; put in system of punched 
card stock control; and holds special 
‘“‘stocks’’ executive meeting first week 
in every month. 
thoroughly examines standing stocks 
and advisability of further buying speed 
and to watch prices trends. 
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Holidays-With-Pay : 
A Staff Stabilizer 


MPORTANT matter for considera- 

tion this year: holidays witk pay, for 
the whole staff. 

Whatever effect any legislative action 
might have in enforcing this rule it is 


clear that firms which have voluntarily | 


introduced it did so for the reason that 


can be summed up by the expression to- 
A. R. Potter, managing _ 
. the big firm, What a man-to ft 


us of Mr. 
director of Addressograph-Multigraph, 
Ltd., who recently applied the plan to 
his staff of 460. 


Mr. Potter said: ‘‘We feel that our 


business is every bit as dependent on 
“the factory operative as it is on the 
office or executive staff. | 
should there be discrimination in the t 
We honestly feel | n en eee. 


matter of holidays? 








skeleton staff. 


day-with-pay arrangements and 
they are dealing with the questiot 
_- the extra cost. 


Qyamittee then- 


problems made, it essential. 
being rapidly * discovered that the 


Why, then, sider oe seg r n 










bonus of a ey aes wages. 
(Incidentally. Oe have arranged $ for 



















In a near issue we sha 


O 

How Works Committees 
Simplify Management . ; 
HEN businesses are. keyed u i a i 

high pitch, as they are now, for — 
maximum output internal frictions of 
any sort must þe avoided - or sm: oth 
working. will soon be jeopardize is 
This means discipline must be tighter. 








and when that is the case otherwise 


unnoticeable little hitches. are apt to be 
given an exaggerated | importa bye 
the rank-and-file: Molehills are made 
into mountains, bickering starts and the 
works management becomes faced with 








an unpleasant situation all round. 


That’s what can happen, if the 


management doesn’t use common sense 
and tact. | 


But the way round it all is to ‘have = 


works committees at which the bench 


hands, the foremen and the top man- 
agement are all represented. 
A get-together committee like this 


can take care of any little snag directly 


it arises; and the fault has to be pretty 
bad if an all-party meeting like. this 
can’t put it ngn in a Fanta: time. 
Little Troubles Never 


_ Grow Into Big. Ones 


HE works committee idea was 

started by the very big concerns. 
Their size and the complexity of their. 
But it is. 


principle is no monopoly whatever. of 





cussion can do for a 5,000 
it can do equally well for the ro 
shop. 2 l > 
We have contacted. lately 0 man | mat m 
manufacturing firms who- today: con- 





that any discrimination is out of ke m i 1e ess 
ing with a democratic and just policy an i ae vA 


of management, 
“The cost? 


Certainly the plan will -a 
cost a considerable amount in cash but on 


we feel assured that the advantages. of in a. pra 


as having a works staff that is healthier, mi 
hee, more loyal and consequently Tac 

‘more efficient — in their jobs will more they w 
ae than, offset that cash outlay.” | 7 
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How They Made 1936 Touch A d 
New High Record Level 





On the synchronous electric clock side of the business the company’s problem was 
to sell, not so much a specific product as an entirely new “conception of time- 
accuracy 


URING 1936 this Company 
D touched a new high peak in the 

development ® of its business, 
thus for the fifth year in succession 
achieving a big increase in turnover and 
net profit on the twelve months 
immediately previous. 

This is a better performance than 
mere figure symbols would indicate, 
since Smith’s have succeeded in the 
face of foreign competition in reinstat- 
ing Britain in the front rank of world 
clock producers, and, secondly, they 
have succeeded against considerable 
odds, in selling the British public on 
the idea of synchronous electric time. 

We have not space here to sketch the 
great strides made by this firm in 
winning back the ordinary mechanical 
clock market from the hands of the 
Continental firms into which it lapsed. 
Some idea of this achievement can, 
however, be gained from the following 
figures: During 1930-31 Britain im- 
ported from abroad roughly 6,000,000 
clocks and clock movements, and her- 
self manufactured a bare 65,000. By 
1933 British output had risen to the 
million mark while the foreign importa- 
tions fell substantially, not in point of 
number, quantities actually increased, 
but in total cash value, thus revealing 
clearly that they had been pushed 
down to the cheapest endeof the trade. 


Heavy Investments not Allowed to 
Hinder New Enterprise 


But with this rapid development of 
mechanical clocks a new factor entered 
the arena. The synchronous electric 
clock, controlled by A.C. electric mains, 
became revealed as an improvement 
almost as great over the best mechanical 
clock as the latter was over the sun- 
dial. 

Despite the tremendous work which 
Smith’s had put into the development 
of the mechanical clock and the heavy 
financial investments the company had 
made in premises and plant for its 
manufacture, the management saw 
clearly the enormous potentialities of 
the synchronous electric system as 
indubitably the time-service of the 


future and decided, thereforé, to exploit 
it to the full. 

That was as far back as 1932. In 
the succeeding years they concentrated 
on „the electric time-piece, developing 
this side of the business as the great 
thing of the future while maintaining 
the mechanical clock side with still 
sufficient virility to keep this newly 
won market for Britain. 

By the end of 1935 the company had 
to a very great extent established the 


synchronous electric clock on the 
domestic and industrial market. This 
story, therefore, concerns the latest 


activities to consolidate the position and 
extend it beyond this point. 


Three Substantial Marketing 
Difficulties to Face 


The company faced three main 
marketing difficulties. First, the elec- 
tric clock did not differ in appearance 
from the ordinary spring clock, conse- 
quently it was not possible to make 
the product appeal through novelty or 
any substantial change in design. 

Secondly, the public had become so 
used to accepting the ‘‘near’’ accuracy 
of the best spring clocks that they were 
unable to appreciate the difference 
between this and the absolute accuracy 
of the electric clock controlled by A.C. 
electric mains. 

Thirdly, the main section of the dis- 


By F. T. POULTON 


From an Interview with 
REX SMITH 


Director, 


Smith’s English Clocks Ltd. 


tributive trade (the jewellers) have been 
backward in realizing the tremendous 
advantage® of synchronous electric 
time. They have not constituted ‘so 
active a medium for propagating the 
new product as they would have done 
had they been “‘electrically minded’’. 

During the past year the company 
has, therefore, concentrated more than 
ever in overcoming these difficulties. 

Their main campaign has been a 
double one : Continuous national adver- 
tising to the general and business public 
on the idea of synchronous electric time 
and personal contact among the 
jewellers by experts specially trained 
to explain the merits of the synchronous 
electric clock. 


Technical Advisors Prepare the 
way for Salesmen 


These travelling experts who call to 
‘‘educate’’ the jewellers are quite dis- 
tinct from the company’s salesmen. 
Their sole object is to explain the 
merits of the new type clock to the 
retailer. They do, Ai course, accept 
orders if the retailer, so enlightened by 
the information, gives his order on the 
spot, but normally a salesman proper 
follows up the call made by the advisory 
expert. A 

The main point on which the advisor 
endeavours to enlighten the jeweller is 
the difference between the absolute 
accuracy of the synchronous clock and 
the ‘‘near’’ accuracy which is the best 
that even a first-class spring clock coste 
ing considerably more money can 
maintain. 

It might be useful to explain here 





Every activity, in the office, production or selling sides of this busi- 

ness is planned and controlled by Budget. The budget committee 

meets twice. monthly to examine the ‘budget’ and ‘actual’ curves 
of every item 


- To guard against over-production of lines that may at any moment be 


affected by a change of public taste and demand there is maintained 
an interesting system of ‘Sanctions’ to the production departments 
based on up-to-the-minute sales records 


‘10 


how it is that the synchronous electric 
clock can never be anything else but 
dead accurate day in day out, year in 
year out. ? 

The hands of this type of clock are 
moved by a small synchronous motor 
and simple train of gears actuated by 
the A.C. electric mains, impulses that 
are themselves controlled þy a master 
clock that maintains scientifically 
accurate time at Greenwich. 

Thus, every clock, in any home or 
business premises that is plugged into 
the A.C. mains is virtually controlled 
by the master timepiece at Greenwich. 
Anything other than absolute accuracy 
at all times is therefore obviously 
impossible except in the rare case of an 
interruption of supply from the electric 
mains. 

In addition to having experts call 
personally on the retailers the company 
issues a monthly booklet, Timecraft. 
The company in fact makes two separ- 
ate issues of this booklet. One to the 
jewellers and one to electrical dealers 
who form another section of the dis- 
tributive side of the electric clock 
business. 

The reason for the separate issues is 
that the electrical dealers, being already 
‘‘electrically minded’’, do not need to 
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be so completely taught the funda- 
mentals of the electric time system. 
Both booklets, however, axe educative 
in their respective ways. 

With all this careful seljing, to the 
public and the distributive trades, of 
the idea of synchronous electric time 
Smith’s have developed tremendously 
the factor of effective display. 

While it has been found impossible 
to make the synchronous electric clock 
radically different in appearance from 
the spring clock, great advances in the 
design of the former have been 
achieved. And what is more, the com- 
pany, in conjunction with its advertis- 
ing agents, provides a continuous ser- 
vice of attractive window displays for 
all types of dealers. The displays 
feature always the latest designs in new 
lines. 

Last year closed with a final issue to 
dealers of a special folder containing 
photostat copies of six suggested win- 
dow displays together with advance 
pulls of forthcoming national advertise- 
ments so tifat the dealer could see how 
he could link his window trims with 
current announcements by the company 
in newspapers and magazines. 

With public taste varying to such a 
vast extent over any matter of orna- 
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A very important link in the marketing campaign is the window display service 


given to dealers. 
issued, On the back of each 


Photostat copies of first class window trims like this are periodically 
plan is the full description and cost of each item 


making up the display 
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mental design, ethe number of patterns 
and designs for such a thing as clock? 
could easily raise serious difficulties in 
manufacturing expense and dead stocks. 
The company must, therefore, exercise 
the strictest control here, but without 
in any way falling short of public 
demands. 


This Control Prevents Over- 
Production of Any Type 


To maintain this delicate balance 
the management has planned a clever 
control of production that dovetails in 
with current sales. 

Clock designs are produced in the 
first place in accord with public taste 
at the moment as revealed in the lead- 
ing clock designs in every country of 
the world and, of course, as allied to 
current designs in furniture and archi- 
tecture. 

Whenever a new design is produced 
by the company a small initial “‘sanc- 
tion’’ for its production is issued to the 
factory. Quantities are then released 
on to the market and its progress is 
strictly followed (and recorded on a 
card index) from the salesmen’s daily 
reports. Strictly in accordance with 
the degree of its acceptance on the 
market over periods of a few weeks at 
a time further sanctions are issued to 
the factory or are reduced, as the case 
may be. 

The progress in the market of every 
single type and style of clock is watched 
in this way. The result of such con- 
trol is that as a piece falls from public 
favour production is automatically 
reduced in proportion so that the com- 
pany is never caught with heavy stocks 
of an obsolete type. Similarly, the 
factory is kept always free to concen- 
trate production on types that are 
quickly wanted to fulfil growing orders. 


Every Activity is Closely Controlled 
By Budget 


With business developing at a rapid 
rate it is essential to maintain a 
similarly close control over the whole 
organization. In fact this business 
owes its continuous expansion largely 
to the well-planned budget which is, 
at the beginning of the year, drawn up 
for every department and phase of 
activity. 

The subsequent careful running to 
budgeted estimates is thereafter a 
matter to which the directors give close 
attention. Twice every month they 
hold a ‘‘management’’ meeting which 
is, in effect, a budget committee meet- 
ing to examine minutely the ‘“‘budget”’ 
and the ‘‘actual’’ curves. 

Every activity in the clerical as well 
as the production departments comes 
under the budget and undergoes its 
bi-monthly review. 

In this way every expense is kept 
under immediate control and at the 
same time every avenue for develop- 
ment and expansion, whether on the 
sales or the administration side, is 
equally closely watched. 


(Continued on page 42) 
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Planning Profitable Side Lines . . 





tendency towards increased costs 

through the ris@ in prices of some 
raw materials has caused a general look 
round for ways and means to offset this 
extra charge. 

Few manufacturers want to raise 
their selling prices. Though a general 
state of “‘prosperity’’ may be said to 
exist, competition, especially in engin- 
eering markets, is exceedingly keen, 
and to increase selling prices, even to a 
trifling extent, would put many manu- 
facturers in a bad position. 

An alternative to price raising lies in 
some adjustment of the internal routine 
to introduce a cash saving that will 
about balance the extra out-going 
induced by the increased cost of raw 
materials: 

To-day such an alternative is gener- 
ally fairly easy to find and to apply. 
Businesses that emerged from the slump 
stripped to the bone began, two years 
ago, to start re-equipping. Since then 
they have gone on expanding in space, 
equipment, staff and turnover at an 
ever increasing rate. New firms that 
started after the slump planned and 
effected their equipment without the 
bitter memories of slump time strin- 
gencies. 

The swing of the prosperity pendu- 
lum since the end of 1935 has been so 
strong and manufacturing concerns 
have followed it up so closely with 
expansions of every sort that now, when 
it is time to look round for some small 
tightening up that can be done, the 
search is not usually a difficult one. 


[è many manufacturing firms the 


New Line From 
Waste Metal 


UT while economy—through cut- 
ting down—at one point or another 
is the only way some firms can find of 
offsetting the price rise of raw materials 
other firms have adopted an alternative 


means: that of turning previously 
wasted material into profitable side 
lines. 


In one small works that manufac- 
tures highly specialized equipment for 


Those 


the motor-car and aircraft industries, 
the management had had a meeting 
about the rising costs»question and the 
order had gone forth tô all departmental 
heads on the technical side and to the 
shop foremen to keep their eyes open 
for possible economies and to submit 
their suggestions. 

One of the foremen one day was 
looking over some waste sheet steel that 
came from a battery of stamping 
machines. This waste had always been 
disposed of as scrap and it brought in 
some hundreds of pounds cash a year. 

In handling it the foreman noticed 
that much of this scrap was in quite 
sizeable pieces, nothing big enough, of 
course, to be of use for any part of the 
equipment the firm was making, but 
still he thought the size was quite 
usable. 


The First Marketing Try-out 
Proved Successful 


After some experiment this foreman 
presented to the management a small 
forced feed oil-can admirably adapted 
to the motor cycle, cycle and small 
industrial machinery trades and that 
could readily be made on the firm’s 
existing plant from the pieces of scrap 
sheet metal available. 

A small batch of the oil-cans was 
made and the market tried out. The 
response was good, an initial produc- 





To Offset 


Rising Costs 


By FRANK H. MARSDEN 


Director of a Well-known Manufacturing Concern 


tion programme was therefore drawn 
up and a modest marketing arrange 
ment made through the firm’s existing 
salesmen. 


The 


idea was successful from the 
start and though the scheme has so far 
been running only a few months the 


net revenue from sales vastly exceeds 
the amount received for the metal as 
scrap and there are clear indications 
that here is a small product that will 
give the company a very profitable sid 


line. Manufacturing costs are trifling 
owing to the fact that, with a bit ol 
organization, the necessary machines 
can, in a few off hours, produce a week’s 
supply at a time. The selling costs so 
far are almost nil so that the extra 
revenue from sales is practically all net 


profit. 


Outside Contracts Carry 
This Overhead 


WELL-KNOWN firm producing a 

line of cutlery goods packed in 
attractive cases of moulded plasti 
material put down its own plant fo 
turning out the moulded cases. In the 
course of looking round recently with 
a view to a general tightening up it was 
observed that the moulded plastics 
department was not by any means 
working to capacity. 

The idea occurred to the managemefft 
therefore to tender for outside work in 
moulded plastic cases. The number of 
such cases used by firms in the per 
fumery, novelty, tobacco and other 
trades is enormous, and is steadily 
increasing. Only a small percentage of 
such firms have the plant for making 


their own cases, most of the supplies 
being taken from plastics manu- 
facturers. 


Designs Drawn Up For 
Outside Firms 


As a start, therefore, this cutlery firm 
instructed its own case designers to 
draw up some new styles for perfumery 
containers. When the suggested designs 
were complete a schedule of costs was 
worked out and one of the directors 
submitted them to the head of a small 
perfumery manufactory with whom hi 
was acquainted. 

The designs were good, and since the 
costs had been based on a very con- 
servative measure (let it be mentioned 


that profit was obviously not the main 
consideration) it offered considerablé 


ot 


attractions to the perfumery firm who 
placed an order. 

That was a useful beginning. The 
cutlery firm then reorganized the pro- 
duction of its own cases, concentrating 
output into full capacity working over 
the shortest possible period. 

It then saw that it kad a definite 
number of hours per week free and 
available for outside work. With the 
contract on hand for the one perfumery 
firm the management then went out to 
secure orders from other concerns to fill 
in the balance of time. 

This was done successfully, with the 
result that cases for its own cutlery 
goods now cost the firm practically 
nothing since the revenue from outside 
contracts almost pays for the whole 
department. 


All Office Costs Gom- 
pletely Absorbed 


N interesting case came to my 
notice last month when the manag- 
ing director of a large motor-car dis- 
tributing house told me that not only 
did the whole of his large clerical staff 
cost him absolutely nothing to run, but 
that a handsome yearly profit remained 
after paying all office expenses. 
In common with most motor-car dis- 
tributors this firm naturally did all the 
insurance business it could in connec- 


tion with the cars bought by its 
customers. 
Instead, however, of following the 


usual practice of just collecting all the 
insurance business he could this manag- 
ing director introduced a definite plan. 
He decided definitely that this extra 
business—this side-line—should 
the whole of his office expenses. 


Definite Plan to Cover 
Office Costs 


A complete schedule of office costs, 
from wages to rent and heating, was 
drawn up and compared with the 









cover 


revenue obtained from insurance. At 
first it was found that the insurance 
business, though reasonably,good for a 
motor-car distributor, did not by any 
means support the office entirely. He 
therefore called a meeting of his sales 
staff, pointed out to them the value of 
getting the insurance of all cars sold 
and increased the salesmen’s commis- 
sion as an incentive. 

As a result of nursing this business 
intelligently and with much more 
vigour than before, a few months 
increased the total so that the revenue 
approached very nearly to the total 
office expenses. 

When I spoke to this managing 
director last month he told me that not 
only had he made both figures meet 
but that the insurance business had 
actually passed the office costs and was 
showing a good net profit. 


Former Haphazard Line is Now 
Budgeted For 

It is interesting to mention that when 
it was decifled definitely to run this 
insurance according to plan, figures 
were projected on the budget in the 
same way that all other activities of 
the organization were drawn up. This 
enabled the managing director and the 
sales manager to control its progress as 
positively as the car sales themselves 
are controlled. 

Insurance, therefore, from a hap- 
hazard side-line was developed into a 
positive source of revenue that reduced 
the overhead costs of the organization 
and made a profit into the bargain. 


Cut Packing Costs 
Four-Fifths 


ITHOUT going so far as to make 

a profit on its side-lines, many 
firms have been able to make more use 
of their materials in a way that has 
enabled overhead costs to be reduced. 
For example, I came across a novelty 
manufacturer who for years spent con- 


With cost of raw materials rising, it 
is better to offset it by additional 
revenue without increasing over- 
heads than to raise selling prices. 
Here is how some firms are doing it. 
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siderable money a year in the purchase 
of wood-wool for packing. This firm» 
had a large cardboard carton making 
plant from which there was a good deal 
of waste. No use was ever made of 
this waste until somebody suggested 
that the purchase of a waste-cutting 
machine would enable all the scrap 
board and paper to be shredded up 
finely enough for packing. 

The experiment was tried with the 
result that the money saved in less than 
six months in the reduced purchase of 
wood wool paid for the shredding 
machine. The yearly bill for wood- 
wool and other packing was reduced by 
about four-fifths. 

Incidentally the utilization of waste 
in this way from the carton-making 
departments has enabled the shops to 
be kept much cleaner—to the great 
benefit of the work. 


Works Trolleys Made 
For Nothing 


N an engineering concern in the 

North the provision of trolleys for 
carrying metal parts about the works 
amounted to quite an item of expense. 

In planning work for apprentices and 
juniors to carry out, one of the charge 
hands hit on the idea of getting the 
youngsters to make trolley wheels and 
axles, of reinforcing ordinary stout 
wood packing-cases with angle iron and 


of making these components into 
trolleys for use in the shops. 
The idea was a winner. The com- 


pany is now able to have an unlimited 
number of trolleys, always in good con- 
dition, at no expense whatever since 
all the axles, wheels and angle iron are 
made from metal that is practically 
scrap while the packing-cases used need 
not be good, usable ones since the angle 
iron reinforcement is strong enough to 
make damaged cases serviceable. Just 
another example of turning scrap into 
good use. 
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Staffing a Small Store For 





Mr. Richard M. Barrow 


HERE is still too much a 
tendency, especially among 
smaller businesses, to think of 
labour management and staff welfare 
as a separate and new department of 
business activity: a new department 
that the struggling business can very 
well do without, but one that should 
be added as an adornment as soon as 
prosperity permits, and dispensed with 
equally rapidly if adversity comes. 
Let me outline very briefly, the job 
of staffing a moderate-sized store. I 
think you will agree that if the job of 
staffing is properly done, labour man- 
agement and welfare are among the 
most vital factors that must engage the 
attention of the general management. 
Our store employs about 350 people, 
100 men and 250 women, working in 
small groups of 10 to 20. Some of them 
sell to the public, some work in the 
warehouse, others are waitresses, or are 
in the kitchen. In point of size, the 
store comes between a speciality shop 
with a dozen or so assistants, and a 
large universal store with its staff of a 
thousand or more. 


Our Staff Must be Above 
Average Intelligence 


It is not a multiple store—that is to 
say, it does its business from single 
premises, a central city site serving a 
large number of customers from all 
sides of the city. These customers 
belong to a discriminating class and 
buy the type and quality of household 
products that the average suburban 
shop finds it impracticable to sell 
because of their limited demand. 





keep active, 


The staff of our store has, therefore, 
to be above the average in general 
intelligence and in responsiveness to the 
demands of customers. It has always 
been a special care of the management 
to keep the standard as high as possible, 
but in recent years this duty has be- 
come so important that we have 
appointed a special executive to super- 
vise it. 


Appointment of this Special 
Executive Was Warranted 


The title of this executive is a bit 
ponderous: “Employment and Welfare 
Supervisor.” I should prefer the 
shorter title of ‘‘Employment Secre- 
tary”. At any rate her job is primarily 
a secretarial one and she works in close 
conjunction with the general manage- 
ment and the departmental managers. 

If she does things in a managing way 
it is because all good secretaries should 
eventually do things in a managing 
way. But she is not a staff dictator, 
hiring and firing labour right and left; 
very far from it. What she does is to 
help departmental managers to get the 
staff they want at the price they can 
afford to pay, and to see that a 
uniformity of consideration is given to 
all staffing and staff conditions through- 
out the business. Her only definite 
responsibility is to see that engage- 
ments are made through her and that 
all leavers, for whatever reason, pass 
through her office. 

The two main rails on which store 
staffing runs are (as no doubt they are 
in other businesses) wages and hours of 
working. If these are twisted the whole 


a 


This store has a staff of 350. 
the speciality shop with a staff of, say, 20 and 
the .department store with pay roll of 1,000. 
It sells foodstuffs and household goods and 
caters for the high quality end of the trade 
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First Class Service 


By RICHARD M. BARROW 


Director, Barrow’s Stores, Ltd., Birmingham 


It ranks between 


Mr. Barrow stresses : 


“Staff management and welfare is a 
* major factor of general management, 
not a side issue to be treated casually” 


He explains how his Employment Section works to 
cordial relationship between staff and 
management 


of labour management and welfare is 
just so much waste of time, and it is 
by no means easy to keep them 
straight. If wages get too high and 
hours too short, net profits suffer, and 
nobody is really happy. If wages are 
too low and hours too long, the store 
may make a little mofe nef profit, but 
the best of the staff drift away and 
trouble arises everywhere. 

Next to wages and hours I count the 
arrangements for giving individual and 
just consideration to each member of 
the staff. In a store this ig of fund#- 
mental importance. Each individual 
on the staff represents the store, a great 
number are,in daily personal contact 
with the public, and it is important 
that the management should treat them 
as individuals from the very first. 


Every Employee in Direct 
Contact with Management 


Some method of ensuring regular 
interviews with one or other of the 
principals is of great importance. To 
achieve this a small executive com- 
mittee consisting of myself or another 
director, the departmental manager and 
the employment secretary, sees every 
employee at least once a year. 

These interviews are quite informal 
and we use them as opportunities for 
awarding praise for good work and for 
discussing promotion possibilities. If 
censure is due we issue that too. But 
the need for censure is rare, though 
employees prefer even a wigging, 
intelligently administered by the top 
management, to being left alone, 
unnoticed. (Continued on page 43) 






























‘Fortune for the Average Man 
JN the past—and, to a lesser extent, in 
J the present—we have*thought of for- 
tunes as great sums of money—a sort 
~ of financial reservoir. From now on the 
fortune will be more in the nature of 
a flowing river, coursing through the 
channels of production and distribution, 
ging wealth to the territory through 
hich it flows, and being drawn back 
gain to its sources to be released over 
iain in ‘spending rain’. | 

‘The great reservoir fortunes are 
past. To-morrow’s fortunes must be 
ed broadly on the flow conception of 
alth, He who possesses an efficient 
g for himself and his fqmily, with 
mable security for the future, can 
_to-morrew’s type of fortune with- 
ut a vast accumulation. 

~~ Interestingly enough, such a fortune 
ig reasonable, beneficial to the indivi- 
‘dual and, at the same time, is essen- 
lly social. Furthermore, with a little 
retching, it is within reach of the 
erage man. 














T JAVE you ever noticed how jumpy 
© A [the figures are in amateur motion 

pictures? The reason for this is that 
people move too fast for the camera, 
and their motions appear jerky on the 
«screen. Professional cinema actors, on 

the other hand, have learned to act 
with a certain languor. They know 
> that swift movements make jumpy pic- 
tures, so they slow down their natural 
pace to accommodate this mechanical 

limitation of the camera. 

J have observed a similar phenome- 
on in those who speak in public. If 
-speaker follows a natural pace there 
always someone in the audience who 
able to follow the argument and 
yo will Yeceive a jerky series of ideas 



































ROBERT R. UPDEGRAFF. 


rather than a smooth, logical flow. The 
wise speaker, particularly if he is trying 
to sell merchandise or promote an idea, 
will slow down his natural pace to fit 
the slow-minded persons in the group. 
This same principle has another per- 
tinent application. The salesman must 
be on guard constantly lest he talk 
faster than his prospective customer 
can absorb his words. He must remem- 
ber that ideas which are familiar and 
self-evident to him may be entirely new 
to others; and that it takes time for 
most people to absorb new ideas. The 
salesman who pauses after each new 
thought until the prospect indicates his 
agreement will present a smooth, com- 
plete pictare in the prospect’s mind, 
even though to him his presentation 
may seem frightfully slow and jerky. 


O 


Glamour in Selling 


“WT may be of passing interest to 
you,” started the form letter from 
an insurance firm, ‘‘to learn that 
The Tomb of the Unknown Soldier, 
A page from the Guttenberg Bible, 
Four Arabian horses, 
The brooch Josephine gave to the 
Empress Louise, 
have all been insured by us.” 
Proving, to me at least, that there 
is a way to put excitement and glamour 
into everyday selling if we but look 
deep enough into our routine affairs. 


O 


Mental Bi-Focals 


NE of the inventions of Benjamin 
Franklin, urbane citizen of the 
world, was the bi-focal lens, which per- 


No 
Sharp Corners 


This firm had a 
number of small 
offices in which these 
special desks were 
built. To facilitate 
quick moving about 
sharp corners were 
done away with by 
rounding the project- 


as shown. Not only 
was the risk of bruises 
also banished © by 
this idea by a sense 
of greater ‘roominess’ 
was given, even in 


“ Note individual adjust- 
able light to each 


ing ends of the desks — 


copy to be p 


such small... offices. 






if you will. He must have a “‘far’’ lens 
‘to look at broad, social and economic 


problems. At the same time he must 
use his ‘‘near’’ lens so that he can fol- 
low the details of his own enterprise. 
Some men may be fortunate enough to 
reach a position of responsibility with- 
out the need of artificial lenses, but for 
most of us the mental bi-focals have to 
be cultivated just as carefully as the 
oculist prepares the formula for real 
glasses. 
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Try This Way of 
Note Making 
HEN setting down notes or 
memoranda for a subject to be 
discussed at a board meeting, for an 
address to deliver, or an article to 
write for the house’ magazine, most men 
write the notes on a single sheet of 
paper. This involves much scratching 
out and rearrangement of order as the 
logical theme of sequence comes into 
the mind. In the end the original sheet 
of paper becomes so cluttered up. as to 
be practically illegible. ee 
We recently saw the head of a big 
firm using a better means than this. 
He had a little pad of tear-off scratch 
paper, about 4 inches square. Each 
single thought he wrete on a separate 
sheet, then tore it off. When he had 
completed his note-making, he just 
arranged each sheet in proper sequence, 
clipped the batch together and handed 
it to his typist. A simple and effective 
idea. 
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Pay Envelope Slips 
Supplement Notice Board 
UPLICATED” slips in pay envel- 

opes to supplement information 
posted up on the notice board are being 
used by one concern with a large office 
and works staff. 

When thê notice board alone was 
used for the display of important in- 
structions or information, it was con- 
stantly found that employees “didn't 
know about it’ or “hadn't seen it’’. 
Notices that had been displayed for 


days remained unread by many 
employees. Fie ioe Ae 






cashier, who- wo 
MSN 

This plan puts the p 

inconvenience and bas been proved to 


-secure a full 100 per cent circulation of 











month of December saw an 
iparalleled abdication and a 
pular accession to the British 
. But a month pregnant politic- 
‘has been immensely significant 
conomically, for during the past thirty 
ays certain new 


b v -influences have 
become more clear, | 





nwanted Boom 

E influences are the precursors 
1 boom: but they are compli- 
tated by the incidence of rearmament. 
-Quite clearly we are threatened with a 
` boom of considerable proportions in the 
near future if the following influences 
continue to operate ; 

a (a) Cheap money. 

(6) Soaring commodity prices. 

‘(¢) General wage increases. 





` (dy An early armament of around 


£300,000,000. 
(e) Boom in new issues. 


~. No-one of these influences alone 
-. would be sufficient to cause a boom, 
but together they will ensure it. For 
instance, if the British Stock Exchange 
were Jess foolish than it is, if the brokers 
were more fearful of the return of 1929, 
like their New York colleagues, this 
would modify everybody's exuberance; 
“new issues would be fewer and better 
chosen; stock and share prices would 

be lower; industrial expansions would 
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Year Starts On 
Record Figures 
mber of the industrial body starts 1987 in 
. With basic trades running on record 
rü secondary: trades booming, the coming year 
holds more promise for business than any since 
depression. ee E 
The activity index now shows a gain of 7.5%, 
€o Eadicator to- general health of business. Iron, plus 
oo BLT. and. steel, plis 10.8%, reveal continued boom 
Of heavies. No slackening in output in these indus- 
_ tries expected for many months. Even coal produc- 
ion shows a rise, biggest for some time. 
_  Umport and export figures continue to trouble some 
i.» @senomists, but country-wide feeling is still that raw 
< io i Materials demand from factories, aided by rising 
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o: o growing adverse balance should be somewhat dis- 
_- tounted in coming months by improved foreign 
markets, though rearmament will keep our exports 


‘Tower than they would be normally. 

"o Rising employment—-up 5.8% --increased rail traffics 
and continued upward trend of wholesale prices all 
are. pointers to the breadth of recovery. Bank turn- 







Significant figures are. those showing increase of 
ping, coastal and foreign trade. Both clearances 
tances show a firm advance on last year’s 


















food: consumption, are sound. signs. of gecovery. The. 


be slower; generally, the pace would be — expansi 


slackened. 


Dogma-Blinded Treasury 
Riding Without Brakes 
aerated if Mr. Keynes's views 
Jwere not the loadstone of Treasury | 
policy, money rates would be raised by 
the usual methods. But apparently the 
present Government is enamoured of 
Mr. Keynes's theories of “controlled” 
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Business Activity Index 
- Steel Production 
k iron Production 

Coal Production 

imports (total value) 

_ Raw Material Imports 
|| Exports (total value) k 4 
Buildings: (total value) | ‘i 
Factories, etc. | 
Employment 
Wholesale Prices: 
: Rail Traffics a 
| Postal Receipts (net) 
| ~ Bank Turnover es ae 
© Shipping. Entrances | 
Rayon Output 
Raw Cotton 
Wool Text. Wages 
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is ‘dificult to see. hoy, if the cheap 
yo policy continues, 
HY fs $ e may þe ATE: e 
We think this. would be a 
utas most of the methods of 
ig a boom are almost as expen- 
d dangerous: as the boom itself, 
œ much to hope that the Govern- 
will take those steps which some 
r leading economists have (in our 
| ary: pay) pressed upon them. 
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PERCENTAGE INCREASE OA 
l GECARASE ON LAST YERA 


eee Wage Rises o ‘ Ta 
a eer to Prices 


EW business men- realize 
importance of factor (€).. 
within the last month wage increases 


-have not kept up with price increases; 
within three months many wage rates 


will have shot ahead of price levels. 


wages have risen; 


but already drivers are 
£5. is. a week and firemen £3 igs. 6d.; 

mine wages come up for reconsideration 
in September; the engineers are dis- 


satished (not unjustifiably) with certain 


of their rates; the hotel workers are now 
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. are working- around g0% 


little hope for any improveme 


E industry to settle in South - 


Until 





polation wiih. and: prices: Ley et, as 
we shall see, a good deal of our very 
recent: recovery has been due to: better 
. exports, of textiles particularly. 

Wool. wages for instance were due to 
rise. by 10% on rst January; cotton 
the railways have 
turned down the enginemen’s demand, 
averaging 


There is no way out of this dilemma, 


but it has to be faced. It is one of the 
factors which cause 


dangerous boom 
conditions by increasing purchasing 
power to such an extent that internal 


prices levels become carseat A ee 


Success : ‘Cotton’ 
On To It Again 


N the meantime the most signifi 

feature of the situation is the revival 
in Lancashire. During the year the 
number of unemployed in the cotton 
industry has fallen by over 20,000. 
Exports are again rising, and the recent 
small rise in wages will not jeopardize 
the recovery. The output index of the 
textile industries is now 22.3 above the 
1930 level. r 

Of Lancashire's 46- milion. “spindles 
only 6.2 million are now idle. “The rest 
of capacity. 
Nor is the end of this trend in sight, 
since the improvement in the: Indian 
situation makes a steady increase in 
sales to that market still possible. 





No Seamy Sides For 
King Coal’s Workless 


N the other hand the coal industry 

remains little affected by. the 
revival. During the year the whole 
industry has reduced unemployment by 
less than 30,000, although its pay-roll 
is so much larger than that of the 
cotton industry. There are still 
161,652 unemployed miners, as com- 
pared with roughly 50,000 unemployed 
cotton workers. Unfortunately this 
unemployment is concentrated i in: South 
Wales. 

The startling nature of the situation 
has been brought home by the new 
Purchasing Power Index.* This shows 
Merthyr Tydfil with a purchasing power 


that is less than half that of the average 


English city. 

It is estimated that South Wales now 
has a permanent labour surplus of at 
least 50,000, and probably more. With 
the increasing use of oil fuel for 
industrial purposes there seems to be 
nt here. 
Only generous schemes: for- inducing 
Wales can 











solve this grievous situation. as 
The Mugen boom has undou tec ly 
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Tu eee or 
chemicals; oi it is: ae to the younger 
i like motors and cycles and 


nas mail trade has PA aE 
ted, indeed the Christmas trade 
ched new records in most depart- 
The rise ee Tetai sales for 








nts over r last year. oen 
slovakia and Poland, all show 
industrial activity; while in 
many and Italy rearmament is keep- 
mg at least the home market active. 





AH Empire Aboard 
The Recovery Train 
‘[SHROUGHOUT the Empire and 
= oA the sterling area the improvement 
continues. Canada is at least in sight 
of a balanced budget; Australia’s 
deficit for the coming year is negligible. 
. In the latter country building booms 
S are in full swing in most of the cities. 
<o So prosperous. is Australia generally 
-that the Government’s new internal 


loan of £7,500,000 is being economically 
raised merely by local tender. 












Every Trade Area 


London District: Small decline in employment in 
building, tailoring, hotel trades. Picking up_ again. 
Decline negligible compared previous years. Furnish- 
dng, hardware, children’s wear retail sales excellent. 
Prospects good, River traffic heavy. City confident. 
OEA sE Districts: Luton quiet except for engin- 
: inc T motor-cars, trucks, machinery, ett. 
E s0 very active in Norwich, Ipswich, 
Lea “Scunthorpe steel production running at 
“peak. Farming throughout area operating under 
a normal conditions for time of year. Cattle markets 
air. 
Midiands : Birmingham iron / steel, non-ferrous metals. 
engineering, motor-cars, cycles, hardware industries 
_.. all extremely busy, many expanding. Bradford wool 
Markets active. Leeds clothing traded busy. Leicester, 
Northants, 







< Nottingham boot, shoe, hosiery trades 
. fairly active. Sheffield iron / steel industries working 
at pressure, expanding 


OCO W ASW. Districts + Yeovil, Gloucester, Bristol air- 

` craft factories operating at peaks. ingineering and 
_ leather trades doing well. Swansea and Cardiff 
: piel r works behind on deliveries. Fresh orders 
Coal shipments from Newport, 


coming’ - well, 
Cardiff, Bain, etc., showing increase. South Wales 
following Anglo-Italian 

















coal outlook brightening 
peteernent, 

N.W. Districts: Cotton trade Blackburn, Oldham, 
‘Bolton, eie., shows improvement. Liverpool markets 
omore active. Grain sales qnieter. Manchester yarns 
‘and piece goods trade cheerful. Shipping shows rise 


-in freights. As in other areas, Lancs engineering 
“firms. finding difficulty keepi ping pace with orders, 
‘imbe General outlook 





jer trade has . been 


tricts: Durham, Newcastle, ete, coals in 
and. Bunkers particularly brisk. Shipbuild- 
ting brisk. Employment increasing weekly 

dal as well: as naval construction. Tyne- 
istrict. engineering firms have full order- 
tie and coasting ‘tonnage in demand, rates 


:. Slight seasonal setback in em- 
culture, building and contracting 
\ ement showing in linen, tailor- 
. Temains much the same. 
ow ‘some Jmprovement. 








US. ‘5 hi: 5 H zad 


N America the spiral of on ey 
broadens gut every month, but as 
indicated above both the Government 
and the Stock Exchange authorities are 
attempting to avoid a boom most vigor- 
ously. The Securities and Exchange 


Commission keeps an iron hand on new. 


issues and on Stock Exchange business; 
Washington is intent on reducing the 
Banks’ excess reserves. There is little 
doubt that money rates will not be 
allowed to fall to British levels, even 
if special legislation be required. 

= With cheap money, rearmament, a 
continued building boom, improving 
foreign trade and a general tendency 
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further expansion is-< 
even be paps y: k 
are already & | ng 
expansion in tore 
level of business recovers 
boom is over. 
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There’ll be NO Haphazard Selling » 
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HEN radio for the million burst 
W upon the country thirteen years 
ago, the distribution and selling 
services which handled this new pro- 
duct were so woefully short in technical 
knowledge and experience that radio in 
general was longer in gaining the full 
confidence of the public than it other- 
wise would have been. 

It is quite true—and quite natural— 
that the actual manufacturers of those 
early radio sets were not turning them 
out to the standards of mechanical per- 
fection which we later came to know. 
Nevertheless, quite a proportion of the 
criticism and complaint made in those 
days by the public about what they 
considered the failure of this or that set, 
or even disappointment which they 
expressed about radio in general ‘‘not 
being what it’s gracked up to be”, was 
not due at all to any faults of manu- 
facture. It was due to general radio- 
ignorance on the part of dealers. In 
their enthusiasm and anxiety to give 
customers the ‘‘service’’ naturally 
€ssential to an instrument of such a 
type, they did more harm than good 
to many thousands of otherwise sound 
sets. 

I am not levelling undue criticism at 
those dealers. Far from it. I am 
‘merely stating a fact about the condi- 
tion created by the advent in a mass 
market of a highly technical product of 
which only a few experts had had any 
practical experience. 

The subsequent years of intensive 
development, however, have 
brought about an entirely new condi- 
tion. Radio manufacturers and dealers 
have so closely and so successfully 
collaborated that the complete goodwill 
and confidence of the radio-using public 
has been gained. 


There Will Not Yet Be Mass 
Distribution 


Television receivers are now the new 
product, a logical development out of 
sound broadcasting. 

But the plans that are to-day being 
formed for the marketing of television 
sets are being based on those long years 
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of radio experience and will avoid all 
the snags of those early radio days. 
To begin with, of course, there are 
basic technical differences in television 
which put any possibility of mass distri- 
bution out of consideration, at least so 
far as the near future is concerned. 
For a few years at any rate television 
reception will definitely be limited to 
a radius of 25 miles of the transmitting 
station. That fact in itself will simplify 
distribution. It acts as an automatic 
selector of possible users—and of 


O 


The selling of early wireless 
started badly. Dealers were not 
technically ‘educated’ to give 
ü [requisite service to users }-¥ 


Manufacturers of television sets 
are preventing repetition of 
such a state 


They are campaigning now in 
the scrupulously careful selec- 
tion of retail dealers and in 
making plans to train them 
technically so they will be fully 
competent to service users, 


O 


dealers too. The necessity for the 
manufacturers to supply a ‘‘national 
market’’ will not, for the time being, 
arise. 

Television sets are, of course, already 
on sale. Incidentally it is interesting 
to note here that G.E.C., Ltd., antici- 
pated the public market for this type 
of entertainment and were actually 
making sets before the B.B.C. trans- 
mitting stations were even decided 
upon. The firm had its own experi- 
mental transmitter and was working 
from this. 

The public can to-day buy a televi- 
sion set, but the procedure is this: The 
customer goes to his radio dealer in the 
ordinary way and says he wants to buy 
a set. Instead of supplying him right 


Of Television 


Say M. M. MacQueen 


Sales Manager, Wireless Division 


The General Electric Company Ltd. 


In an Interview 


away, however, the dealer passes the 
inquiry back to the manufacturer, who 
then sends down his own technical 
engineer to examine the proposed site 
of the set in the customer’s house. 

This is absolutely necessary because 
several technical factors have to be 
considered in connection with the satis- 
factory working of television. For 
instance, the “‘screening’’ of television 
transmissions by high hills in certain 
areas can make the effective height of 
the receiving aerial a matter of as much 
importance as the distance of the town 
from the transmitting station. Tests 
have to be carried out, too, to ensure 
that reception will be free from any 
form of electrical interference that 
would upset either the sound or the 
vision. 


Why Sales Must Sometimes 
be Refused 


If, finally, the expert is satisfied that 
the set will operate properly on the 
selected spot he arranges for the instal- 
lation to be completed. 

If, on the other hand, it is concluded 
that conditions in the prospective 
customer's house are against the 
successful working of the set he is 
frankly told so and advised not to make 
the purchase. 

This practice is obviously very differ- 
ent from that which attended the sale 
of early radio where the dealer sold a 
set to anyone who could pay for it. Of 
course the same technical limitations 
did not then exist; there were factors 
that should have had attention, but the 
average dealer did not know enough 
about them. 

Thus it is clear that television manu- 
facturers to-day are not permitting a 
lack of knowledge on the part of the 
dealer or the user to give rise to dis- 
appointments that would jeopardize the 
whole sales future of television. 

As the business develops the manu- 
facturers, of course, will not be able to 
maintain this direct survey and installa- 
tion service. What they are doing, 
therefore, is to make plans for the much 
more careful selection of recognized 
television dealers in the first place and 
then to arrange ‘‘schools’’ at which to 
give them and their staffs a thorough 
technical training. 

By the time television comes into the 
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wider market the distribution will be 
backed by really first-class technical 
service. The serious error of early radio 
days will thus be completely avoided. 

When will television come down in 
price, and how far down will it come? 

Influencing this question are factors 
much more complicated than those 
which affect the average new product. 
Without going into the technical speci- 
fications of the types of television 
receivers now available, it can be stated 
that to-day prices range around the 
‘f{100 mark. Sets are still, from the 
commercial point of view, at an experi- 
mental stage. I do not mean that they 
are still short of a high efficiency, they 
are, in fact, already very successful. 
But the manufacturers do not yet know 
what the market wants. The present 
high prices, for instance, are partly due 
to the fact that manufacturers are using 
costly components as a temporary 
measure. They definitely know of 
cheaper materials and factory processes 
(instead of hand) for producing the 
same high standard results, but they are 
not sure yet how sets manufactured by 
factory processes would ‘“‘stand up” in 
the hands of the non-technical public. 

In other words, the manufacturers are 
still playing for technical safety, and 
this factor obviously keeps the price up. 

The comment on that is: Why don’t 
the manufacturers go ahead with bigger 
scale production, using the ‘‘utility’’ 
components, so that they can bring 
down their prices and so get the market 
going? 

The matter isn’t as simple as that. 
Supposing the manufacturers could 
lower their prices by about half and 
get down to the 450 level. What then? 

The areas in which television sets can 
be sold at all are already strictly limited 
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by distance, as I have shown. Then 
within those areas there is still further 
restriction te the type of customer who 
can pay £50. Thus the possible market 
is whittled down considerably. 


The Programme Question is 
Holding up the Market 

Then arises another point. The man 
who is going to pay £50 for a set 
naturally says: “I’m not going to pay 
that money unless I get pretty good 
entertainment value’’—meaning that he 
wants to know beforehand that the 
televised programmes will be good. 
Here, then, is a powerful sales-affecting 
factor which is quite beyond the control 
ot the set manufacturers. 

No one doubts the intentions of the 
B.B.C. to broadcast first-class television 
programmes. But broadcasts are, at 
the moment, limited to 2 hours a day, 
and are still short of the scope and 
standard looked for by the average man 
who wants to buy entertainment and 
not merely a novelty. So the set manu- 
facturers are hindered. They are 
naturally cautious about putting in big- 
scale production methods before they 
can gauge their markets, yet the market 
cannot reveal its potentialities because 
it cannot foresee what standard of 
entertainment will be available. 

But television manufacturers are not 
idle in the meantime. They are using 
the hiatus for continuing their technical 
research and, most important, for per- 
fecting their distribution and selling 
plans against the television boom that 
will inevitably arrive. 

As an unofficial forecast Mr. Mac- 
Queen tells me that compared with last 
year at least five times as many tele- 
vision sets will be sold during 1937. 
That’s a good start anyway. 


Only dealers who are 
thoroughly trained 
technically will be 
able to handle the 
sale of television 
sets. This special 
training is one of 
the important things 
upon which the tele- 
vision set manufac- 
turers are now con- 
centrating 
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This Head Office 


NEWS SERVICE 


Helps the Salesmen 
in‘the Field 


From M. K. MURRAY 
Sales Dept., Boxfoldia Ltd. 


E are definitely of the opinion 

that it pays to keep travelling 

salesmen well posted with news 
about markets and with information on 
conditions at head office. We were, 
therefore, ®¢very interested to read in a 
recent issue* of BUSINESS how a certain 
foodstuffs firm maintained a ‘‘news’’ 
service to its sales force in the field. 

Naturally our position is a little 
different from that of a foodstuffs distri- 
buting house. We have fewer travelling 
salesmen and our representatives are of 
a more technical type. But we provide 
them with a regular news service in the 
form of a weekly letter. 

At one time we used to write special 
letters to our men when we had reports 
or advice to send, but with the rapid 
expansion of business and the big 
increase in the type of information we 
wanted to send out we soon discovered 
that haphazard letter-writing was out 
oi the question. We therefore concen- 
trated on getting all our information 
down in brief paragraph form and 
incorporating it in a regular letter of 
more or less standard form. 


This is the Type of. Information 
Sent Out 


The type of information we send out 
bears on such things as: Any lines on 
which extra sales pressure should be 
put; if there is any section of the works 
exceptionally busy and unable, there“ 
fore, to offer immediate delivery of 
orders; details of any new lines forth 
coming; details of any new processes we 
are installing, explaining the possibili 
ties of the new department and giving 
suggestions in regard to the class of 
work for which it would be particularly 
suitable. 

We also include details of our current 
advertising, send copies of circulars we 
have despatched, with comments. We 
give details of the results of our direct 
mail selling and information about the 
trend of business as we see it for the 
country as a whole. 

Particular attention is given to out- 
standing orders for the week and any 
especially brilliant results by any of the 
representatives. We also touch upon 
the general activities of the firm, any 
new welfare schemes to be introduced, 
etc. 

Not only do we supply such informa- 


*“Sales up 18% in Six Months by this Simple News 
Service to Travellers in the Field,” by Henry T. 
eo page 21, October, 1986, issue of BUSINESS» 
—Ep. 














wading ‘of. “Candid Questions’ E 
representatives and all the office: depart- | 
ments are invited to submit questió: 
nds which are investigated not in the. for 
nt of a complaint but with the object o 
m clearing any difficulties between repre 
of sentatives and the office. 
induced the best possible co-operation 


The 


This has 


confirmed the plan as a 
-and helpful link | between S 
-and the men in the field. 


ok- between the company at headquarters. - 
a a the AE working out in the. 
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1935- 


This system of regular 
was started in November, 
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rkets Are PEOPLE 
1 t to constant change in Spending 


LON Habit, 


Taste and 


a mine of up-to-the-minute salesbuilding facts for 


a the Sales Executi ive,” 


says R. O. 


PHILLIPS 


-Sales Director, Air Way, Ltd., Suction Cleaner Manufacturers 


a firm that has a properly 
or ganized eales control and which 
sells products. to the general 
iderstands that the ‘ 
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survey for the use of the active sales 
manager than any statistical attempt 
in this direction that I have examined 
for a very long time. 

The merit of this latest work lies in 
the fact that it first of all stimulates 
the sales manager by revealing a lot of 
new and striking information and that, 
by the aptness of its subsequent tabular 
matter, convinces him that here, at any 
rate, 


facts. The book appeals to me as the 
work of men with actual sales-creating 
experience. 


A Daily Sales Aid, Not a 
= Museum Piece 


Mr. Sinclair Wood, in a preface to 
the book, advises readers as to its use. 


i He draws attention to the fact that the 


ts ey te after a me cursory glance 
any big book that apparently deals 
exclusively with statistics. He suggests 


that that is not the way to treat this 


book, because here is live, constructive 


information that can be used almost 


E ne d o m* gh wae in formulating and controlling. .°3 


"national ” sales. 










We- 
representatives a 


so on f 


| is a volume of sales-building 
helps, net merely a dossier of statistical 









~The: replies “received overwhelmingly 
a most successful 


We ourselves have found that it keeps 


us in regular and close touch with our 
men; it also makes the salesmen realize 
-that they are, in actual fact, backed by 


head office, and so it. gives. them 
enthusiasm for their daily work. 





casual—and certainly to any sales- 
minded executive—-that here is a. book 
for the desk top, not for some obscure 
reference shelf. E 
However, to those business mei: who 
are not already properly and vigorously 
sales ae Mr. woni apeg lay $ ess 


E think Mr. Wood's advice is almost *.,° 
, since in this case the kind 0. 
"information given and the way in pigge: 

wa hich itis set out in the 530-odd pages ~~ 
of clear type proclaim even to the most _ 











A great variety of models and optional features in 
each type. | i 


A- wide choice that enables every buyer to install 
a machine to suit his exact requirements. 


An ideal machine and system for every size and 
kind of office. 


Typewriter accounting machines that give complete 
description where desired. 


All-purpose models that enable many different kinds 
of work to be performed on the one machine. 


Desk model machines that make machine accounting 
possible in the smallest business. 


New. machines for sales ledgers and statements; 
purchases and general ledgers ; stores, wages, and 
costs records; all registrar’s work — including 
dividend warrants, etc. 


Backed by a first class organisation with fifty 
years’ experience of service in the world’s 





. BURROUGHS ADDING MACHINE LTD. 
Chesham House, 136 Regent St., London, W.! 


Regent 7061 (Pte. Bch. Exch.) Branches in principal cities 


BURROUGHS MANUFACTURE A COMPLETE RANGE OF MACHINES - 450 DIFFER 
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of “prosperity, 
. be the most 


cepa "alline. a 
at of sales opportunities— 
setting is lavish encugh 
Tollywood's opulent stages 
eet. market. 

ngle view of 1936 showed ten- 
towards higher prices, better 
goods. Features: were in- 
p o ieaapia > revival of 
revit alzi g i. of nort h ern 








conversation with manu- 
keting men, this is mv 
7 sales trends expan- 
~ furnishing, widening in 
udoir. knick- knacks, in- 
s and general clothing 
Britain: continued up- 
ood sales, luxuries trade, 
ive quality market in 
art of Fean unusually big 

et -This latter, of course, 
own's magnetism in this 


































































mures show another £135,000 
ng into pockets of workers 
Midlands and the North. 
these people suggest that 
1oney will be spent, not saved, 
a and areas affected are: 
-90,000 cotton operatives to 
oo a week extra, 120,000 weavers 
15,000 more; Yorkshire, 250,000 
industry em ployees have been 
rc £45000 weekly; London. 
meashire, Midlands clothing 
100) to receive £30,000 addi- 
wages. 
rees concern: 84,000 mid- 
Operatives, increase £7,500 a 
Aidilands and Northern metal 
6,500, and 30,000 mining 
ands and North, who are 
ore weekly. 
-of this area tell me that 
ands. will quickly. be 





‘Selling angles to use: 
‘, value for money. 
| 1erners respond to facts, 
s and frills. Advertising and 
ppo houd. “be based on this 

i ‘ket, I am told, is very 
i Jorthright selling. 
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ly ch 
y with drift from 


-at reviv ing, eatbusiasm 


tainment 
obvious line of attack. 


and 


f uality foodstuffs and 


If successful, . 


en's. fashions, 


r for pcclesi 
lead in social life rather than. rec 


torian and earlier moulds. 

No matter which way the drive goes, 
women's markets are most likely to be 
affected. Dress. cosmetics, smokes, enter- 
and similar 
Sales would cer- 
tainly be affected in these directions. 
Oppositely, more ample dresses and more 
of them would help textile and kindred 
industries. 

Everything, however, 
stage. 
ing by manufacturers when the drive 
starts. It is then, if ever, goods,will nee d 
adjusting to a new market. 


is still in the “IE”? 


O 


Thousands of New Customers 
for Electrical Goods 


AST new markets for all types of 

electrical goods are opening up 
throughout the cougtry. Perusing London 
Home Counties electricity supply 
returns, I found that 213,356 people were 
added to consumers’ list last year. Total 
electricity users now 1,787,585 in this area 
in which juice generated totted up 25% of 
nation’s output. 

As grid scheme expands, country-wide 
increase in users mounts. The year saw 
the better part of 1,000,000 new con- 
summers. 


Certain big companies are planning sales. 


drives on this plus market. Household 
appliances sold well last, but will boom 
better this year. Refrigerators, electric 
irons, curlers, toasters, percolators, kettles, 
cookers, warmers, washing-machines, etc., 
are big sellers now. 

Significant is builders’ move to install 
certain electric equipment in new houses 
as part of fixtures. A company making 
electric washers told me that they have 
orders for 5,000 machines to be installed 
this way. Suggests that housing estate 
companies, speculative builders and local 


authorities form a likely big-scale market. 
_o 

Finding Customers For 

Years Yet to Come , 
MONG useful H.M. Government 
‘works is the Registrar General’ s: 

Statistical Review, which shows quantity © 

if not quality of domestic markets. Tom, 


Dick, little Willie, Mary, Martha and Joan 
are all jotted down and totted up—im- 
portant news to manufacturers. The 


_ 697,000 population rise revealed in latest 


figures means more sales to many manu- 
facturers. 






. Photographs 
| that 
Create Sales 









Important Announcement on 
Page 52 
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a pres sent-day thought and habits in’ “View í 


things present an 


The situation will need close watch-. 


i printed matter. 


a circumstances, 
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ABE 
Of 40; 6 660. 
cople | inhabiting» these isles, 19,500,600 
are males, 21,145,000 females. Here are 
some of the principal age groups: 


2,834,400 up to five years old; 
3,003,900 between § and 10; 
3,428,400 between 10 and 15; 
3,090,200 between 20 and 25; and 
3.455.700 between 25 and 30. 


Boys are outnumbering girls in present 
generations. Over the 15 to 26 ae group, 
girls outnumber boys. ate 

The largest single group is- 25 “te 30. 
After that numbers decline steadi 
the low level of 106,850 is reached for 
those of 85 and over. 

These and other report figures provide ae 
rich fields for charting extent of markets _ 
for years to come. Significant trend shown 
is the increased expectation of life. It is 
leading to a greater number of old people, 
thereiore PENE sales n tO.. this specific 






















Marketing ‘Don'ts ’ for : 
The Coronation 


ar to some w ay with e the. 
Queen. 
Bad taste 





is naturally nee = gut 


unwittingly the manufacturer may fall 
into mistakes. 


These are the two guiding rules in all. 
marketing and advertising schemes: (1) | 
on no account use any” Royal: or oficia 
emblems, designs, . insignia photo 
or names m'a w hic ik 
with any produc im 
tising or approved. sense? (2): in all cases. 
where there is the slightest doubt, submit 
any idea, proposals or schemes to the 
Home Office. | 

The authorized emblems are: th 
Crown and Cypher; the United 
White Roses; the Thistle; the. 
the Harp; the Red ‘Drag 
Mount; the United: Rose; 
Shamrock; the Groy d alhs AIN 
these may be used in ‘decorative ame, i 
but must not be used to advertise any 
commodity. They may not be used on. 
menus, folders, letter-heads, Press adver. - 
tising or in any. commercial publicit or 



















Certain: crowns of former Englis : i eo 
may be used. The Home Office mus e 
consulted to decide whic pot are 
usable. > 

The Royal Coat-of- At 7 
Cypher, the Imperial Crow: 
Standard may not.be- us 
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.. . . overheads 
Look well at this display of Art 
Metal products, Years of efficient 
service have gained for them pre- 
eminence in the office equipment 
field. Search where you may, 
their craftmanship cannot be 
surpassed, whilst their use in your 
business will reduce overheads 
and increase economy. Whether 
you are interested in a single filing 
cabinet or in the furnishing of a 
whole office, why not send to-day 
for our complete Catalogue No. 60 ? 


Art Matal 


CONSTRUCTION COMPANY 


OFFICES AND FACTORY: 
201 Buckingham Palace Road, London, 5.W.1. 
SHOWROOMS; i 
_ Alexandra House, Kingsway, W.C.2. 
TELEPHONE : SLOANE 5201 (6 lines}. 






.. For every storage purpose. Extended as 
> required. Various Types available, 


STEEL CUPBOARDS 
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Over Bo different models. Hlustration is 
gO in. X 7A X 15 tH—L5 gs. tid. 










we 


ETAL DESKS FOR 


M 








Art Metal Steel Desks are re 
being the finest steel desks 
drawers may be fitted with ps 
card-index equipment ; tops are ¢ 
with “Artolin”, : itir 
face ; the drawers run smoothly 
able suspensions. The model sl 
priced at £11 10s. od. Catalogue 
will give you details of the 
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IDEAS For Busy Managers 





Optional Seating 
Raised Output 
IN tion has 3% increase in produc- 


tion has followed a simple action 
taken by a manufacturing firm 


at Welwyn. Certain workers in the 
plant customarily stood to do their 
work. It was, however, possible for 
them to do it sitting down although the 
speed was not aş great. Against this, 
the firm set the fact that the operators 
became leg-weary towards noon and 
markedly so late in the afternoon. 

As an experiment, they tried intro- 
ducing chairs and left it to the discre- 
tjon of the operators when to sit and 
when to stand. The first few days 
showed a drop in production but as the 
workers became settled to the idea 
they did not trouble to sit so long. 
By the second week output had regained 
Ms normal flow and after that started 
to climb slightly. Now, six months 
later, it shows a steady increase of 
nearly 3%. 

Observation carried out by the firm 
revealed that the operators now use 
their chairs at intervals of an hour and 
a half. They then sit for an average of 
20 minutes before resuming the cus- 
tomary standing position. Further 
details on the experiment show that 
just over 2% of the increased produc- 
tion takes place in the afternoon 
session, the time when leg-weariness 
was formerly most pronounced. 


O 


Helped Office 
Workers, too 


SOUTH of London firm has 
A recently completed a chair experi- 


ment somewhat similar to that of 


the Welwyn concern. In 
this case, however, office 
workers were affected. 

Typists, clerks and 
others who normally sit 
in chairs most of the day 
get weary towards the 
close of business when 
seated in an ordinary 
type of chair. As a 
trial, a chair with an 
adjustable back was 
introduced and the staff 
was invited to send in 
their comments. 

Results showed that 
without exception the 
staff appreciated the 
change while the office 
manager was able to 
show a 1.5% increase on 
eadh typists output 
card. 


O 


Banished Over- 
time Chaos 


USH periods, when overtime be- 

R comes a necessity, is the experi- 
ence of most firms. In some busi- 
nesses it is worse than in others. Fora 
certain manufacturer in Hertfordshire 
the problem was acute each year. For 
four different months he found himself 
buried in work and had to urge his staff 
unflaggingly with the result that the 
quality as well as the quantity of work 
fell off alarmingly at each rush period. 
Last year he decided to introduce a 
new system: For those parts of the 
year which were normal he proposed to 
work on a five day week at full pay on 
condition that during rush periods the 
staff would work on Saturday mornings 
without extra pay. Overtime at night 


NEW 
HIGH SPEED 
OFFICE FOLDER 


This new folder by 
the Cundall Folding 
Machine Co., Ltd, of 
Luton gives 80 different 
styles of folding. It 
hasself-registering feed- 
ing table and auto- 
matically packs all 
folded work. Electri- 
cally driven, it takes 
6,000 sheets an hour : 
30,000 folds when all 
5 folding units are in 
action 


would be paid for at the usual rates, but 
the staff would not be called upon to 
work overtime for more than two con- 
secutive weeks. 

The scheme, which completed its first 
year last month, has proved completely 
successful. The workers appreciate the 
extra half-day each week which allows 
them to throw off the strain of the five 
days’ work. They have responded with 
enthusiasm to the demands of overtime. 
The break of a week after a fortnight’s 
overtime gives them breathing space in 
which to recover for the following two 
weeks’ overtime. 

Results to date have shown that an 
actual increase in production week by 
week has taken place and that during 
overtime the rate of output maintains 
the ordinary level for the first week and 
drops insignificantly on the second. 

Altogether the manufacturer finds he 
has made a good move that benefits 
himself, the business and the staff. 


O 


Makes Account 
Collection Easier 


WRINKLE adopted by the chief 
cashier of one firm has helped him 
on several occasions: Whenever he re- 
ceives a cheque from another firm in 
payment of an account he records, on 
a small, private card index, the name 
of the executive who signed the cheque. 
If on any future occasion he has to 
write to that firm to hasten payment of 
a delayed account he can find, in his 
card index, the responsible executive to 
whom to address his appeal. ‘‘Write 
direct to the man who signs the 
cheques” is his motto. 
We are told that on several occasions 
this procedure has been more effective 
than any type of usual collection letter. 
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Automobile Associ 
Gi. Yarmouth and 
Gerleston Carp 
johnny Walker 
Canmont-Rritish 


. Distributors, Lid. 
IN COMMON WITH many other world famous Cadbury Bros. Lid. 


farclay'’s Lager 


advertisers, the organisers of the Canadian Govern- Peles Shoe 


icTrexrn 


ment’s £40,000 17-area campaign have selected Plane Bstchelors Peas 


Bevan Purnite re 
Advettising’s unique service to form one of the Pordo Te 


strongest links in their great drive Kiri 
to sell Canadian goods to Britain’s | 


Send for a copy of “Plane Facts” 
You will find it full of interest 
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Are ‘EXPENSIVE’ Vehicles 


Cheaper in the Long Run? 


N the course of an imterview_ last 
month with Mr. H. J. Brazell, who 
has been in charge of James Robert- 
son & Sons’ London transport fleet for 
some thirty years, I heard some 
interesting views upon the much- 
debated subject of initial fleet costs. 
As far as the delivery services oper- 
ated from their London depot at Cat- 


_ ford are concerned the company obtains 


the greatest economy by running 


_ expensive lorries. 


The vehicles are manufactured by 
Albion Motors, Ltd., and of the seven- 
teen employed, the great majority are 
subject to the legal speed limit of 20 
miles an hour. 


Our Directors Don’t Judge by 
First Cost Alone 


The relatively high first cost and 
annual taxation, together with the 
speed restriction, may look like severe 
handicaps to any road delivery service, 
but Mr. Brazell showed facts and 
figures that prove otherwise in his 
particular case. 

“Pist cost,’’ he said, ‘‘does not 
worry my directors very much, because 
we budget on a vehicle life of eight 
years. After that has expired the 
Albions don’t owe us anything, having 
run about 200,000 miles apiece.’’ 

Conscious of increasing maintenance 
costs as the years go by, I asked how 
these are reconciled with ultimate 


economy. 


“‘That,’’ replied Mr. Brazell, ‘‘is pro- 
vided for by allocating the sum of 1d. 
per mile for each vehicle throughout its 
life, which means that we have a 
reserve of {1,770 16s. 8d. available for 



















CAR No. 


‘‘No heavy garage equip- 
ment; no staff mechanics; 
few spares; yet vans 
always at 95% service 
efficiency’’ 


ger SHRe, 


AMES ROBERTSON & SONS, Preserve Manufacturers, Ltd. CATFORD, S.E 6. 


NO OF | NO. OF 
N [CRATES DEL JIVERIES 


This Report ts to be filled up and returned to the Gatekeeper cach evening. 


maintenance, repairs and overhauls. 
Lorries of Albion quality cost little or 
nothing under those headings for the 
first two or three years, so that when 
they grow older we can keep them in 
good mechanical condition without 
feeling the pinch.”’ 

‘‘Then you must have a fairly. exten- 
sive repair plant to deal with work on 
the older models?’’ I suggested. 

“‘On the contrary,’’ came the reply, 
‘‘as a matter of fact you can see all our 
equipment here, which only serves for 
simple running repairs. We employ no 
mechanics, all our drivers being handy 
with ordinary tools, and, apart from a 
few jobs I do myself, they keep the 
machines at 95 per cent service effici- 
ency without a ‘stand-by’ in the shape 
of a spare van.”’ 

Engine overhauls are not tackled on 
the premises. When an engine needs 
overhaul, the transport manager has 
the vehicle loaded for delivery in the 
Willesden district. The day’s work 
over, the driver reports to the Albion 
service depot there. In the meantime 
a spare engine has been prepared, the 
exchange taking only a few hours, so 
that the vehicle loses no working time. 
The charge for hiring the spare engine 
is about £10 for one hundred hours. 

When reconditioned at a cost of 
between {60 and {70, the original 
engine is replaced in fit condition for 
another 100,000 miles or so, the 
arrangement involving the firm in no 
other expenses, such as those normally 
represented by elaborate repair plant 
and skilled labour charges. Delivery 
costs are reduced quite substantially, 
since the transport department bears no 


Date 
Destination... 


AM. Evening 


PMI O's Run PES eS 
REPORTS. 


If any mechanical trouble! 


Condition of Road and Tyres? 


If any special feature during the day's run? 


Name and address of lodging, if on 2 day journey? 


Signature (VAN GUARD; 


Py (DRIVER) 


BUSINESS for JANUARY, 1937 


The j 
LONDON 
TRANSPORT MANAGER, 


James Robertson & Sons Ltd. 
gives his views to 


RICHARD TWELVETREES, 
A.M.I.Mech.E. 


Transport Editor of BUSINESS 
O 


overhead wages, save the salary of the 
manager. 

One fact about the company’s trans- 
port records impressed me as being very 
remarkable. Eighty per cent of the 
driver-mechanics have been with the 
firm continuously since 1905, the 
youngest driver having a service of 
sixteen years to his credit. Most of the 
men are ex-army drivers and there has 
never been any occasion for dismissing 
any employee. 


Each Driver Handles Same Van 
Throughout its Life 


Each driver is entrusted with the 
charge of a particular vehicle from the 
day it goes into commission and 
remains solely responsible for the con- 
dition of that vehicle fcr its eight years’ 
service. The result is that the men 
take a personal pride in keeping up the 
traditions and efficiency standards pre- 
vailing throughout the fleet. 

In other words James Robertson & 
Sons’ transport system is an example 
of really good management. 

From a purely practical point of view 
there is much to be said in favour of 
long-lived vehicles. Every machine has 
its own peculiarities which may take a 
man quite a time to master. Frequent 
changes of vehicles reduce the period in 
which the man and his machine are able 
to work together as an efficient whole; 
and, - conversely, type uniformity 
together with an increased vehicle life 
increases that period with good results. 

Even allowing for the convenience of 
engine overhauls at the manufacturers’ 
service depot and the advantages of a 
fully standardized fleet, one expects to 
find that a fairly considerable capital 
expenditure will be necessary for 
renewals and replacement parts. 


Only Very Small Stock of 
Spares Needed 


Personally, I was surprised to learn 
that £35 covered the cost of all con- 
sumable stock and replacements carried 
in the transport department stores. 

Such a figure is a striking contrast 
with that expended on stores by opera- 
tors who favour vehicles of a cheaper 
grade. In the case of a London con- 
cern running low-priced models I 
visited some time ago, the stock value 
for thirteen vans, also overhauled by 
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Same operator... Same machine 









... but different work 


j E adaptability to any of a wide variety 
of accounting jobs is one of the outstanding advantages 
offered by the National Book-keeping Machine. Its 
versatility and constant usefulness make it a sound invest- 
ment for businesses large and small. 


A full typewriter keyboard facilitates un- 
limited description of items posted, while an exceptional 
number of automatic actions saves time and fatigue in 


operation. 
The higher degree of efficiency and econ- 


omy that “Nationals” are making possible in offtces in 
every branch of commerce can be proved. 


We shall welcome an opportunity to, 
demonstrate “National” superiority to you when and 
where you wish. Why not get in touch with us? 


AFAMA ORN FAVE 





ACCOUNTING MACHINES 


THE ACCOUNTING MACHINE DIVISION, 


THE NATIONAL CASH REGISTER COMPANY LTD. 
206-216 MARYLEBONE ROAD, LONDON, N.W.! 
Phone: PADdington 7070 (15 lines) 
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the unit exchange system, was about 
£100. 

Here, it would appear, is another 
argument to support the opinion that 
expensive vehicles prove cheaper in the 
long run. Incidentally, the item to 
which James Robertson & Sons attach 
much importance is a @ractical testi- 
mony to the quality of material and 
workmanship characterizing the pro- 
ducts of Albion Motors, Ltd. 

Now we come to a very interesting 
point in view of recent tendencies in 


commercial motor vehicle design and 


their effect upon business users. As we 
all know, manufacturers are concen- 
trating upon vehicles capable of carry- 


ing 4 tons or 5 tons which come within 


the £30 taxation and 30 m.p.h. speed 
classification. Time has not yet proved 
whether these vehicles will stand up for 
five years or so; but few purchasers 
expect a life so long as that. ® 

Is it essential for vehicles engaged 


such a 
coming from an experienced transport 


upon town deliveries to travel at 30 
m.p.h.? Mr. Brazell says No! because 
during the day’s work op house-to- 
house delivery his vans have no chance 
of maintaining such a speed. 


Why We Use Heavy Vans For 
Town Work 


The extra weight that keeps a model 
out of the 50-cwt. taxation class can, 
he affirms, be used to much better 
purpose by rendering it more durable 
and cheaper to maintain. 

One is obliged to admit the truth of 
statement, especially when 


manager. Furthermore, it is stated 
that even on a 100 miles run in which 
traffic is encountered the 30 m.p.h. 


vehicle only arrives at its destination — 


about one hour before another that is 
restricted to 20 m. n.p-h. 


There are, cc 


of course, con diGens. in 


Os. 
4 
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which the 30 m.p.h. vehicle will be pre- 
ferable but, on the other hand, it seems 
quite possible that many of the type 
are being used where slower models of 
more substantial build can fulfil all 
requirements at lower ultimate costs. 

I think perhaps mention should be 
made of the methods adopted by James 
Robertson & Sons to remove any diff- 


culties that may trouble their drivers 
in the execution of their duties. 


Tia 
man fails to cover his rounds in the 
normal time a Controlograph is fitted 


to his machine so that the chart may 
give an explanation. 


Sometimes a 
slight modification of the route or 
number of calls to be made will put 
matters right. On the other hand, 
there may be some minor defect in the 
vehicle that causes loss of time, but 
whatever the symptom may be it is 
never allowed to develop to the detri- 


- ment of a delivery service in which First 


— JG 
2 


Cost is regarded as the Lowest Cost. 


j 
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Our Motor Vans Beat the Post For 
Speed and Cheapness of Deliveries 


j says K. W. MARSH 


Transport Maintenance Manager, Dickins and Jones Ltd., London, W.1 


HEN the time comes to review 
W and analyse distribution costs, 

certain questions may have to 
be answered. For instance, a firm may 
have to decide whether it is best to 
run its own motor vans, hire vehicles 
under contract sor rely largely upon 
postal deliveries. 


I would not go so far as to suggest a 
definite ruling to cover the needs of all 
firms, although facts about despatch 
and delivery work under my control 
may help others to choose the most 
economical course. 

The house of Dickins & Jones, Ltd., 
has during the past two years increased 


DICKINS & JONES LTD. 


DRIVER'S DAILY RECORD 


s g | cnn A 


PARTICULARS. OF JOURNEYS AND GOODS. 


IDENTIFICATION 
NG,-OF LUCENCE;.,..signenses rpenissiodesrs 


— --—_-— -—_ a 
VARIOUS DRAPERY 


PARCELS 


| TOTAL FOR WEEK 


INDEX MARI 
NUMBER OF VEHICLE ....... 


Max. Weight at any time 
= ee - ee ren 


—_ 


UNDER 2) TONS. 


These records are carried on the van until they are handed in each Monday morning. 

They are kept accurately and up-to-the-minute by the drivers. On the reverse side 

other information has to be filled in to comply with the Road Transport Act and 
to provide the office with its records 


its delivery service by road within an 


area of twenty-one miles from Oxford 
Circus, London. Motor-vans have done 
the work since 1910 and the present 
fleet numbers thirteen light, speedy 
vehicles. 


Average Delivery Costs Half That 
of Postal Charge 


Our figures for 1936 show the average 
cost of road delivery per parcel at 3d., 
as against the corresponding postal cost 
oi 63d., a startling comparison at first 
sight; but a result that can be achieved 
in similar cases if the job is tackled 
right. 

We must realize that when a lady 
orders fashionable raiment on any day 
she will natyrally want to show her 
friends what she has bought the next 
day, but there may be delay in altera- 
tion and it cannot get to the despatch 
until late that night. 

That cuts out postal deliveries where 
fashion houses are concerned, for the 
parcels must arrive long before the post- 
man can finish his rounds. As a matter 
of fact, from the time a purchase is 
made in our showrooms to its delivery 
our methods can beat the postal service 
by twenty-four hours. 

While the sales staff is busy with 
customers, parcels are being packed, 
labelled and delivered by chutes and 
mechanical conveyors from all floors to 
the despatch department. The parcels 
handled daily in normal times amount 
to 2,000, and this is often doubled at 


‘Continued on page 50) 
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For those types most in demand Morris- 
are the lowest on the market. Exclus ive c 
features ensure minimum cost per mile. For a pr 


investment you’re safe with Mborris-Cor 














< Choice of no less than 20 chassis types and the most complete range of bodies to suit every ve j 
-trade and purpose. Capacities 15 cwt., 1 ton, 30 cwt., 2 tons, 3 tons, ; | 
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re applicable, etc. 
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n fact any statistical return 
d with the definite assurance 
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me, etc. Others prefer to use a 








mplo ei 


ea per kind of envelope,. and there- 
re. printing. ‘of names, tc. becomes 
ray. Also it is presumed. that it tł 







preparing 

























details of his earnings and deductions, 
Le: 

Day-work earnings; 

Piece-work earnings; 

Standard deductions; 

Special deductions; 

Amount to pay. 

This class of work can be performed 
by the same machines and with the 
same cards, thus again ensuring a 
balance being effected. 

The machine in this case, however, 
requires to be fitted with an attachment 
such as used for the posting of current 
accounts and by means of carbon paper, 
or backed carbon on the pay ticket will 
give all such details on both the pay 
ticket and envelope. 

If it is not desired to use the envelope 
then the pay ticket can be produced at 
the same time as the pay sheet, but in 
this case it is usual to show totals only 
of earnings and deductions with the 
total due. In this case the machine is 
SO designed as to givẹ a large space after 
each man’s name so as to facilitate the 
copy used as the pay ticket being cat 
up for distribution. 

There is still another method of pre- 


paring both the wages sheets and pay 


tickets from the same cards and at the 


same time, in this case giving full 
_ details of earnings and deductions on 
the pay ticket whilst the pay roll shows “eh 


uls only. 


this ease a specially desigite 


balancing “purposes as m. Fig. 1. 

















Here is the concluding part of FEN > 
article which runs on from page 34 
of last month’s issue: a method of 


completely mechanized 


wages statistics 


By H. W. ROSS, F.W.C.A. 
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Below ; Fig, 1 
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with a split platen so that on the pass- 
ing of detail cards one side of the 
carriage will be put into operation for. 
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side of the carriage will only 
operation after the p ting 
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In this case the only figures pu ti 
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envelope, the” remainder: D 
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free demonstration at your own desk o ect 
THOMAS A. EDISON LTD. 


Victoria House, Southampton Row, W. pek: led 
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The latest Ediphone product—the Telediphone—is now ava 
conversations, Board Room conferences, minutes of pub 

















Wea typewriter iiy, does the work of two machines 
when used with “Fanfold” Continuous Form Adapter, because 
_ the many time- and money-saving methods of the Continuous 
Form Billing Machine ate added to all the advantages of 
regular typing: 
















=- Fantold S Continuous Forms typed over our Attachment effect Send for detelis, instament term 
Savings in Biling time, and costs, ranging from 17% to 78% E : Ss 
without affecting the operation of the typewriter for regular 
-correspondence and other purposes. 


“Fanfold” Adapter places no strain. whatever upon the type- 
Writer carriage; because of the very simplicity of construction 
“and operation there is nothing ta get ont of order. 
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BUSINESS EQUIPMENT REVIEW i ES 


Detailed Daily Control of All 
‘Key Facts and Figures 


in either cash or stock form may 

lead a small business stealthily into 
“the red” by the end of the working 
year. For the middle-sized to big busi- 
ness, lack of control over any item of 
expense is a dangerous condition. 

No business to-day need be without 
foolproof records of control. The range 
of necessary equipment is as wide and 
varied as industry itself—nd reason 
ably priced. This truth was forced 
home on me when I looked over some 
of the new lines being produced by 
Egry, Ltd. 


Frit either ca of pence that get lost 





Modern in design and construction, this 
streamlined ‘Tru-pak’ register can be used by 
any type of business which keeps written 
records—for cash and credit sales, stock 
records, and for all internal routine purposes 


Most business men know the func- 
tions of Egry Manifolding Registers; 
compact, efficient machines whereby 
you can produce at one writing from 
one to five clean, unalterable carbon 
copies of an original written form. The 
registers are used in factories, work- 
shops, offices, big stores and small shops 
e—in evgry business where written 
orders, receipts or other documents are 
used and copies of originals needed for 
various departments and sections. 


> No Records Can Be Lost 


With This Method 


The latest Egry Register is the 
streamlined ‘‘Tru-pak’’. It is built on 
the same principles as all these well- 
known manifolding registers and can be 
used for production of any type of form 
—cash sales, stock records, works 
orders, advice notes, internal transfers, 
etc. Any firm using multiple sets of 
forms for internal routine purposes can 
use this machine. One writing, one 
turn of the handle and the written set 
of forms is discharged, a fresh set 
brought into position ready for use. 

An important point is this: one 
carbon copy of each writing is auto- 
matically retained in the register under 
lock and key. Thus, safe control over 
any entry of any nature is ensured, and 
protection is provided against loss by 
fire or theft. 


By a 
‘Business’ Investigator 


O 


One piece of equipment which seemed 
to me to provide an answer to a real 
business problem was the new portable 
register, the ‘‘Handipak’’. 

There are often occasions when a 
check on the job is needed—stock- 
taking, checking-in stock, van sales, 





Preparation of a set of forms for typing calls 
for 8 distinct non-productive operations each 
of which takes up 15 to 20 seconds of a typist’s 
time. This ‘Speed-feed' attachment, usable 
on all makes of typewriter, cuts out all non- 
productive effort. Even the carbon sheets 
are automatically fed into each set of forms 
typed 





issuing special instructions during 
departmental tours and so on. The 
small, light-weight register is built for 
such work. It takes too triplicate sets 
of forms, or equivalent number, at one 
loading and works in the same simple 
and foolproof manner of the big 
registers. 


This Machine Gives Dissected 
Analysis 


Another ingenious register I saw, and 
one which must be worth a good deal 
in cash and time-saving to its users, 
was the ‘‘Com-pak’’ Summary. 

This machine retains a dissected 
analysis or summary of certain selected 
items only. The final copy, which is 
retained in the machine, is so geared 
that it moves forward only in. or so 
for each turn of the operating handle. 
Thus, the top set of forms is delivered 
as usual for distribution to the depart- 
ments concerned while the final copy 
moves into position for the next entry. 

This final copy is, of course, continu- 
ous and is ruled into the number of 
columns of analysed information 


needed. For example, a motor sales 
business would probably need daily 
analysis of sales under headings of 


petrol, oil, tyres, accessories, wash and 
polish, servicing and so on. The final 
copy—the summary sheet—would be 
ruled for these items. Thus, at the end 
of the day there is a detailed analysis 
of the day’s business and an automatic- 
ally created cash-book in the usual form 
ready for posting to the ledger. 
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By this ingenious arrangement of combining the ‘Tru-pak’ with the till, the use of the 

register automatically operates the till drawer. One carbon copy of all written forms 

remains locked in the register. This equipment has obvious value in all retail business, 
for use by van salesmen and for control of such items as petty cash 
















NCE of Machine Book-keeping installations has proved 

ha he auxiliary equipment employed has an influence on the 

ss of any mechanised system, almost as great as that of the 
itself. 





oF as The illustration shows the Portable 
“MAYBEE” TRAY FILLED WITH VERTICAL 


VISIBLE PANELS | : 


THE IDEAL COMBINATION—For Complete Control, 
Speedy Posting, and Easy Handling. 


THE COPELAND-CHATTERSON COMPAI 





EXCHANGE HOUSE, OLD CHANGE, LONDON, ECA 
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INCREASED OUTPUT ON SEDENTARY 
JOBS IN WORKS IS ASSURED WITH 
PERFECT SEATING TAN-SAD 
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Lancashire 
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Has EVERYTHING for The Manufacturer 
Plenty of'modern factory buildings: All classes of skilled 


labour : 
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One of the vast shops in the biggest manufacturing concern in Trafford Park—The 
Metropolitan-Vickers Electrical Co., Ltd. 


ing the soundness of a proposition, 

the negative and the positive 
methods. By both tests Lancashire is 
proved tę be an ideal place in Great 
Britain where a manufacturer can set 
up his factory and plant with all 
resources and services in his favour. 

Cotton has so overshadowed industrial 
Lancashire in the past that even well- 
einformed business men are apt to think 
that milfs and cotton workers sum up 
the county. 

Eighteen thousand non-textile fac- 
tories operating in the Manchester area 
alone disprove the generality. And the 
variety of Lancashire industry still 
grows, for in the past few years more 
than 200 cotton mills have become the 
homes of new businesses producing 
goods that range from heavy machinery 
to fancy hosiery. 

To get a correct idea of Lancashire 
you must think of it as a vast industrial 
department store: there are few kinds 
of manufactured goods that are not 
produced in the area. Any manufacturer, 
therefore, who locates there settles in 
an industrial metropolis. Such being 
the case he may enjoy all the advantages 
of a metropolis. 

In the greater part of this country 
local authorities and private estate 
developers are struggling to attract 
manufacturers. If you want a site there 
are hundreds of clamouring voices offer- 
ing you what, on the surface, appear 
to be very similar bargains. But deeper 


"Ting the are two ways of determin- 


investigation will show that you can 
count on one hand the areas where 
industry can settle as naturally as the 
seasons follow each other. 


How Understanding Industry Helps 
The Manufacturer 


Without offence to the Midlands, the 
North-East, to Greater London, South 
Wales and the Clyde, I can say from 
observation that there is no area in 
these islands which provides more 
advantages for the factory owner than 
Lancashire. 

Let us look at some of the major 
points on the negative side which affect 
choice of factory location and see how 
Lancashire measures up. If you're 
taking a factory you don’t want labour 
troubles, you don’t want bickerings with 
local authorities over effluent and similar 
matters, you don’t want delays in 
delivery of raw materials or distribution 
of finished goods. 

In Lancashire you deal with local 
authorities and other officials who have 
been born and bred in the midst of 
industry. They understand the business 
point of view. On that troublesome 
matter of effluent, for example, an 
official in Burnley said to me: “Effluent 
rights are established in Lancashire. We 
know that in many cases some sort of 
discharge must take place. The matter 
was settled years ago so far as we're 
concerned.”’ 

That sums up official Lancashire’s 


Raw materials, tools, markets on the spot 


By C. E. DAY 


BUSINESS Factory Site Survey 
No. 16 


viewpoint. Manufacturers won’t find 
themselves in the position of a business 
man I met in the south. After he had 
built his factory local residents got up 
a petition to the council to object to 
the smells that came from the factory. 
He hasn’t been moved out yet, but 
there’s a chance that he will have to go 
because of local hostility. 


Loyalty Is Characteristic of 
Lancashire Workmen 


The troubles of the cotton industry 
probably create a bad impression on the 
labour quéstion, yet I was told by at 
least two dozen employers that their 
workpeople were the most loyal in the 
country. 

‘‘We’ve been here six years,” said the 
managing director of an electrical equip- 
ment company, ‘‘and we've never had 
reason to complain of either male or 
female labour.” 

That firm had located in one of the 
hard-hit cotton towns. Their business 
was new to the district but they had 
no difficulty in getting labour. And 
there again is a distinct advantage to 
any manufacturer who needs workers 
for any type of machine: his labour is 
always of a semi-skilled, if not highly 
skilled class. 

Mr. A. A. Lyons, managing-director 
of Workwéar Ltd., Liverpool, told me 
that his experience over many years 
has been precisely along the lines 
sketched. 

“Not only is labour plentiful, but it 
is very good,” he explained. “I have 
always found that both women and 
men are quick to learn new work. And 
they are intensely loyal.” 

In Mr. Lyons’ opinion, many manu- 
facturers would find Lancashire ideal 
especially from the labour viewpoint. 


Workers Combine Machine Sense 
and Craftsmanship 


Another excellent instance of the 
value of Lancashire labour can be cited 
at Burnley where I had a talk with 
Mr. W. Hill, sales manager of Burco 
Ltd. 
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en and girls are first*rate,’’ Mr. Hill 
: ‘hey have, many of them, 

trained to machines in the cotton 
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kly learn to do our type of work. 

O make our machine tools and to 








eed men ‘who are not only skilled but 
ho have a sense of craftsmanship. In 
espect we are completely satisfied. 
ave been able to get precisely the 
n needed.” 

nariufacturers in St. Helens, 
neaster, Salford, Manchester, 
‘Wigan and elsewhere talked 
Ig Sit ilar lines. A small but import- 
nt is this: they weren't Lanca- 
lowing up the county. They 
mostly southerners, one or two 
ther parts of the kingdom. But 
rere all praise for the straight- 
dness, skill, ingenuity and depend- 
of the Lancashire man and 





[hese Are Favourable To 
Attract Industries 


ith the negative: factors 
ficiently far into the 
pa how its positive side, 
- to leave’ no doubt as to the factory 
< owner's advantages in that direction. 
oo Now det ¿few other vital major 
question “on. the positive side. They 
z est be put in numbered form: 
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materials. 
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always available the canals ani 
extensive railway servies., that 
been built up over many years for the 


ing buildings ; ; (2) cheap trans-. 
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nat a cost of {2an id 
ad transport costs. «And thel 


express purpose of. carrying manu- 


factures to all parts of the country. 


Export, via Manchester or Liverpool, is, 
of course, a simple and cheap business 
for Lancashire factories. 

A place such as T rafford Park, for 
example, is probably unrivalled in the 
world for concentration of industrial 
facilities. Certainly this supposition is 
sound, for Lt.-Col. T. H. G. Stevens, 
managing-director of the Estate, told 
me that one firm had saved £60,000 a 
year in transport costs alone by moving 


to the Estate from the South of England. 


So far ag nearness to market 1s con- 
cerned, there’s a population of 20,000,000 
within 100 miles radius of Manchester. 
Lancashire alone has well over 6,000,000 
people within its bounds. 
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have © factory—or via a very short road, al 








or canal journey. 


The New Factor of Air 
: Raid Protection 


One point of growing importance that 
must raise further the value of the 
county as a place for a new factory 1s 
air-raid protection, 

Geographically, Lancashire is placed 
in an ideal position, tucked away from 
troubled Europe. London is only too 
vulnerable; the Midlands little more 
secure. The North-West, however, is 
harder for an invading air armada to 
reach, In the event of a war London 
may have to bear the brunt of an attack 
but the risk is less great for Lancashire. 
There the wheels will go on turning as 
they have turned since our industrial 
history began. 


LANCASHIRE 
Head of Britain’s Production 





The County makes 
goods, and more of 
area of the same 


LL except the ‘snooty’ like to feel 

A at home when they go into a 

new district, and nowhere can 

the stranger, rich or poor, feel at home 
so much as in Lancashire. 

This goes for manufacturers. They 
are not ‘only made to feel they’re wel- 
comed into the social life of the area but 
they are made welcome in a business 
sense. They settle among people who 
talk their language. 

In the past six years close on 800 new 
factories have been opened up in 
Lancashire in addition to several hun- 
dred extensions of old plants. These 
new-comers have been quickly absorbed 
into the life of the county. 

The very variety of the industry of 

Lancashire makes it a kind of business 


-man’s paradise. There he isin the middle Gla 
B's Of But the truth of that state- Ch 
Loment is not fully realized by the busi ess 
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vancashire, For here is a count 
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a wider variety 
them, than any 
size in the co ntry 
Look over a few figures. and: eek what 
percentage. of goods. produced in Britain 


as a whole. find their origin i in | Lanca- 
shire. | 
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- An efficiently run municipal administration with a sane policy of low rates 
-The only town in England with a population of 16,000,000 within a 
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Centrally situated in the heart of a net-work of first- class roads. 
industrial towns as Manchester, Sheffield, Nottingham, Derby. 


Two main line railway systems (L.N.E.R. and L.M.S.) provide further 
facilities. 








A plen tiful supply of all classes of labour. 
Coal, gas and electricity—easily available at a low cost. 


market at your doorstep. 


Send details Y. your requirements fo: 
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CHESTERFIELD CORPORATION DEV ve 
CHESTERFIELD | 


Preliminary information, obtainable through the Travel and Industrial Development Associ: jon of Grem 
Street, London, S.W.1; British Empire Building, Rockefeller Center, New York, and. 28 Avene 
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on G.B. total production. 
SE f aning. 30 
| Hats, caps . 35. 


n ood boxes, packing cases ~ 30 


-aper making e 22 
Wallpaper 30 
Kubber goods 36 
Oilcloth, “lino 57 


These are only a few of the industries 
in which Lancashire's volume of pro- 
duction exceeds 20% of the nation’s 
total output. There are scores of others 
in which the percentage ranges between 
ro and 20, Below 10% there are more 
scores of industries. Not included in 
the list, however, are such 100% out- 
puts as that of tinsel. Lancashire has 
the only British factory producing this 
material. Another instance of its 
exclusiveness is that it possesses a 
factory which has just commenced pro- 
duction of a new metal. 








; g HOUGH low in cost these 
Cabinets ate: made of best 
British Materials throughout 
| and to the usual “VALOR” 
high: standard of workmanship. 


“VALOR” Cabinets are easily 
it dled and have none of the 
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Two Famous Lancashire Firms: Left, 
Ferranti Ltd,, view shows a section of their 
radio shops. Right: F. Hills & Sons Ltd. 
where they are working full pressure on 
Hilison Praga light monoplanes 





In the previous article I mentioned 
factories in the Manchester area alone. 
This district includes Salford, Oldham, 
Blackburn, Bolten, Rochdale, Warring- 
ton, Wigan, Preston. In addition, there 
are 8,000 workshops and over 500 ware- 
houses to be added to the 18,000, plus 
the textile plants. 

Trafford Park industrial estate alone 
accounts for over 200 firms employing 
between 40,000 and 50,000 people. 


e s` shich 4 are liable to warp or 
k and do not offer complete 


Bank Clearings Exceed All Other 
Provincials Combined 


An indication of the present strength 
of the county is the Bank Clearing 
House returns for the Manchester 
area which last year totalled over 
£800,000,000, More than the combined 
totals for the remaining Provincial 
clearing centres ! 

A vital point in Lancashire's pro- 
eyen one is _that of aeie tools, The 


zo List 20/V.55 giving fuli 


slars a these Cabinets, also Steel Cup- 
; Shelving, Clothes Lockers, elc., to meet 
ha al office i alia 


of pees men ad in this trade in 


į | shire frms employ nearly 25 per cent, 
{{ 6,000 to be more exact. 
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the British Isles, eight leading Lanca- ants and adie i 


. Liverpool as a centre of exports is.. 
‘rivalled only by London... Latest agar a i 







Manchester Is The Hub of 
Industrial Lancs | 
To turn once again to that ie: 
hold of commerce and industry, we find 
that there are 50,000 people engaged im 


the iron and steel trade alone in the 
Manchester area, The Lancashire Steel 
Corporation turn out 400,000 tons of 
open hearth steel a year at their Irlam 
works. 

Figures can be made to do tricks but 
if they are handled truthfully they can 
be made to bring out startling facts. 
That point I mentioned just now about 
machine tools is fraught with significance 
to the manufacturer. It means that if 
his factory is in Lancashire he is right 
next door to an essential of his business. 

Similarly, the chemical industry which 
plays such an important part in indus- 
trial life is also present in force in the 
county. Of the {155,000,000 a ‘year 
output of the United Kingdom’s chem- 
ical plants,” Lancashire | accounts for 


A 


over £50,000. The total workers. engaged 
in the industry number 165,000. Of 
these, 62,000 have their jobs in Lanca- 
shire. | 
Indeed, so intensive has the growth 


of the chemical industry been that 
towns are identified with certain 


branches of the business. Thus, Widnes. 
is the big chemical town, followed by 
Warrington, Manchester, Liverpool, 
Stockport, Bolton, Accrington, B urch, 
Bury and Lancaster. 
Church and Accrington are -centres 
of heavy chemical works. Stockport is 
the chief source for pigments, Bolton 








for bichromates, Bury for formaldehy Je 
and Lancaster Ee sodi ium, abies ee 





more eee taney finds | scope ‘to. "extend 
n startir g with | one 


as ample as the firm. 












ido “he 
ty l cing the Hillson 
‘Pragna light mon ne. Courtalds 
Ltd. have taken. additional land in the 
estate | besides building -factories at 
, i E. Taylor & Co. Ltd. are 
$ urther extending their plant while 
Robert Wilson & Sons (Barrhead) 
“Ltd. are also putting up more factory 
~ buildings. 
. Side by side with Metropolitan- 
ckers Electrical Co. Ltd., who have 
172,000 sq. ft. of factory floor 
pace in the past year to their immense 
lant, is such a small and vigorous firm 
as R. F. S. Turnery Ltd. that started 
with one shop. And at least a dozen 
other firms have come to, or have 
extended existing plants in Trafford 
Park in the past 12 months. 
: re few places in the world 
n show such a massed wealth 
idustry and enterprise as the Park, 
yet it is only a small part of Lancashire. 
| Figures I have already quoted show the 
county's phenomenal share of Britain’s 
=.. factory output. In such unusual pro- 
>- duction as that of sausage cases and 
<o fiddle strings the area leads the country. 
=.. Of the 55,000 employed in Britain’s_ 
rubber industry, 20,000 work in Lanca- 
-- shire. In the Rossendale Valley, 20 
firms making shoes and slippers employ 
10,000 people; the clothing industry 
gives work to 90,000. Total leather 
tanning and dressing output for Britain 






























is worth £28,000. and employs 28,000- 





‘people. The county's share is worth 
£8,000. and 8,000 ‘workers. Of the 
{14,000,000 output by this country’s 
building materials’ factories, the area 
produces £1,600,000. It employs 3,000 
of the total of 30,000 for the country. 
In..that new industry, asbestos- 
cement manufacture, Lancashire has the 
two largest factories in the kingdom, 
one at Trafford Park, the other at 
Widnes. Between them they produce | 
more than the combined output of all 
other plants. 
. Production of Lancashire seems end- 
=. less in variety and extent, That fact 


S alone i isa magnet drawing new industries | 


ae into the district. 
| O0 


They're 
Keen Buyers, too 
-~ in Lancashire 
= They say: 














give. you VOLUME sales” 


incashire’s intensely active popu- 





) market, but—and this truism 


ire a pup and get away wi 
dealer. 
post 









“Give us our 
money ’s worth and we'll 


ESIDES being a big producer 
tion also constitutes a vast and 
} eristic—-the only man who can | 
Not even those 


| flamboyance, the} 
“convince critical j- 
















in the he Nor th. sell | a 


| have had actual experience 
of building businesses from 
small beginnings and can say 
with certainty that Man- 
chester in particular and 
Lancashire in general is a 
most promising and lucrative 
field. F, JOHN ROE. 
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Advertising Service Agency qe 
<15 CROSS STREET || 
* MANCHESTER 


Telephones: BLAckfriars 9786-7 -8 ia 
Telegroms : : Rovertise, Manchest ter | S CIR 





“THAN ANY — KNOWN 


POSITION: On the Cliffs . . On the Prom . . . By the Sea . 
best side of Blackpool. 


ACCOMMODATION : 650 Bedrooms th. & c., 360 Sea View} ; 
1,000 Guests; Dining Room for 650 at Se 
Lounges; Writing and Reading Rooms ; 2 Ba 


Own Golf Course (18 holes); Tennis (Q3 
Swimming in own Covered Warm Seawater Swimr 
Bowls ; Riding ; Gymnasium ; Billiards ; Table Tennis, e 


" ATTRACTIONS: Dancing; Cabarets; Talkies; Bridge and Wa 
HEALTH : 60 Acres of Links and Lawns in Tone Alr; Sale “i 





: Accam 


SPORT : 


ON THE COAST. DELEGATES, UP ADAR 
1,000, CAN STAY UNDER ONE "ROOF 


NORRIE 


Write ta i He “SHORROCKS, Managing Director : far. 


H Folder. and ferms 
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o 00 T Sa qt uar e F cet Poean power of Laai 
re : for l z 7 and a half million families is thi 





| and homely figure of the housewite, a 
keen buyer, hard bargainer, practical it in 
every way and controller of 80 per cent 














a There. are in course . of construction ‘at Welwyn 12 








































i of the family. income. 
igs - factories of from 4,000 to 25,000 sq. feet. Some P Of the 6,000,000-0dd population. of 
are nearing. completion, These factories, fully ser- © {the county considerably less than 
-viced and with excellent access to road and Modern 500,000 live outside the family circle. 
Railway Goods Station (25 minutes King’s Cross), About a quarter of the people live in 
aie ideal manufacturing F an Labour families of three, a fifth have four to 

acilities are present—splendid housing accommo- : 

dation is available and electricity is remarkably a family and there are more with five 
to seven in the family than. there are 


cheap. May we supply you with full particular 
j E T R j di with oniy one! The family formation is 


RAI L SERVED, FULLY | the basic factor in tackling the mar ket. 
SERVICED SITES, 1-25 ACRES Big Volume Goods are The 
| Profitable Lines x 


š 
k Another fundamental is this: Lanca- 


shire is a county of workers. The door- 
step market for manufacturers of con- 
.sumable goods is particularly sound so 
| long as those goods are sold at reason- 
able prices and the articles are. of the 

| quality claimed for them. 
Take a look at these figures. | They 
show how the spending power is 
| distributed: less than 100,000 families 


E. p” -m | have incomes of £10 a week and 
| over; less than 300,000 familhes 
have more than £4 and under tro a 


ae | o | | week to spend, while the remainder, a 
e5 INDUSTRIAL DEVELOPMENT DEPARTMENT vast total exceeding 1,200,000, have 
| WELWYN, HERTS. Telephone: 248 | up to four £1 notes in the family purse 
each week, Maybe that explains why 
the north country ‘mother’ commands 
8o per cent of the income. Families’ 
ties are those of purse as well as affection. 
Significant, too, is this point: Lan- 
castrians are ‘manufacturing wise’. 
Goods have to be ‘worth t brass” or 
they don’t buy. 
| Mr. F. J. Roe, head of the Roe 
Advertising Agency, told me that his 
| long experience of marketing in Lanca- 
shire had pee all these points, T have 
| mentioned, 
“Lancashire is a profitable market 
| economically worked if it’s tackled along 











the right lines,’ he explained. “You 
need tolbrand your goods and car y out 
a series advertising campaign.. The 


people are steadily r responsiv ë te y reliable 

advertising.” 3 
Fancy methods in adverti | 

mar keting ‘dow’ t go dowr n OW heer 7 










| anadorned,. 


| 4 Lancashire Buys r P: duc t, 


A ORKS. AT SMALL INITIAL COST... |, Ail Engana wa 


Honest marketing he 










fin frank Lancashire. 


Money Saved . . . Time Saved! | the county's a good 
= | products. Burco Ltd. 
cs Exact Reproduction Assured! 1| E 

No Proof- en Necessary!!! | a. 























boilers,” "Mr, i 


ae | AER E | Hon. a er, | : | ee nits 
ABA Hoh Road, CHISWICK, WA| 


TELEPHONE: z CHISWICK 23 













a t manufact ring itm in yea 
me that they tested their new lines 


oo Experience has taught us that if a 
a “line doesn’t go in Lancashire, it won't 
80 elsewhere,” a director said. 
Other foodstuffs, clothing, household 
appliances, furniture and furnishing, 
nd simular manufacturers in Lancaster, 













rington, 
lanchester recounted like stories. Even 

known patent medicine firm can 
J added to the Hstec:. 


bia Adi ket Is Now Well 
‘On Up-Grade 


is a good time to locate in 















. improving weekly. There are over. 
100,000 more at work compared with 
a year ago; wage levels are rising; the 
~~ outlook ‘everywhere. seems to the out- 
~ gide observer 100 për cent more opti- 
nai mistic than a year or $0 ago. 
Indicative of this: trend is the rising 
$ value of building plans passed. While 
the South and parts of the Midlands 
show a slowing up, Lancashire, 
contrast, shows a speeding up. In 1935 
the gain was 28.7 per cent over 193 
and Jast year shows a bigger advance 
still over 1935. There are thousands 
‘more commercial travellers on the war- 
path, another pointer to recovery. 
Since 1927 the number has risen from 


$1,000 to more than 120,000, a 48 per | 


cent increase, 

There’s a wide market opening up 
for electrical equipment for the home. 
The Lancashire housewife is industrious 
but she is as keen as anybody to adopt 
modern labour-saving equipment. As 
the grid system extends, so will the 
market expand. Last year, for instance, 

. Manchester gained over 13,000 new 
- electricity consumers and the city’s | 
ne total now approaches 120,000. Room 
ne till further expansion, true, but | 






ae taking place rapidly. 


“They Buy Off Conveyor Belt” 
-~ says Manufacturer 


` The possible big-volume sales and 


| the low selling cost are two points alone | 


< that make location in Lancashire worth- | 
_ while to the manufacturer of consum- 
ce able . goods. Toe county has 2,124 


|SOME of the FEAT 


iton, Blackburn, Oldham, Accrington, | 
St. Helens, Salford and | 


hire for the doorstep market is | 


in | 


SIMPLIFIED, 


point number one is that expansion | 
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FLEXIBILITY E e 
Enabling a single machine i 
different kinds of work such 

es and. o. “ 








. being made. 


TYPEWRITER KEYBOARD 


Enabling A written | dese 





SCIENTIFIC | 


Com prising. ? 
all figures. 



















EASE OF OPERATI ON 


The- operation isop oncf Pon 
ful ily e electrified. al oc. 
This ensures even 











aa E buying 3 a new machine. 


| WRITE FOR DETAILS 


7 the w orld’s 
areas. 






oO. in Manchester alone 
y less than a year. 






i F stated. 


most densely populated ir 


A peace ee tin openers—of all | ; tony eae 5 : i ” : | 
a Cee Oa © oe © en et ee ee 


ings—-told me that he had sold over] 
© in con- f 


area s one of the best in the} | 
“They buy your | | 
: pee AA belt, Dis- TR 



















cle a R: GRACECHURCH a 
ne Manaton House 33 












mendous value. . . if you carry 

of the details in your head, 
ow that at any moment this 
system may let you down, 


does ot a Aaborace” : 
ing systems, yet realise their 


Tawra ay 


hei give all the advantages of the 


-larger Shannon Units plus the added | 


advantage of portability. Encased in 
strong Brown Leather with Zip Tape 
binding, the Shannon visible record 
units are convenient and compact 
making themasimple matter tocarry. 


| very low for the bulk of the mark can 
“be well covered by using a handful ‘of 























Both sides may be fitted with cards 


t is time you inveStigated 
or one side as a wallet for papers. 


non Visible Record books. 








Write for full particulars 
or call at one of our 
showrooms where our 
representative will de- 
monstrate their practical 
value to YOUR business 
without “any obligation. 














can besa pplied to 
30 to: 230. cards . 


LIMITED 


= VISIBLE RECORD EQUIPMENT 
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1S your 
ED LITERATURE? 


= Sa aderite 1 literature is aie as a dale as making a good pr. ee 
but at first they see only 


our copywriters and our long experience of sales problems we can. 
rere of EE advertising literature-—the kind that 
1. May we prepare a layout for you f` 


; uppe o t CK = > Oo d So 






and various firms 


l and elsewhere. 


i | made 





evening papers. 


Here’s The Lancs Appetite 
In £'s 


consumption of com- 
road to Lanca- 


Present-day 
modities spotlight the 
shire’s hearty stomach. The value of 
principal last year’s foodstuffs: fish-— 
£36,000; apples--£163,000; oranges 
—£324,000 ; fruit and fruit pulp—_ 
£45,000; rd- —— £1,367 000 ; vege- 
tables-—£80,000 ; dried fruit —-£22,000 
sugar-—£7,000 ; glucose—-£3 3,000 ; 
canned fruit-——£60,000 ; tea, £972,000 ; 
wheat—-£2,879,000 ;  maize-—£360,000 ; 
meat---£685,000 ; beer—-{£728,000. | 

This is nothing like the fotal con- 
sumptions of the goods mentioned ; 
they’re merely the bulks traceable to 
Lancashire via the ports of Manchester 
and Liverpool. Further, be it remem- 
bered that in this land of factories, 
where the dark shapes of night are 

made monstrous by the spouting flames 
of forge and furnace, the crow of cocks 


at dawn literally mingles with the 


whine of whistles that move a million 
and a half men ‘and women to and from 
their work.” Over 80,000 workers. still 
follow civilization’ s oldest job-—tz 





‘To this must be added the feathery: but 
important fact that urban and rural 


dwellers manage between them to make 
the county the most densely populated 
hen shire in the country. The cocks 


| have something to crow ae rear ta 


than 


7,500,000 os: 
figures. ; 


Ton oa wo 
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For the valuable help given to us Dy 


| the provision of facts, figures and other 


information used in these articles we 
wish to acknowledge the courtesy of 
executives associated with iei 
Trafford Park Estate Ltd; 
Lancashire Industrial. Development 


Council, 


Manchester Chamber of C ommerce, 
The Daily Dispatch, Manchester, 
Manchester Guardian Commercial, 
Burnley Development Committee; be 
F. J. Roe Advertising Service, a 
Cross, Coprtney & Co., 
in Lanca 
A cerington, y 







i Helens, Liverpool, 
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and the general smooth rtinning of their 
organization depends on accurately con- 
trolled time, have been quick to appre- 
ciate the advantages of the synchronous 
electric system. 

Smith’s have directed their selling in 
this field to an emphasis of (a) the value 
of always having indisputably correct 
time in every department of an organ- 
ization simultaneously and (b) the fact 
that this advantage can be maintained 
entirely without need for human atten- 
tion to, or supervision of, the clocks. 

The result-of this policy has been a 
rapid adoption of the’ synchronous 
system by more and more business 
houses of all sizes and in every sphere 
of industry. 


O 


Staffing a Small 
Store For First Class 


Service 
(Continued from page 13) 


In connection with these interviews 
some good system- of staff records is 
essential. Everybody likes to have a 
good record; it is a useful thing to fall 
back on in time of trouble, but when 
that record happens to be only in the 
memory of someone who is feeling 
rather irritated over a present trouble, 
it is not much help. The employment 
secretary is doing one of her best bits 
of work to ensure the just, even- 
tempered treatment of staff by keeping 
comprehensive records.-- : 


Opportunities For Promotion 
Should be Planned 


A complete dossier is kept for every 
employee. Facts observed at the 
special interviews are accurately 
written up and periodical reports from 
the departmental managers are also 
carefully filed. Thus the past record 
ot an employee is always a matter of 
recorded fact, not of hearsay or vague 
memory. 

I have often heard applicants for a 
job say: “I don’t mind what the wages 
and hours are to begin with so long as 





PENCILS 


VENUS PENCILS are 
incompatably smooth 
and long lasting, their 
standard of quality never 
varies. 
MADE IN ENGLAND. 
KNOWN THROUGHOUT THE WORLD 
if coo would like to select 







‘VENUS PENCIL Co. Ltd., LONDON, E.5 





43 





and Held them Spellbound 


As I review that tense dramatic moment when I electrified that meeting, 


it all seems strange and weird to me. 


How had I changed so miracu- 


lously in three months from a shy, timid, diffident man to a dynamic, 
forceful and convincing speaker? How had I ever dared to give my 
opinions? Three months before nobody ever knew I held opinions! 


All my life-I had been cursed with a shy, timid, 
self-conscious nature. I could never express 
ideas in a coherent self-confident way. But 
one day I read a magazine article which des- 
cribed a remarkable free book entitled ‘‘How 
to Work Wonders With 
Words”—a book that was 
causing widespread com- 
ment all over the country— 
a book that was being read 
not only by famous business 
men but by thousands of 
others. It discussed men 
like me and explained how 
we could overcome our han- 
dicap. 

At first I was sceptical. I 
thought these defects were 
part of my natural make-up 
—that I would never be able 
to overcome them. But 
some subtle instinct kept 
prodding me to send for 
that free book. I lost no 
time in sending for it because 
I was rather surprised at 
being able to get free of all 
charge a book that revealed 
the secrets that most success- 
ful men have used to win 
popularity, distinction, 
money and success. 


and ambition. 
How to become 
thinker. 


centration. 


New Easy Method 


As the weeks went by, and I absorbed the 
principles of this remarkable method, I became 
conscious of new physical and mental energy, 
a new feeling of aggressiveness and a resurrected 
personal power that I never dreamed I possessed. 
Then came that day at the General Meeting 


when the Director called on the assembled 


Departmental Managers and Assistants 
Suggestions on the proposed new policy. 
Three months previously, the forces of in- 
decision, timidity and inability to talk in 
public would have held me to my seat. But 
suddenly that new power took possession of 
me and forced me to my feet. That wonderful 
20-minute daily training at home had taught 
me to forget myself and think only of my 
subject. automatically the ideas 


for 


Almost 
which had heretofore lain dormant in a mental 
jumble, now issued forth with a vigour, clear- 
ness and enthusiasm that astounded me no 
less than my Director and associates. I 
noticed with silent exultation the rapt, intent 
look upon their faces as my story unfolded 
itself smoothly and eloquently. 

To-day the men whom I used to greet deferen- 
tially I now meet with an air of cool equality. 
I am asked to conferences, luncheons, banguets, 


WHAT TWENTY MINUTES A I 
DAY WILL SHOW YOU 


propose 


How to develop your power of con- 


How to be the master of any situ- 
ation. 





etc., as a popular after-dinner speaker. My 
talents are not confined to business matters 
only but have made me an interesting con 
versationalist at social affairs, I am meeting 
worth-while people. I have won salary in 
creases, promotion, popu- 
larity, power. 

frankly and candidly 
admit that I owe all of these 


ings t th: rin 
How to talk before your club or thing ; O nar hyv onde rful 
i little free book “How to 
address board meetings. Work _ Wonders With 

and respond to Words”. 


make a political speech. 
tell entertaining stories. 
make after-dinner speeches. 
converse interestingly. 
write better letters 

sell more goods. 

train your memory. 
enlarge your vocabulary 
develop self-confidence. 
acquire a 


Send for this 
Amazing Book NOW 


. ° _* á 
rhis new method of training 
is fully described in a very 


winning person- ; b , - 
p interesting and informative 


strengthen your will-power book which is now being 
sent free of all charge to 
a clear, accurate readers of ‘‘Bustness.” 
This book is called “How 
to Work Wonders With 
Words”. You fre told how 
to bring out and develop 
your priceless ‘hidden 
knack”—the natural gift 


within you—which will win for you advance 
ment in position and salary, popularity, social 
standing, power and real success. Send foe 
the book at once. Break away from the 
unseen hands of fear, timidity, self-consciousness 
and stage-fright. Post the coupon to-day 
NOW. No cost. No obligation 


PSYCHOLOGY PUBLISHING CO., Ltd. 


(Dept. B/ES11) 
3, 5 & 12 Queen Street, 
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FREE 
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l shout ‘prospects, 
ai particular ones to” say so, but not. t 
forget that such things exist. directly a 
person is engaged. You get into trouble 
only if you promise things and they do 
not turn out as they should. 

One of the jobs of staffing is in 
planning prospects, especially for -the 
younger staff. Everybody should 
know what the next possibility in the 
way of a move is. It gives them an 
opportunity of fittmg themselves for it 
when it comes along, and although it 
may only be a small move up, it gives 
some definite step to look forward: to 
on the long ladder that is eventually 
reputed to lead to the top. One of the 
surest ways of disheartening junior stafi 
is to eliminate the prospect of- promo- 
tion by continually bringing in out- 
siders for the more responsible positions. 
Occasionally, I believe, it is necessary 
and right to do this, but whatever 
happens the junior should have | the 
chance of applying for the work.: 

Through our employment M 
and departmental managers we- con- 
stantly acquaint everybody with all 
possible openings for promotion. 





NEOPHONE 
AUTOMATIC 


 25+line Exchange sS Y S T E M 


— if it is : desired to have direct communication between 5 or more 

departments, then the Neophone Automatic System should be con- 
= sidered, This system has as its heart a switchboard which 
automatically receives your call and passes it on immediately 
to the desired party or department, by dialling a simple code. 





Employees Want Assurance 
On These Matters 


If one is frequently asked what are 
the prospects of promotion, one is 
rarely asked what are the prospects if 
things do not go well. “What sort of 
consideration is given to me if I fall 
sick, or if I grow old in the service of 
the frm?” “If I am not satisfac- 
tory?’’ These are questions’ that are 
rarely asked, but in the interests: of 
good staffing require an answer. 

Generous treatment during sickness 
by continuing wage payments is an 
immediate and absolute necessity for 
good staffing. Schemes for pensions for 
men and savings for women have little 
influence on the junior staff; but it is 
difficult to exaggerate their importance 
to senior members of the staff whom 

“security” is a vital consideration. 

I hesitate to say much about the 
difficult subject of dismissing stafi. 
However much trouble is taken. in 
engaging staff, the possibility of making 
errors is very high on both sides. ‘Those 


eis very simple to install and 
occupies the minimum of space. It is 
 Toolprogf: no operator is required. 


K FOR SALE OR RENTAL 





= Fu i particulars from 
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| «VELOS CROWN” moDeL € 
; STAPLING MACHINE 


with IMPROV ED FEATURES : 
Takes 3 sizes in staples 
Adjustable Paper Gauge 
Permanent or varmnarary Fastening 
Practically Non-Clog 
Simplicity in clearance 
Staples up to § inches from edge 


INVALUABLE 4N THE OFFICE 
Sys For fastening Papers, Enclosures to Letters, ete. 
ay i WAREHOUSE AND FACTORY 
a i For stitching Price Tickets ang. Dockets to Fabrics, &c. 
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who are engaged may ehave made a 
complete mistake in the weighing up of 
the firm and the job they are going to, 
just as those who are responsible for 
making engagements may fail to weigh 
up the fitness of whoever is applying 
for the job. 


If, after a reasonable trial, things 
persistently turn out badly, it is, I 
believe, desirable to make a change 
quickly. When due consideration and 
notice has been given, it ought to be 
possible to part friends. It very seldom 
is, I regret, for a change of job is a 
fundamental thing in a person’s life, 
and raw edges are bound to show 
through a little. The more those 
responsible for staffing are prepared to 
take the blame for having made unsuit- 
able choice, the better. The employ- 
ment department that never makes any 
mistakes and brags how low staff turn- 
over figures are is a transparent fraud. 


The Difficult Job of 
Initial Selection 


That brings me to engagements of 
new staff. The great thing, I am sure, 
is to get hold of people who really want 
to come on the staff. It makes all the 
difference, and you can be quite sure 
that nobody worth while will get on 
to your staff unless a few of the things 
I have just spoken about are receiving 
attention. 

Psychological tests, medical examin- 
ations and references are just so many 
safeguards against making glaring 
errors of judgment. The great thing is 
to have decent and suitable folk want- 
ing a job and an employment secretary 
doing the preliminary sorting out. This 
employment secretary needs to be 
gifted with that peculiar second sight 
which sees a person in a job and doing 
it happily; she really ought to have 
third sight, to see them going to the 
next job, but this is a very difficult 
quality to get. 

In a store [ am not sure whether it 
pays to take on school leavers. We 
have had some considerable success 
with girls, but very little with boys, 
except as van drivers. I believe that 
this is because all boys like a little 
knocking about in a variety of busi- 
nesses before settling down to a 


regular job, and a business with only | 
e 





Let. us get together 


and FORM A PLA 









The problem of using limited 
space to the best advantage is 
one calling for much thought. 
It is to help you to solve the 
difficulties of this question that 
Shannon offer you the co-operation 
of their 
FREE 
PLANNING 
SERVICE 





At a word from you the Shannon 
Planning Expert will survey your 
premises, evolve a design which 
will take into consideration all 
architectural features and blend 


them into a harmonious design 
with gtandard Shannon units. 
His suggestions will be submitted 
to you for approval or amendment 
before you place your order. 


Imperial House, 15-17-19, Kingsway, W.6.! 
Eirmingham, Bristol, Liverpool, Manchester, 
Newcastle-on-Tyne, 


Glasgow, Cairo Egypt 
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THINK WHAT THIS MEANS TO YOU! 


This little lady, now that she The ‘‘Plus’’ Rapid - Adding 
has a ‘‘Plus’’, can add accurately Machine should, and soon will 
at 24 times her previous best. be, in every office, large and 
She wasn’t slow before. small, because it is as necessary 


; as a typewriter. 
see poe F practiey pano It embodies the latest principles 
portable ‘‘Plus’’, accounts, 


which give speed and accuracy, 
costings and analysis clerks is robust and hard-wearing, 
can do in 2 hours the work lasts a lifetime, can pay 


whith previously took 5 hours, for itself in 14 weeks and 
without extra strain or fatigue. COSTS ONLY 20 GNS. 


LET US DEMONSTRATE IT TO YOU 


REGENT BELL PUNCH COMPANY LTD. 2UNoan*sS\37 


BULMERS, 91 Queen Victoria Street, LONDON, E.C.4. 
JOHN MACLEOD, LTD., 116 Hope Street, GLASGOW, C.2. Telephone No.: Ceniral 7622. 
Also at 13 South Charlotte Street, EDINBURGH, 2. Telephone No. : 20924. 
CALCULATING SERVICES, | Albert Street, BIRMINGHAM, 4. Telephone No. ; Central 6541. 
BRANSONS (Office Equipment) LTD., 5 Halford Street, LEICESTER. Telephone No. : Leicester 22821. 
GILBERT WOOD (Arithmetical Machines) Ltd., 4 Albert Square, 
: MANCHESTER. Telephone No.: Blackfriars 5536. 


Telephone No.: Central 2488, 
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INTELLIGENT CO-OPERATION 


BUSINESS for JANUARY, 1937 


350 employees, of which two-thirds are 
women, does not give the necessary 
knocking about. 

In maintaining a good staff, I would 
place staff councils and suggestion 
schemes very high on the list, in spite 
of their many imperfections. A council 
at least keeps the staff in touch with 
store plans. Occasionally it reflects, 
and members give the candid opinion 
of staff on what is afoot. Business 
queries can be a most useful item on 
the agenda, and every possible infor- 
mation should be given in answer to 
them. Only firms that have something 
to hide keep information from their 
staff, and the things they most want 
to hide usually get discovered first. 

Many suggestion schemes have been 
started with the high hopes of a 
prospector digging for gold, and have 
ended in acute distress when no nuggets 
have been unearthed. I am doubtful 
if there are any nuggets; if there are, 
the probability is that they would not 
be recognized. 

The value of encouraging sugges- 
tions lies in another direction. It 
keeps the management in touch with 
the commonplace thoughts and ideas of 
people working on a job, and it enables 


‘reasonable explanations to be given for 


what is being done. This suggestion 
box, even if it is only crammed with ` 
suggestions of trivial importance, is of 
real value. A big bunch of suggestions 
often gets small things put right, and 
a suggestion box is not a bad way of 
getting things done. I have some 
affection, too, for the lonely and empty 
suggestion box, even if it only exists as 
a mute reminder that suggestions are 
not a sin. 

And what about sports clubs, the 
dramatic circles and W.E.A. classes, 
and all the social functions? Are they 
going to help us with our staffing work ? 
In my own mind I am quite clear that 
they are, but I am equally clear that 
the employment secretary (or welfare 
supervisor) of a store with only 350 
employees is making a mistake if she 
takes their ups and downs too seriously. 


Our experience is that the best results 
come from the events spontaneously 
arranged by the staff themselves and 
not from those which have the too 
strong official backing of the manage- 
ment. 








_ between studio, advertising man and client 
is the secret of successful commercial art. 
The illustrations to this advertisement are 


an awful example of what happens when an 
artist gets a free hand. 


RALPH & MOTT ¢ “ , 


46 GILLINGHAM ST., ECCLESTON} SQUARE, LONDON, S.W.| 
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Markets - Are 
PEOPLE 


(Continued from page 20) 


live, on what they are spending more 
money, and so on. 

Colin Clark, M.A., well known statis- 
tician, provides a full chapter of 
enlightenment on this, the kind of 
information that sales managers dream 
about. f 


The Home Market is 
Shrinking 


But there’s another factor : The home 
market is shrinking. Did you know 
that? I didn’t. At least I must con- 
fess I had not given the matter much 
specific thought. Of course the shrink- 
age is not alarming yet; but 
already the decline in the number of 
people in certain age groups is already 
sufficient definitely to affect manufac- 
turers of various lines of goods. The 
decline in the number of young people 
under 15 is a case in point. 

At any rate the informative chapter 
by John Rodgers shows very clearly 
what an important trend this shrinkage 
in age groups is to watch. 


Do You Know How Retail 
Shops are Changing? 


Then again, Britain’s 750,000 retail 
shops are changing in type, a fact that 
concerns nine manufacturers out of ten. 
To what extent are the big stores and 
the chains increasing and how are the 
small independent shops affected? In 
what proportions are the various trades 
handled by the types of shops? What 
is the turnover of the chains and stores 
compared with that of the little shops? 

All these answers and other sorts of 
information, provided by R. S. Spicer 
and A. E. Blake, give you the key to 
the most profitable and speedy outlets 
for your goods. Are you selling through 
the best channels? Or has the gradu- 
ally changing type of retail distribution 
been operating, unsuspected, against 
you? 

Certain areas of the country we know 
are, generally speaking, more prosper- 
ous than others. But here again change 

e 











Daylight thieves (RE-CHECKING, 


RE-WRITING, ERRORS) aere at work 
in every Business 


Mest of us are unaware’ of them— 
these profit thieves that ` work 
quietly, unobtrusively right before our 
very eyes. 

Naturally, we'd like to stamp them 
out, to plug up these leaks; but how to 
do it—that’s the problem. 

Get to the source! Eliminate Rewriting 
and you cut out at once all rechecking 
and all possibilities for errors. 

Do it with Ditto! Thousands of con- 
cerns do. Anything that is written once 
need never be rewritten if you have Ditto. 

Ditto copies direct from your original 
writing, typing, drawing—No Stencil, No 
Carbon, No Type. Simply write once on 


ordinary bond paper with pencil, with 
pen and ink, with typewriter, bookkeep- 
























DITTO DEPARTMENT, 


THE MERKHAM TRADING 
c0., LTD., Bush House, 
Aldwych, London W.C.2 


PATENT NESTING 
CHAIRS FOR SPACE 
ECONOMY 


(Patent No. 344159) 


Please send for catalogue 
(Ref. B.) showing our com- 
plete range of tubular steel 
furniture for all purposes. 


WER RICHMOND RD. 
PUTNEY, S.W.15 


ing machine, addressograph, tabulatot 
(any machine that prints through rib- 
bon); take that original to Ditto and 
make your copies. 

The savings result from Ditto 
copies to eliminate complete operations 
of rewriting, rechecking and the result 
ing errors. It is no wonder that Ditto 
is revolutionizing office methods 


usıng 


— | Ch 


handling order-invoice work, purchase 
order systems, production itrol sets 
sales bulletins, price sheets ccounting 
statements, and many other tasks 

Ditto will save you money You owe 
it to yourself as a practical business man 
to find out how. Return coupon to-day 


for our new book ‘‘Copies—Sheir Placi 
in Business.” 


DITTO DEPT., 
THE MERKHAM TRADING CO., LTD. 
Bush House, Aldwych, London VW .C.2 
Dear Sirs i -Please send ] book 
“Copies—Their Place in Business telling 
what Ditto is and what it dags. No obli 
gation, of course. 


Name 
Firm 


Address 












TE ith these “con tinuons. "put alt oat Å 
| unseen movements that so directly 
influence his markets. | 

For this reason I consider one: of: the E 













most important chapters in this new 

book to be the one on “Recent Changes 

in Regional Prosperity”, by Oliver W. 
| Roskill. 


TEEL! 


STEEL FILING CABINETS 
protect your records against || Unique Towncby awa Analysts of 
fire, and ensure your filing || People — 
being done efficiently, -accur- In the very limited space at my dis- 
eee : Mith fal posal I cannot possibly comment om all 
ately and rapidly. With full the admirable matter given in this new- 
ball-bearing suspensions and book, but I cannot miss the largest sec- 
rubber buffers UTILITY FIL- tion of all, the town-by-town analysis 
y ty 


ING CABINETS are leaders that gives such key information as‘ 
population divided into males, females, 


in their class, and yet are under 14 years of age, over 14 in 
economically priced. Write || employment, number of families, in 


NOW for full set of lists what trades and professions they are 


ia: | | employed, number and type of retail 
and details of SPECIAL | shops, local papers published, etc... 


CORONATION YEAR This is as fine and comprehensive a 
DISCOUNTS coverage as I have seen anywhere, a 
real day-to-day instrument for the sales 
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manager, and as up-to-the-minute as 
| humanly possible. It occupies about 


THE UTILITY STEEL CABI NET COMP ANY | | a a 117 pages is devoted to a 


YARBOROUGH ROAD - LINCOLN || Suing SP 9f survey. county Ps 
| : Finally there is an excellent directory 
eee ea | of special use to the sales department 

| | that lists a multitude of services. 
| Any business man who examines this 
i book will, I think, agree with me that 
asa really usable survey for nation wide 
US se es | market development this new work is- 
ee | f something quite outstanding. 

= Every progressive 


























Renee O 
= Acceuntant and | 
~ Secretary should order NEW BOOKS 
ee PEN i or the | 
The “ROBIN” ee WE: 
B Business Man 
Record-keeping System NEW periodical of AT A 
IVE Yv periodical of special interes 
| GIVES MANY ADVANTAGES to executives on the administra- 
Here are some of them: tion side of businesses is The Prac- 


tising Accountant and Secretary, | a. 
| weekly publication fram the House of 
| Pitman, pricessixpence. This first i 
“Dead” leaves can be removed at will. | will be out on the 8th of this mo 
New leaves can be added when and| This new periodical, as its- 

where desired. implies, has been expressly pro 
7 | for all those accountants and st 
O | “Robin” leaves can be ruled to your special | whether in private practice or 

requirements—-but first test the “Robin” try, who want a journal that wil "n 
Pore with a stock ruling as below. them in close touch with all the lz est 

| ROBIN BOOK, 5° x 8’, comprising loose- | developments in the acco tanc F 

leaf binder bound full maroon buckram,A-Z | secretarial worlds. | s 


| index and 200 leaves (feint, cash | 
| or double ledger) 9/ 6|.. i 


| Or with looseleaf binder bound full 12 J | ec 
maroon pigskin back and corners i 


| Post free on -y days’a 














| Indexing and reference are absoluteis 
simple 






ative new journal (No. I 
: sth) will- immediately 
pee mad. interest of 





sssions i in: a ‘Concise 2 


2 ‘Send for a des- vege ae its s ieir, fea 


roval, with catalogue. | ie one 

W. RUDDOCK & SONS] fio: 
Looliaf Book Manufacturers l - Fop 
[Al o at 3 Old Jewry; LONDON; 5 Ba | hen 





cting mem- 
in, and compre- 
r tivities oF ‘the. 










a London, W. C.2 








a a mar re 







es througho 
‘free specim 
request direct to 






r -Isaac Pitman and 
Sons, Ltd., Parker: Street, Kingsway, 


. ‘How To Work Wonders With 


© Words. Free from the Psychological 7 


Publishing Co., Ltd., 3-12 Queen Street, 


jee Manchester, 2. 


y can Be] had on 





The gift of speech is a tremendous | K 


ace asset. Few realize, however, that | 
cote effective speech is not some peculiar | 
oo power with which only a few people are |` 
o endowed—seven out-of nine men or i 
© women can quickly learn how to voice |- 
a effectively their thoughts and opinions | 
rr De private conversa 
_ ‘This can be done by home study in | 

your spare ‘ime. A course in “Effective | 
Ss "is now being conducted by | 





on or in public. 










"D, E, Watkins, M.A., Ph.D., 
ny hundreds of students, we 


ae understand, have already reported re- | 
ble benefits from its teaching; | 
shyness, timidity, stage-fright and | 
_ nervousness have soon been conquered | 
and replaced by assurance and con- | 





fidence. 
Full details of this course are given 
in the free booklet mentioned above. 


O 


Standard Handbook for Secre- | 
taries, by L. IL Hutchinson (McGraw- | 


Hill, 2rs.). 


This í is a book for private secretaries | 


to executives, for stenographers and, in 
fact, for all who are concerned with the 
right and effective use of English. 
Though of American origin, we must 
say that this book is highly authorita- 


tive; moreover, in completeness and | 
the breadth of field covered it goes far | 


beyond the usual scope. It is a book 
of 600 well packed - pages. 


O 
Filing Systems, revised by C. Ralph 


Curtis, M.Sc.Econ., F.LS.A., ete. (Pit- | 


man, 3s. 6d.). 

The claims made in these days on 
behalf of rival “Filing Systems” are apt 
to bewilder the man who has been 
accustomed to use the more traditional 
methods of arranging and preserving 
business and other records. The aim 
of this book is to supply some unbiased 
information as to the chief character- 
istics of modern methods, to explain 
the kind of assistance that they are 
capable of rendering to their users, and 
to show how they may be applied for 
various purposes. 
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=o = Organize! by Herbert N. Casson | 
au o Mag., 58.). 


w order to have a sound and healthy 













ential for its development. 


wth, a business must be well organ- f. 
It must work out an orderly f 
ute for its routine work and atig 
ne time, carry out the creative |. 


explains how a strong, : ; 
ization. may be built up. t 






heap. firms keep order records to > tell them wae | 
customegs buy. ‘a 


But it is not the people ‘who buy that cause the 
sag in the sales curve it' S the people who do 
not buy, aa 
.Who doesn’t buy? Why don’t they b 
are the test questions for the sales ma -al 
may need analysis by areas, salesmen, and ct ee 
Only visible records can give a complete pict oa 
can stimulate you to action. | 

The Kardex sales investigation — service, rendered oos 
without obligation, will enable iad to cotate ine 
voids in the sales control. 


_ We are the people who solv 
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SPECIALITY _ 
Long runs at short prices 


-RENART STUDIO 


oe A Wollaston’. 
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“pose of the 
Fern Business Institute. ` 













Be 15,000 people all over the world can’t be wrong. 
=- They have tried the Fern Plan, and the majority 
found it did what we expected it would. | 


_ The full story is contained in the book, “The 
_ Achievement of Success,” a 48-page book which 
tells the Story of the Fern Courses on Salesman- 
-ship (five of them), Management (two), and Personal 
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4 Efficiency. 
| | K) $ 
i It costs nothing to get this book, yet it can be the 


‘turning point of your whole career. 


This Institute is actively engaged in studying 
-the causes of success in business, and its activities 
| are world wide. For a very small fraction of the 
<> original cost this information can be yours, providing 


| -you will work hard to assimilate it. 











on your own letterhead. 


ł can see if this is the plan | am looking for. 
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(Continued from page 28) 





rush times when the staff works. in 
relays from eight a.m. until eleven p.m. 

Between 220,000 and 230,000 de- 
liveries and calls are made by our own 
vans every year, which keeps the van 
fleet fully occupied. Our suburban 
vans deliver 100 parcels or more and 
often do roo miles a day six days a 
week. 


How Standing Time Losses 
Are Avoided 


One of the main items to guard 
against in motor-van delivery work is 
the cost of ‘standing time’. High 
costs are totalling up in every minute 
spent by the vans outside your 
premises, and therefore delays must be 
prevented by every possible means. 

Efficient working of the indoor staff 
brings the parcels to the despatch- 
room with no loss of time. The next 
thing is to arrange all parcels according 
to their destinations and in loads to 
suit the vans. 

Then, before any- van aoe the 
garage, its load and all documents must 
be ready for collection by the driver 
and porter in a few seconds.” 

It is the cost of van aane; as 
conducted on old-fashioned lines, that 
alarms many executives when proposals 
to extend road delivery services are 
advanced. 

That, I believe, is because some 
engineers in charge of business fleets 
have not- kept pace with modern auto- 
mobile technique. They rely too much 
upon their own skill and too little upon 
what is rightly termed ‘‘service’’ now 
rendered by manufacturers. 

Nowadays, the small fleet operator 
can forget about the expense and 
trouble of installing elaborate repair 
equipment in his garage... Intelligent 
van-drivers are quite capable of clean- 
ing, lubricating and adjusting their 
vehicles, under the guidance of one 
skilled mechanic, so that wear is kept 
well in hand for very long periods. 








How to Keep Fleet Maintenance 
e Cash Low oe 


Certain mechanical attentions are 
obviously needed when the vans have 
covered definite mileages. Such. mile- 
ages will be increased if the men are 
given to understand that ordinary 
attention to simple cleaning, greasing 
and adjustment is an essential feature 
of their duty. ; 

What then is the procedure when | 
any particular van is called in for treat- 
ment over and above that already men- 
tioned? That is quite a simple matter. 
A spare van with a spare driver replace 
these temporarily relieved from í elivery 

he r driver I 








overhead charges since one skilled 
mechanic, with assistafice from the 
tirivers, can do all necessary mainten- 
ance work. 

Fleet uniformity and good service by 
the manufacturers will dispense with 
the capital outlay represented by van 
replacement parts; although as a matter 
of convenience a small stock valued at 
about £100 may be desirable to keep 
a fleet of fifteen vans in first class con- 
dition without loss of a day’s work. 

“Little and often’’ is a good motto 
for those in charge of van maintenance. 
It is observed by all the drivers under 
my control and has no small influence 
on our low costs of transport. These, 
by the way, including all charges and 
wages, are no greater than 0.399d. per 
mile. 

Every item of expense is recorded 
against each van, even labour up to the 
minute, so that at any time we can tell 
at a glance exactly how much each van 
is costing per annum. It also tells us 
whether the driver is doing his part in 
looking after his vehicle. 


O 


How to. Use 
Mechanized Wages 


(Continued from page 30) 


per account, the machine will give 
total hours per rate per account from 
which one calculation only is necessary. 
Where of course the account has to 
be subdivided into shops or sections 
then by punching the hours only we can 
produce a statement as shown in Fig. 2, 
which gives us the total hours per 
account and sub-totals per shop. In 
this case it is often advisable to perform 
first the calculation per main account 
and afterwards, and from the same 
statement, calculate the sub-totals. In 
this connection it should be noted that 
it is possible with a special punch first 
to prepare the statement and then 
punch the total hours per shop and the 
rate per hour, the machine automatic- 
ally giving the amount to be punched 
into the card. Should time allow of 
this being done it is to be recommended, 
as the grand total per main account is 
then automatically thrown up by the 
tabulator as shown by the statement. 


How Additional Statistics Can 
be Produced 


In the case of piece-work earnings, 
each ticket or job card will have the 
account number, order number, opera- 
tion number, etc., shown. Here all 
that is necessary is to sort under such 
headings and the machine will prepare 
a statement giving sub-totals per 
section per operation, etc., and a grand 
total per account. It is advisable in 
large factories to utilize master-cards 
per section, etc., so that for subsequent 
statistical information it is not neces- 
sary to pass all the detail cards through 
the machines. 
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USE WISE JUDGMENT 


There are many ways of remedying defects in typing invoices, 
day-book recordings, works orders, etc. 


There is only one way to remove the CAUSES of these 
DEFECTS. 


That way is PRIMUS Continuous Stationery. 


It lessens fatigue, eliminates frayed tempers, and saves trouble 
and time. And automatically it saves money. 


You have to use Stationery. Your wise judgment must urge 
you to use the best and most economical—PRIMUS. 


PRIMUS  . . 


Continuous Stationery 


Builds Prestige 



































CARTER-DAVIS Limited 


QUEEN ELIZABETH ST., LONDON, S.E.! 


Telephone: HOP 0204/5 
PRIMUS ATTACHMENT SUPPLIED TO FIT ANY TYPEWRITER 








If you desire information from the Editor or from Advertisers 


To BUSINESS Service Department, Whitefriars House, Tallis Street, E.C.4. 


Please send, without obligation, more information in connection with advertise- 
ment (or advertisements) in the January, 1937, issue of BUSINESS 
numbered below. 
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aoe usiness: Sonal a concise, 
informative account of factors affect- 
ing commerce in the principal Empire 
end ‘Foreign markets. 


INISTRY 
YA GAZETTE An invaluable 
monthly news service oñ very many 
aspects of industrial labour and em- 
~ployment including employment and 
unemployment, wages and:hours, cost 
of living, strikes and lock-outs, legal 
(cases, ètc. Od. per copy. Annual 
subscription, 78. post Laan 
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HE largest aud most comprehen- 
§ sive exhibition of commercial 
: Pesce peed ever staged in this 
intry will open on 8th January at 
vs oF the World building, 
i EC.4. 
ition is ‘by ‘photographers 
| n. is ein bed 










2.30 and on the Sunday. 

ee! dvertising Display & Press Publicity 
has organized several exhibitions of 
advertising material, both in London 
and. the provinces. This present show 
provides photographers with an oppor- 
tunity of showing to users and prospec- 
five users of photographs for adver- 
tising and other business purposes, a 


wide. range of specimens that will assist. 


buyers, for they will be able to see 
more at this display in a few hours than 
they would normally see in months 
during the normal course of business. 
The exhibition will present a com- 
plete picture of photography in its 
present-day application to advertise- 
ment illustration and its future possi- 
| bilities, allied with modern methods of 
reproduction. Many of the leading 
studios all over the country will be 
exhibiting, and a particularly interest- 
ing feature will be a collection of colour 
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Pe which will show the pro- 
gress that has been made towards the 
mastery of this most important branch 
of camera work. ` 


In addition to the specimens of 


photographic | work: the exhibition will 
the auxili 






Ia will } 
avenue. 

World- building 4 
exhibition 











e pe pion 
of ‘the ea arrangements: assures 
that each specimen shown will have its 
full value. 

The exhibition is to be opened by 
Gloria, the most photographed woman 
in the British Isles. She was for some 
years the chief mannequin at Selfridges, 
and, later, in charge of the Press 
Bureau there. She has now, in 
collaboration with her colleague Dawn, 
established a mannequin studio in 
London. 

The directors of the News of the 
World have arranged that visitors to 
the Exhibition may inspect the famous 
on which the newspaper . is 
printed, thus providing: an opportunity 
of seeing the machinery oi one of 
the greatest newspaper offices in the 


- world. 
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The hcuse of “A.M.” offers you new 
and better equipment to eng 
to claim your full sharg 
opportunities which 1934 
senting to British busines. 


44 ADDRESSO- 
filent, speedy. 
unprecedented 


The AUTOLECTRIC 

GRAPH” Electric, 
“De luxe’ addressiv:g at at 
low prize. 






The CLASS 22,006 ‘’ ADDRESSO- 
GRAPH" Intumegable new features 
and advantages. The pinftacle of efficiency in 
mechanical addressing, flisting and record- 
writing. 


The MODEL 360 ” MULTIGRAPH ” 


Greater capacify~ better registration, 
simultsneous printigg and numbering are 
some ot the advangages in this new contri- 
bution to reduced grinting costs. 


JUS LOAD FEED for the 

FULTILITH.” Rapid, con- 

beding now reduces ° Multi- 
hth’ Prinung And Duplicating costs still 
further. i 








+} 


7 MULȚILITH” DUPLEX PLATE. 


The lepeest-priced duplicating medium 
on the mar Ér. Uses both sidess—only 34d. 
per duplicaging job. s 












Addressograph — 


Addressing Machines 


Maik graph 





COUPON 


To Addressograph-Multigraph Ltd., 
29, Kingsway, London, W.C.2. 


Please send me full details of the new 
A.M.” Equipment as ticked below. 


(A) Aurolectric “ Addressograph ass 
(B) Class 22.400 ©“ Addressograph "een 
(C) Model 300“ Multigraph “eenn 


(D) Continuous Load Feed ...... 

(E) © Multilith ” Duplex Plate... 29, KINGSWAY. LONDON. W.C.2. 
‘Phone: Temple Bar 1451. 

Address (Head Office & Works: Edgware Rd., Cricklewood, N.W.2.) 


aa Branches at: Manchester, Birmingham, leeds. Liverpool, Bristol, 
Nottingham, Dublin, 





Otice tithe 
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-esan ER Reh EEA OO TRE ET HREM EASE ESH 


Fercan annann aA AAA ITT A TITIES Newcastle, Edinburgh, Glasgow, Belast, 














“PLUG IN TO” 
REATE R 
NCY” 


` says Mr. Sectric 


AS imple plug point will connect a handsome clock like this—the ‘Delhi’ 
model with 12-in. diameter dial——to your A.C, eléctric mains and give you 
Greenwich time continuously at a running cost of only is. a year. No springs 
to wind; no regulator to adjust; no trouble in use, yet no doubt of accuracy. 
Smith synchronous electric Clocks encourage. punctual attendance, exact 
timing, and general efficiency throughout an organization; there is a full range 


of designs for every commercial and private oe oe will be sent 
on request. | i THE DELHI — 


Issued by: d a bold Wall Clock 
SMITH’S ENGLISH CLOCKS, L1 TD. , Cricklewood Ñ ‘orks, LONDON, X W.2 














PLUG 


Sater tities 





@Write or phone to-day to Rotaprint 
for full particulars of this modern and 
efficient way of halving your printing bill 





PILTA 170. 
57a HOLBORN VIADUCT, LONDON, E.C.| 


And in all the Principal Towns. 
TELEPHONE : CENTRAL 5655 (5 fines) 








column is wort i ref 
tion of every business executive.. : 

As everyone knows- Lord. Beaver- 
brook is an extremely ‘busy man. He 
is sole proprietor of the Daily Express 
and chief proprietor of the E vening 
Standard and naturally his time is of 
the greatest value. Men in his 
position are not prone to write 
unsolicited testimonials and the fact 
that he has made such a striking 
exception in the case of The Dicta- 
phone is the cleares' sible proof 
of the value he sets u è machine 
owing to the good service it is giving 
him. 

We may take it for granted that 
no service, human or mechanical, 
that was not. up to a very high 
standard would, or could, be tolerated 
by Lord Beaverbrook. With his 
enormous interests anything in the 
shape of inefficiency could not be 
entertained. And when he says: 

“My tasks are expedited in an extra- 
ordinary © “way on account of the 


assistance you have given me in this 
marvellous machine” í 


it may be taken as proved that The 
Dictaphone i is doing its job efficiently 
and well. | 












The death of | Arthur Brisbane, | 





article in the ag ery ‘sme of | 


December 28th. Arth 

was a very remarkable personality 
who earned the amazing salary of 
£75,000 a year. His column 
“To-day” was read by millions of 
Americans in all parts of the United 
States and it is said that his regular 








Sunday article appeared weekly in | 


over 3,000 newspapers. 
Describing Brisbane’s method of 
working, the Evening Standard said : 





-on his travels, 


year The Dictaphone got no rest, 


And the young men in Mr. Hearst's. | u 
offices in Paris, in Rome and in |. 
other cities in Europe were kept 


| When he came to 
Europe in the late summer of this 



























busy shipping the wax cylinders to.|. T : s 


New York,” 


Under the heading *The Blessings 


of The Dictaphone”, the Evening 
Standard added : 


“To those who know how to use 


it The Dictaphone is one of the |; 


A 


Lord Beaverbrook’s Office, 
Oldbourne Hall, 
43, Shoe Lane, E.C.4 
November 13, 1936. 


Dear Mr. Dixon, 


I am most grateful for the arrangements 
you have made for the use of The Dicta- 
po by me during my journey to New 

ork and in the United States. 

There is no testimonial to The Dicta- 
phone quite so strong as the tribute that 
I must give you in my confession that life 
would be now quite impossible for me 
without the instrument. 

I have one in town, as you know, and 
another in the country. I use them 
continually. Iam relieved of endless trials 
and duties. My tasks are expedited in an 
extraordinary way on account of the 
assistance you have given me in this 
marvellous machine. 


Youts sincerely, 
| (Signed) Beaverbrook. 
William Dixon, Esq., 


The Dictaphone Co., Ltd., 
Kingsway House, 


_ Kingsway, W.C.2. 


| ECE 


boons of modern life, 





house. There is no Jf nit 


“For years he fase dictated his , 





| | not handling the 


A recent : : 
addict is Lord Beaverbrook, who | 
now will not have a seretay in his | 
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or obligation, how Th 
will help > you. 
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ane” at Manchester, Bishi 
Liverpool, Leeds, ‘Bristol, 
Dublin, Belfast, 


















THE DICTAPHONE C 
Kingsway House, 
















Please send free. banks wae’ 
way? to l 















ADDRESS.. ee ree E 
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while ifs fres 
vhile ifs fresh 
Time lost between the first concep- 
tion of an idea, a plan, a report, a 
letter ... means effectiveness lost. 
Flick a key in the privacy of your 
office, speak into your neat Ericsson 
master station ... and get the thing 
done on the spot. Key men all 
over “the house” are at your elbow— 
one at a time or fifteen of them 
| at once—on your Ericsson Loud 
; . Speaker Telephone System. 





FESS es z Here are the advantages :-~ 
. Get through instantly to 4. Hold a conference without 


any department without having a single executive 
dialling, calling an opera- out of his department. 


tor, holding an earpiece 


or poogt into a mouth- 5. If necessary loud speaker 


can be switched off so that 
only you hear replies. 


6. FULL SECRECY. 


Can you afford to 
be without these 
unigue conveni- 
ences and advan - 
tages? Why not get 
tn touch with us? 
Ask for partien- 
lars of our mod- 
erate RENTAL 
MAINTENANCE 
or make an ap- 
pointment for free 
demonstration AT 
YOUR ADDRESS. 






















One Machine does the wor P a 


Continuous Form Billing in addition to regular typing 



















© WHAT orders are overdue ? 

@ HAS Smith’s credit reached iimit ? 

@ HOW many accounts are buying 
less ? 


@ WHICH area shows falling 
Sales? 


@ WHEN did Jackson’s 
order last? 


Visible-Systems tell you 
at a glance “ 
Send now for folder 
“Why showing 
how Visible Systems 
keep your business 
at your finger tips 


CARTER-PARRATT LTD. 


(P. J. CARTER EVE, Managing Director) 


317 ABBEY HOUSE, VICTORIA STREET, LONDON, S.W.! 
Telephone: Abbey 3675/6 


Your typewriter actually does the work of two machines * ae 
when used with ‘Fanfold’ Continuous Form Adapter, because © _ 
the many time- and money-saving methods of the Continuous 
Form Billing Machine are added to all the advantages of z 

regular typing. ae 
“Fanfold’’ Continuous Forms typed over our Attachment effec E 
savings in Billing time, and costs, ranging from 17% to T8% 


without affecting the operation of the typewriter 
correspondence and other purposes, — 


“Fanfold” Adapter places ne strain whatever - 





he. types 


writer carriage; because of the very simplicity of const ‘tion, 
and operation there is nothing to get out of order- aed os 








THE COMPLETE Jo 


URNAL OF 


MANAGEMENT 


eer 


incorporating : 





FEBRUARY, 
Management : Control : Policy 
News in Management Trends i 
Is there Profit in the 5-Day Week? ... 
Not. Only the Budget Man must Control 


a The : Holidays With Pay” Question 


A Double-Purpose Reception Room ... 
Slough: Factories Ready at {80 p.a. 
What Slough Factories Produce _ a 
Export Sales Up: But Costs Show Red Light 


Trend of Trade for February 


Marketing : Advertising : Selling 


Putting Modern Sales Control into an Old Business 


Taking the Blind Spots Out of the Mailing List 


Bonus Plan Gets Bigger Down Payments For Hire Purchase Traders 
New Markets, New Products 


They're Spending Money Here 

Slough’s Big “‘Doorstep’’ Market 

How a Branded Lard was Launched 
‘‘Almost Free’’ Sample Sells More Wine 


Road Transport 
‘Mechanical’ v. “Live” Horse for Short Hauls 


A New Leyland Six-wheeler 


Office Practice and Equipment 

This System Cuts Out o9 Million Entries 
By H. A. 

Speeds Up Invoicing: Cuts Costs 300%, 


Pension-Thrift Scheme for Small Traders 


| BUSINESS, Published by Business Publications, 





The Journal of Commerce’, “Modern Business”, 
“System”, “Business Organization and Management”, 


1937 


By PERCY WALLIS 
Expense 


By 


By F. H. JONES and A. R. PORTER 


Factory Site Survey No. 17 


By R. TWELVETREES, A.M.1.Mech.£. 
SIMPSON, F.C.W.A., 
By Business Investigator 


si Ltd., Whitefriars House, Tal 
oo o Subscription rates: ---15/- a year post free, United Kingdom and Continent; 20/- 


Na: 


By the EDITORS 
P. G. HOFFMAN 


By G. E. DAY 


firms tha 


By BM/CMKK 





| to the budget offic 
+ {| better results bx 
be ei 
By C. E. DAY | Try the plan giv A on pa 
nee zr z "TAHE most modem a 
methods of sales cont 
e ib 
withow 






ales and profits curves. 
Page 17, : 
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Just a glance at the C 
show you the activity of [24 





Position in the works of any order. 
Relation of performance to promi 
How the department or the mac 
Where and when overtime is ni 
How “Priority” orders are faring, - 
Plant and Machinery Maintenance (Histor 
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if you . sai 
have an opportunity for servite. V 
during the past 40 years. May we 


THE COPELAND-CHATTI 
ae Teeprons TY 


have a works organisation query we. 


















in the design of its well-known Equipment, and 
takes this opportunity of announcing an entirely 
new range of Autographic Manifolding Registers. 


Incorporating improved operating and mechanical 
features, coupled with a most modern and digni- 
fied appearance, the EGRY TRU-PAK provides 
the most up-to-date and speedy method of hand- 
ling multiple sets of forms requiring handwritten 
carbon copies for internal routine purposes. 


es Interleaving of carbon paper and handling of forms is entirely eliminated through the use 
When sending for of Continuous Stationery. 
coral a ni ee ll One writing, and one turn of the operating handle will deliver a set of forms consisting 
FEED Typewriter of an original and up o 5 carbon copies, Machines are made in various sizes to meet the 
Attachment. Where usual standard commercial forms. oe 
ee on Ol tains typed The most important feature of this inexpensive device lies in the security and protection 
written this automatic of records afforded by the locked compartment into which a complete copy of the issued 
device will speed u forms is fed for control purposes. If necessary, a dissected analysis of certain pre-selected 
the output of su items only may be so retained in place of the copy. 


Le : _ multiple sets. 
LT 


Telegrams : EGRYCOMPAK, EALUX, LONDON 


— WARPLE WAY, ACTON, LONDON, W.3 Telephone: Shepherds Bush 3377 (3 Lines) 


















“PM SORRY, SIR, I’M 
AFRAID | SHALL HAVE 


Sah > TO RING YOU BACK” 
There is nothing more irritating to a chent than having setbacks and worries. This unnecessary state of affairs 
to waste valuable time waiting for a return call for can be eliminated by the installation of the DICTO- 

formation which, to his mind, should be immediately GRAPH Internal Telephone System. Establishing ~ 
forthcoming. It gives him an impression that your instant contact with every depdrtment, either individu- — 
organization is inefficient and lackadaisical, and may ally or together, the DICTOGRAPH is a gilt-edged 
quite possibly result in loss of orders. He is not con- investment that guarantees the smooth working and ~~ 
cerned with the fact that in order to get the inlormation efficiency of a firm. You cannot ignore the time a 
aired, a personal visit to another department is money-saving facilities of the DICTOGRAPH—no | 
cessitated. But that fact does concern you, both operator required, no delays, no interruption: a 
terally and financially—lack of efficient inter-depart- listening-in. The DICTOGRAPH is as good ‘as another | 
ental communication is the cause of many business department, but far less expensive. ou. 


Write to-day, a pron our nearest branch for full details or practical demonstration 
ithout obligation in your own office wherever situated. 


ICTOGRAPH,A 


INTERNAL © 
TELEPHONES. 
ABBEY HOUSE, WESTMINSTER ond AURELIA ROAD, CROYDON — 


Ace id A Oe (THORNTON HEATH 2427) — 
Branches throughout Great Britain and representatives overseas. _ 








































BE OBTAINED THROUGH THE 
IN THE ADVERTISEMENT PAGES 


PAGE 


ACCOUNTING MACHINES 
z (2) ‘Burroughs Adag Machine 
Lid. 21 
{2} Powers-Samas Accounting 
Machines, Ltd. ... 27 
{3} Remington IDENTNE Co. 
Lid. 39 


ADDRESSING MACHINES 
i4) AAA tia ca eeecting 30 
Cover ¢ 
AERIAL ADVERTISING 
(5) Plane Advertising Ltd.  ... 31 
AUTOGRAPHIC CASH ae 
t Egry Ltd. 
: “BANKS , 
“€#) Midland Bank Ltd. ooo, 38 


CASH TILLS | . 
(8) Gledhill, G. H. & Sons, Lid. 37 


COMMERCIAL CARS . 
o ) Ford Motor Co. Ltd, 28 
{10} Morris Commercial Cars Ltd. 25 


“COMMERCIAL PHOTOGRAPHY 
ay Fox, R, Lid. 40 





z CONTENUOUS | STATIONERY 
aay Fanfold Ltd. Wee es. 2 


DICTATING MACHINES 
(15) Dictaphone Co. Lid. on. 
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FAN complere wie WILL KEEP 
ics Ten separate VENTEX AIR FILTER 


T. 128 Stan dar d and cleans the air to the point of sterilization 
Fan Fitting £7 : 12:6 
T. 128 D. Double DEODORIZATION, etc, so 
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{16) Ruddock, J. W. & Sons ... 42 (80) Ruddock, J. W, & Sens .. 48 
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MACHINE (81) Hull Daily Mal i 7 
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Cover i 
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ELECTRIC CLOCKS — iB) "Pitchford, Frank, Ltd. 
{10} Smith's English Clocks Lid. 
Cover ii : 
PENCILS . 
(34) Venus Pencil Co. 





oor Nickeloid E iectrotype , Co: PRINTERS 
Ltd. 88 (85) Drydens Ltd. 





oh) Cetera D P G MACHIN 
(21 erfield Corporation De- Oe Ty 

velopment Dept. ae (36) Addressogr aph- rr es 
A Great Western Railway ... 385 (37) Kaye's Rotaprint Agency 


(23) Lancashire Industrial De- iee te 
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i24) Welwyn Garden City .. 36 
(25) Wolverhampton Industrial PUNCHED CARD SYSTEM 
Development Association 35 (38) Copeland: Chatterson, Ca. 


Ltd. 


FILES & FILING SYSTEMS i 
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IN YOUR EST 





Ali Problems of AIR PURIFIC, 


 OZONAIR HOUSE, ST. LEONARD arh 
a Telegrams :  Ozonair, Sowest, London 























You've experienced 





irritating delays .. . 
waiting for some figures to come 
from your accounts department 
.. . waiting to speak to an 
executive who is “somewhere 
about the office” . . . waiting 
for your dispatch department to 
send details of a shipment... 
waiting .. . waiting. 

For a small quarterly rental, 
Telematic can be installed in 
your organisation--saving every- 
one’s time all day long. * Send 
for the Telematic Booklet. 











FOR EFFICIENT CONTROL 


SEND OR TELEPHONE FOR A COPY OF THE 
TELEMATIC BOOKLET or attach this slip to your letter heading 
and fon to Telephone Rentals, Lid., Horseferry House, bi 

: S.W. Telephone: Victoria 868r. | 













atic’ anc vadeuiack “The | Slave of the Dial" are ths Registered pr rty of TE 
SE, WES (MINSTER, S.W.x. Telephone: Victoria 868r. rsd property oi ary: 
gow, Newcastle, Leeds, Sheticld, oe: taverpool, Birmingham, Brist 









C\apported 1 by Hsing. company profits, 
i increased employment, specific for- 
“ward moves in Special Areas prob- 
“lems, rising production and increased 
retail figures, business moved through 
the year’s first month with steady con- 
«fidence. Our information shows abdica- 
tion shocks completely absorbed, busi- 
ness unaffected. 

Especially encouraging are latest 
trade figures, Exports at £40,516, 000 
show 16.1% rise over Jan. of 1936; i 
ports £83,657,000 reveal 12.4 per sont 
increase. Note exports’ proportionately 
higher rise. Hopefully awaited, that 
trend. Overseas business will expand 
in coming months. 

Eight new Government factories, 
£17,250,000 Admiralty contracts, plus 
tidy sums in War Office orders, point 
out major moves in solving depression 
cores in Special Areas. Development of 
industrial estates, schemes for financing 
firms, etc., will this year renew attack 
on areas’ poverty, unemployment. 





Get More Ac- 
curate Costs 


director of a well-known concern 
who is also an authority on cost 
-control gave it to us as his opinion that 
the majority of otherwise well-run busi- 
nesses are not using costs as a tool of 
really complete and accurate manage- 
ment. 

For instance, he said, the “‘services”’ 
in most firms are very rarely costed 
accurately. Steam, gas, Water, com- 
pressed air, and so forth are just 
“averaged out’’, a process which, in big 
manufacturing concerns, usually leaves 
room for wide margins of error as well 
as failing to reveal possible sources of 
waste, 

In most this 


well-run concerns, 


authority said, costs of materials, etc., 


are fairly accurately and comprehen- 
sively worked out, but if firms would 
really get down to such things as actu- 


ally metering, perhaps in the form of 


= spot tests, the gas per furnace, the 
ee steam generated, the air used, etc., they 
a find that their old “rough 
are a long way out. | 

llas getting more accurate costs 





would definitely 
D 8004, deal ot iA 
te. co | 


BUSINESS 
MANAGEMENT CONTROL POLICY 


$ 





By The 


Helps to e 
Save Cash 


A? instance of big savings being 
made through the more accurate 
control of clerical work 
notice recently in the wage 
department of a famous firm. 

This particular firm is well known for 
its scientifically planned management 
and its general all-round efficiency. The 
average business observer would find a 
difficulty in suggesting where any im- 
provement could be made. 
investigation of the actual work of wage 
preparation and payment showed 
clearly where much improvement could 
be made. 

When the suggested alterations in 
method were carried out no less than 
£3,000 a year, cash, was saved. 

But this was not the end. These 
first changes started new trains of 
thought to such good effect that several 


paying 


Industry is ‘Cleaning 









Gathered From Personal 





came to our 





Yet careful 


where 












further points of improve 
possible. Of the cash effect 
have not yet beard. 
This does, however, 
Wwe have. gr ip 
a = ; 


Hir wets 



















































i Loss? 


"any man Bact turers 








rate and comp 
devised have i 
that, in spite of 
one per cent of ti 
never be accour 
big manufac’ 
expensive cm 









‘Snow white coal-cleaning plant of the Rising S 




















at works we know the 


e per cent. 
bins combed, goods weighed in 
out of departments, cubby holes 
red, and so on. 

are inevitable “difficulties in 
ling, but these companies have 
i many thousands of pounds, cash, 
nstalling better weighing machines 
ye more accurate readings of 
dealt with by weight. 

blem is to decide what accu- 
ighing can be afforded : while, 






























makes substantial savings in 
necessarily introduces the 
of more expensive balances 
ger time for each weighing. It 
ich careful investigation to 
‘profitable balance of the two 


è of these researches, however, 
ysterious one per cent loss of 
at ~ persists. Harassed investi- 
| ell us that it just goes. Is that 


ains Not Al- 
od Business 


ked with the directors of 
réral leading companies last 
on the vital subject of training 
ing employees for executive posi- 
tions. Business chiefs are more clearly 
‘recognizing ‘that the slogan ‘Find the 
best brains for management” is not by 
| amy means a correct one. Brains and 
ee technical ability do not necessarily go 
hand in hand with the capacity for good 
ee administration or management. 
Tt is true that to rise up to an execu- 
ee tive position a young man must qualify 
- himself in technical knowledge of his 
ork and products, but the more 
yt side of his function as an 
js to handle men and situa- 




































elop this latter side of a 
g man’s pre-executive educa- 
10ticed a practice in force in 
| engineering concern. 

ng men selected for executive 


ssible in contact with the firm’s 

rs and other high executives. 
re given “ambassadorial” jobs 
the seeing through, personally, 
ions from the management 
men and other members of 
fice and works staffs. They 
little responsibilities which 
basis of technical knowledge 
1 more of tact and common 
ling men of various types, 
s and positions. And it 
ons of the young men in 


lefty handle, ei S that may take him ti ght 
out of ‘his depth. 


2 continuously try to trace : 
Waste is analysed, 


le operations, more accurate © 


re purposely brought as much | 


ions and their ability quickly 
! ily to get things done by — 
; that the directors watch partien- 





‘Tt is the acid test, 
a director said to us, 


young fellow handles such a task goes — 
a long way towards settljng his career 


with us.” 

O 
T.U.’s—-They’re 
In The Army Now 


IGNIFICANT to industry, hard 

pressed for skilled labour, is the War 
Office new move to attract skilled engi- 
neers to Army units by permitting 
membership of trade unions. 

This particular bait 1s offered fitters, 
turners, electricians, instrument makers, 
aged 21 to 25, unmarried. Over 1,000 
are wanted by 31st March, 1937. Rail- 
way companies, leading engineering 
firms, have been asked to co-operate in 
filling initial needs. 

Dearth of trained labour already 
affects seriously industry’s efforts to 
cope with recent “‘recovery’’ orders. 
Especially hit are Government rearma- 
ment works, so that patriotic element in 
War Office call euts both ways. Every 
skilled man to-day withdrawn from fac- 
tories is a key man taken. 

Manufacturers we talked with sug- 
gested, however, that Army conditions 
are not attractive enough—even with 
T.U. inducement—to take men from 
factories. Constructive suggestion: 
Army should train its recruits to stand- 
ards of skill required. It’s got means, 
money, material, men. 


O 


New Industrial Development 
Builds Modern Babel Towers 


IGRATION of workpeople to new 

centres of industry gives rise to 
business social problems that demand 
attention from many managements. 
Conflicting social and industrial back- 
grounds affect relationship between 
local and ‘‘outside’’ workers. Hidden, 
if not outright, antagonism retards effi- 
ciency in workshop and office. 

Our travels in new industrial centres 
have shown us many instances of this 
condition, also that progressive manage- 
ment is aware of dangers. 

Many ways of creating friendliness 
are being used. A firm on an industrial 
estate near London keeps a list of their 
local-born workmen who will take in 
workers from the North and other parts 
as “‘one of the family”. At Oxford, 
where 12,000 of 30,000 insured workers 
are from other than local areas, several 
firms have adopted a ‘‘weekly social’’ 
idea, where newcomers mix with old 
hands in pleasant atmospheres of whist, 
bridge, light refreshments. Firms at 
Birmingham, another big centre of 
“foreign” workers, have formed clubs 
for natives of Durham, Northumber- 
land, Lancashire and South Wales. 

One very successful method used by 
a big Midland hosiery firm is to get 


jocal-born members of the staff to take. 
on specific responsibility of introducing “omar irl 4 
a new worker to his or her surround. wit h 
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D] RITAIN’S vast: ‘mniddle-. to “‘appet- 
C) class public fed pounds instead of 
pence in tHeir pockets as company 
profits rise. Marty is flowing to-day at 
millions more than a year ago. Sample 
cut of industrial profits taken by The 
Economist shows that 2,186 companies 
in 1936 earned £26,953, 461 more net 
profit (after payment of debenture in- 
terest, etc.) than in 1935. This equals 
more than 12 per cent and follows a 
gain last year of over 15 per cent. 

With incomes of investor classes 
rising thus rapidly, upswing insemi- 
and luxury trade is fully explained. 
Pointers are to further expansion this 
year. 








O 


Play ‘Forte’ On Luxury 
Goods—And Pianos 


ONVERSATIONS with big store | 
chiefs reveal that January retail 
sales show 10 to 25 per cent upswing’ 
in fashion, luxury, specialized goods, 
compared with January, 1936. Three 
factors stand out: (1) higher-priced 
lines sold; (2) more of them cleared; (3) 
sold on first reductions and offers. | 
Illuminating news is that of piano 
sales. Intensified musical education of 
public through gramophone records, 
radio, is held responsible, big shopmen 
tell us. Understanding and cultivation 
of ear for music is giving pianos home 
space as ‘‘live’’ furniture. Moreover, 
expensive instruments are selling best. 
Indication of buying habits, 1937 
version, is found in past month’s de- 
mand for higher-priced home goods. 
Outlook for spring business is good, 
we're informed. 


O 


Record Sales Should Be 
Built On These Figures 


VER 500,000 more at work than a 
year ago, {25,000,000 more yearly 
in wages, 12 per cent rise in com- 
pany profits—these are key figures to 
Britain’s expanding market. Cheering 
news for consumable goods manufac- 
turers. 
Major wage rises in 1936 affected 
areas and workers: 


Trade Number Area Weekly rise 
Coal-mining 767,700 Midlands, Oak 
Tron, steel . 143,450 y 20,950 
Engineering 485,900 


eau 
Lancs, Y orks, E 





Textiles. . 549, 1650 A 
Building, : 
etc. . . 574, 800 

Transport . 624,050 


Areas mentioned are the most impor- 
tant concerned in plus money. -Total 
wage rises, including all major indus- 
tries, reach seat go, 000 2. week. 


MANAGEMENT - CONTROL - POLICY 


‘Is There Either Wisdom Or Profit 
in the Fitve-Day Week? 


PERCY WALLIS says——— 
Director, Wallis and Linnell, Ltd. 


Kettering 


inventing wrong answers to right 
questions: Cheap money? Im- 
proves trade. Higher wages? Increased 
purchasing power. Controlled produc- 
tion? Good trade. Confidence? More 
employment. Stocks of gold? Expand 


Bivventine Management pastime— 


credit. Currency? More buying. 
Shorter hours? No less wages. Five- 
day week? Less unemployed. Tech- 
nocrasy? Less employment. Paper 
notes? Going off gold. 


In the many wrong answers the right 
is buried. The confusion is so deep that 
any attempt to find the truth is almost 
hopeless. The simple straight answer 
appears ridiculous. 


There are Hidden Snags 
behind the Attraction 

The five-day week is so attractive, we 
all wish for it. Employer and employed 
can appreciate the extra leisure. The 
snag, although hidden, is inevitably 
there. The desire for more possessions 
is never satisfied. Every addition 
increases the desire for more. The 
plentiful present cannot realize the past 
poverty. 

Our grandfathers possessed less than 
one-seventh of the good things we 
own to-day. We simply don’t believe 
the bare statement. Exact statistical 
measurement is far too slow for modern 
exciting plenty. The many workers on 
the land of 1850 were thought to be 
fairly well fixed with £19 a year. The 
hasty conclusion assumes that {1 would 
buy more in those good old days. 

Any analysis of purchasing power 
will dispel this notion. For instance, 
the index number for 1850 was about 
77, compared with ours to-day of 89. 
Other factors correct this disparity and 
show that the purchasing power of the 
£ to-day is similar to that of 1850: the 


“NO, 


LESS 
LESS 
LESS 


difference is in wages paiđ. And, of 
course, there is a far wider range of use 
for to-day’s money. Kooks are cheaper, 
bicycles, soap, and similar articles cost 
less, while such new things as vacuum 
cleaners, cameras, radio, etc., are avail- 
able to the masses. 

Comparison of the prices of soap in 
1850 and to-day throws light on the 
purchasing power of money. A cwt. of 
soap cost 44s. in the ’50’s; to-day its 
price is 32s. But not only is the cost 
lower; the quality is better. And so it 
is with hosts of products. 

In those days wheat sometimes sold 
at gs. and averaged about 6s. 6d. per 
bushel. To-day the landworker’s grand- 
son working 48 hours a week instead of 
64 gets {84 a year. That, as a wage, 
is five times more to-day measured in 
wheat at 6s. per bushel. 

We don’t realize the difference, but 
unconsciously we are willing to sacrifice 
the possession of goods equal to a 100 
bushels of wheat a year for 16 hours’ 
leisure per week. If our power of pro- 
duction was no more than in 1850, the 
hours of labour must be the same. 

Wages £19 in 1850, now £84. The 
result is accepted and the answer to 
the problem is given no consideration. 
Devaluation starting in 1931 changed 
the price of gold from 85s. to 142s. per 
ounce. The importance of this change 
is quite overlooked because gold is so 


Silent on Saturdays ? 


>. > It means 


Employment 
Production 


Wages .. 


small a factor in our lives. To the 
gold-miner and gold-mine owner the 
difference is 40 per cent. 

In 1930 an ounce of gold exchanged 
for 14.1 bushels of wheat at 6s. per 
bushel. To-day the gold-miner gets 
23.7 bushels of wheat for an ounce of 
gold. The wheat is really much cheaper 
or the gold dearer. Gold-mining is 
booming and 40 per cent more persons 
are employed. 


This is the Key that 
Controls Incomes 

This shows that the gold-miner’s 
income has direct bearing on all incomes 
from industry. It is the key to all earn- 
ings. When gold production increases, 
incomes go up and more are employed. 
When gold production declines, incomes 
are bound to fall eventually,and unem- 
ployment to rise, for if the average 
wages paid by industry exceed those 
earned by the gold-miners, the balance 
must be restored between the two. 

Thus, in 1930 the £84 income of the 
farm-worker, given as an example, wes 
40 per cent above the income*earned by 
a gold-miner of equal capacity. The 
result was thorough depression of the 
gold-mining industry, which, in turn, 
increased depression of industry gener- 
ally. Some measure had to be taken t@ 
force the incomes to a level. This was 
done by means of devaluation so that 
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The Saturday morning off means a reduction of 9% in production. Unless you can, in proved fact, 
fully absorb this 9% in the 5 days, and without disproportionately raising costs, it will not pay you to run 
the shorter week. In actual practice there are far fewer firms who can do this than is generally thought 












































n has made the answer to 
juite clear. The £19 wage 
low because the income of 
tner was low. The two 
come must kee level. The 
1@ persons proflucing wheat 
oods must T low if gold 
relow. Unless they are equal 
d required cannot be produced. 
therefore evident that during 
od from 1850 to 1934 gold pro- 
r individual producer has 
n proportion as f19 is to 
ll other goods like wheat must 
eased at the same rate if the 
init or bushel is the same. 
mes are the controlling factor, 
per ton, bushel or Ib. is ruled 
ome. Actually, wheat has 
much faster than gold. The 
per bushel is in devalued cur- 
Corrected to the old currency, 
mly 3s. 74d. per bushel. 
+, again, we see the natural 
ent that has taken place. The 
e had to remain level with 
devaluation brought about 
elling. This is always the case 
es of goods rise out of propor- 
ither the price of gold must go 
n devaluation—or the price of 
t come down. Whichever 
yorked the result is similar. 
p by step, we are forced to 
sion that in any year the 
come is a fixed sum of gold 
. The measure of this sum is 
number of persons employed in 
y multiplied by the income they 
produce in the gold-mines of the 
world.” That is, the measure of income 
ys. by the increase or decrease in 
old produced per person employed 
inddstry. The total quan- 
‘old is not important. The 
the quantity of gold each 
an produce. That is their 
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k? The connection appears 
emote. The great develop- 
ower of production is the 
mization. The organization 
ore and more complex until 
o follow. An almost end- 
of persons take some small 
oduction of everything. 
ement in this organization 
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that they can, by putting in: bit 
high-pressure planning, by ‘‘tighten- 


workers in a factory to increase their 
output so that it becomes the same 
in five days as it was in five and a 
half. 

I do not believe they really achieve 
this. Even if the output for the shorter 
time does go up in the first enthusiasm 
of a schedule of more rigid planning and 
control, I am convinced that it imper- 
ceptibly slips back to its former level. 
This slipping back, however, is gener- 
ally so covered up by relevant side 
issues that it is never noticed. 


The Employees Themselves Must 
Make the Choice 


The extra leisure introduced by the 
shorter week is probably worth while. 
The only persons to be considered are 
those gaining the advantage. Their 
decision depends on the relative advan- 
tage of (a) more leisure and less income 
of goods, or (b) more income and less 
leisure. It mustebe one or the other. 

If industry generally is ever to adopt 
successfully the short working week, it 
will do so when the gold-mining indus- 
try can produce as much, or more, in 
a five-day week as it could in five and 
a half days. In other words, the extra 
half-day is equivalent to 9 per cent of 
production, and this is the amount 
which must be absorbed in the short 
week. 

Any manufacturer will agree that 
g per cent production is a big amount 
to take up, but that is the problem if 
you work a five-day week. 

Of course, I admit there may be 
isolated cases where full production can 
be better maintained on a short as com- 
pared with a long working week. Such 
factors as fatigue, for example, may 
operate against the five-and-a-half-day 
week and result in a lower average of 
production per hour. In such a case it 
may well be that a five-dav week could 
be maintained successfully. But for 
industry as a whole the snags are too 
big to be overcome with success. 

In making the decision there is a 
great danger of confusing the issue by 
the popular fallacy that a shorter week 
means more persons employed. 

The only way to realize this fallacy 
is to return to a consideration of the 
national income. 

The national income measured by the 
gold production is only a sum of money. 
It is not real income in goods. If the 
nation consisted of, say, too employable 
persons and the gold production was 


#10 each, then the total income in 
money would be f1,000. This total 


income is absolutely the same whether 
all are working or only one. [If all are 
at work, the individual income is £10. 
In the impossible condition of only one 
being in employment, then the indi- 
vidual income would be £1,000. The 
income in goods 
small. The 99 unemployed 
produce nothing, while t 
ed. would likely. produc 
would when he worked 











would be. 













or e gods would still: be Worth, ft. ‘p00. The. 
ing up. the’ organization”, duce the- 


very scarcity of those goods would 
gradually force up the price until it 
reached the full figure. Similarly, if all 


the men were producing goods, the 


price per article would decline, but the 
total value would still be £1,000. 
When the number not employed is 5, 
io or 15 per cent, the condition does not 
appear to be impossible. If incomes are 
out of proportion and require adjust- 


ment, this method is applied. It is quite 


obvious that roo cannot be employed 
at {11 each if the total income is only 
£1,000 in money. The difficulty — is. 
easily avoided if only 90 are employed. 
The total wages are only £990, leaving 
a margin of f10. | 
There are endless examples of this 
method being put into practice. Every: 
increase in the number unemployed” 
means the application of this law. A’ 
report just published in the U.S.A. 
gives exact details. In 1932 the national. 
income was only 49 bilion: dollars. 
instead of 81 billion, as in r929: 
is a reduction of 40 per cent, In spite 
of this large reduction in. total income, 
the average wages and salaries were 
reduced less than 20 per cent, and part 
of this reduction is the result of shorter 
hours. The actual rate per. hour 
remained almost the same, ; 
sible is accomplished by the employ- < 
ment of 25 million persons instead of 
35 million. That is, unless wages and 
salaries and all incomes are reduced to 












fit the national income, to million 
must be unemployed. There is no 
alternative. 


Juggling with currency, hours or a 
short week make no difference. If 
everyone is to have work, then the cash 
income per person must be smaller. If 
only some work, then the income of _ 
goods must be smaller. 

The smaller income is only a smaller 
sum of money, the income in goods. 
other than gold will be just the same. 
Any attempt to avoid the reduction by 
shorter hours or a five-day week means 
a real reduction in income of goods. 
The shorter time worked must mean 
less goods produced as well as gold. 
The five-day week from the employ- 
ment point of view is only getting out — 
of the frying-pan into the fire, because 
you are thereby reducing the income of | 
goods. l 


Here is The Answer to, oe 
The Problem — 


Management cannot avoid the issue. 
by inventing the wrong answer. The 
right answer is a division > 
income. | 2 S 

Actually, there. is the: choice of "one 
of three ways: (1) a five-day: week. at 
the same pay—-but mere unemployed; 
(2) a five-day: week with reduced pay 
and more employed; B) a five and-a- 
half-day week, reduced allem: ~ 
Pors and. a big 





























The impos- : A 


` dt Is Not The 


Budget Controller Only, Who 


Mr. P. G. Hoffman 


E have proved that every 

W executive and department head, 

if he is given the necessary facts 

about the costs of operating his depart- 

ment and the exact relation of those 

costs to the running of the company as 

a whole he can, better than anyone 

else, control the activities of his 
department in terms of their cost. 


The First Step Was To 
Simplify Figures 

Some years ago when we began 
placing greater emphasis on the control 
of expenses by department heads we 
found that our then existing method of 
consolidating several expenses under 
single heads put up a barrier against 
creating a sense of responsibility on 
the part of each executive for those 
expenses relating to his own operations. 

The average department head in a 
big manufacturing concern is not 
generally figure-minded. The columns 
of unanalysed figures therefore con- 
veyed little or nothing, in fact they 
actually tended to make executives 
fight shy of them. 

To get over this, complete segrega- 
tion of expenses by departments was 
therefore undertaken. By the use of 
the tabulating machine and punched 
card method of expense accounting we 
were able first to break expenses right 
down to their significant details and 
then to consolidate them for depart- 
ments and sub-departments so that 
every department head and junior 
executive was able to see clearly what 
costs his operations incurred. 

This was the starting point and one 
of the most important steps in a drive 
that we began to lower controllable 
overhead expenses. It brought the 





facts to each individual execu- 
tive, but it brought them in 
such a way that he could easily 
understand them. Here they 
were, Clearly outlined for each 
item and each activity. The 
executive was no longer fright- 
ened off by their cold obscurity. The 
simple A BC analysis actually got his 
interest, and soon his co-operation. 

We do not, of course, leave our 
expense control procedure entirely in 
the hands of department heads them- 
selves. The management continuously 
challenges every controllable expense 
item. 

Every department submits a quar- 
terly budget which is reviewed by the 
management, as are also, subsequently, 
actual results in comparison with the 
budget. 


The Budget Is An Everyday 
Management Device 


This, of course, is nothing new in 
management. Budgets have long been 
a tool of scientific business control. 
But I believe our attitude towards 
them is slightly different from that 
sometimes found. We consider that 
budgets and expense control are not 
something ‘‘highbrow’”’ imposed from 
above, but are everyday devices which 
are used by executives in planning their 


O challenge every ex- 

pense item before the 
firm is committed is not 
the only job of the budget. 
A constant check-up on 
working methods in office 
and factory will also dis- 
cover economies. Here, 
for instance, it was found 
that, by simply stowing a 
standard range of publi- 
city matter in every car 
sold to dealers a big cash 
saving on packing and 
postage was made yearly. 


Must Check Expenses 


PAUL G. HOFFMAN 
Head of the Studebaker Organisation 


... makes ALL his executives constructive cost 

cutters—but by a method that makes 

INTERESTED in expense control instead of being, 

as they formerly were, apathetic about it, or even 
actively opposed to it 


them 


operations and managing their depart 
ments. 

With our budget procedure we strive 
to accomplish two things, both related 
To control and lower expenses, and to 


keep each department head accurately 
informed of—and alive to—the exact 
relationship of his expenses to the 
business as a whole. 





Here is an Automatic Challenge 
To Spending 

We do not stop at budgets. Every 

proposed expenditure of more than £20, 


regardless of whether or not provision 
has been made for it in the budget, 
must be planned in advance, and must 
be covered by an appropriation. Before 


the appropriation is approved, an 
accurate estimate of the cost must be 
made by the department head request- 
ing the appropriation 

In this way the man suggesting th¢ 
expenditure of the money is *therefore 
the first to challenge the cost; for with 
his request for an appropriation and the 
estimate of cost must be a clear explan- 
ation of its purpose and an estimate of 
the savings, or a statement of the® 
benefit, which he claims will be derived 
from the expenditure. 


With these facts before him, the man 


putting forward the suggestion for an 
(Continued on pag 25) 
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About the Holidays With Pay Question? 


The $3 maineconsiderations are :— 


2 The Cost; 3 The Results. 


industry now towards the estab- 

lishment of pay during holidays 
for factory workers. This movement, 
so far as we can gather, is not at all 
influenced by the Bill now before 
Parliament. It is a logical development 
of the modern attitude of management 
in business generally. 

By far the greatest factor in the 
matter is the realization by employers 
that men are more important than 
machines; that the more highly 
mechanized processes become the more 
important becomes the human element 
involved. As the design, achievements 
and capacity of production machinery 
are made more elaborate so the skill of 
the human element must be higher and 
the mental strain greater. 

The personnel of an organization, 
therefore, is now the most important 
thing that management has to consider. 

The holidays-with-pay movement is 
not a matter of pure philanthropy, 
though we have found from actual 
observation that the majority of firms 
adopting it have done so purely for 
reasons of justice, with all the other 
considerations as secondary. 

In essence, these firms say: “‘Why 
should there be any discrimination 
shown between the workers of the office 
and the factory?’ It is a new and 
better outlook. 


TT indus is a definite movement in 


Holidays WITHOUT Pay: Bad 
Health, Bad Work 


e But, idealistic viewpoints apart, 
there afe other considerations. In 
many cases employees who take their 
annual ‘‘holiday’’ without pay not only 
fail to derive any physical and mental 
benefit from the break: they actually 
suffer through it, being compelled, 
probably, to stay at home in crowded, 
and maybe not too happy, conditions. 

Instead, therefore, of coming back to 
work refreshed by the vacation they 
return in a worse state than when they 
went away. Results to the manu- 
facturer are: (a) steady increase, 
throughout the rest of the year, of 
absenteeism due to petty illnesses; (b) 
consequent rise in costs through dis- 
organization in work. 

By making a small cash investment 
in the form of payment to help secure 
a real holiday for his workers the 
employer can achieve a double object : 
(a) he can contribute substantially to 
his workpeople’s happiness and (b) can 
recoup almost the cost of the holidays 
through the savings he makes in the 
succeeding months by reason of the 
work being better done and the 
absenteeism reduced. 


In our preliminary talks with manu- 
facturers on this subject we visited 
several quite small concerns (40-100 
employees), two medium-size firms 
(400-500 employees) and two _ large 
organizations of over 1,000 employees 
each, and we found that the general 


I Justice to the factory workers ; 
Here are the views of two progressive firms 


method of handling the cost of these 
holidays is to allocate it as a direct 
labour charge. 

In the space at our disposal this 
month we are not able to give more 
than the remarks of two of the firms we 
interviewed. i 


“Its a Labour Stabilizer” 


says F. H. JONES, 


with pay question seems to me to 

be over-emphasized. Do not mis- 
understand me. I do not for one 
moment suggest that the welfare value 
is negligible. Far from it. But our 
experience, short though it is as yet, 
has revealed several other very impor- 
tant points which work out to the 


T ris welfaęe angle of this holidays 





Manager, Airpack Ltd. 


definite advantage of the firm as well as 
to that of the employees. 

We began operations last April, less 
than a year ago, but our board decided 
to institute the paid holiday as part of 
our policy. Thus, even though our fac- 
tory workers had been in our employ 
for only a few months, each enjoyed 
a week’s holiday with full pay. We 


““wfvom the outset. 


MANAGEMENT - CONTROLY POLICY 


included everybody in tha&scheme right 
There ws no setting 
a condition of twelve mofths’ service 
before a holiday or holfday benefits 
could be enjoyed. 

This decision was t, however, 
reached in a spirit of pure philanthropy. 
We certainly did realize the significance 
of that side of the matter, but more 
important from the business viewpoint 
were these things: (1) it helped to 
foster a feeling of goodwill and loyalty 
to the firm; (2) it inspired the staff to 
take deeper interest in their work. 


It Frustrates the Skilled-staff 
Snatchers 


We have found that the first point 
mentioned is valuable to us in many 
ways. For instance, the staff we 
employ—both men and women—does 
highly skilled or semi-skilled labour, not 
merely repetitive work that can easily 
be picked up by beginners. These 
trained and experienced operatives are 
therefore the very backbone of our 
business. Naturally, too, highly skilled 
workers of this type draw the attention 
of other firms, especially as there is a 
decided scarcity of ready-trained labour 
in this and nearby districts. The 
inducement of exceptional rates of pay 
can easily draw away any staff that is 
not completely satisfied with its own 
working conditions, even though the 
other work offered is of a temporary 
nature only. Thus, by putting into 
practice the paid holiday scheme, we 
have introduced a powerful influence 
on our staff to stay with us. Indeed, 
results have already shown us that this 
is actually the case and is not mere 
theory. Our staff has expressed grati- 
tude for and appreciation of our policy. 

Out of this new and more intense 
loyalty has come the greater interest in 
factory work. The jobs the girls do, 
for example, no longer represent so 
much work to get through. They take 
an intelligent interest in what is being 
done and give attention to details 
which, though perhaps of secondary 
importance in themselves, total up and 
help towards the production of grade 
“A” work. 

This interest, we feel, is one form of 
the staff’s response to our policy. It 
means fullest co-operation, and, I 
might add, we further the interest 
shown by keeping all our factory 
employees informed about the orders 
which the factory is filling. 

Take, for example, two recent orders 
we received: one for our unsinkable 
swim-suits, and another for an insulated 
inter-lining. Both of these products the 
staff were enabled to test out for them- 
selves. The natural result of this sort 
of thing, we find, is that both the men 
and the girls develop a more lively and 
practical interest in their jobs. 


Single or Spread-over Holiday 
Not yet Settled 


We have not finally fixed on the 
method of arranging the annual holi- 







- | 


scale,{for we had not long been manu- 
factufing. The decision this year may 
be different. At the present time we 
sli tell. e 
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Our policy on the financing of the 
paid holiday is, however, settled. The 
expense is regarded as a direct labour 
cost. 


“The Works Earn it Every Bit 
As Much as The Office Do” 


says A. R. PORTER, Managing 


Director, Addressograph- Multi- 


graph Ltd. 


R. PORTER’S attitude to this 
Mate is typical of the modern 

top executive’s view of manage- 
ment. He puts above all other con- 
siderations the welfare and happiness 
of his staff. 

‘Why should there be any discrimi- 
nation between the office andethe works 
employees?” he said emphatically to 
Business. ‘‘The steady progress that 
has enabled us substantially to increase 
our revenue has been as much due to 
the loyalty and enthusiasm of the fac- 
tory staff as to the office. The factory 
indeed has played a tremendous part in 
our development. 

“When our periodical sales competi- 
tions are in full swing, for instance, the 
whole well-being of the organization 
depends more than ever on the works 





living up to exceedingly difficult and 
exacting schedules. With all due credit 
to the sales staff and to the internal 
departments, I fear they could never 
(Continued on page 39) 


EDGWARE ROAD 
CRICKLEWOOD. LONDON. NW 2 


ANNOUNCEMENT. 


1937 HOLIDAY PIAN FOR EXPLOYEES. 


As e mark of apprecistion of the loyal service 
rendered by the employees of Addressograph-Liultigreph Limited, 
the administration has found it possible to grant a fortnight's 
holiday, with pay on day rates, to all those enployees who heve 
been in the service of the Compeny continuously for one year anc 
over on the lst August 1937, this holiday to teke place during 
the first two weeks of August 1937. 


This 


with full pay; 


peen selectos 


‘nee, from e 


. . es In addition, 
each steff employee will be granted one free Saturday per month, 


this to be effective from the lst January 1957. 


The above step has been taken in consideration of the health 
and welfare of the employees of this Company. 


FULL DETAILS OF THIS 1937 HOLIDAY PLAN WILL BE ANNOUNCED LATsR. 


A.R.Porter. 


AA Ati 


Managing Director. 





This company brings the works employees in line with the office staff not only by 
granting pay for the annual holiday but by making the vacation a full two weeks. 


day. Last year we closed down the 
plant for the whole week, but at that 
time our production was not on full 


Incidentally, this year, employees will get, in addition, a bonus of an extra week’s 
wages. Note also the provision which makes one Saturday a month—with pay—a 
standing holiday. 
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takes they make, Som “keep ringing i 
the bell, but don’ t ue he- 

Others lift the receiver, b 
the net ‘and so on.” 












A2 uccessful® " pusinesses: ‘have a 
a hidden asset in their office. 
i routine. 








s Tre right routine is like he į 2 cathing ane age 
: right oil in your mechanical ; $ D eee 
/ į plant—it reduces friction to : shown to him by the I 
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-more forms for reports, 
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Every printed form 
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E Tye. ‘wages’ of a maci ne 
: are paid in advance. The re- 
turn for those wages is in 
your hands. 
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Milners ‘VE 


Filing 
Cabinets 





Vanufaclured ly MILNERS SAFE COMPANY LTD. 





"MERSEY" FILING CABINETS 


strength and rigidity. That is why 

“ Mersey” Filing Cabinets withstand 
the hardest wear and are absolutely re- 
liable. Their weight™ compared with other 
cabinets of similar prices on the market is 
greater, but this is not the only measure 
of their strength. The best British steel, 
the finest design and craftsmanship — that 
is the secret of their all-round superiority. 
Prompt delivery assured from all Milners’ 
Branches. ‘ 


DISTINCTIVE FEATURES 


* @ The weight of a Quarto Cabinet is 
205 lbs.; that of a Foolscap Cabinet 
is 224 Ibs. This is considerably in 
excess of competitive lines. 


G iterat ana know how to build for 


@ Cabinets supplied with end panels. 
These can be dispensed with when 
grouping cabinets — thus effecting a 
considerable economy in cost and floor 
space. 


© Steel shelves are provided between 
all drawer openings— making each 
drawer a separate compartment. This 
is essential when individual locks are 
required. 





@AIl outside fittings are chromiu: 
plated. Standard finish is Da 


Green, Stove enamelled—givii 
@ All drawers run on improved Ball- Cabinets a- mor- sitrast 


Bearing, Anti-Friction Suspension Slides appearance. 
—ensuring smooth, quiet operation. 


These shelves protect records from dust 
and increase the rigidity of the cabinet. 





REDUCE FIRE RITS .. 









PRICES, ETC. paces ars cose’ oe ALTERAC 
QAUARTO (4 drawers) atiii 


xterior dimensions with End Panel, 52in. high x I6}in. wide x 24ġin. deep. PRICE ~- 
yterior dimensions of Drawer - - lO}in. high x 12hin. wide x 22% in. deep. i with End Panel 
Hing space per drawer - - - ~ 20Zin. 
‘OOLSCAP (4 drawers) l 
xterior dimensions with End Panel, 52in. high x 19}in. wide x 24g in. deep. PRICE-— g 
terior dimensions of Drawer - - 10} in. high x ISdin. wide x 224 in. deep. with End Panel g 
iling space per drawer - - - - 20Zin. 
“XTRAS AUTOMATIC LOCKING—controlling all drawers. INDIVIDUAL LOCKS. 

14 / = per Cabinet. 7 /6 per Drawer. 

e 


JEDUCTIONS 


A deduction of 15/- PER CABINET (Quarto or Foolscap) is made when END PANELS are nor required. , a 


ARRIAGE Carriage Paid to destination, in unreturnable Crates. 





DNE, TWO & THREE DRAWER “MERSEY’’ FILING CABINETS 











drawer Quarto With locking | 2-drawer Quarto With locking | I-drawer Quarto With sais 
£5:2:0 £5:15:0 £4:1:0 £4:11:6) £3:4:0 g A 
Exterior Dimensions : 2 | Exterior Dimensions : Exterior Dimensions : 
4Qin. x déin. x 24g in. | avein. x l6din. x 248 in. Sin. x lébin x 248 in. 
drawer Foolscap With locking | 2-drawer Foolscap With locking i-drawer Foolscap hi locking 
=5:16:0 £6:9:0 £4:12:0 £5:2:6| £3:11:0 3 
Exterior dimensions : l Exterior Dimensions : Exterior Dimensions : 
40in. x lIin. x 248 in. | 274in. x t9ł4in. x 24ġ in. Shin. x 19}in. x 34in 
eduction for end panels where not required: 3-drawer 13 / m 2-drawer 1 1 [= i-drawer 9 j ~ per pair, 


SANITARY BASES, I2in. high, for l- and 2-drawer Cabinets: f 7/- QUARTO 18/6 FOOLSCAP 





ee Fil PM ats ° 





Po D oubl è Corse pz artm ent t Filing g ql nits 


@ "Ju m bo” Fi les 3 i drawers) > 
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Office Accessories 





-Partitions 





Shelving  & 


Full details of any | or all of the above will be — ; 





NE Dut important issu 
i afecting. British trade seemed t i 
“have reached a turning-poin or the The ta proj 
bet er at the opening month of the New... par 2 with Bar 
r: Three are. outstanding: the : 
bigger proportionate rise of exports over ne 
imports; a sense of betterment in the . balance; 
international situation, the easing of . £347,800, 000—£7 
nare restrictions; À the e of rising 1935. As we ha 
raw. materials i ever, the position 
covery spreads in 
countries. | 
> “this recovery. Much 
| eg on im r last 


Coal Production 
Imports (total value) 
| Raw Material 4 mports 
“ Exports (total value) 


Buildings: (total value) /2.2 as apari 


l future ade More 
Factories, etc. 

Employment 

Wholesale Prices: 


Rail Traffics 


it monte ago, 


Postal Receipts (net) m z ; ij With general i 


+. at consolidating g 
Bank Turnover | G wo Tron and st 
fone ce y _ Sa PRR Tae tive ¥ 
hippi E =. i ie. i latter now exceeds 
: he o ea so das rising IB. Ve x 
Shipping. Entrances ks a c | Br oe areas ra 
a ' Spn? o gales. 
Clearances £ : i wW ‘holesale prices plas. 92 
.  §.5% are two healthy fi 
: : electricity output idles 
Rayon Output ` Sen co. Wereasingly heavy 4 


A i Employment shi a AI 
A TEREE 500,000 more at work com 

Raw Cotton To Total building pens pa 
| BS ener : Ae ee oe 7 expansion, the pios fig aie D 









hipbuilding figures — 
a strengthening of ‘this 





expansion. In Europe the 
ation. has eased considerably over 
The demands of trade and 
stry inevitably, in the long run, 
eigh the importance of so-called 
gies. Political clash of views be- 
Germany and Russia, for in- 








A BIRD’S EYE VIEW OF ACTIVITY 


an growing trade between them. * 

AL over the world the restrictions ° 
and barriers built up singe the War 
and intensified during the depression 
are loosening. Responsible Ministers in 
many countries are now daily talking 
along these lines, in some cases even 
negotiating for lower tariffs and quotas. 
Professor Gelissen, the Dutch Minister 
of Commerce, and Dr. Deckers, Minister 
of Agriculture, two of the Dutch 
Premier’s ablest colleagues, have been 
in the Scandinavian countries negotiat- 
ing new trade treaties based on some 
break-up of the trade restrictions now 
in force. France and Germany, too, are 
talking business without too much 
admixture of politics. 


N. IRELAND 
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action takes effect. an 
E needs long-term planning; cotton does 
T not spring -up overnight. 
> pric 






















PANEG Vagos v4 ; 
import licencks will now be made at 
double the oÑ rate, so that British 
manufacturers $hould reap considerable 
benefit. 

Mr. Walter Kunciman’s visit to the 
United States and his meetings with 
President Roosevelt and Mr. Cordell 
Hull, the U.S. negotiator of trade pacts, 
must have some bearing on betterment 
of international trade. It is even: pos- 
sible that these talks will lay the founda- 
tion for a British-U.S. trade agreement 
and clear the way for wider fields of co- 
operation. Indeed, this achievement is- 
well within the realms of possibility, 
since we have already seen the co-opera- 
tion between London, Washington and 
Paris in the recent devaluation of ‘the 
franc. 

It is early yet to predict any wide- 
spread return to unrestricted world 
trade, but we do see in the immediate 
future the conclusion of - ee si > 
agreements reducing tari: bet een. 






and that must lead to “expansio i 
world trade. : 


Costs May Give 
Trade ‘Stop’ Signal 


URNING to matters that are of 

immediate concern to home manu- 
facturers, a disturbing factor is the up- 
swing of raw material prices, plus the 
increase in wages. But the rise has 
done good for industry in general be- 
cause it has led to more employment in 
areas producing raw materials, re-open- 
ing those markets to manufactures. 

The natural result of this increased 
consumption, price rises, and demand 
for labour, has been to raise wage costs. 
During 1936 about 4,000,000 workers 
in Britain received weekly wage 
increases totalling almost /£500,o00—or 
£25,000,000 a year, Here, again, imme- 
diate effects are good, for mass markets 
have expanded enormously. In addi- 
tion, the salaried workers and receivers 
of incomes have now about 475,000,000 
more cash a year compared with 1935. 

Thus, industry is paying out at least 
{100,000,000 a year more. Moreover, 
it is paying over 20 per cent more for 
cotton, wool, sugar, over 50 per cent 
more for copper and rubber, rọ per 
cent more for tin, and so on. 

Good, so far. Company profits are, 
on average, running at r2 per cent 
above those of a year ago. But the 
danger—the continued rise of raw 
material prices and wages. These mean 
higher production costs, ultimately 
leading to high selling prices, lower con- 


sumption and inability to compete in. -= 


foreign markets. 

Stabilizing force is needed to operate 
against these factors. Lifting of restric- 
tions on raw materials production will 
help, but time must lapse before such“ 


: Still, restric- 
i ag might be sufficient to fae 
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AHIS is how we gave a stimulant 

to a provincial limited company. 

di First, take a look at the patient as 
he was five years ago. 

Manufacturing specialities for sale by 

a limited number of retailers under their 

‘own name and address or their own 
=o brand mark. Well established—financ!- 
ally sound—profit producing. 

‘The demand being limited to the 

extent to which it was created by the 

retailer, the company was quite un- 
known to the consumer public and the 
sole connecting link was a staff of repre- 
sentatives on whose personal connection 
with the retailer rested the major por- 
tion of the annual turnover. 

_ These representatives not only had to 
sell the goods, they also had to teach 
the retailer how to re-sell them, and 
> ag this needed close contact, and an 
intimate discussion of the retailer's 

individual trading problems, any repre- 

sentative with a sound connection was 
in a position which was not to be lightly 
disturbed. It is a comparatively simple 
matter for a retailer to transfer this class 
of service to a competitive firm, and 
because of the close contact which 
usually exists between retailer and 
representative, it is not unusual to find 
that the transfer of a good representa- 
tive to a competitive house means also 
the transfer of a healthy portion of his 


+prnover. 




















Sales analysis, never before attempted by the compa) 
territories to be better organised and travellers’ quota 
As a result, selling costs were reduced and turnover © 

| by 42} per cent. 


By BM] 
Sales Manager of a provincial firm manujac- 
turing retailers’ “Own Brand” package goods 


comes a risky procedure. “Chere had 
been only one change in the selling staff 
in ten years, partly because they were 
a fairly good crowd of men and partly 
because of the probable loss to be ex- 
pected when such a change was made. 

The company had grown from small 
beginnings and the various territories—~ 
developed on a policy of expediency-— 
had followed the main line railways. 
The first representative to work outside 
the “home” territory had naturally 
tackled the more prosperous towns and 
prospects, leaving the lean stretches 
unworked. Additional men had been 
fitted in at intervals so as not to disturb 
the first man’s connection. 


Sales Areas Began to Need 
Strong Physic 


The earlier men had large territories 
with many “plums” and extensive 
patches barely worked. As remunera- 
tion was by salary, with commission 
over a minimum figure which was the 
same! for each territory, those represent- 
atives who held the older and more 
productive grounds were determined to 
stand by the motto: “What I have, I 
hold”, because all business coming 
from the area was credited to the man 
who operated it, whether booked on 
call or otherwise. It will be obvious 
that under these conditions of develop- 
ment the areas varied widely in sales 
value-—-actual and potential. 

The ‘patient’ was showing un- 
pleasant symptoms and progress de- 
manded interference and treatment. A 
stage had been reached where gross 
sales were fairly steady but too many 
areas had ceased to make progress, and 
the extra turnover which reduces the 
selling cost and increases net profit was 
dependent on stunt lines which boomed 
for a brief period and then faded away. 

So much for the physical aspect of 
the patient. What of his mental out- 
look? 












«might easily have done # 
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of the risk which woubki 
upheaval, a risk whicl 
in two directions, (4) 
the carefully devel 
between representativ 
and (b) the effect on th 
man whose territory 1 
coupled with the 
pensating him satisia 
saddling the firm with 
charge which might a 
tional net profit which res 
change. | 
Not a great believer in “r omy 
and a definite sceptic with - 
high pressure sajes ma 
even remotely interested 
profits which could be at 
the expense of other fo: 
mind. 
It was decided to exp 
fully with someone +% 
patient well and who » 
appreciate the risk of 
treatment. 
separate two important s 
casé—the vest of the stor 
without it. 











No sales department 
and no records were ay 
than actual cash sales - 
various areds. 

It was unlikely that 
investigator would be a 
ciate the : 









were reserved to retai 

districts; also, few firms 
a happier family spirit t 
this one, and an enti 
sider’ "determined to do 
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er advice on selling methods 


lows had never been visited 
hey attended headquarters one 
ch year—so that they could 
cpected to welcome an intruder 
eager to mind their own busi- 
xem, particularly as the post 
-executive authority and the 
as not the senior representa- 













ing tiger in the dusk is, com- 
ly, a mild sort of entertain- 
i ut as the job was carried 
age with only one minor tae 










































s space to deal a briefly 
ie investigation and the subse- 
‘eorganization. 

epresentative who had been 
he job possessed a fairly com- 
alysis of his own area and the 
were used as a measuring stick. 
xample will be sufficient to 
1e method employed and it is 
gt to remember that this is 
of an expert investigator 
problem, but an attempt by 
man of average intelligence 
a working knowledge of the 
ich affect sales. 


ound why ‘A’ Sold 
“More than ‘B’ 


tistics were not used owing 
ce of the methods by which 
collated from the population 
could be applied with safety 
omparatively small section 
the firm’s customers, par- 
e various sections of the 
been developed without 
ratio of retailers or con- 













hods employed were ele- 
ut in the light of later 
t was found that they had 
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was about fifty per cent below standard. 

The man concerned was aware of this 
opinion and his inability to approach 
within signalling distance of the ex- 
pected figure had developed in him a 
doubt as to his own ability; He had 
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Above, Record A; 


Tp” ‘had an almost identical fev 
population. but had never exceeded a c 
turnover of £5,500, and the House had. 
come to think that the representative | 















Having made this rather o 
discovery a little simple arithmetic gave 
the answer to the problem. 

Area “A” had 850 retailers serving a 
population of 2,000,000, and assuming 
an average population per retailer the 
500 accounts were serving 1,176,470 or 
about 58.8% of the total population of 
the area. 


‘B? Went Ahead with 
a New Spurt 


Area “B” had 1,300 retailers serving 
the same number of people and, by the 
Same reasoning, 500 accounts would 
serve only 38.8% of the available con- 
sumers, so that, other things being 
equal—and it was accepted that there 
would be little difference in the spend-. 


ing power of two areas with almost | se 


Below, Record B identical industries—the amount of. 
? . oe 
F wee e o 
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no previous experience of other lines, 
or other areas, and the result was a 
growing lack of effort which was keep- 
ing step with his failing confidence. 

Two weeks spent on the territory 
revealed an important fact. The num- 
ber of outlets was half as many again as 
on ‘‘Area A’’, and although the first im- 
pression was that this should have made 
it easier for the representative to in- 
crease his sales, further inquiry showed 
that the converse was much nearer the 
truth. 

This is worth examining. In every 
trade there is an accepted regular inter- 
val between calls—in this case it is three 
months. 

Owing to the limited number of out- 
lets it is impracticable for a representa- 
tive to exceed an average of ten calls 
per day, and an extension of the trip 
would upset the credit basis—accounts 
being paid on call. 

It is clear that in spite of the differ- 
ence in the number of potential out- 
lets in Areas “A” and “B” the num- 
ber of accounts is, in each case, reduced 
to a possible maximum of about 600 by 
the physical limitations of the repre- 
sentative, and again we have an 
apparent linking up which suggests 
identical sales possibilities. 

It was not until the end of the second 
week that the solution was found. 
Briefly, it is this. 

The goods are not advertised 
nationally and the demand is limited 
to that created by the retailer himself. 


The two most important factors in 
_making sales are (a) population, (b) dis- 
trib The retailers first- order i 3 in : 








tribution. 






effort which would produce £10,000 
from Area “A” could not be expected 
to produce this amount from Area 
“B”. The probable amount would be: 


58.8% : 38.8% : : £10,000 :X which equals. 
38.8 x £10,000 


or, £6,530 
58.8 


Several minor adjustments were made 
in regard to towns which were not 
visited, etc., and a final figure of £7,000 
agreed upon as being a fair assessment. 
This brought the potential within the 
region of practicable possibilities and 
the representative hitched up his belt 
and got to work. His turnover has 
steadily risen. 


We Also Found These 
* Other Snags 
Each area was visited in turn and — 


assessed on similar lines, and each pro- 
duced some new problem peculiar to the 


area; for example in the cotton industry = 4 
belt it was not clear why the closing — _ 
down of a mill appeared to react.on ==. 


sales so much more than would be the 


case when a works of equal size closed 


down in Swansea. | 
The most likely reason is that. in the 
cotton areas both husband and wife are ~ 
employed, and although this may mean 
increased spending power when times ` 
are good it also means increased Ree 
action to trade. depression. — 
eats thres | hund: ed lines are e carried, 
it is ne | 
































executives that building a mailing 
list means simply the collation and 
sub-division in some form of a list of 
potential customers, to be increased or 
reduced from time to time as occasion 
demands. Such a mailing list, too, is 
expected to be reliable and efficient 
when called into action, despite the fact 
that the sectionalizing and general up- 
keep are often left in the hands of an 
inexperienced junior member of the 
staff, 
_ Though the fact, one would think, is 
= too obvious to need pointing out, it 
does not seem yet to be thoroughly 
appreciated that, however effective a 
mailing piece may be, unless it is put 
into the hands of the appropriate firm 
(and preferably addressed to the respon- 
sible executive there) a large proportion 
of its sales value is wasted. 


[: is still considered by too many 


Grouping is Not Such 
an Easy Matter 


To avoid this, careful attention must 
be paid, in the preparation of a mailing 
list, to grouping the names into sections 
according to trade classification, the 
guiding factor as to the class of product 
in which any particular firm is likely to 
be interested and to purchase. 

This is not such a simple job as it 
may appear. Recently I had to give 
much personal attention to the recon- 
struction of a mailing list, comprising 
over 7,000 names, including a list of 
“home” firms to the number of about 
2,600, 

The original method of grouping, 
adopted after careful thought, was 


based on trade classifications as men“ 


tioned above. The list comprised the 
names of firms interested in engineering 
in a variety of forms, all potential 
buyers of machine tools which, in this 
case, represented the saleable products. 
The names were sub-divided into the 
following sixteen trade groups which 
effectively covered the field, with the 
exception of a short list of pfivate indi- 





















able: D. and K. Bartlett, 6 Racquet 


agair in can an almost. instantly be made. ae 2 







Out of the Mailing List 


A direct mail shot is useless 
if it misses the target. This 
firm awoke to the fact that its 
traditional way of building a 
mailing list caused far too 
many shots to miss. A new 
way of classifying its custom- 
ers and prospects increased 
the ‘hits’ by a high percentage 


From the 


SALES MANAGER 
of an Engineering Céncern 


© 


viduals, Government departments and 
merchants : 


Locomotive Makers Shipbuilders 


Carriage, Wagon Ship Repairers 
Builders Boilermakers 

Railway Structural Engineers 
Companies Automobile 

General Engineers Engineers 
—Heavy Lorry Makers 

General Engineers Marine Engineers 
—Light Engine Makers 

Motor Engineers, Electrical Engineers 
Garages Hydraulic Engineers 


The actual grouping, though natur- 
ally taking some time, was not a diffi- 
cult matter so far as the larger well- 
known firms were concerned, Steps 
were taken to prevent duplication in 
the case of makers of a variety of pro- 
ducts necessitating the inclusion of the 
same firm in several groups. The real 
problem, however, was the extensive 
list of smaller concerns that it was im- 
possible to group, due to lack of inform- 
ation as to their status and ramifica- 
tions, though it was hoped to reduce 
the number rapidly by the aid of in- 
formation to be supplied by our outside 
representatives. 


Left: Pocket weather-gauge, latest 
novelty give-away for goodwill 
advertising. It ts effective, being 
based on the Bartlett weather forecast 
service now being much used by 
manufacturers and businesses of all 
kinds. As an advertising medium it 
therefore has long life. Your message 
can go on front andfor back. Obtain- 


Ct., Fleet St, E.C.4 


Right : Newest of the ‘Velos’ British 
made stapling machines, Crown Medel 
B. Outstanding characteristic is its 
almost complete freedom from jamming. 
Frank Pitchford and Co, Ltd., 


ae showing. this stapi T at the BIP, tell ee se 
` us that it can be jammed Roe 
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alphabetical symbol. 























in practice. The rec 
either overlooked or 
time was fully occupied 
active inquiries detmané 
attention in the business « 
Directories were not f 
satisfactory solfition. ` 
able section of the mailing | 
uncharted and obscure. 


This is the New Gre 
We Used 
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to scrap all our former i 
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ing the various types of | 
which, as already mentio 
tuted the sales commod 
particular case. So, instead 
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Under group “A”, for 
appeared a list of all ma 
in the “light enginee ing t t 
was the “heavy” section: ° 
automobile and aircraft 
“D” included the names of - 
ested in structural machiner 
“E” batch was composed ¢ 
locomotives, carriages and w 

My own experience and | 
the more important friis 
major portion of the mail: 
classified effectively at head « 
problem of the “unknowns 
with by handing to each 
a copy of the mailing lst o 
particular territory, with € 
tions to complete the unc 
tion according to the new 
grouping, which was care 








How the Salesman: 
More Key Facts — 


This was achieved by th 
pedient of indicating one or 
of the alphabet on their re 
as under the previous sch 
sary information could on 
conveyed by a full, verbal 
of the activities of the + 












‘classes of machinery, othe: 






iliar to us. 

































































: down to receive publications deal- 
with the “A” list of “light” 








r ANY businesses selling on hire- 
-purchase terms direct to the 
kKpublic have a sliding scale of 
ent rates. It is often perfectly 
jusiness to sell a comparatively 
riced article for a very small cash 
nt down, with equally small instal- 
ayments spread over a long 


very seller knows, the bigger 
ayment he can get—even if 
quent instalments are not on 
y large scale—the quicker the 
be finished, the less likelihood 

istomer bringing the article 


ere is the story, described in our 
emporary, American Business, of a 
manufacturer who successfully made an 
ganized effort to boost the size of 
down-payments and the amount paid 
sach month for a small domestic wash- 
ing machine. 

"We found salesmen anxious to co- 
erate with us when we gave them a 

e of the profits to be gained by 
easing the payments,” says the 
s manager. 

e company sells its lowest-priced 








;, girders and other structural 
-products are to be made by 
Lamb, Hill & Co., Ltd., a new 
y formed at Hartlepool. Capital: 


| O 

branch factory of Square Grip 
nforcement Co., Ltd., Teddington, 
e output capacity of 500,000 
ards of material a year. Product: 
d concrete. Factory site: old rail- 
-Gateshead-on-Tyne. 





& LUDLOW, LTD., Birming- 
have just completed building 
h self-contained factory. Pro- 
teel pressings. Extra work employs 
oo skilled men. 









ses as issued frdm time to time. * 


id the greater the advantage of- 


amili Until, therefore, — 
ld be fully classified, they were. 





as we can make it. 


esmen’s Bonus Plan Gets Bigger 
own-Payments on Hire Purchase 
z Sales 


washers for £1 cash, and £1 per month. 
It offered salesmen a bonus of 5s. cash 
and 2s. 6d. monthly for two months if 
they would get {1 tos. od. cash and 
£r tos. od. a month. 

Getting {2 down and £2 per month 
on an appliance, formerly sold at 
fi 1os.°od. cash and £r tos. od. per 
month, brought the salesmen 6s. 3d. in 
cash and 3S. 9d. per month for the 
next two months. If they obtained 


£2 tos. od. cash and £2 10s. od. pay- 


ments from the sale of the next higher- 
priced washer, they were allowed 7s. 6d. 
in cash and 5s. monthly for two months. 
The salesman did not receive credit 
for the special monthly bonus unless 
the payment was made within three 
days after the date due. However, he 
was notified of the customer’s failure to 
make a payment and given an oppor- 
tunity to follow him up before the 
expiration of the three days of grace. 
“The campaign,” says the sales 
manager, ‘‘did a great deal toward 
educating customers to pay promptly, 
and it also taught our men to sell the 
purchaser more thoroughly on the 
importance of promptness.”’ 


w Markets—New Products—New Business 


LOSSOP electricity works, closed 
| Jwhen local supply was changed from 
direct to alternating current, have been 
taken over by a German chemical farm. 
Production starts shortly. 

oO 

ECTIONAL buildings will be produced 

at a former Broadbottom, Longdendale 
Valley spinning mill. 

O 
ANCHESTER Oil Refinery, Ltd., a 
private company with £250,000 capi- 
tal, is building a new oil refinery in the 
Trafford Park industrial estate. 
O 


Y ANCASHIRE marches to recovery. 





. LIZ 


of 





“TORTH-EAST, too, recovers. © Big 
N points: over 43,000 more at work; 
aunches on Tyne, Tees and Weir, 
compared with 43 in 1935; heavy ship- 
building orders for this year; notable fac- 
tory construction: at Middlesbrough a 
clothing works that will employ 5,000; at — 
Willington Quay a new {250,000 company” — 
is building a plywood factory; at New- — 
castle a £400,000 flour mill is going up; 
at Hebburn a cable plant and at North 
Shields a {60,000 food factory being built. 
O 
T Rutherglen, Scotland, the Phænix 
Tube Works have been re-opened by 


Stewart & Lloyds. Will produce butt- 
welded tubes and other units. 


O 
AVID LAIDLAW, LTD., Birming- 
ham, have taken over a factory in the — 
city for production of all types of high- _ 
class knitwear. Skilled knitters are being. 
transferred from Scotland to form basis. 
of the staff. | ee ae 








O 
OLD mines in South Africa have > 
ordered 20 tube mills from Edgar 
en & Co., Sheffield. 
NGLISH Electric Co., Preston, have; 
got a {400,000 rail-car order from ~ 
Buenos Aires Great Southern and B.A. 
Great Western railways. Product: 99 
Diesel rail-cars. Order is biggest placed 
in Britain. 
O 
OPENHAGEN Water Works have 
placed an order for 11 tons of Sheffield . 
stainless steel, to be used for water filters. 
Further orders to come. Tuburg Brew- 
eries, Copenhagen, too, placed an order.: 
15 stainless steel beer tanks. ae 


QO 


OUNCILLOR F. LLOYD, Sheffield - 
engineer, has invented a new- process: 
low-temperature carbonization for. 
smokeless fuel production. An experi < 
mental plant for some months past bas- 
been producing fuel and crude tar success- 
fully. A large plant is now to be erected 
for examination and approval of the Fuel... 
Research Board. sy is 
Y.C.. Billingham hydrogenation plant. .— 
produced up to November about — 
50,000,000 gallons of motor spirit. Coal t- 
used for this work exceeded 650,000 tons. 
A NEW syndicate, Union Cinemas, iso. 
to build a {200,000 cinema in Blacko =- 
pool. It will accommodate 4,000 people =. 
and will be the biggest cinema in Britain. 
Features: café seating 500; 2,500 sq. yards. 
ballroom; garage to hold 250 cars; organ = 
costing {160,000; television installation. 
Another Blackpool.company, South Shore — 
Theatres, Ltd., will build theatre-cinema — 
costing £100;000. E 

















NON-LISTING ADDING CALC 






DESK DRAWER MODEL 


6 figures totalling capacity. Hand 
operation only. Ideal for rapid adding 
of small amounts. 






















NON-ELECTRIC DUPLEX ELECTRIC 


Adding and calculating machines. 10 or Complete electric ay eration 


14 figures result capacities. An ideal : 
machine for auditors—light, compact, . a 


portable. TWO SETS OF DIALS. Individual totals obtained in front d 
transferred to rear dials for accumulation into a grand 












ELECTRIC TRANSFER. Touching transfer bar enters i 
in rear dials electrically, and clears front dials. 














ELECTRIC CLEARANCE. Single touch of a key clears fi 
without transferring ; another key clears both d 
ously. Both operations electric. No cranks to turn: 
to pull. 





ELECTRIC 
Adding and calculating machines. 10 or FASTER SUBTRACTION. Entirely new feature provides 






14 figures result capacities. The standard 
machine where automatic grand totals 
are not required. 


method of subtraction of any key-actuate: 


OTHER ADVANTAGES. Complete one-hand control; unif 
touch for all keys ; fast positive action ; accuracy 
SOME OF THE enforced ; the motor does the work. 


30 DIFFERENT ee Bes 
| BURROUGHS ADDING MACHINE LIMIT 
MODELS FOR ALL Chesham House, 136 Regent Street, London, 


REQUIREMENTS Telephone : Regent 7061 (Private Branch Exchange) 





Branches 





BURROUGHS MANUFACTURE A COMPLETE RANGE OF MACHINES > 450 DIFFERENT 
2,000 FEATURES > ACCOUNTING MACHINES © ADDING MACHINES - STATISTICAL 


TYPEWRITER BOOKKEEPING MACHINES - CALCULATING MACHINES - CASH 
MACHINES - ELECTRIC CARRIAGE TYPEWRITERS - CORRECT POSTURE CHAIR 
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Mechanical Horse ù. Live Horse 
For Short-Distance Hauls 


eB Karrier Cob Costs, All-in ..... £6° 15° 0 Per Week 
Firm finds 2, Horse Drays To Do Same Work... £10°0° 0 Per Week 


~~ 


| 
| 
| 
| F it were not for the unavoidably 
k congested conditions in and around 
docks, railway sidings, wharves, city 
| warehouses and the need for frequent 
short-haul transport in crowded, narrow 
streets, I think the horse would long 
ago have ceased to figure in the trans- 
port systems of industrial concerns. 
| The motor vehicle would have had it 
| all its own way. 

As it ig, the need for hauling goods in 
restricted and congested city areas has, 
| till recently, maintained the horse as 
| almost supreme for this class of work. 

The great advantages of the animal 
have been its low initial cost and 
e‘standipg time’’ costs and its easy 
manoeuvrability, this last virtue being 
particularly valuable, as one of the 
major needs of business is to get its 
goods progressively moved with as little 

e delay as possible if charges are to be 
kept from mounting all along the line. 
The needs of the manufacturer, how- 
ever, are not by any means confined to 
the cartage of his goods within these 
limited areas. They must be linked up 
with express conveyance, by motor 
road vehicle, much farther afield. 
What more logical, therefore, than that 
transport engineers should devise a 
special unit to replace, and improve 
upon, the live horse so that the business 
man can have the advantages of com- 
pletely mechanized road transport? 
This pressing problem of devising a 
special unit for short haulage or ‘‘inner 
zone” transport began to occupy the 
attention of motor engineers about 
eight years ago. Karrier Motors, Ltd., 
introduced the first example of a motor 
unit to replace the horse. It became 
known as the ‘“‘mechanical horse’’, but 

Karrier named their particular unit 

the ‘‘Cob”’. 








It is in con- 
fined spaces 
like this that 
the mechani- 
cal horse 
proves its 
superiority as 
quick, easy 
mancuvr- 
ability is one 
of its great 
merits 


Since then other manufacturers have 
produced tractors of similar type, 
notably the Scammell ‘‘Mechanical 
Horse’’ and the Fordson ‘“‘Tug’’. 

In its original form the Karrier Cob 
—an extremely manceuvrable_ three- 
wheeled tractor used in conjunction 
with quickly detachable trailers or con- 
verted drays—was produced with a 7—17 
h.p. engine and was capable of dealing 
with loads of from two to three tons. 


Handles Loads up to 6 Tons 
on Trailers 


Karrier Cobs are now supplied for 
hauling loads from two to six tons. 
These loads are carried on trailers; con- 
sequently the motive unit can be pro- 
duced with sufficient hauling ability at 
its most economical running cost. This 
has been achieved with marked suc- 
cess, and the type may now be regarded 
as one of the most economical mechani- 
cal transport units in its class. 


-a 


By 


RICHARD TWELVETREES, 


A.M.I.Mech.E. 


Road Transport Editor of Business 


The tractor couples up to the cart or 
trailer much in the same way as:a horse 
backs into the shafts. Actually the 
operation is much quicker than harness- 
ing a horse, and, what is even more 
important, the operation is performed 
quite automatically without the driver 
leaving his seat. 

This enables a ‘‘shuttle’’ service of 
two or more trailers to be worked with 
one tractor unit and a minimum of 
labour. 

It means that the mechanical horse 
is on the move practically all the time 
with one or other of the trailers. While 
one trailer is being hauled to a delivery 
point, others can be loaded in readiness 
by depot hands, so that the tractor and 
its driver are not obliged to stand idle 
while loading work is in progress. 

Another great advantage of the sepa- 
rate motive unit is that several different 
kinds of trailers can be used with one 
tractor when various classes of loads 
have to be transported. 


In order to provide authentic data on 
performance for the purpose of this 
article, a Karrier Cob Junior was placed 
at my disposal recently by Karrier 
Motors, Limited. This was a three- 
wheeled model capable of hauling a 
4-ton pay-load at the maximum legal 
speed of 20 m.p.h. 

One of the things I wanted to dis- 
cover was the actual degree of manceuv- 
rability one might expect in confined 





A Karrier Cob at work in the private siding of a well known firm. If the vehicle 
is kept for duty on the company’s premises only,<no licence is required 


E BIGGEST BUSINESS-ME 
E CONTENTED, SATISFIED, EVERYDAY US 
“THE LUXURY-CAR FOR THE ECONOMICALL 


AATRE MAROT E 


NP De ee HSA t aia 





Saloon, £135. Touring Car, £135. 


THE DE LUXE FO 


Emphatically the thoroughbred of the light car class, it is more than amply powere: vi 
comfortably roomy, completely equipped, very nicely finished, inside and out. ee oe — 
Its gear-changing, suspension, steering, brakes, are all exemplary. E 
really is right above its price-class, and remains so, despite the worst of weath 
or exposure to soot-laden atmosphere in industrial areas. 

Allow the local Ford Dealer to show you how cheerfully, willingly, untiringly | 
will do a representative day's work for you. Try it over the toughest route y 
can devise. Keep your eye on the amount of petrol used. See how fit and tres 
the longest day’s driving leaves you. Then think how very little luxury-motori 
in business conditions need cost. 



































































ANY AUTHORISED FORD DEALER CAN DELIVER THE DE LUXE 
TAXED AND INSURED, UPON A SMALL INITIAL PAYMENT, IF Y 
PREFER TO PURCHASE OVER A PERIOD OF 12, 18 OR 24 MONT 


"THERE IS NO COMPARISON!” 





Catalogue on Request: All Prices at Works: Dealers Everywhere 















LONDON SHOWROOM 


ESSEX. 





D MO OR COMPANY LIMITED, WORKS: DAGENHAM, 


Total Cost for 20 weeks running; weight carried 5,732 tons 


Cost per ton 


Karrier Cob 
3 Double Horse Lorries ...... 
4 Single do. do. 


spaces. Another query was whether, in 
executing very sharp turns, any danger 
of overturning existed. 

The test started with the tractor and 
trailer attached, the latter being then 
uncoupled in order to drive the tractor 
in a complete circle on full lock, back 
into the trailer so that the automatic 
coupling device came into action. 

The manœuvre occupied exactly 15 
seconds, after which the combination 
was ready to drive away under full load 
with the coupling firmly secured. 

I have never made a similar test with 
a horse and van, but I imagine that a 
skilled wagoner would take several 
minutes to perform the feat. 

For a stability test, the tractor was 
driven as fast as possible in full-lock 
circles, and at 7 m.p.h. the results 
proved conclusively that all manceuvres 
in confined spaces can be effected with 
complete freedom from overturning 
risks. 


Speed 26 m.p.h., Turns in 
20 ft. Circle 


The tractor-trailer combination then 
underwent hill-climbing trials with a 
3$-ton load up a maximum gradient of 
I in 6 and a check on fuel consumption 
which produced a figure of 14 m.p.g., 
equivalent to 49 ton-miles per gallon 
actual pay-load, or 79.8 gross ton-miles 
per gallon. 

With a full load on the trailer the 
combination will travel at 26 miles per 
hour and “turn easily in a 2o ft. circle. 
The annual tax with a two-wheeled 
trailer is £30. 

On another occasion similarly good 
results were obtained from a Fordson 
“Tug” and two-wheeled trailer unit. 
The coupling and turning manceuvre 
was accomplished in 14 seconds. With 
a 2-ton pay-load the fuel consumption 
test gave 18 m.p.g., with 36 pay-load 
ton-miles per gallon, or 66 gross ton- 
emiles per gallon. The Fordson Tug and 
two-wheeled trailer is taxed at 20. 


There is this Big Advantage 
in Garaging 

There is another thing we should not 
overlook when discussing mechanical 
horse haulage, and that is the conveni- 
ence of garaging the units in places inac- 
cessible to conventional motor vehicles 
of similar carrying capacity. Thanks to 
the full articulation of these handy out- 
fits, the trailers can be parked close 
together almost anywhere and hauled 
out from the most awkward places 
quickly for loading purposes. 

Elaborate garage accommodation is 
essential to keep motor trucks in good, 
mechanical order, whereas the trailers 
can be left in the open if necessary, 
whilst the compact tractor units require 
but little space provided by suitable 
running sheds. 


sveehsee 6 3 
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9.73d. 


© 010.00 





Here we find a very substantial 
economy, for big garages mean heavy 
rates, cost of heating, cleaning and 
other standing charges. 


Here are Some Interesting 
Costs 


With regard to the comparative costs 
of horse and mechanical horse trans- 
port, one finds that the figures vary 
greatly according to conditions of 
operation. 

I have before me, however, authentic 
information on the subject that will be 
sufficient to prove the economy of the 
mechanical horse method. The first 
comes from Lloyd’s Packing Ware- 
house, Ltd., of Manchester, who have 
operated Karries Cobs for over three 
years and have now more than a dozen 
in service. They say that one Cob re- 
places two horse-drawn drays, and that 
its cost—including expenditure on fuel, 
lubricants, insurance, taxation, depre- 
ciation, wages and repairs—is from 
£6 10s. to £6 15s. per week. Each horse- 
drawn dray costs from {4 Ios. to £5 
per week to operate, so that, instead of 
a weekly expenditure of £9 to £10, only 
£6 tos. to £6 15s. is needed. 

Incidentally, depreciation in the case 
of the Cobs is calculated on a life of four 
years, and, furthermore, by reason of 
savings in overheads and fixed charges, 
the firm is able to earn substantially 
more gross profits than was possible 
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e 
with horse-drawn vehicles, whilst at 
the same time the fully mechanized 
haulage ensures much improved service 
facilities. . 

In the case of a Karrier Cob Major, 
operated by another concern, the 
vehicle is used in conjunction with three 
trailers at a quayside warehouse. Pre- 
viously three double-horse lorries were 
required to lead in from ships to the 
warehouse. Double-horse drays were 
needed on account of the steep gradient 
to be negotiated. In its first six months 
of service the Cob hauled 5,732 tons at 
a cost of £232 6s. 3d., or 9.73d. per ton. 
For the same amount of work the 
double-horse lorries would have cost 
£387 15s. 6d., or 16d. per ton. Thus 
the mechanical horse shows a saving of 
6.27d. per ton. 

From the foregoing figures it is safe 
to assume an annual saving in the order 
of £389. 

If the single-horse lorries are com- 
pared with the Cob and trailer units, 
four vehicles would have to be em- 
ployed on this work, at a cost of 
£353 138. 8d. The cost per ton, in this 
case, would be 13d., the Cob costs being 
3.27d. per ton less than those of four 
single horses. 

I have summarized these figures in 
the bold type table at the top of this 
page. 


This Firm Saves £1,000 a 
Year 


Recent information from the trans- 
port manager of a well-known biscuit- 
manufacturing firm shows that, when 
six mechanical horses replaced three 
pair-horse vans and six single-horse 
vans, a cash saving of £1,000 a year 
was made. 





Pte anion latest: the Twin-Steer Beaver fills a gap between 74- and r2-tonners. 
The chassis is of the three-axle type, but different from the conventional six-wheeler 
in that all four front wheels steer and the rear pair drives. 


Leyland Motors, Ltd., have already proved in their Octopus eight-wheelers that 


twin steering is light, positive and gives fully automatic castoring effect. 


In that 


respect there is nothing unorthodox about the Twin-Steer Beaver. 


The new design reduces costs and the price is lower than that of the normal 
six-wheeler. There is also the advantage that bogie scrub, a fault with some six-wheel 
types, is eliminated, thus reducing tyre wear. 


Annual tax, £90; legal gross load, ro} tons. 
trailers can be used to handle a further 6} tons. 
Braking is on all six wheels. 


or Diesel engine. 


As there is but little rear overhang, 
The vehicle is supplied with petrol 
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MORRIS INDUSTRIES EXPORTS LTD., COWLEY. OXFORD, ENGI 
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How The Slip Post System Cuts Out 
99 MILLION Clerical 


Figure Entries a Year 


By H. A. SIMPSON, F.C.W.A. 
Comptroller, United Steel Companies, Ltd. 





only of the wide application of 
the Slip Post system outlined in 
the writer’s previous articles (BUSINESS 


T on article deals with one point 


for September, 1936, page 26 and 
November, 1936, page 30). The total 
savings made yearly are 133 million 
figure entries and {£311,000 in cash. 
The Slip Post method is used 
throughout in conjunction with the 
Paramount punched card and visible 
index systems, all products of the 
Copeland Chatterson Co., Ltd. 


raw steel is first cast into ingots, 

ingots are then rolled down to slabs, 
and fromslabs rolled plates of standard 
lengths are produced from which 
finished plates are cut, either by 
shearing, burning or machining. 


I: the manufacture of steel plates the 


These Are Easy-to-Follow 
e Order Numbers 


When an order is received from the 
customer it is registered and given a 
works order number, this number 
incorporating the date of delivery 
promised, e.g. if a customer wishes an 
order to be delivered on Christmas day 
the order number would be 25/12/1; 
if he wishes it to be delivered on the 
Ist January the number would be 
1/1/t. 

An order is then typed on a works 
order (Fig. 1) and at the same time the 
unit cards (Figs. 2 and 3) are typed for 
each item on the order. The smaller 
unit cards (Fig. 2) are punched and 
sorted by width, thickness, and quality, 
and are dispatched to the mill office 
and filed in trays under width, thick- 
ness, and quality classification. The 
Fig. 3 cards are filed away under the 
works order number and are kept in the 
invoice department. As the orders 
become due for rolling the unit cards 
(Fig. 2) are extracted from their files 
and built up to make the rolling and 
finishing instructions for the plates. 

For the purpose of efficient rolling a 


standard length of rolled plate is neces- 
sary, whatever the size of finished plate 
required, and this involves the com- 
bination of all plates of the same width, 
thickness and quality, irrespective of 
the customer for whom they are 
ordered, into units of standard length. 

When these cards are extracted from 
their files they are hung up on a back- 
ing sheet (Fig..4), and below them is 
hung up a summary card (Fig. 5). The 
summary card gives all the information 
necessary for the rolling of the standard 
or “parent” size of plate, i.e., the 


weight and analysis of steel slab 
required, the size to which to roll the 
slab to secure the finished sizes as 
shown on the unit cards, and details as 
to temperature, etc. 

On this card also are recorded the 
history of the rolling, and additional 
information for costing the standard 
plate. This backing sheet (Fig. 4) is 
issued to the mill. Slabs are there 
made to the dimensions and quality 
shown on the summary card, and rolled 
down to plates in accordance with the 
instructions thereon. 


4 BIG ASSETS 


In one section of the business alone—planning and processing in 
the steel plate mill—this system :— 


1. Gives better control of delivery promises, and more advanced 
planning due to the easy analysis possible of the constituents 


of an order 


Aids management to control production and loading, the unit 


cards at every point enabling rapid and detailed analysis of all 
material in manufacture or loading 


3. Saves 99,000,000 clerical figure entries a year, with increased 
accuracy and avoidance of checking. Original typing serves from 
receipt of order until dispatch of the plate 


4. Enables process of manufacturing plates to be predetermined in 
detail. The complete information which this gives to operators 


has banished all reliance on memory. 


Result: 30 per cent 


increase in loading capacity and saving of overtime formerly 


worked 
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obligation a complete Powers 
system will be submitted and 
a demonstration provided at 

















day for further details and 
Hlustrated es 
this new low-priced punch- 
card equipment. | 
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At your request and without o 


the address below, Write 





SALES LEDGERS SARI 
STATEMENTS — a 
PURCHASE LEDGERS = ele 63s) | 6.8 8 R $i 8! 


SALES ANALYSIS 


ERS-SAMAS HOUSE, HOLBORN BAR 





















































After the parent plate has been 

ölled it is then cut up into the sizes 

“shown on the unit cards (Fig. 2) and 

as this cutting operation is performed 
>` the unit cards are detached from Fig. 
4, the summary sheet being sent back 
to the office, and the unit cards (Fig. 
2) accompanying the respective pieces 
to each finishing process. 

After the plates pass through the 
necessary finishing processes the card 
and the plate pass to the loaders, who 
follow each process. At these points 

_the system is particularly valuable 
since, through limitation of space, the 
marshalling of plates to form loads is 
impossible without stacking them on 
top of each other, so that all but the 
top plates are hidden from view, and 
to overcome this the loader keeps the 
unit cards in pigeon holes corresponding 
to the stacks of plates, and with the 
cards in the same order as the plates 
are stacked he thus can ‘‘float’’ a large 

-= number of plates with complete 
at ae as to their position in the 

“When the plates are placed into 

stacks these unit cards are then sent 

“to the mill office where similar cards 
from all the points are collected and 


O 


Women’s Curiosity makes 
Sales for new Brand 


HEN a firm of millers in 
a Western American State 
| launched ‘Uncle Ben’s Rice’’, 
nie were puzzled by the problem of 
how to get the housewife to cook the 
rice properly. 

This problem was foremost in mind 
when the pack for the new brand was 
created. It was decided that the only 
way to get the average housewife to 
follow instructions was to interest her 
in these instructions. Thus, ‘‘Aunt 
Dinah” was born. 
© Aunt Binah’s recipe was printed on 
a folder and put inside the package. 
-There were no recipes on the outside. 
_ The folder told a story about Uncle Ben 
| and the good rice he grew for his owner 

*in plantation days, and how his wife, 
Aunt Dinah, became famous for her rice 
dishes. It told how crowds of people 
_ from near and far went to Aunt Dinah’s 
cabin to get her recipes. And then the 
„Tecipes were given. 
. The idea appealed to the women, and 
the brand has been safely launched on 
the market. This success, the com- 
ny contend, is due chiefly to the 
appeal made to the gambling spirit. If 
they had printed the recipes on the 
“package, women most likely would 
. -merely have glanced at them and not 
bought the rice because they would feel 
that the recipes were old. But, by 
‘telling the story of Aunt Dinah’s 
prowess as a rice cook and that her 
master recipe was printed on a folder 
contained in each package, interest was 
aroused. Women feel they would like 
to take a chance to get that recipe, 
hence sales of the new brand. 














filed under order number, thus correlat- 
ing an order, although parts of the 
order have been carried our at various 
stages of finishing. 

When the loading bank office decide 
to dispatch an order they’ hang up a 
unit card (Fig. 2) on a backing sheet 
(Fig. 6) and below those yellow cards 
the loading summary card is also hung 
up (Fig. 7). The loader dispatches 
according to this built up card (Fig. 6), 
and this is then sent to the invoice 
office after passing through the weigh- 
bridge, where the actual wagon weight 
is entered on the summary card. 









The invoice Office then marry the unit 


cards (Fig. 2) to the other unit cards 
(Fig. 3) which were filed away in the 
office under order number. These unit 
cards (Fig. 3) are then hung up as per 
Fig. 8, togefher with the loading 
summary card, and from Fig. 8 the 
invoice is made up. 

After the invoice has been typed the 
unit cards (Fig. 3) are then sorted and 
slotted and a complete sales analysis 
is obtained. 

The four main advantages of this 
system are outlined in the bold type 
panel near the foot of page 26. 


| WIDE DE practical experience ies behiad the advice ¿ _— 
-which the National Savings Committeé is able to offer to er 


iE who wish to introduce a sound but simple savi ngs scheme fc 


benefit of their employees. 


n” iena 
the National Savings ways of saving with memberships 
from 5 to 5000 and over. 


| arrange for one of ts representatives to vis alt a ye uith x x 
asce raining on the spot what are the particu lar requirements a 
oe to suggest ways of meeti ng them. Concrete schemes, based 5 

data provided by individual firms, can be submitted. 


EVERY assistance will be given in starting the scheme, inclu: 
© the provision of a speaker to address employees, 
- preparation of a special circular letter for distribution. | 
7 cards, books, etc. are supplied free. 
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This Machine SPEEDS-UP’ Invoice 
Routine and Cuts Costs By: 300° 


e 
NVOICE completion is an important 
[a necessary part of the accounting 
in almost every business. It is 
responsible for a good deal of delay in 
despatching orders and in completing 
transactions so that office, warehouse, 
and customer may know how they 


stand with a minimum of delay. This is especially the case in 
large businesses where the office and the various plants or depart- 


ments are widely separated. 


It is generally of the greatest importance to get the orders into | 
the despatch department at the earliest possible moment in the | 
morning, specially where the majority of the orders are received | 
by post. It is desirable also to get these first orders cleared before ONLY 
the second and third delivery of mail arrives. 
can tell from the office whether the warehouse is in a position | 
immediately to fill an order in its entirety or not., There may be 
various factors, weight for example, 
determined. Therefore, the office has these two alternatives: 

(1) Write an order set purely and simply, and write up the invoice 
set when marked-off order is returned from the despatch depart- 
This means a duplication of writing and checking. 

(2) Write up the whole thing so far as it is possible at once, 
thereby eliminating the two writings and two checkings. The 
invoice part of the set is completed when the warehouse copy 
has been returned to the office and the unknown factors are 
Those items which cannot be filled are left blank. ` 


Makes Work Much Easier, Too 


ment. 


available. 


In some instances where goods have 
to be supplied from several depart- 
ments of a warehouse, each department 
invoices its own goods. Preparation of 
enough copies of the invoice in the first 
place enables one copy to be sent to 
each department, the goods to be for- 
warded ‘and the copies priced and 
extended and returned to the office. 

We have examined the process of 
invoice completion as it is handled with 
the Class 3000 machine manufactured 
by the National Cash Register 


Company, Ltd., and there seems no 
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BUSINESS INVOICE 
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Invoice 





Here is a sample invoice made out on the Class 3000 


doubt that a great deal of time, clerical 
work, stationery, etc., is saved by those 
businesses which are now using this 
machine. The machine we saw in 
operation seems particularly suitable 
for these reasons : 

(1) A machine with visible carriage 
is necessary to enable the prices and 
amounts to be printed against the 
correct items on the invoice set. 

(2) Completion work is mostly figure 
work and there is no question that the 
full keyboard machine is the quickest 
with its automatic digital position, auto- 
matic punctua- 
tion, automatic 
ciphers, and auto- 
matic total print- 
ing. 

A typewriter is 
necessary for add- 
ing special infor- 
mation. 

This is the 
only machine now 
on the market 
which has these 
three necessary 
points. 

A specimen in- 
voice on this page 
illustrates the sys- 
tem. 


O 
Visible carriage and 
typewriter are 


features that make 

this machine suit- 

able for invoice 
completion 


machine. Invoice completion is made easy done this way 


National machines for invoice com- 
pletion are now being used by many 
firms, and in the case of a well known 
London brick company, all the items 
of the invoice are filled up at the works 
except the price and the comple- 
mentary items, which are filled in and 
extended at the head office. There may 
be ten or more such items to each 
invoice, and at present more than 1,000 
invoices are being completed per day. 
These machines, in addition to the 
invoice total, provide group and grand 
totals of all invoices handled. This com- 
pany uses the same class of machine for 
writing the body of the invoice. 


Speed-up of 300 Per Cent 
By One Firm 

Another prominent user of these 
machines-*a large electrical house— 
now has eleven in use at its London 
office and provincial branches. In this 
case the warehouse copies are returned 
to the office and the date of delivery, 
price, amount, discount rate, method 
of delivery, etc., are inserted with the 
Class 3000 machine. The invoices 
average 24 items each. Under the 
machine system previously in use this 
work was done at the rate of 230 
invoices per day; the National machine 
averages from 600—700. 

This machine, of course, is a general 
utility machine as well, and is capable 
of an almost endless adaptation to 
every form of mechanized accounting. 
In addition to invoicing, a few of these 
are: sales ledgers, posting and writing 
of statements (the electrical company 

(Continued on page 43) 












Automobile Association 
Gt. Yarmouth and 
Gorieston Corporation 

ohnny Walker 

umont-British 

Distributors, Lid. 

Cadbury Bros., Ltd. 
Barclay’s Lager 

Dalcis Shoes 

Bryicreem 

Batchelors Peas 

Bevan Furniture 
Eldorado Ice Cream 
Eugene, Ltd. 

Katakilla 

Germ Lubricants, Ltd. 

Gt. Ormond St. Hospital 

Geographical Magazine 


PLANE ADVERTIS 





IN COMMON WITH many other world 


advertisers, the organisers of the Canadian Govern- 


ment’s £40,000 17-area campaign have selected Plane 
Advertising’s unique service to form one of the 


famous 








vip 


strongest links in their great drive 
to sell Canadian goods to Britain’s 

: scorge Newnes, Ltd. 
greatest population centres. cor A gaia 


PLANE ADVERTISING 


Brettenham House, Lancaster Place, 
“Phone: TEMPLE BAR 2850-9. 
a M THE AERIAL SPECIALISTS WITH T 


Send for a copy of “Plane Facts” 
You will find it fall of interest 


yeh p ba 
















Strand, 
Telegrams: PLANEADS, PHO 








inclade : 
Mather 










ES 










Chevrolet 1 
“vii 





€ 
Adii 









zya 


HR a 


a Swi 
Milltown | 
E. Smerten 
Cratein Bx 









he 


eS eee — — 
= 





32 


BUSINESS for FEBRUARY, 1937 


BUSINESS Factory Site Survey No.17, 


Slough Has Ready-Serviced Factories | 
From £80 A Year’ 


e 
lanning for industry, like town plan- 
ning, is largely a post-war development 
and the number of first-class indus- 
trial estates in this country can still be 
counted on one hand. 

In the north Trafford Park stands out 
as a pioneer of planned industrial estates, 
started in pre-war days. In the south the 
earliest efforts along these lines belong to 
the post-war period and of these Slough 
can claim to be the first, for it was deve- 
loped, towards the end of the war, by the 
Government. 

When the present management took over 
the estate they did so with the aim to plan 
its development as a centre for clean, light 
industries. This has been done and to-day 
it is an outstanding example of its kind. 

An examination of what Slough offers 
the manufacturer can be summed up in 
the 12 points listed in the panel on this 
page. 

To these points can be added such impor- 
tant features as tip-top rail and road 
transport facilities which make possible 
overnight distribution to all parts of the 
country. And the vast centre of London 
becomes a local market to firms at Slough. 


What ‘Planned for Industry’ Means 
To You 


There are a number of important points 
covered by the phrase ‘‘600 acres planned 
for industry” which can be said of Slough. 
It includes, for instance, the supply of all 
essential services—gas, electricity for power, 
light and heat, water and steam. 

Mr. C. W. Fairall, the factory manager, 
told me that steam at a pressure of 200 lbs. 
per sq. in. is supplied to many of the 
factories. 

“Thig pressure can be reduced to what 
is needed by the manufacturer,” Mr. 
Fairall explained. “Of course, such a 
service saves a good deal of cash which 
-would otherwise be spent for, say, stand-by 
boilers, stokers and so on.”’ 

The water supply provides another 
jnteregting aspect of the estate’s service. 
For the reason that Maidenhead, which is 
some miles from Slough, has, in the past, 
suffered from floods of the river, there is 
a wrong idea in many people’s minds that 
the estate is in a district subject to flooding. 
Nothixg could be more untrue. Slough is 
-well up and away from the Thames, more- 
cover the subsoil is gravel. Any water that 
falls on this ground naturally soaks away 
at once. And, finally, the fact that the 
estate water supply is drawn from three 


artesian wells, each of 11,000 ft. depth, 


proves that any water there is about is a 
long way down. 

Analysis of this water shows that its 
permanent hardness is nil and that its 
temporary hardness does not exceed 7°. 
Such a water supply, therefore, meets— 
or can be easily made to meet—the most 
exacting requirements of industry. 

A further point about the water has 
influence on insurance rates with regard to 
fire dangers. A pressure of 50 lbs. to the 
square inch is always available and is 
‘boosted by electric pumps for fire fighting. 
Incidentally, this high pressure has made 
it possible to organize all fire fighting on a 
safe basis—automatic and voluntary. There 
is no need for a professional fire brigade on 
the estate although a voluntary one is 
always in attendance. 


By C. E. DAY 





THESE 12 POINTS ATTRACT 
INDUSTRIES 


London 


— 
eS» 


Factories—big, medium, small, every size—to rent 
Ample skilled or unskilled labour, male or female 
Houses for workpeople available to rent or buy 

Big or small unit factory expansion always possible 
Clean atmosphere and hygienic working conditions 
Free collection/delivery of goods in the estate area 
Near the London market—18} miles, 25 minutes by train 
Private passenger railway station connecting with 


Soft water supply: permanent hardness nil 
Low insurance rates, particularly on fire insurances 


Four banks, post office and restaurant on the estate 


Services of foundries, woodworkers, pattern and cartoon 
makers, etc., on your doorstep 


The lay-out of the area is such that all 
factories are serviced with rail and road 
facilities. Raw materials can be brought 
in and finished goods despatched from the 
factory door. 

All factories on the estate are rented on 
lease. They cannot be bought. The rental, 
of course, includes all services needed. 


“One of the big points of our policy,” 
Mr. Fairall explained, “is that we will 
always provide a bigger factory for a firm. 
We accept a surrender of the old lease and 
arrange a new one and, generally, give 
every co-operation to firms wishing to 
expand. If we haven’t the right type of 
factory available, we will build a new one 
for them.” 

The Slough estate was a pioneer in 
developing sectional factories. Now they 
have gone further and produced the “‘bijou”’ 
factory—a small, self-contained factory 
that is rented at {80a year. Such a building 
measures 33 ft. by 45 ft. 4 in. and has an 
area of 1,496 square feet. The walls are of 
brick, 9 in. thick. In front are screen or 
sliding doors, 10 ft. by 8 ft., and at the 
rear swing doors, 7 ft. by 5 ft. 4 in. Each 
bay has three large steel windows and the 





floors are made of concrete, 5 in. to 6 in. 
thick. Two lavatories complete with wash 
basins are fitted to each factory and all 
services are laid on. 

For small firms just beginning production 
or for firms carrying out research or experi- 
mental work, these buildings are ideal. 
They are factories where the small business 
can develop into a big firm. They form an 
industrial nursery. 


Labour Helped Attract 
These Firms 


In some measure it can be said that all 
the points mentioned influenced most of 
the 190 odd firms on the estate in their 
choice of sites. In the dozen calls I made, 
all executives except those of one firm 
quoted one or more of the reasons already 
stated. The single exception was of a 
personal nature. The firm chose Slough 
because of an agreement to work with 
another concern that was already estab- 
lished on the estate. 

In sorting out the various reasons put 
forth as main attractions, I find that labour 
was mentioned by all firms. It was not 
necessarily the leading reason in each case 
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but invariably it appeared to be one of 
several considerations. 

“We have employed girls who have come 
from the North,” stated Mr. H. Jones, 
secretary, Airpak Ltd., a firm which 
recently located on the estate. “We find 
that they take quickly to our work. They 
have machine sense,” 

The fact that the girls employed by 
Airpak Ltd. came from Imncashire cotton 
towns is significant, for it reveals a trend 
which I found confirmed by other companies. 
Slough attracts these skilled or semi-skilled 
workers and thus firms are able to fulfil 
their labour needs more quickly than is 
possible in some other parts of the country. 


gave me another picture of the value of 
good buildings. ° 

“We wanted,” he said, “a one storey 
building in which our production could be 
planned to flow smoothly. *You can’t do 
that so efficiently in an old building or a 
two-storey factory. Here we found exactly 
what we wanted—the right type of building, 
the right shape of floorspace and at a 
reasonable rent.” 

A similar reason was advanced by 
Mr. M. M. Lowe and Mr. W. R. Taylor, 
directors of Taylowe Ltd., chrome litho- 
graphers and carton box manufacturers. 

“We have a building ideal for our plant 
and type of production,” they declared. 





This is a Typical Office in 
a Slough Sectional Factory 


An excellent instance of this was cited by 
the head of a foodstuffs factory on the 
estate. He told me that recently he needed 
500 additional girls to do semi-skilled work 
and was able to employ that number 
within three weeks. 

“One reason that decided us on the 


e question of sites was that we found a steady 


type of labour here,” Mr. H. G. Arndt 
and Mr. A. E. Maas, directors of the 
Arma Corset Co. Ltd., replied in answer 
to my questions. Here, again, I found 
that Northern girls formed the main part 
of the staff. 


Factories to Rent Are 
Business Getters 


There is no need to cite further instances 
of the available labour supply for not only 
is the immediate neighbourhood well 
populated but London is so close at hand 
with its millions of people that staff can 
be—and is—brought down to the estate by 
the G.W.R.’s special service daily. 

Next in importance can be put, I think, 
the attraction of factories to rent. Halila 
Ltd., for example, is a firm which is trying 
out an experiment in new types of wood- 
working. Obviously, a standing building 
was needed for this purpose—a modern 
building. 

“The fact that we wanted a building of 
this type near to London was the real 
reason why we came here,” the manager of 
the plant, Mr. C. H. Buchanan, explained 
to me. > 

On the other hand, Mr. L. D. Avery, 
director of Alpha Cabinet Works Ltd., 
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“The fact that it is a one-storey factory 
makes the problem of management in the 
works so much easier. 

“Then, of course,” they pointed out. 
“We had in mind extensions. We found 
this place could easily be extended to 
double our pfesent space or more. That 
was a most important consideration so far 
as we were concerned.” 

A number of other firms made similar 
statements to these quoted. 


Railway Facilities Are 
In Top-Class 


It isn’t always that firms go out of their 
way to mention the service given by railway 
companies but Slough appears to be one of 
the estates where the service is so good 
that it calls attention to itself. Mr. Jones, 
for example, said that Airpak Ltd. had 
found the G.W.R. provided excellent 
service. 

“We have only to ring them up or put 
out a card and along they come,” he 
affirmed. ‘Our product is big, light stuff 
and they handle it quickly and well.” 

Statements revealing complete satisfac- 
tion in the G.W.R.’s service were also given 
me by the heads of several other firms. 

Many concerns split up their transport 
work between road and rail. Fleets of trucks 
maintain a frequent service to London and 
the Home Counties. 


Other Points That Influenced 


Site Location 

Invariably the concentration of indus- 
tries tends to draw other firms into the ring. 
Part of this process is due to the feeling of 
confidence in the location which is bred by 
the presence of others. Sometimes, how- 
ever, it is brought about by the presence of 
key industries—press tool makers, for 
example. There is also another reason for 
the attraction—the presence of an imme- 
diate market. 


Over 8,000,000 People Form 
Slough’s Doorstep Market 


ROM the marketing viewpoint, 
P see and district form but a 

fraction of the great London market. 
And if the Slough area is to be regarded 
as the doorstep market for manufacturers 
on the estate, then London becomes the 
whole ‘‘garden market’’ right next to the 
door-step. Actually, London is the door- 
step market for manufacturers at Slough. 

Slough itself provides a small but grow- 
ing market; fairly wealthy, too. It has 
now a population approaching 40,000, 
which is more than double the figure of 
twelve years or so ago. This compares 
with the total population of the whole 
county, Buckinghamshire, of 288,000, half 
of which is rural population. 

The number of separate families in the 
county gives an indication of its market 
strength from the ‘‘home’’ appeal view- 
point. More than 32,500 Buckingham 
families live in towns, 38,000 in the 
country. The majority of these—31,000 
and 34,000 respectively—occupy houses 
consisting of less than eight rooms. A 
good deal of the county provides a 
dormitory for London workers, and the 
six-roomed type of house predominates. 

Over 58,000 people are registered workers 
in the county. Of these, just over 2,500 
are out of a job—a proportion of little 
more than 4%, which is but a fraction of 
the total percentage for the whole country. 

Other interesting figures which throw 
light on the local market are: car licences, 


17,881; commercial car licences, 
radio licences, 51,922; 
scribers, 13,000. 

These facts reveal that there is a respon- 
sive, compact urban rural market in the 
county for all types of consumable goods. 
A marketing expert told me that the near- 
ness of London acted, as yeast acts in 
dough, upon the Buckingham market. 
The filtration of London workers into the 
country towns and districts and the 
developmefit of factories with their well- 
paid workers helped to make the market 
worth-while for much of the semi-luxury 
type of goods that usually sell only in the 
big cities and towns. 


London Market The 
Main Attraction 


In dealing with a district such as Slough 
—or even Buckinghamshire—the London 
market is too obviously the chief attrac- 
tion to pretend that a firm will set up a 
factory at Slough for any other purpose 
than to be near the greatest centre in 
Britain. Briefest examination of the 
nature of goods manufactured on the 
estate show that London and the Home 
Counties must absorb most of them. And 
this, I found, was the case. In talking to 
the sales executives in many of the Slough 
firms, I was told time and again that the 
London market took the bulk of goods 
produced. 
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The following increases since Ist ` 
‘January, 1936, are convincing proof* 
of Welwyn’s amazing development: 
, Increase 
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= Factory Floor space built, or now being 
built for rental 

_ Factory Floor space let 
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Co. Area of land leased to Manufacturers 
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= Sites and Factories of various areas available 
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- Facts That Are Keys oe 
This being the case, the key figures to” 


| this market will reveal its wealth of pur- 


chasing power in more detail than the bald 
knowledge that its population exceeds the 

Women form the bigger half of the. 
population, for there are over 4,300,000 


fof them, compared with 3,800,000-odd 


males. A further break-up of these figures 


| shows that children under 14 years of age. 
| number more than 1,700,000; persons of 


both sexes, 14 and over, who are working, 
Of these, the total num- 


The number of families of the various : 
classes makes good marketing information 
for makers of products that sell to homes. 


| Here are the figures: total number of | 
| private families in the area, 1,190,000; of 
| this number 6% have an income of {£500 


a year or more, 12% earn between £250 
and {500 a year, 65% receive from £2 108. 
to £5 a week, while 16% have an income 
of £2 108. or less a week. 

Other interesting figures for Greater 
London are: telephone subscribers, about 


| half a million within 10 miles of Oxford 
| Circus; 157,000-odd cars licensed in the 
- | county of London; commercial vehicles, 
_| 70,000; houses wired for electricity, nearly 
| 700,000; 


radio licences issued in the 
London postal district, 1,030,705. 


O 


9 
Estate Factories 
Mostly Produce 
Consumable Goods 
HERE are now well over 190 firms > 
operating on the Slough estate, but 
among these is not to be found one 
really ‘“‘heavy’’ industry. 
This does not mean to say that only the 
very light industries find a home there... 
Engineering firms, makers of steelwork, 


and form a core of medium heavy indus-..... 
tries. But the majority of concerns are’. | - 
in light manufacturing--pro- =o. 
clothes, houses ocsi 
hold goods, luxury products, foodstuffs, 0o. 
products, chemicals, paints; 00° 






Goods such as. these are, obviously, th 


> wh ich are ope ratiig in buildings | : 
no: Heer space. | These | 


“firms produce a large proportion of the 
00) 8s of their class that. are on the market. 















One firm I called upon produce millions 
ef units a week of their medicinal product, 
and supply more than 50% of the market 
available in ps country for the goods 
concerned. 


‘Baby’ Factories Help 
Firms Develop 


As in any other part of the country 
to-day, the number of small businesses is 
greater than that of large. About 20,000 
people are employed by firms on the 
estate. Some of these concerns give work 
to 1,000 and more men and women, but 
the vast majority employ small staffs 
numbering anything from ten up to 
hundreds. 

Undoubtedly, an important trend on the 
estate is the attention paid to the small 
manufacturer. The provision of the 
‘“‘baby”’ factories, small in space but com- 
plete in every detail, is a direct encourage- 
ment to young firms. And so it has 

< -proved in practice. Many of the manu- 
2 facturerg on the estate who now employ 
- scores or hundreds of people started in this 
way. Occasionally, of course, there are 
businesses which never need more than a 
- space of less than 1,500 sq. ft, and these 
people can find a permaneng and com- 
_fortable home in the “bijou” factories. 
Indeed, one man I called upon has over 
60 girls working in bis small factory—and 
they work in comfort. Another concern, 
which produces false teeth, find that they 
can get full production to meet the 
heaviest market demands without having 
to take over bigger premises. 




















Slough’s Output to be 
Chiefly This Type 
~ When I talked over the possible types 
‘of industry that would locate on the estate 


agreement that it would be light indus- 
y with some sprinkling of “medium 


uch a centre as Slough, and others 





| absence. 
your assistants. 


in the coming few years, I found general 


ies’. The point was always made- 


part of England, would always: z 
dn production of consumable | em 
heavy ndustries would >> 












THAT LANCASHIRE became the ee indust 
centre of England right from the start of the ing 
trial era. Just as it needed the proper background z 
combination of forces to set the wheels of i adus 
in motion, so to-day we find Lancashire posse 
all the elements necessary for the adva neement 
modern industrial enterpri ise. 
















AND it is a significant pointer to Lancashire’s 
position that the bank clearings for Lancash 
cities—-Liverpool and Manchester—are mo 
and a half times*the combined totals of Bir | 
Bradford, Bristol, Hull, Leeds, Leicester, Neweas!! 


Nottingham and Sheffield. 


















CLOSE investigation of Lancashire’s advantages i 
facilities shows that the Area is ideally situated 
economical production. Every industrialist: she 
study Lancashire as a location for in ti 
enterprise. 


$, 


Full information and expert advice will 
confidential inquiry to: 


J. BENNETT STOREY, General 


INDUSTRIAL DEVELO J NT 
Ship Canal House, King Street, 


be given om oc 















Manager, 


ad 


Preliminary information obtainable through gaem 


THE TRAVEL AND INDUSTRIAL DEVELOPMENT ASSOCIATION OF GR 
IRELAND, 6 Arlington Street, London, 5.W.!, British Empire Bu ding, Rockete 
York, and 28 Avenue des Champs Elysees; Parie 













for cash can be obtained for a lifetime by installing 
a Gledhill Till, Check your cash even during 
Insure yourself against leakages, Protect 

‘Over 100,000 Gledhill Cas š 
in daily use testify to their efficiency and seliabiliry 


Send for details and terms. 


G. H. G LEDHILL & SONS LTD. 


5, Trinity Works, | HALIFAX. | 

















~ There 





[wis 

















Install “VALOR” 













a HOUGH k iow in cost these 
: Cabinets ate made of best 
British Materials throughout 
and to the usual “VALOR” 
bigh standard of workmanship. 


e “VALOR” Cabinets are easily 
| har dled and have none of the 
disadvantages of wooden Cabi- 
ets which are liable to warp or 
‘do not offer complete 
against vermin. 





















































n be supplied in quarto 
ap sizes with from 1-5 
and are attractively 
olive green stoved 
Special finishes can 








oF “List 99/V.55 giving full 
these Casidats, alsa Steel Cup- 


| ment. 


1 factory 














n the 5-Day Week í aA 
| (Continued from page Oy | 
ruin. The third choice is the only ae 


which will lead to lasting prosperity for 


the working people and management | | 


alike, 
To achieve complete success, 
action must be based on a complete 


division of income between employers 
and employees. 
does operate to-day, but I am con- 
vinced that there should be an auto- {- 


To some extent this 


matic control of the division. Labour 


should have an agreed share of profits, 


and that share would always be in the 


same proportion to that of manage- j- 
This would have the effect of 

| stabilizing the purchasing power of all | 
| incomes and at the same time, allow a 
steady rise in the standard of living. |- 
| Thus, when more goods were being sold | — 
at lower prices, all incomes would sink, | 


but the proportion—say, 75 labour to 


| 25 management—would be maintained. 


O 


Not only the Budget 
Man Must Control 
Expenses 


(Continued from page 11) 


expenditure and requesting approval of 
an appropriation is pretty certain to 
make sure beforehand that it is abso- 
lutely necessary and formulated on 
sound lines. 
Nevertheless, 


the request for an 


appropriation may be challenged once | | 


or even twice more by the management 


| before it is finally approved. 
I believe that this emphasis on the | 


individual responsibility of department 
heads has resulted in concentrating 
attention on operating costs to an 
extent that we should not have 
achieved by any other means. The 


feeling that it is exclusively the con- | 


troller’s or budget director’s job toe 
watch expenses, or any attitude toward 


| other departments of “Let George Do | | 
| It” in matters of economy, is a thing 
we have been able to banish from our 


organiza tion. 


We lay no claim to a better know- | | 
ledge of expense control than others || 
have, but do know that our results | 
speak for themselves. | 
| This is illustrated by the pat ‘that I 
administrative and || 
is. to-day |) 


the total selling, 
overhead expense 
running at a level of 58 per cent less 


on a per car basis than it was in 1928.1 
| and this in spite of a unit sales volume |. 
| at a rate approximately 30 per cent || 

lower. in 1936 than in 1928, a situation | oo 
mally procupeye. of e SRE ote 


yer anit. 


| Wisdom and a | 


this 






| Investments at or under Market Value 1 127892089 H 


ES aa in Yorkshire Per 
Capital, Reserve & Undi 
‘Belfast ing Co. I 



























MULTIGRAPH MACHINES 


Users of Multigraph machines 
throughout the country consistently 
achieve the most efficient printing results 
by using Nickeloid-produced printing 
plates. Multigraph users availing them- 
selves of the Nickeioid plate-making 
facilities have at their disposal a complete 
service for photography, art work and 
typesetting, Write for booklet giving 
prices and particulars. 


NICKELOID 


THE NICKELOID ELECTROTYPE COMPANY: 
LIMITED, PRINTER STREET, LONDON, E.C.4_ 
BLOCKMAKERS OF UNUSUAL SKILL 
CREATIVE PHOTOGRAPHERS AND ARTISTS 






| MIDLAND BANK 


LIMITED 


THE RIGHT HGS. R. McKENNA 
Deputy Chairmen : 
W. G BRADSHAW, C.B.E.; 
8. CHRISTOPHERSON., 
Managing Directoy; FREDERICK HYDE 


Chairman | 


















Statement of Accounts 
December Slat, 1936 


LIABILITIES & 
a ap Capital becker 


Current, i it & other Accounts. . | 488384201 
& Confirmed Credits . 


Acceptance & 11,054,418 
Engagements . 7,545,855 
ASSETS 

Colin. S pan Note & Balances with 
a. .. 88,841,974 

Balance ans & Cheques on other 
Banks i 22,092,098 


Money at Call & Short Notice 


Bills Diseoun 91,113 


Great Britain and 7... 
agents and ‘corres Goo. 
rid: 


and ‘Mfliated B Tia ae RA 








ating any jobs that become redundant. 
This search for economies is not 

ied on as distinct from budget 

tivity but as complementary to it. 









issue of 





Hoffman, published in a recent 


o 


The ‘Holidays 


: (Continued from page 13) 


maintain their smooth progress—and | 


their goodwill with customers—if every: 


member of the works staff did not do | 


his job continuously at maximum 
efficiency.” 

The good feeling with which Mr. 
Porter has introduced this 
seems to us still further confirmed by 
‘the fact that he has not tied it up in 
_ any way which makes the holiday pay- 
Ment contingent upon good time-keep- 
ing during the rest of the year. There 
care no “conditions”? whatever. 

It may be interesting at this point to 


mention that, apart from its normal- 


wish to keep up to traditional efficiency, 
the works has its own incentives to 
create and beat records. 
= There is a monthly competition for 
the works manager’s shield. This is 
awarded not only for volume and/or 
efficiency of work but also for the best- 
kept department; i.e., tidiness, eff- 
ciency of machines, absence of hold- 
ups, and so on. Every section of the 
works is eligible to compete, and the 
:¿ section that wins the shield most times 
= in the course of the year is given, at 
< the firm's expense, a celebration dinner 
and.a.“night out’ of the type that 
- really appeals to them. 


But, coming back to this question of | 






ENUS PENCILS are 
incomparably smooth 
and. long lasting, their 
standard of quality never 


S 









The, above is abstracted from an article by Paul 


h Pay’ Question | 


scheme 


| up-to-date Accounting Machine—the Remington. 
















































You'd never hope to make a bie sco! 
Yarborough, however skilfully you played your hand. Ju 
same way you can’t expect to get your figures and a 
work handled as quickly, accurately and economical 
you could with Remington Accounting Machines. 


Remington Accounting Machines are unusually flexible. 
machine can be applied to one or more of the f Howin 


Adding and Listing, Invoice and Day B 





















IT’S YOUR LEAD 
CALL OR WRITE FOR PARTICULARS TO Dept, | 











R E M IN GT ON TY PEWRITER : 
IOO GRACECHURCH STREET, 























+ 

dn the interests of efficient filing we 
have introduced the Shannoblic Folder 
+ + @ folder which is being enthu- 
siastically greeted wherever filing is 
“done. It is the Shannoblic Hanging 
‘Folder, representing the last word 
: in efficiency and convenience. The tabs 
0 adjustable and are set at an angle 
or easy reading . . . metal bars are 
supported ona metal frame which makes 





ero +. A simpler form is introduced in the 
Spo Shannoblic Vertical Folder. Ic is a 
oo distinct improvement on the ordinary 
“4older,. Adjustable tabs, double- 
oo “topped back leaf, expansion crease — 
ath unite ta present a folder that 
will stand up to bard wear in a more 
efficient and time-saving way. 


STS 
















Printing 
‘Displays, Showcards 
rake ete: 


RENART STUDIO 


qem Poad, Hanwell, V W. 7 = 
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© Guaranteed Quality 





QUALITI 





KE TH FOLDER 


them more accessible and easily remov- 
able. 


d 


up’’ or 


Shannoblic Folders cannot ‘‘ride- 


‘‘slide-under’’ and are particu- 
larly suitable for heavy catalogues. The 
time-saving possibilities and all-round 
efficiency of this new folder must interest 
you—why not allow our representative 
to call on you and demonstrate, you will 


be convinced. 












BIRMINGHAM, BRISTOL, 
LIVERPOOL,MANCHESTER, 
NE WCASTLE-ON-TYNE, 
GLASGOW, CAIRO (Egypt) 


@ Automatic 
Photo Printing 
@ Commercial % 
Photography 


Termingas 
8l 


R., FOX LTD. 


JARA: BRITANNIA ST., KING'S CROSS, W.Cd 


-| made any “arrangement to offs 
-F additional economies elsewhere. 


skilled workers is very acute. 















| Se it, was agen to trace, indi- E; | 







| Organization, or how was he charging 
jit up? 
“No,’' he said, ‘there are no strings 


to it at all; no compensating economies 
are being considered. The money in- 


| volved is certainly a substantial sum, 


but at present, at any rate, we are con- 
sidering it as a direct labour expense, 
the appropriate amount will be added 


| to the cost of each department. 


"There are, of course, definite advan- 
tages in the scheme that will, by the 
savings made, compensate us in cash to 
some extent,” added Mr. Porter. 

“We have never suffered from a 
heavy labour turnover at our works, 


| but we certainly feel that the paid holi- 


day will be a strong factor in reducing 
even what small amount of unsteadi- 
ness may exist. 

“This will be a most useful thing, par- 
ticularly just at this time. I say that, ~ 
because in and around our works neigh- 
bourhood at Cricklewood there is such 
pressure of work on munitions, aircraft 
and other armament contracts that 
the need for ever-increasing numbers of 
Skilled 
workers in concerns such as ours, there- 
fore, are likely to meet all sorts of 
inducements to take up work else- 
where. 

“By preventing such a drain on our 
skilled operatives we shall certainly 


| save considerably in costly disorganiza-~ 


tion. And I think the inducement of 
the paid holiday, plus the knowledge 
among our workpeople that these boom 
offers rarely lead to permanence, will 
prove to be just the factor to stabilize 
any waverers. 


Very Important: Health Factor 
will be improved 


“The paid holiday will also improve 


| the health of our workpeople, and re- 


duced costs due to less absenteeism for 
petty illnesses will of course be to the 
firm’s benefit. 

“But I want to emphasize,’’ added 
Mr. Porter, “that these cost-offsetting 
factors are quite incidental. That they 
arise, are facts in our favour. But we 
are not exploiting them in any attempt - 
to make “the scheme financially selfe i 


| supporting. Our conviction is that the Broo! 


works has equal rights with the rest of » : 
the organization for holidays with full. 
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pay. 
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Grafting 


Modern Sales Control 


(Continued from page 18) 
his own pet lines and obviously also, | 
his own passengers, but so long as the 
total sale of any line was fairly satisfac- 






o 
Representatives” Activities 


Daily. Wkly. Mthly. 
Number of calls on customers ... X 
Number of calls on prospects ... X 
Percentage of orders to calls ... 
Number of new accounts se 
Value of average order ... oT 
Total business booked on call ... X 
Total business received by post X 
Direct orders received at works 
Number of new placings of lines 
Total number of lines booked ... 
Variety of new lines placed 
Total variety of lines operated 


tate PA PAPA PAPA PA PA PA PS 
PAPADA DA D DA DA AAA 


Records showing comparative sale of each line 


Of each line, by each repre- 

sentative, for each month. 

These were kept for two- 

week periods but were later 

reduced to monthly totals 
only. 


Number of new placingy 
Number of orders 
Number of dozens 


Two forms were used to show the 
comparative sales of each man. The 
first (marked ‘‘A’’) showed the pro- 
gress of Mr. X month by month, and 
the second (marked ‘‘B’’) compared Mr. 
X with Mr. Y in any given period. 

Annual returns were built up from 
these figures and passengers could no 
longer be hidden under the carriage 
seat. 


These Graphs Gave More 
Positive Control 


From the monthly totals graphs were 
produced to show the monthly total, 
the cumulative total, and the annual 
trend. The result from each area was 
compared with the average figure, and 
when the representatives found that a 
gentle comment from the office on some 
detail of their sales activities was based 
on demonstrable facts, there was a 
general move in the right direction. 

The writer of this article (who had 
carried out the survey) was appointed 
sales manager, and a sales department 
was formed with two junior girl clerks. 
These two girls keep all the records and 
type all the department correspondence. 

Various records were commenced but 
quite a number were scrapped in the 
belief that a record is of small value 
unless it is necessary to refer to it at 
least once in twice the period of the 
record; i.e., a fortnightly record should 
not lie idle for more than a month. 

Sales figures have two uses. (a) For 
historical purposes. (b) For action. 
Figures which serve neither purpose are 
a waste of time and effort. 

Now came a period of steady work 
which called for some patience whilst 
the new records were building up suffi- 
cient data for action. 


Pooled Idea Plan Created More 
Sales Points 


Observation disclosed a surprising 
lack of knowledge of the main sales fea- 
tures of some of the principal lines. An 
experienced representative would en- 
tirely ignore a sound line because he 
had been unable to build a satisfactory 
selling story around it. 

Each representative was asked to 
send in his idea of the main selling 
points of a small group of lines. These 
ideas were collated and polished up for 
distribution. 

Next came a list of objections which 
had resulted in lost sales. These were 
sent out for the other fellows to answer. 
The result was surprising—everybody 
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Thought I Was Disgraced 
For Life... 


And I Was . .. Until I Learned 
the Secret of Talking Effectively ! 


It was the worst quarter of an hour I ever spent in 
all my life. Here was my speech, all laid out—and 
now, after floundering around for fifteen minutes, 
here I was, with my whole idea lost, hardly knowing 
what I was saying. How Id stayed 
on my feet so long I didn’t know. 
Even while I was trying to explain 
the big idea, the plan I’d worked on 
for two years, Mr. Harwood—one of 
the executives of the company— 
had actually started dozing. Every 
other face at the table was the pic- 
ture of boredom and disgust—with 
one or two sniggers ringing softly 
in my ears. 

I didn’t have the strength to stay 
on my feet. With a lame “Well, 
gentlemen, I think that’s all there 
is to it’’, I sank into my chair. 

My big chance—and I’d made a 
mess of it! Two years’ work 


or lodge 


WHAT THIS FREE BOOK WILL 
SHOW YOU 


How to address conferences 
How to address board meetings 
How to talk before your club 


How to propose and respond to 
toasts 
How to tell entertaining stories 


How to make after-dinner 
speeches 
How to train your memory 


How to acquire a winning 
personality 





mine. In one year I’ve had promotions which I 
couldn't have expected, ordinarily, in less than 
twenty years. My salary is a good deal more than 
twice what I was earning before I made that speech 

at the conference. More than that, 


I am called on regularly to speak 
at civic and business meetings and 
dinners. 
New Easy Method 
There is no magic—no mystery— 
no trick—about aca uring the secret 
of effective speech. No matter what 
your business or profession may be, 
no matter what your station in life: 
no matter how timid or self-con- 
scious you may be now when called 


on to speak, you can bring out 
your natural powers and become an 
effective speaker, 


wasted, and public disgrace because An inspiring new books entitled 
I hadn’t learned to express myself; How to enlarge your vocabulary “How to Work Wonders With 
hadn't learned to think on my feet! How to overcome fear Words”, explains how to acquire 
I went around for the next few How to write better letters quickly the ability to address busi- 
days like a whipped cur, hiding How to develop self-confidence ness conferences, club and lodge 
from the  not-very-well-concealed How to converse interestingly meetings, how develop poise, 
grins of my associates. I didn’t personality, and how tfo banish 
think I was disgraced: I knew it! timidity, self-consciousness, stage 

But then—THEN—I got a second chance. The fright and lack of confidence. If you seek success in 
reading of an advertisement showed me the way to the business, professional or social world you must 
quick and easy command of the priceless gift of read this amazing book. It will reveal to you an 
convincing speech. I told my Departmental Manager, easy, quick, sure way to advancement in position and 
Mr. Phillips, all about it. salary, personal power, prestige and real success 

‘‘Best idea in the world,” he heartily agreed. Send for the book at once. No cost. No obligation 


“I’m sorry I didn’t think of that for you before, my- 
self. That’s just the thing you need if you expect to 
get anywhere. You've got the ideas all right, but, 
remember this—the finest idea in the world isn’t 
worth anything unless you can clearly and forcibly 
express it.” 

I have to laugh now, to think of the terrible time 
I had with my first attempt as a speaker. Because 
my second effort—at a conference with the executives 
of the firm present, where Mr. Phillips dragged me 
in out of kindness—was a great success. I got up 
and, without preparation, literally expounded my 
ideas easily and concisely. Afterwards, on the way 
back to the office, Mr. Harwood asked me to walk 
with him. 

“Ist that the idea you were trying to explain at 
the dinner last month? I think there was something 
the matter with me that night. I didn’t get the idea 
at all. But I’m glad you spoke up to-day—you can 
speak well. And as for that idea of yours—come 
up to my office in the morning, will you?” 

To make a long story short: To-day I’m managing 
the new department that came out of that idea of 


Post the coupon NOW! 
PSYCHOLOGY PUBLISHING CO. LTD., 
(Dept. B/ES12), 3, 5 & 12 Queen Street, Manchester 2 


NOW SENT 4 






E —_ — p m p E 
| Psychology Publishing Co., Ltd. (Dept. | 
' B/ES12), 8, 5 & 12 Queen St., Manchester, 2. | 
Please send me. FREE and without any 

| obligation whatever, your inspiring new book, | 
| “How to Work Wonders With Words”. | 
S N a n Nisan s 
pT R PEIE 7 l 

i 
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THE FUNCTION OF STOCK 
S TO ENSURE MOVEMENT 


ere balancing of figures will not ensure a business profit. 


1e three essential elements of control are value, quantity 


fa fanetion of STOCK, for instance, whether in a 


duction chain or a chain store is to ensure movement. 


Stock which merely fills up bins costs a lot of money to keep ; 

A the other hand, stock not there in sufficient quantities when 

~ wanted just defeats the primary object, /.e.—movement. 
= =o Kardex performs the essential function of revealing at 
a glance the position of all stock items in relation to 


demand ; at the same time it provides a very fast medium 


for reference and posting. 


0 KARDEX SOLVES THE PRACTICAL PROBLEMS OF BUSINESS 


WRITE REF. BO24 





i LEADENHALL ST., LONDON, E.C.3 
TELEPHONE MANsion House 392! 


ED. IN THE PRINCIPAL CITIES THROUGHOUT GREAT BRITAIN 





: obtaining good inquiries? 


na ae oead For many manufacturers, planned 
T postal advertising brings results at] 
press advertising — minimum cost. To prove its efficacy 
postal advertising, only a modest ie aia is needed. | 
the: most t economical for yai: ? May we give you details ? 


. RUDDOCK & SONS 


F began ia increase at once. 


~ | for an intensive push for a short period. 
į This brought a storm of criticism: - 


} gave both the House and ene Tepresen 


= your most economical means | 





ducts. themselves. Sales. oo 





Then a number of lines were. sdate os ie 





“Wrong time of the year to push this aa 
on my ground’’, etc., so we asked each | 
representative to make a selection for. 
the following month—-not more than == 
six lines. Ten representatives selected = 
no fewer than forty-three lines. ES ieee 

The intention had been to take the ~ 
lines according to the voting but the =: 
wide difference of opinion made this - = 


| impracticable. The problem was solved © te 


by sending each man his own selection = 
with the suggestion that as he had been 
counsel—so he could be his own judge - _ 

and jury. The result would demon = > 


strate the quality of his judgment. 


The results were circulated and this... 
marked the end of criticism be heads: 
quarter selections. 7 pi 

Meanwhile, the records were © buil f 
up in fine style and providing valuable ss 
information. eo 

A list of retailers who adie handle aac 
our products was obtained through an. 
addressing agency; it proved to be hopes o> 
lessly inadequate and inaccurate, but it =s 















| gave a starting point. 


7 Vitally Important Objects 
Achieved 
The lists were sent out to representa-_ 


tives who were asked to amend them > 
and code the lists to show: Operative 


| accounts; Non-buying branches; Good 


prospects; Financially risky; Unsuitable os 
for various reasons; No information. 9” 
An analysis of the amended lists gave “EES 
some idea of actual coverage and expan-.. 
sion possibilities, and whilst the rest of- 


| the story cannot be told here it can þe E 


indicated under the following headings : 


(a) Personal checking of a represen- _ 
tative section of the extra outlets shown 
by the coded lists. Ae 

(b) Decision to increase the repre- oe 
sentative staff by over 25% se 

(c) Re-division of territories on a 
valuation basis to produce more. 
equable sales and more equal earn 
ings by the representatives. | 

(d) A eompensation scheme whic 















ative a square deal. 


cords to SRE ee ‘by: div v 
lines into groups on ont seasonal P 


average, Cac 
increase | oi t JaN iy 
















sen omitted from this brief out- 
Any change can be made in any 
ganization without friction, and with 
the minimum feeling of unrtst or sense 
f disturbance providing the time factor 
S not ignored. 

= A child may be given a pint of castor 
oil with due observance of this factor 
but ignore it, and the result is 
disastrous. 

_ The preliminary survey and establish- 
ment of records took three years. Plans 
or reorganization occupied a further 
ix months. And the result? 

- An increase of 424% on a business 






























rofit producing. 
At the end of five years quiet inter- 
ce all our original selling staff 


re still with us. Weak men had been 
le into good men-—-good men into 
tter men. 

- A succession of four record years and, 
< after two years work with the increased 
< staff, the selling cost is back to the 
pre-expansion level; and when that is 
coupled with a 424% increase in turn- 
over its influence on the balance sheet 
needs no explanation. 
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_This MachineSpeeds- 
= Up Invoicing 
(Continued from page 30) 


: referred to uses the machines for this 
purpose), sales analysis by classes of 
trade and by territories; sales analysis 

o by sizes of commodities in each terri- 
tory; analysis of miscellaneous items; 
cash receipts and cash-book; cash pay- 
ments and cheque writing; purchases 
journal; purchases ledger; stores ledger, 

in quantities and in sterling; requisition 

-< analysis; finished goods stock book in 
quantities, etc. 

The National people have also just 
~ placed on the market a consumers’ 
billing machine which is quite different 
from anything hitherto available, and 
© which we hope to describe in some later 
issue. It has been especially designed 
for public utility work such as gas, 

_ electric light, and water companies and 

- by, municipalities. The rapidity and 

© completeness with which such billings 

are handled by this new machine are 

' impressive. 
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Pension and Thrift 
Scheme Service for 
3 Small Traders 


RANNUATION of labour is 
of the vital considerations of 
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E AREall 
asking 
ourselves this 
question. To | 
help you is Be 
the main pur- e 
pose of the 
Fern Business Institute. 




















15,000 people all over the world can't be wrong. 
They have tried the Fern Plan, and the majorit : 
found it did what we expected it would. | 







The full story is contained in the book, “The | 
Achievement of Success,” a 48-page book which 
tells the Story of the Fern Courses on Salesman- 
ship (five of them), Management (two), and Personal 
Efficiency. 











It costs nothing to get this book, yet it can be the 
turning point of your whole career, 







This Institute is actively engaged in studying 
the causes of success in business, and its activities 
are world wide. For a very small fraction of the 
original cost this information can be yours, providing 
you will work hard to assimilate it. 















It is bound to impress you. Post this form, ar: 
on your own letterhead. 


| want to succeed in 1937. Please send me 
book, *‘The Achievement of Business Succ $5, Jog 


i can see if this is the plan | am looking for, 














NAME 
ADDRESS |... 
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JUST PRESS A BUTTON 


SIEMENS 


NEOPHONE 


Intercommunication 


SYSTEM 


' SIEMENS BROTHERS & CO., LTD. 


> 38-39 Upper Thames St., London, E.C.4 





and you are in direct connection with any one 
of up to 20 executives, departments or different 
sections of your organization. 


The Neophone Intercommunication System 
makes this possible, without having to rise from 
your chair. 


Time is saved, and it is almost as if you yourself 
were actually face to face with your executive 
in the department or section of your business. 


@ Always at your service—Day and Night. 
@ Inexpensive to install and to maintain. 


@ At least investigate the Neophone System 
before deciding—it will cost you nothing. 


FOR SALE OR RENTAL. 


Private Telephone Dept. 


Phone : Central 2332 
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carry the Burden of such a scheme, no 
matter how desirable it may be. 

To-day this need no longer be the 
case, for with the introduction of the 
National Savings Provident Schemes 
firms that employ merely a handful of 
staff can provide for pensions. More- 
over, such schemes are not limited to 
the pension type. The National Savings 
Service offers several means of saving 
for holidays and organizing similar 
share-out clubs. 

Provident schemes can, of course, be 
used successfully by large concerns, but 
as these can generally afford, and have 
arranged, some other type of super- 
annuation plan, it is the small type of 
business that will derive benefit from 
the National Savings Services. This 
applies in particular to firms where the 
number of employees is very small, the 
proportion of women workers is big or 
the labour turnover is rapid. 

The idea, of course, behind such a 
scheme is to build up an agreed amount 
of money for each employee within a 
stipulated time. To be successful, a 
provident scheme must (1) have its 
funds invested in complete safety with 
no chance of capital depreciation; (2) 
benefits must be well defined and rules 
governing benefits must be simple and 
related to individual needs. 

The National Savings Provident 
Scheme fits these needs because it is 
flexible and can be adapted to meet 
even such points as the accounting 
methods of each individual firm. 


Both These Benefits are of 
Great Importance 


Two benefits are offered under the 
scheme: (1) provision for staff on retire- 
ment; (2) provision for dependants of 
employee should he or she die while in 
your employ. 

An endowment fund is built up by 
means of contributions from yourself 
and your staff. You fix the amount 
you wish to contribute, which, of 
course, will vary according to age, 
length of service, wages and so on of 
the man or woman concerned. This 
method does not guarantee an annuity,. 
but it does provide means for gathering 
a capital sum which can be used for 
that purpose. 

The death benefit is an adaptation of 
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it costs nothing to ask 


When you are considering any form of 
printed advertising, telephone Victoria 7362 


artists and designers 


46 GILLINGHAM STREET, ECCLESTON. SQUARE, LONDON, S.W.| 
Letterheodings, Labels, Folders, Posters, Leaflets, fShowcards, Blotters 


group life insurance, and the staff can 
be guaranteed for an agreed amount 
between £25 and £200. For instance, 
if one of your staff contributes 1s. a 
week which is invested in National 
Savings Certificates of the present issue, 
he will accumulate {50 in just under 
16 years. While the 16 years is trans- 
piring you would guarantee that, should 
that man or woman die within the 
period, you would make up his savings 
to £50 for the benefit of the dependants. 
In other words, each year that passes 
reduces your liability. 


No Trouble in Handling The 
Securities 


All certificates are held by the G.P.O. 
on behalf of you and your staff. This 
plan not only relieves your firm of the 
responsibility, but provides a check on 
your contributions, because no encash- 
ments can be made without your 
knowledge. 


Another important point is that your 
staff can be transferred to another 
branch of your firm or can leave your 
employ and enter that of another firm 
which also uses the provident scheme. 
The move does not mean loss of 
savings. 


This Advice and Help is Free 
Of Charge 


An important feature is the advice 
and help given free of charge by the 
National Savings Committee to em- 
ployers thinking of using a provident 
scheme. 

The Committee will arrange for one 
of its representatives to come and have 
a talk with you at your factory or office. 
He will be able to size up your needs 
and make suggestions accordingly so 
that you get, in effect, individual advice 
and treatment. Further, the Com- 
mittee’s service includes the drawing up 
of schemes, complete in detail, based 
upon the findings of the representative. 
In addition, material for the accounting 
side of the scheme is supplied free, and 
a speaker to address your staff on what 
is being done is also provided. Lastly, 
the Committee's staff is always ready to 
give you advice and help once you have 
the scheme running. 












Cox G& Co tin awis 


Counting House, 
Odhams Press Ltd. 
(Architects: 
Messrs. Yates, 
Cook & Darby- 
shire.) Only thirty 
bulbs are used in 
the entire lighting 
installation 


LIGHTING 
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that pays dividends 


Do you regard your lighting costs as an 
inevitable and irreducible overhead ? Have 
you paused to consider whether you are re- 
ceiving full value for money ? 


The big advance in lighting, referred to 
by Mr. H. W. P. Cooper in the December 
issue of this Journal, compels serious 
thought. Apart from big economies in 
lamps, current and maintenance, there 
are other aspects—the reduction of error 
and wastage in offices and works, avoid- 
ance of the injury often inflicted upon 
the human eye by inadequately diffused 
light and varying intensities, and the 


elimination of fatigue and minor ills which 
interrupt the smooth flow of business. 


Striking instances can be quoted where 
the adoption of G. V. D. lighting has 
been accompanied by substantial cuts 
in lighting bills and vastly improved 
conditions. World-famous firms are 
proving G. V. D. lighting to be a profit- 
able investment. A number of leading 
architects have specified it. 


An investigation of your present lighting 
installations may reveal interesting 
possibilities. You are cordially invited 
to ask G. V. D. for a technical report. 


Please ask for literature. 


G-V-D 
ILLUMINATORS LTD. . 


ALDWYCH HOUSE, ALDWYCH, LONDON, W.C.2 
Telephone : Holborn 7277-8 


PATENT NESTING 
CHAIRS FOR SPACE 
ECONOMY 


(PATENT No. 344159) 


Please send for catalogue 
(Ref. B.) showing our com- 
plete range of tubular steel 
furniture for all purposes. 
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* This 

Little Pig Found 
‘a Market 





How a Branded Lard 


was Launched 


packet is making an interesting 

chapter in the history of cooking 
products. It is a pig that has given its 
name to a hitherto comparatively little- 
known product—Curly Tail lard, manu- 
factured by N. Kilvert & Son, Ltd., 
Manchester, who have been making 
lard for more than 100 years. 

It was only a year ago that the 
modest, curly-tailed pig made its 
appearance on a market that is even 
now beset with difficulties. And there 
is no doubt that the pig and its manu- 
facturers were awed at the fierce com- 
petition from branded cooking fats. 


l NVO 4 CI N G ' Kilvert’s, however, had arguments 
which, they believed, backed with effi- 
a a f or h ours on en d P cient marketing and advertising, would 


sell their product. These arguments 

: i were that, just as the public had been 

Jet the work is not tedious, and at the end the operator persuaded by advertising propaganda to 

is just as fresh as at the beginning of the task. use branded cooking fats, so could they 

The stationery in the machine is PRIMUS Continuous be wooed by equally persuasive argu 

ments into buying a branded lard. 

Stationery. The first step in following up this 

argument was to dress up the lard in 

It makes for smooth operation, cutting out fatigue and a distinctive bine packet a 

: ee ; pink, curly-tailed pig, and to persuade 

irritability of temper; it saves time as much as 30% on retailers that here was a lard that 
tasks such as billing, invoicing, typing works orders, etc. offered itself to window display. 

But to months showed that some- 

° ; thing more than these arguments was 

stationery best suited for them—PRIMUS. lard. Lard packed similarly to butter, 

thus saving the manufacturer packing 

costs, and branded cooking fats were 

. e too firmly established with the stockists 

> rm L | m ited to make them change their minds. And 

grocers were the obvious retailers to 

approach, as opinion among butchers 


QU EEN ELIZABETH SE LONDON, S.E. | was divided as to whether they should 


sell a product which in many cases 


; CURLY-TAILED pig on a blue 














Telephone: HOP 0204/5 meant competing against their own 
interests. 
QU ESTIO e Why do more and ANS e They produce first- 
e More users of type- WER: class results for a 
writers change to | longer period, and 
RIKARBON (Superfine) the used spools are returnable 


under a special scheme. 















writer Ribbon spools each time you 
fit a new ribbon? 





a ry EE NY PES ee [LAS OR EN ES, Oe R WALU ESED ae y 


Please send Free Name 
Coupon Booklet giving ee Fee 
full particulars of your Typewriter Address 
Ribbons and quote us your special rates 


for the supply of......... PACMAG DELSON Boats a E aeai a 


R } K A R B O N 28 VICTORIA ST., S.W. I. VIC. 9488 


The task of marketing and advertis- 
ing this product was a short time ago 
given to a firm of sales promotion ex- 
perts on a long-term contract. 

Deciding that the prime task was to 
persuade the stockists to, accept the 
lard, an advertising campaign was car- 
ried out in the Midlands shortly before 
Christmas. While salesmen were busy 
increasing the number of stockists, a 
number which previously had been dis- 
appointingly low, advertisements on 
“Better Cooking for Christmas’’ lines 
were placed in the leading Midland 
newspapers. 

The campaign has been remarkably 
successful. Kilvert’s claim that this 
advertising has influenced both retailers 
and the public and that a high percent- 
age increase in orders has been obtained. 
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' Almost 
“Free Sample” Offer 
Sells More Wines 


NTERPRISE that has already 
Esot over” in a trade where any 
departure from tried and proven 
methods is generally avoided has been 
shown by the Emu Wine Co., Ltd. 








Shannon One Line Records provide 
two distinct methods of handling fata— 
Transparent Tube Equipment and Viso- 
line Equipment. 


TRANSPARENT TUBE EQUIPMENT is 
unique—the information is typed on 
perforated sheets which are separated 
along the perforations and slipped into 
flat transparent tubes. These tubes are 
then placed in steel frames, and the 
result is a first-class index system ready 
for any business emergency. 


VISOLINE EQUIPMENT is composed 
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FACTS — ina 


> matter of seconds 


. No irritating delays—no loss of precious minutes 
—the facts are before you, visible at a glance. That is 
what SHANNON VISIBLE EQUIPMENT will do for you— 
it puts your systematic recording on a profit-making basis 
and rapidly becomes an indispensable part of your organ- 
isation. Just imagine how valuable this lightning reference 
would be in your particular business—those credit 
and mailing lists and price records; how easily and 
simple could this information be at your finger tips in a 
matter of seconds. Investigate Shannon one line records 
to-day—full particulars are awaiting your request. Or 
perhaps our experts can demonstrate them to you at 
one of our branches ? 


OETI UTETE ttt 


They adopted a new method of selling 
wines, based on the age-old principle of 
“Test and try before you buy” 
through which—with encouraging sup- 
port from traders—the man-in-the- 
street and the housewife have been able 
to judge wines without undergoing any 
exorbitant expenditure. 

The scheme featured an offer to the 
public of a cabinet of eight quarter- 
bottles containing different styles of 
Australian wines. Although the actual 
value of the cabinet was Ios. 6d., the 
consumer was asked to send only 5s., 
a nominal amount which barely covered 
the cost of duty, packing, and carriage 
and which thus made the wine itself, 
virtually, a free offer. If within eight 
weeks the recipient forwarded to the 
company his dealer’s receipts for the 
purchase of a dozen bottles of Emu 


wines then the 5s. was refunded. 
Betilers were quick to malise the IMPERIAL HOUSE, 15-17-19 KINGSWAY, W.C.2 


sa perfect trio 


MADE IN ENGLAND 
SEE THEM 
DEMONSTRATED AT 


“VELOS CROWN” 


MODEL B 


of thin wood strips covered with coloured 
paper. After typing, the strips are separ- 
ated and placed directly in steel frames. 
Both methods allow of effective signalling 
either of temporary or permanent infor- 
mation by means of coloured transparent 
tubes or signals. 





BOTH THESE METHODS ARE A 
DEFINITE ADVANCEMENT IN RE- 
CORDING EQUIPMENT . . . AND 
THE SIMPLICITY OF OPERATION 
MUST ENHANCE THEIR VALUE 
TO ALL WHO REQUIRE A SYSTEM 
THAT IS AS RELIABLE AS IT IS 
UP-TO-DATE. 














BIRMINGHAM, BRISTOL, LIVER- 

POOL, MANCHESTER, NEWCASTLE- 

ON-TYWE, GLASGOW, CAIRO 
(EGYPT) 












“VELOS CROWN” 


MODEL C 


STAPLING MACHINE 
Capacity 210 Staples 


BUILT FOR HARD WEAR 












ea 
Retail 22/6 Capacity 100 Staples 15 TO 26 FEBRUARY 
STAPLES Complete with Paper Guide OLYMPIA G WHITE CITY- CONOGN 
VELOS CROWN C 5/6 Retai! 15/- | RAR AR 
Box of 5000 : 


“VELOS”! No. 323/c 
Chromium Plated 


Retail 6/6 





STAND B. 312 
GUARANTEED 


FRANK PITCHFORD & Co. Ltd., LONDON, E.C.| 
“VELOS” HOUSE, WELL ST. 
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Phone: NAT. 0055 (5 lines) 


Please mention * Business” 








“the proprietors of Em 


-wines have a nation-wide ‘distri mti 


|| grocers and chemists, part of their plan 
| of campaign consisted of a direct mail — 
| approach to potential customers in no 
|| fewer than 12 areas. : ya 
| This local concentration naturally 
| had a personal touch which constituted 
| a tangible demonstration that the Emu 
proprietors were not content merely 
with successful sales to stockists. In 
effect, they would endeavour to put the 
goods on the retailer's shelf and bring 
in the consumer to take them off. 

Among the thousands of customers 
obtained in this way, we understand, 
were titled people, landed gentry, mem- 
bers of the professional classes—men 
| and women in practically every social 
grade, in fact. 

Press advertising followed the direct 
mail plan, and from mid-September 
| until Christmas, 1936, regular large 
spaces appeared in the national news- 
papers. 

Wine merchants invariably experi- 
ence a lull in trade after Christmas, 
and for that reason there is now an 
interval in the campaign. We under- 
stand, however, that results have been 
far better than ever expected, and 
plans are in hand for an even more 
ambitious programme this year. The 
next campaign will have a close associ- 
ation with the Coronation and Empire 
Day. 


HAVE YOU CONSIDERED 
i A TEST CAMPAIGN 
“IN THE EAST RIDING? 


HULL 
DAILY MAIL 


and HULL TIMES (we) 









MARKETING FACTS & FIGURES BOOKLET 
giving exhaustive data regarding the Hull area 
FREE on application to = 
JOHN COOPE, Advertisement Director 
Northcliffe Newspapers Group Limited 

Carmelite House, London, E.C.4. Phone Cen. 6000 
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IDEAS, 
DRAWINGS, O 


LEAFLETS, FOLDERS N ULME district, Manchester, is being 


ACHIRE OWCARDE cleared for rebuilding schemes. Four 
BROCHURES, SHOWCARDS sites for factories have already been. sold 












through wine merchants, licensed 


LABELS, PACKAGES | to: (1) rubber manufacturers, (2). mail- K 


ORREN | order firm; (3) paper cutting and binding 
ies M UMA Sika IkM | company; (4) engineering department of 
ILLUSTRATIONS FOR P.O. Other light industries to be located 


in area. 
ADVERTISING 5 
















Wrire or phone 
for Tariff No. 2 


CRICHTON 
STUDIOS LTD. , 


; : Chancer i Lane, W.C.2. Phone: Hol, 8406 ie” 


MPIRE as well as home firms are now 
applying for space at the 1938 Empire 
Exhibition to be held at Glasgow. The 
Guarantee Fund is now. about £600,000. 
Plans and lay-out of the site have been 
prepared. „ Work is starting immediately. 








in’ Looseleaf Book Record- 
ystem is above ali things quick. 







entries are in sequence. 
ean be added where and 
de. - 


Sconomical in initial cost and 
British made throughout. 
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ves can be ruled to your special sy iar oak 
If you desire information from the Editor or from Advertisers 


g—but first test the “Robin” 
a stock ruling as below. 
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To BUSINESS Service Department, Whitefriars House, Tallis Street, E.C.4. 

Please send, without obligation, more information in connection with advertise- 
ment for advertisements) in the February, 1937. issue of BUSINESS 
numbered below. | > - a 
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Have you had a copy? if not, write 

nearest Branch and ask to be pul on the 
Mailing List. Packed full of information on wi 
problems, the “A.M. News" is weil-warth reading 
free to business executives. 


29. KINGSWAY. LONDON. W.C.2. Les er, — 
ara " x E 5 Uae inate ANES eS : ey eRe 
‘Phone: Temy ‘a Be 5 o & See" ; - es oe 


aye 
awed, 1.23 
ber at Manchesed, Bomingham, koeh, Leempoul, Brawl, 


Newco beiebucys, CRaqow, Bela Romeghwn, Pubis. 
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Art Metal Visible Systems are a 
product of the Art Metal Con- 
struction Company, well-known 
manufacturers of Steel Office 
Furniture. 


ITH ART METAL Visible Systems every fact and figure 
is immediately available. No valuable time is lost 
looking for information which should always be at hand, 


no trouble caused by misfiled records. 






e 


A FEW OF THE OUTSTANDING ADVANTAGES 
OF ART METAL VISIELE SYSTEMS 


l. Cards have four sides (all visible), giving double the area of 
an ordinary single card. 


2. Cards posted and referred to without removal from the 
eq@ipment. 


3. New cards added or old ones removed without disturbing 
other records. 


4. Spring-wire card-holders give perfect alignment of visible edges. 





r Fill in the coupon below for sample records 
of any of the following systems :— 


Accounts Inventory Production 
Advertising Ledger Prospect 
Costing Medical Purchase 

Credit Order Sales 

Customers Personnel Sales Promotion 
Distribution Price list Stock 

Hire Purchase ; Telephone index 
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Steel Books forma visible system 

in its handiest form. They are 

light enough to carry about and 

the records cannot fall cut. New 

records easi'y added or old ones 

removed without disturbing 
other records. 


Drawer cabinets 
recommended 
for jarge intalla- 
tions. Drawers 
may be removed 
but cannot acci- 
dentally slip 
from cabinets. 


Reference Panels 
for telephone 
numbers, price 
lists, addresses, 
credit referen- 
ces ete, 





With the Art 
Metal Rapid 
Stack the left 
hand finds the 
record while the 
right hand holds 
the pen. 











E RSENS SORE eS 


To: ART METAL Visible Systems, 
201, Buckingham Palace Road, London, $.W.| 


Please send catalogue P-60 and sample cards for .................. system 
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Cost-Cutting Equipment 


Cheap Money Brings Unprecedente 


i 


T is a great fallacy to regard money 
[expences on labour and cost-saving 
equipment as being money spent. 

You do not talk of ‘‘spending money”’ 
when you buy Government stock. It is 
an investment which brings you a re- 
turn. Labour-saving equipment, wisely 
chosen, is equally an investment, with 
the important difference that it brings 
you a very much better profit on your 
money. 

Money is so cheap to-day that the 
. real cost of labour-saving machinery is 
less than ever it was and to profit 
on it correspondingly greater. With 
ample capital available at low rates 
for investment, the business man has 
to-day an unusually favourable oppor- 
tunity of modernizing his equipment 
and bringing it thoroughly up to 
date. 

“What will it cost?’’ is usually the 
first question asked on the matter of 
office equipment. The real question is 
“What will it save?” If the saving is 
big enough the question of cost does not 
arise because the necessary capital can 
be secured at a price which will enable 
you to make a handsome profit on the 
new machine. 

That is why the efficient business 
executive always hesitates to say that 
he ‘‘cannot afford’’ to install labour- 
saving machinery. What he really 
means is: “I am not satisfied that the 
machine will show me such a profit that 
I am justified in sinking in it the capital 
required.”’ 

That is a very different attitude, and 
it is absolutely justified and correct. 
He has to be convinced, before he puts 
down the money, that he will save 
enough to give an adequate return. He 
demands proof. r 

So far as The Dictaphone is con- 
cerned, proof, absolute and convincing, 
` is at the disposal .of every business 
executive. The Free Office Survey of 
The Dictaphone Company will give him 
detailed particulars of production and 
costs before and after Dictaphones are 
installed. Those figures he can check 
for himself in any way he chooses, and 
on the basis of those figures he can 
decide, after an adequate test, whether 
the convenience and economy of The 
Dictaphone system justify the installa- 
tion of The Dictaphone. 





% ALSO get particulars of the new 


- DICTAPHONE TELECORD 


It records telephone conversations and 


= conferences 
5 8 


-s 
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There is no mystery or magic 
about this—no ‘‘catch’’ to trap 
the unwary. It is ‘‘common 
form’’ with The Dictaphone Co. 
Such surveys have been made in 
hundreds of offices all over the 
world, and, practically invari- 
ably, they show that The Dicta- 
phone will greatly increase out- 
put, reduce costs and promote 
greater efficiency in any office 
in which it is introduced. 


Every advantage The Dictg- 
phone offers springs from the 
basic fact that it enables prin- 
cipals and executives to get 
through their work faster. That 
is the peg on which all Dicta- 
phone economy hangs. 

Instant dictation facility at 
any moment is the key to the 
whole problem. 


The executive who uses The 
Dictaphone “‘talks’’ to it just as 
he would to his Secretary. He 
dictates his letters and memo- 
randa, gives all necessary in- 
structions, notes all telephone 
calls and interviews, sends mes- 
sages to his staff as required. 
And, because The Dictaphone 
is always instantly available, all 
these things are done immediately the 
need arises. 

No longer is there any need to call 
the Secretary for every scrap of dicta- 
tion. Brief messages can be safely 
committed to The Dictaphone in less 
time than it would take the Secretary 
to get up from her chair and walk into 
the room. Longer messages or letters 
can be dictated faster than the short- 
hand-writer could take them down and 
can be far more rapidly and accurately 
transcribed. While dictation is in pro- 
gress the Secretary is going on with 
useful work—not sitting waiting for 
dictation or writing entirely superfluous 
shorthand. 

You are not asked to take all this 
for granted. Test it for yourself. Find 
out (free of cost) how The Dictaphone 
will suit you, how it will fit into your 
work, whether it will, in fact, increase 
your own productive capacity and 
speed up your office output generally. 
Unless The Dictaphone Company can 
satisfy you on all points you will not 
even be asked, much less pressed, to 
buy. Why? Because a Dictaphone 
installation that does not show a profit 
in time, convenience and economy 
would be the wors 
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By Thomas Dixon 





Make up your mind to imestigate 
The Dictaphone. Send the coupon 
to-day and let us show you a real 
investment. 


POST THIS COUPON NOW 


THE DICTAPHONE CO., LTD. (Dept. H.) 
Kingsway House, Kingsway, 
London, W.C.2 


Please send free book ‘‘What's an Office any- 
way? to 


OAPI Si cesses. saan 


PARED ROD 9 55 625 SE 


“see e ee eeewaee 
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THE DICTAPHONE CO., LTD. 


(Thomas Dixon - Managing Director) 
Telephone : Holborn 416!-2-3-4 


KINGSWAY HOUSE, 
KINGSWAY, LONDON, W.C.2. 
And at Manchester, Birmingham, Glasgow, 


Liverpool, Leeds, Bristol, Newcastle-on-Tyne, 
Dublin, Belfast. 





Over 260,000 Dictaphones 
Are in Daily Use 
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Make your office 
the nerve centre 


The modern business organisation is a delicate 
and sensitive machine—and cannot be run with 
ponderous out-of-date devices. Install the Ericsson 
Loudspeaker Telephone System and your office 
desk becomes the nerve centre of your business. 
Orders, queries, opinions, advice, pass swiftly 
from key-man to key-man. One man—or fifteen— 
you can ‘‘get them together” in a second on your 
Ericsson Master Station. 


Here are the advantages: 


1 Get through instantly to any 4 
* department without dialling, . 
calling a switchboard, holding an 
earpiece, or speaking into a mouth- 
piece, 5. 
Hear replies ALOUD — 
* keeping hands free. 
Right - of - way over 
* conversations. 


Hold a conference without 
any executive out of his de- 
partment, 


If necessary loud speaker can 
be switched off so that only 
you hear replies. 


other 6. FULL SECRECY. 


Can you afford to 
be without these 
unique conveni- 
ences and advan- 
tages? Why not get 
in touch with us? 
Ask for particu- 
lars of our mod- 
erate RENTAL 
MAINTE NANCE 
or make an ap- 
pointment for free 
demonstration AT 
YOUR ADDRESS 


MASTER STATION 





Ericsson Telephones Ltd., 67-73 Kingsway, London, W.C.2 


Tel.: HOLborn 3271-2-3 






LOUD-SPEAKING 
INTER-COMMUNICATION 
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Read this remarkable letter 
_ from an Employer who dis- 
N covered the “LITESOME” 





“I am 50. 
I am on the job from 8 in the morning till 9 

Every week I address two or three 

Each week-end I dig in my garden. 


I work and play as hard as most 
men. 
or 10 at night. 
meetings. 


“Three months ago I realized that my natur- 
ally strong constitution was being undermined. I 
began to boost myself up with tonics which, effec- 
tive temporarily, resulted in reaction when discon- 
tinued. Then I found the ‘Litesome’, a garment 
with all the advantages of the old-fashioned jock- 
strap and the new athletic shorts, plus the amazing 
facility of rejuvenating a middle-aged man and 
vestoring the vigour of youth. It is no exaggera- 
tion to say that to-day I am as fresh and vigorous 
as a man of 30. 


“Three weeks ago I made an experiment. I 
stopped wearing a hernia truss which for many 
years had been essential. I do not suggest that the 
‘Litesome’ will cure rupture. I only know that in 
my case I have been able to discard without ill 
effects an article which has always been an encum- 
brance. Out of gratitude I make this voluntary 
testimony. Every business man who feels the 
strain of work and play should get a ‘Litesome’ 
and put it on with the same regularity as he puts 
on his socks.” 


The essential principal of the ‘‘Litesome”’ 
Supporter-Belt is to give support where support is 
needed. It controls and re-energises the delicate 
muscles of the lower abdomen, embraces and 
uplifts the vital organs, prevents tendency to 
rupture, varicocele and prostate gland, and 
produces the beneficial effects described by our 
correspondent. Soft in texture, light in weight, 
hygienic, washable, durable, reversible. 


MAYFAIR move 10/6 


Super quality material. 


DE LUXE Movex 4/6 


For maximum comfort 
and convenience have 
one in wear and one in 
the wash. From good & 

outfitters, chemists and upp 
sports shops, or direct. 

Postage 3d. extra; 
Overseas 6d. 
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FOR CONSTANT WEAR BY EVERY MAN 





|= FRED A. HURTLEY, Ltd., I7 Victoria Park Mills, KEIGH LEY | 
| Please send one/two Litesome Supporter-Belts. | 
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Relation of performance. 
How the department or the ma 
Where and when overtime is n 
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NON-STOP TYPING! 4 
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HE preparation of a set of multiple forms for typing 
involves considerable waste of time through the inter- 
leaving of carbon paper and alignment of such forms. 


This unproductive operation is entirely eliminated by 
using the EGRY SPEED-FEED Attachment and Continuous 
Stationery. The carbon sheets are automatically fed into 
each set of forms and withdrawn after typing, thus 
enabling the operator to spend more time in actual 
typing and achieve a considerably greater output with 
more convenience and less effort. s - lo Aes 


The Speed-Feed can be unhooked at a 
moment’s notice, thus allowing the type- 
writer to be used for ordinary purposes at 
any time, and by an ingenious method of 
compensation involves no strain whatever 
on the typewriter. 


Ask also for details of the 
EGRY MANIFOLDING REGISTER 





which can be applied in a variety of ways 


for dealing with hand-written records WARPLE WAY, ACTON, LONDON, W.3 


requiring carbon copies. Telephones: Telegrams : 
SHEPHERDS BUSH 3377 (3 lines). EGRYCOMPAK, EALUX, LONDON 








@ Write or phone to-day to Rotaprint 
for full particulars of this modern and 
efficient way of halving your printing bill 





57a HOLBORN VIADUCT, LONDON, E.C.|! 
And in all the Principal Towns. 
TELEPHONE : CENTRAL 5655 (5 lines) 
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VENTEX AIR FILTER 


cleans the alr te the point of sterilization 


All Problems of AIR PURIFICATION 
DEODORIZATION, eteo solved by 
OZONAIR APPARATUS 


OZONAIR LIMI? 


‘OZONAIR HOUSE, ‘ST. ‘LEONARD 
i Te elegrams : í Ozonair, Sowest, London i | l 











eas! | c eS? 
TO WAV AGERN AV) DIRECTORY OF COMPANIES 






elematic keeps you (and all your executives) in the 


closest possible touch with your entire organisation 
By merely flicking a key, information can be obtained instantly—instructions 
flashed to any department. Telematic saves everybody’s time all day long. 
Is one certain way of introducing increased efficiency. For a small quarterly 
rental, a system exactly suited to your requirements can be installed and 
maintained. y Send for the Telematic Booklet. 


TELEMATI 


Telephone Rentals Limited Wo © - 
FOR EFFICIENT CONTROL Ra) 





Yk sEND FOR YOUR COPY OF THE TELEMATIC BOOKLET. Please telephone | 
' for a copy or attach this slip to your letter heading and post tojTelephone | 
l Rentals, Ltd., Horseferry House, Westminster, S.W .1. Telephone: Victoria 8681 


I Those erecting new premises or modernising flats, offices, factories, etc., should ' 
l consult their Architect regarding the advantages of the Telematic System. i ; 
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The name “‘Telematic” and the Trademark “The Slave of the Dial” are the Registered property of TELEPHONE RENTALS, LTD., 
HORSEFERRY HOUSE, WESTMINSTER, S.W.1. Telephone: Victoria 8681. Controlling subsidiary Companies (Installing and 
Service) in London, Glasgow, Newcastle, Leeds, Sheffield, Manchester, Liverpool, Birmingham, Bristol, Cardiff, Belfast and Dublin 
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MANAGEMENT CONTROL POLICY 


The Month’s NEWS in 





Boom Bugbear Now 
Menaces Business ? 


ALKS with two dozen executives 

of firms in the North, Midlands, 

Bristol and London areas reveal 
business generally apprehensive of the 
armaments programme. Doubting man- 
agement, voicing “‘inflation’’, ‘‘boom’’, 
“slump’’, ‘‘fever’’, ‘‘uneconomic’’, and 
similar fears as aftermath of the 
£1,500,000,000 spending does, however, 
see some compensating bright aspects. 

We find four factors crystallize man- 
agement’s view of dangers to be faced: 
(1) suction of savings and investing 
money into non-reproductive govern- 
ment arms works; (2) competition from 
all governments, ours included, for 
most raw materials; (3) competition 
from our state executives for skilled 
labour; (4) rising production, wage and 
other costs resulting from (1), (2), (3) 
factors stated. 

Turning to bright aspects, board- 
rooms see: (a) big expansion of home 
markets; (b) higher selling prices to 
cover increased costs; (c) chance to plan 
confidently for five years ahead and to 
prepare against the dangers of sixth 
year and onwards. 


O 


Says Consolidate 
The Good Times 


Bo listen to the aggressive, optimis- 
tic philosophy of the head of a 
famous pottery works. Very different 
tone, this: 

‘‘Business men,’’ he says, ‘‘are think- 
ing too much in terms of ‘booms’ and 
‘depressions’ and not enough about con- 
solidating a state of normality with 
steady progress as a natural, permanent 
state. 

“Lately the City has been discussing 
a series of articles by J. M. Keynes, 
eminent economist, dealing with the 
present prosperity and how to avoid a 
depression. A similar line has also been 
published by the heads of the big 
banks. 

‘‘Why,” said this executive, ‘‘such 
constant fear of depression; why the 
everlasting bogey of ‘what goes up must 
inevitably come down’? What goes up 
does not necessarily slump back again: 
if it did, the world would not have 
progressed. 

‘Too many business men are still 
mentally attuned to fear; the spectre of 
the exceptional lean years now past still 
keep them awake o’ nights. 
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Management Trends ... 


Gathered From Personal Interviews 


By The 


Fia three years now,” he con- 
tinued, “‘the world has become 
more and more productive łn every 
direction. Absorptive capacity is on 
the up-grade. We are in a tide of 
prosperity that could well be stabilized 
as a normal condition. 

“But because of those past lean 
years, we find ourselves short of skilled 
labour. Industry couldn’t then take on 
and train the youngsters. So that other 
bogey, ‘over-production’, is now shown 
to be a myth; we can’t even keep pace 
with the consumer demand that exists 
and is still developing.”’ 


O 


Overseas Buyers 
Turned Away 


N the shortage of skilled labour lies 

a danger to our export markets. 
Australian and Canadian government 
contracts for aeroplanes have gone to 
the U.S.A. Our own manufacturers are 
so full up with arms contracts that we 
cannot take orders from abroad. Skilled 
men, too, are moving to these govern- 
ment-working factories and are leaving 
many ordinary industries badly short 





Big Business is 


Editors 


of hands, so that overseas buyers of 
normal goods, too, are neglected. 

“The foreigners are encroaching on 
these forsaken territories which our 
business men of the last century 
pioneered,” remarked a London shipper. 
Firms at home here who can develop 
and supply their export territories must 
therefore concentrate on this angle with 
every force at their command. 


O 


Financial Forethought 
Needed NOW—Not Later 


EARER money must follow Chan- 

cellor’s call for vast sums. Issues 
arising from this situation are extensive, 
worrying for business. 

We found general agreement of finan- 
cial policy on these lines: Need to 
guard against undue factory and plant 
expansion merely because of immediate 
market possibilities; full provisions for 
depreciation to be made; substantial 
sums to be placed in reserve fund; 
investments to be kept to gilt-edged 
class. 

A Leeds clothing manufacturer 
summed up the case this way: “ʻI think 


Building up 


=- 


= : 
= a> m 


ae = z» 


Increasing Taxation, legal restrictions and road congestion are leading more and more 
motorists to the thousands of miles of fine open waterways that Britain possesses. 


Speed boats and family cruisers represent definitely a coming industry. 


They are not 


replacing private cars but are rapidly supplementing them. This Summer may see the 
start of a small boom. 
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we're in for a spell of inflation. Sales 
will go up quickly and there will be 
every inducement to expand, especi- 
ally if you’re doing government work, 
as I am. We’ll have two markets: the 
official and the civilian. But before I 
make any important move, certainly 
before I consider extending factory or 
plant, I’m having outside financial 
experts to go over the whole financial 
structure of my business with a tooth- 
comb. I shall plan my immediate and 
my long-term policy on their findings 
and advice.’’ 


O 


Long View is Short- 
Cut to Profits 


N North London we met an astute 

managing director who long ago 
abandoned hand-to-mouth working, 
short-term thinking. He foresaw short- 
age, rising prices of raw materials, 
bought a long way ahead and, better 
still, listed every possible source of 
supply. To-day, with his plant work- 
ing full out, he has raw stocks for many 
months ahead. 

This same executive looked to his 
labour reserve two years ago. Business 
was just picking up then, skilled labour 
was plentiful but too expensive. He 
employed youths, trained them. Now 
they’ve ripened into skilled workers, 
high wage earners, at the critical time. 


O 


Same Policy Puts Engineer 
Two Jumps Ahead 


IKEWISE a long-sighted view from 

the head of a firm making pneu- 
matic machinery. Certainly his works 
is behind schedule—he has great pres- 
sure of orders in connection with 
vacuum-operated brakes for heavy 
vehicles and certain types of gun gear 
—but he is not pressing his production 
managers so much as his experimental 
and research men. He is pressing them 
for more improvements, fresh ideas, 
new and better products. 

The immediate present this executive 
is willing to wave aside. ‘‘We’ll catch 
up all right,” he said, “‘but I’m pre- 
paring for the time when we shall have 
caught up. That’ll be the time to 
introduce certain new and valuable 
developments we have in hand.”’ 


O 


HAT was a shrewd and sound 
management point of view. That 
man looked beyond the day-to-day 
profits that were more or less assured 
and was preparing new sources of profits 
to be ready and waiting to replace the 
old the moment they became worked 
into a state of equilibrium between 
supply and demand. What a difference 
between that and the usual com- 
placency till urgent need of new pro- 
ducts and new ideas compels the 
necessary action to create them. 
“I cease to be interested in our lines 
directly orders for them start coming 
in,” this man told us. It was a bit of 


an exaggeration, of course, but with a 
look-ahead mind like his at the top, a 
business can never die or go stale. 


O 

OTE this important point: the 

board of the above firm have, in 
their experimental department, a num- 
ber of up-and-coming young men who 
are understudying the chief. The con- 
trolling interests have the vision to 
understand that a top man having a 
progressive, engineering brain with a 
marketing sense is the life-blood of the 
business. They are planning for the 
future accordingly. 


O 


Water with Milk 
Will Fill the Pot 


HERE’S no doubt that labour 

problems will be key snag in 
coming year or so. Business leaders 
we've contacted view gloomily the 
outlook, yet admit T.U.’s agreement 
to labour dilution will be a substan- 
tial help. Five-year industrial peace 
arrangements, too, lift heavy loads from 
management’s mind. 

Speaking with Lancs. and North- 
umberland ‘‘heavy’’ manufacturers, we 
confirmed impressions that skilled men 
are starting to return north. Now 
there’s work in home areas, natural ties 
make strong calls. Hence, there's some 
trained labour still to be found, mostly 
men who were forced into other work 
and districts by depression. 

Several manufacturers tell us they 
have worked on this knowledge with 
success. ‘‘My scheme,’’ said one in 
Liverpool, ‘‘has been to ask present 
members of the staff to write, recalling 
for secure jobs such men and women 
they know who were skilled workers, 
but left the district to find work else- 
where.’’ 

By this means the manufacturer has 
added two score skilled workers to his 
staff. 


O 
Skilled Hands Not 
Leaving Car Industry 


UST a note commenting on wide- 
spread opinion that the motor trade 
is suffering from filtration of skilled 
men into government-working aircraft 
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firms: The aircraft industry, though 
expanding at such pressure, is not 
drawing skilled workers from the car 
industry. An official of the Society of 
Motor Manufacturers and Traders told 
us that the*two kinds of work are so 
distinct that there is practically no 
interchange of highly skilled labour. 


O 


New Factory Bill Will 
Force Small Man’s Hand 


ORKSHOPS classed as factories 

in the new Factories Bill will be 
subject to new regulations. This pro- 
vides problems a-plenty for the small 
manufacturer: provision of adequate 
lighting, temperature, drinking water, 
seating for women, clothes accommoda- 
tion, anti-dust precautions and 400 cu. 
ft. of space per employee, etc., will be 
demanded. 

These factors are more vital than the 
48-hour week and overtime regulation 
for women and young people. We 
discussed the problems with several 
executives of small firms, queried their 
course of action. 

Two lines of action were generally 
stated: (1) where buildings were adapt- 
able and costs economic, firms are plan- 
ning reconditioning; (2) where space is 
inadequate and building unsuitable, 
moves to small, completely serviced 
modern factories are planned. 

Several cases showed us the Bill’s 
interesting role of forcing management's 
hand. Examination of buildings, checks 
on plant layout, general equipment, 
facilities, and so on brought out true 
costs of operating in out-dated premises. 
Moves to modern, sectional-type fac- 
tories, built specially for small indus- 
tries, is effecting savings that wipe out 
moving costs in a few months. 


O 


Light up The Way 
To Bigger Output 


PECIFIC mention of lighting in the 

new Bill recalls to us conversations 
with two factory owners, one at Luton, 
the other at Gloucester. 

Maker of boxes, Luton, said: ‘‘The 
expense of my new lighting system has 
been saved twice over in seven months. 
I’m getting 8.4 per cent greater out- 
put. *..% 

Said Gloucester clothing manufac- 
turer: ‘“‘My light bill is less, effective 
illumination more, production up 12 
per cent since the works were relighted 
the modern way.” 

Far apart as Clydesdale and Plymouth 
Sound we’re finding executives instal- 
ling scientific lighting, registering note- 
worthy results. Yet under 40 per cent 
of U.K. firms have adequate foot- 
candles operating. 

Managements that are concerned with 
output, economy and welfare are finding 
fruitful fields for reorganization of the 
lighting in office, shop and factory. 
Experience stresses the need to put such 
work in qualified hands of trained 
illumination engineers. Cheap, local- 
plumber installations usually result in 
glare, heavier light bills and conditions 
bad as, or worse than, before. 

































































By CHRISTOPHER A. LEE 
| Managing Director 
Arthur H. Lee & Sons Ltd. 


© matter whether a business is 
N very large or of the small (25-100 

employees) type, one of the most 
important things to which the manage- 
ment must direct attention is the 
provision of future executives. 

In the very large concerns quite 
elaborate schemes for the selection and 
training of young men for executive 
positions can be drawn up and put into 
practice, but in smaller firms it is not 
generally possible to have training 
schemes of the same type. 

By going about the matter in a some- 
what different way, however, the 
smaller firm can adopt a plan that we 
ourselves have found to be thoroughly 
sound. 


ae: Vital: Specially where Technical 
a Work Concerned 


Our business, so far as concerns the 
number of employees, definitely comes 
. under the classification of a “small” 
.. manufacturing concern. Our actual 
-> volume of trade is large and world-wide, 
but because the products we manufac- 
ture (tapestries) are highly specialized 
- and directed only to the most exclusive 
~~ section of the world markets, we do not 
have to consider the question of a big 
- personnel or a mass-production plant. 

The very fact of our processes being 
_ so highly specialized and technical, 
¿ however, makes it more necessary than 
- ever that we should be provided always 
with a reserve supply of young men 
“fully competent to fill executive 
positions. 
-Quite apart from our personal wish to 
nsure always that our promotions to 
higher positions be made from the 
s of our own staff who have 
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from outside, at 





is loyally, we have to face the - 
hat it would be practically 


man sufficiently 


experienced in our particular tech- 
nique to become a successful execu- 


tive right away. The necessary period 


of “settling down’’, which such a man 
would naturally require, would alto- 
gether disorganize such a small and 
specialized business as ours. 

When we first considered our plan 
for a management, or control, beard, 
we had in mind not only a means 
of finding and training executive 
material among our own rank and 


: file but a means also of solving that 


most difficult problem: the introduc- 
tion into the business of sons of the 
proprietors. 


This is How The Board 


Works 

Before going farther into this latter 
point I will first of all say something 
about the idea of the control board 
itself. | 

Obviously, to train a man for future 
executive work he must be initiated into 
practical executive experience. Our 
control board was, therefore, set up to 
run, as it were, in parallel with the 
actual governing executives, my brother 
and myself. 

This board 


consists of a small 


number of men, carefully selected from ` 


the various departments as people 
likely to develop into skilled managers. 

As a board it meets once a month, 
under the guidance of myself and/or 
my co-directors, and considers the 
really practical matters on the policy 
side of the business. 

The members are given, for instance, 
the audited monthly balance sheets of 
the company and thus are faced with 
the clear facts of a producing company. 
They are introduced to the problems of 
costs as related to revenue. From there 
they go on to policies of controlling 
these factors and of planning intelli- 
gently all the activities of the company. 


‘In addition this plan solves another | x 
ducing the proprietors’ sons | 


strong tendency for th 






In addition, they are 1 
with the more day to. 
the works and the offic 
handling a particularly 
of planning shop lay-ou 
labour question: of s 
ies; improving genera 
points. 

At all these mectings 
take particular care f 
members of the contra: 
policy angle, the ese 
because, especially int 
appointed members, the 

































into the less pmportant f 
of a matter or a situatic 
Another important pra 
in order to inculcate a ser 
bility in the executive t 
the directors, before ever e 
opinion of their own, iInvariadly 
age the juniors frst to put forwa 
own views and suggestions 
freely. 


















they mentally marssal 
whether they can siese 
essential points of a 8 
develop them logically we 
ing involved in irrelevant 





ant of All 
Men rising from the i 
shown this broader vi 
longer range but spt 
that an executive m 
to be successful. This 
most important factors. ¢ 
It is quite easy to : 
in picking Gut a man to i 
tive work. The dite 
may be captured by a man wi 


The ‘Broad View i AM 

































ter months of trial and with 
ry assistance, to adapt his mind to 
ues of policy or the management of 
t He still preserves the too- 
tailed outlook, the inability to break 
ay from narrow routine. 
such a man may be infinitely valu- 
i Ta course; but not in a managerial 
city. -He might—probably would 
uke an excellent charge-hand over 
ited section of his own department. 
Pt to the E to make the 


“This Time-Limit Cuts Out 
_ AH Jealousy 


he danger of some control boards is 
jealousy against those employees 
ted. to serve on it may be aroused 
ong those not picked out for this 
nection. In an attempt to avoid 
<a difficulty we limit the length of 
ibership of the board to a maximum 
three years. 
Members who really show no promise 
ultimate proficiency can, of course, 
¿asked to retire at any time before 
he expiry of that limit, but even the 
most successful member must give place 
o another nominee at the end of his 
hree years. This arrangement makes 
= it clear to. everybody on the staff that 
the appointment is not permanent and 
that all have an equal chance of selec- 
oo tion. 
K “While a a rupuloasiy careful selection 
= of members keeps the number down to 
 @ small handful there is actually no 
fixed” limit to the number. If, for 
rear instance, the board was virtually ‘‘full”’ 
zo with, say, five members this would not 
< mean that some young man, observed 
to be outstandingly eligible, would have 
to wait a long time for election to 
mbership. Even if none of the 
sting members could be retired to 
é room he would be elected to join 
iway. In actual practice it would 
bly work out that some members’ 
imit would soon arrive and that 
umber on the board would thus 
to normal. But the point I want 
is that merit is not hindered 
yf mere formality. 
























sition Carries No Extra 
-Distinctions 

k I ought to interject here that 
ship of our control board does 
y any rights, privileges, extra 
ation, authority or other dis- 
utside the board-room. It is 
medium of the management 
nding its goodwill to the 
pand for testing personnel for 
iotions. It is also a means, 














usy. 
onstrate their merit. 





> individual for. bei: 


h: uch a man worth while in this personal pre g 
a capacity and ‘sie well” ery 

re: the oral yet when he is 

{oto take the executive stand- 

he may be found quite unable, 


y open to all the staff, to 

- Membership 

e board, therefore, carries nothing _ 
: but the personal prestige en ijoyed i 







We, as the management,- hold 
strongly to the opinion thateno one fro 





the rank and file should be given a 
place on the board for any other reason. ` 
than that of sheer merit in an executive 
No employee should have a 


direction. 
say in the management of a concern 


simply because he represents the 
employees; that is not at all a construc- 
tive arrangement. Our trainee board 
has nothing whatever to do with works 
“politics” or ‘‘representation”’ 

Now I will mention the part it is 
planned that our board shall play in 
harmoniously introducing into the busi- 
ness the sons of my brother and myself. 

There must be, 
the country, many businesses like ours : 
family concerns where there are sons 
about to be introduced. The problem 
of initiating the sons of the proprietors 
is, Of course, an old one. Fifty years 


or so agoethe matter was generally seen © 


to by the “old man” in a pretty dog- 
matic sort of way. Often a son, more 
or less straight from school, would be 
pitched straight into a minor executive 
position. Even if the more appropriate 
course was followed of first putting him 
into the works as a learner there would 
be a good deal of favouritism shown 
him. The “old man” generally paid 
but little heed to the reaction of the 
rest of the staff to this kind of 
procedure. 

To-day things are very different. 


Not only is a hardworking staff inclined 


to resent any undue favouritism of the 
boss’s sons, but the proprietor himself 
appreciates that it is unfair and 













































in various parts of | 










sheer stent 


Our: oped mene! is to have a 


“sons enter the business from the factory — 
end. They will be carefully watched, 
< as all the rest of the staff are, for any 
merely because he is an employee or. 


display of ability that will gain for them _ 


appointment to the board, where they — 


will gain the kind of practical executive © 
experience that I have already out- — 


lined. But to our sons, as to any other | 


trainee-member, the strict limit of three ~ 
years maximum membership will apply. -- 


Sons in Open Competition: 
Goodwill Maintained 7 

By this simple means, therefore, a 
son has no better opportunities — for 
securing an executive position than has- 
any ordinary member of the staff, H 
is, literally, in open competition. with 
them all. Thus at once any cause fo 
resentment among the rank and file is 
removed. is 
The board also automatically pro- - 
vides, for any son who wins a seat, the- 





right kind of executive training for his. 


future. And because he receives this - 
training in company with © other. 
members of the ordinary staff who have” 
also, by merit, won their seats, the- 
goodwill between them is kept active — 
and permanent. . 

This scheme is, therefore, providing . 
us with a double service: it is securing 
a constant reserve of reliable executive: 
material, and it is solving a domestic — 
business problem in a most effective _ 
wag. s 


Try 
Handling Charts This Way 


Little Cards and a Projector 
Replace The ‘Picture Gallery’ 


E saw a very neat way of 

W handling statistical charts when 

visiting a London firm last 
month. The managing director is a 
chart and graph enthusiast. In addi- 
tion to having all the usual routine 
control figures drawn up for him in 
graph form, he uses this type of record 
for practically everything. 

We all know the type of chart used 
for sales, costs, production, profits and 
so on. They are generally drawn on 
sheets that measure anything from a 
foot to six feet wide and almost as 
deep. They have to be big for adequate 


demonstration to a number of execu- 


tives and/or staff simultaneously. > 


and are difficult to accommodate if oh 
kept in a file. So this managing direc- 
tor has all his charts drawn on cards 
measuring about 6 by 9g inches, ani 
when he wants to examine one he slip 
it into a reflecting projector that stands ; 
on a pedestal alongside his desk. 2 
The chart is thus thrown on to an 
eight-foot cme screen painted on th z 
wall at the end of his office. 7 
The lights in the projector are power 
ful enough to throw a clear image even 
in the lighted room, but if necessary - 
the “daylight” lamps can be switched - 
off, leaving the room otherwise dark, as. 


there are no windows in- this modern 
_ office. sE 





But big charts, especially in a. hark; imber ot-charts. 


y m | z permanently pang 









? minded organization where there are comp set 
< bound to be many of them, make a 






















PAHIS year will be momentous, not 
| only to British industry but to 
ae the world. Following re-arma- 
ment, demonetization of gold in its last 
strongholds and the predominating will 
to maintain industrial stability as 
-against speculative booms in the stock 
and commodity markets, business men 
are giving more attention to-day to 
statistics and their analysis than ever 
jire.. To guide those who are not 
uhar- -with the ways and means of 
ing figures talk, I shall try, in this 
and: two further articles (in April and 
-May issues) to explain the relation that 
statistics have as the principal medium 
to Sales, Production and Costs. 
























¢ 'raphs are No Monopoly of 
oi Big Business 


There is no difference whatever 
between the large and small business 
when it comes to the need for speed in 
the control of the various activities. 
‘The top executive of the small firm and 
the management of the big corporation 
both need red-hot news—up-to-the- 
> moment facts—of the progress of all the 
departments under them. 

By far the quickest and the most 
informative way of grasping the full 
: significance of such facts—statistics if 
you like—is to view them in graph 
form. 
At one time eee presentation of 
facts frightened the small business man. 
The lines and bars and charts conveyed 
to him an idea of higher mathematics, 
necessarily complex, difficult to draft 
cand to understand. This invaluable 
_ form of recording was, therefore, left to 
< the monopoly of the big firm with its 
statistical experts. 

== While this fallacy about graphs has, 
of late years, been largely exploded, 
there are still many small businesses 
‘that avoid this easy, accurate and quick 
-method of control. So let mẹ explain 
how really easy it is to set up a visual 
i control over your business. 











































Basis of Main Figures is 
‘Sales’ 


It will be agreed, I think, that the 
activities of any manufacturing business 
hinge on the king-pin: Sales. On the 
sales forecast, or budget, depends pro- 
duction, distribution, marketing and all 
he related and intermediate activities. 
The main items needed when pre- 
aring a sales forecast may be summar- 
ed as follows : 
) Deciding upon the scope of the 
) In the case of an investi- 
hich consists of data alone, 
compilation of this is simple. 
nës, statistical surveys, actual 
d: ollati g are tig media - 
Should, -hos the 








Graphs make figure 2 
Graphical lor. visual Ve 
easily be used » ot 


investigation take the form of personal 
expression then a selection of repre- 
sentative sections of the public have to 
be sought and queried. 

(2) Preparation of the character of 
inquiry. Whether it is to be in the form 
of a monosyllable or whether it would 







rol isa 







be necessary to have fuller ex 
to the questionnaire in. 


any case specific questior 
so that the replies be « 
doubtful. One point in 
advantageous, and it - 


that, when the inquiry 
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imal farther. 
into areas, countries or continents. 
you prepare a composite chart showing 














-of figure demonstration is needed 


Graphs and charts can 
ee gay aia ayer and its 





a OER Having prepared the 
survey, upon its survey depends the 
report and charts which are to be pre- 
pared to make the figures talk. Careful 
řeasoning is imperative, as upon the 
deductions made from the reports 
obtained sales can be planned and a 
A a measure of success assured. 

oo > --Take for instance Fig. r. It is 
eee / assumed, that you have been able to 
coos get a 12-monthly sales forecast and 
_.. have plotted the trend line. This chart, 
Of course, will be the ‘‘master’’. You 
9 will draw it up on a large sheet and 
` keep it in your own office. Whether 
—. you do the actual plotting yourself or 
have it done by a subordinate is 
immaterial; though I know several 
¿executives of small businesses who 
prefer to do their own plotting, since 
this helps to impress the figures more 
: ae firmly on their minds. 
On the master chart, then, you plot 
the actual sales figures the moment 
= they arrive. In this way you will 
appreciate that differences between the 
= budgeted and actual sales become at 
once more apparent than they are by 
less dramatic means. The result is, you 
in take. the necessary action immedi- 














ic oe ately. Yoa get that essential factor of 
__ control . a 





Thehar", ‘stepped line’ and ‘straightj line’ 
tiari arezused when the utmost simplicity 


. speed. | oe 
In Fig. 2 this idea is carried a step 
-Your organization is divided 
Sò 


your predicted or budgeted sales against 
actual figures. This chart could also be 
used in an organization where the 
efforts of each salesman instead of area 
is to be visualized. 


| | ‘The Whole Idea is 
_ Simplicity 


The graphs. usually employed in busi- 
ness statistics must be of the utmost 
simplicity for a complicated chart con- 
fuses the trend. Apart from the 
straight lines shown in Figs. 1 and 2, 
there are two other methods available. 

Type A is known as a bar chart; B, 
as a stepped line; C, as a straight line. 
The merit of the bar graph is its 
extreme simplicity. “It tells a story 
without the distraction of other lines. 


The stepped line is a variant of the bar. 
advantage that it 


with a peculiar 
emphasises differences between succes- 
sive periods and makes no suggestion 
whatever of any progress from one to 
the other. 


BB 


> the varying methods 












‘of each of these char 
numerical. Fig. 3 show 
where two different scales are t 
differing | meanings, while Fig. 
that ca 
adapted for plotting trends of produ 5 
tion and price against predicted ae 
actual sales. — j 

Having prepared your daval or 
periodic chart, you want to mark the- 
grade represented by the advance. 

















This you do by drawing a E Bae 





Here the ‘trend’ line (straight) interprets the general direction of the fluctuating” = 
month-to-month record 2 


which joins from end to end. Tt will 
be seen on Fig. 5 that although sales 
wavered between the months of 
January and October, yet over this 
period the trend is definitely upward to. 
the extent of registering a 75 per cent 
increase. 

It is not possible in a short article to 
describe how a sales forecast should be 
compiled as each business must neces- 
sarily depend on the character of goods 
marketed; but to give one an idea as to 
the sources available many : manufac- 
turers, shippers, bankers, brokers and 
insurance companies now collate a great 
deal of information from private sources 
and these are variously compiled in 
their reports and reviews from time to 


time. 


The various government departments 
also publish a variety of statistics vital 
to many business men. These relate to. 
import and export, on mines, rai. 
ways, inland industries, cost of living; 
industrial disputes, employment, wages 

(Continued on page 39) 


hese 8 Ideas Make Work Easier 

















P XCESSIVE fatigue is a prolific 
; money-waster; here are eight plans 
at reduce fatigue, and therefore costs, 
a textile factory. 


Oo 


Tall and Short Ones 
fork Better Now 

IRLS standing at benches bleck- 
printing fabrics by hand use heavy 
ure of the right hand, arm and 
Ider. Very few girls are of the 
ght to work naturally without 
gue. The short ones and the 
re quickly. To overcome 
be hes. were made of standard 





_ They Like Alternate 
h ‘Standing and Sitting St 
ith J N another section where embroidery 2 : de 
>A is done on fabrics strétched over -si 


ii ber a the ramea are Arranged at AA 


work. The platforms range between a 
single sheet of plywood and a structure 
nine inches or so higb. They are made 
in the firm’s own workshop and are 
marked with each girl’s initials. Every 
newcomer is at once “‘fitted’’ with a 
platform. As the departmental manager 
told us: no girl has yet arrived for 
whom it has been necessary to dig a 
hole in the floor! 

The platforms have positively reduced 
fatigue in this work. 


O 





z vane Follow R 


“standing height,” but seats are aio 
provided at the appropriate height. so 
that the operatives can stand or sitat 
their option. To be able thus to change 
their working position makes the job far 
less tiring. In practice the girls find 
that alternately sitting and standing for 
periods of an hour is the. eas arranger 
ment, ae 























Seats Move <Along 









MANAGEMENT - CONTROL - POLICY 


seats and the rails are made by the 
works engineer so that each is exactly 
suited to the job. 


O 
Easy Chairs for ° 
Rest Pauses 


N this factory the workers get two 
15-minute rest pauses, both morning 
-~ and afternoon. During these, they can 
either go to the canteen for light refresh- 
ment or they can rest in chairs specially 
provided in the shops. These chairs, 
made on the premises, are low and have 
long sloping backs. They are designed 
to give the girls the most comfortable 
position of full relaxation. When not 
in use the chairs can be folded back so 
that they occupy practically no space. 


O 


Automatic Doors 
Give More Space 
OUBLE swing-doors are fitted 
throughout the factory. A lever 
arrangement connects the two wings of 


Epidemics 
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ILLIONS of productive hours 
M been lost to business during 
the past few months. The flu 
epidemic this year has cost individual 
concerns greater cash losses than any 
menace since the slump. 

True, the peak of the epidemic is 
now past, but even so its curve has 
not yet dropped down to insignificance. 
If this wave of infectious illness was a 
phenomenon business, having worried 
through it, might be excused from 
bothering further about it. But, 
unfortunately, it isn’t a phenomenon. 
Statistics show that it has been an 
annual visitation (in two years it was 

a bi-annual) since its great scourge 
during 1919. 


Here Skilled Staff Were 
75% Absent 
In firm after firm that we have 


contacted in the last two months we 
have been told of decimated staffs. In 
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each’ so that when anyone pulls one 
wing towards him, the other wing auto- 
matically swings open the opposite 
way. This provides very wide space 
for the passage through, a great help 
when carrying “anything in the arms. 


O 


Conveyor beats Mess- 
engers in the Office 


N the offices time and energy is saved 

by a Lamson document conveyor 
which gives a non-stop messenger 
service between departments. The con- 
veyor is silent, and handles documents 
"dat 


O 
Gets Best Out Of 
Addressing Machine 
N interesting arrangement of the 
Addressograph equipment also 


caught our eye. The operator has the 
trays of plates set in two half-cfrcles on 
her right and left so that, sitting in a 
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leading concerns absenteeism among 
office staffs has been anything from 12 
to 30 per cent, while the most serious 
sufferers have been the firms employing 
large numbers of skilled workers on 
mass assembly or mass manufacture 
jobs. 

Absenteeism among these types of 
workers has been common at 15 to 40 
percent. The works manager of a great 
concern with a famous name revealed 
to us that in one week absenteeism 
in an important section of the factory 
touched the almost unbelievable level 
of 75 per cent! Despite the drafting 
into this section of as many emergency 
workers as could be spared from other 
jobs it meant, in effect, that the section 
was at a standstill. 

Not a sufficient number of workers 
to be of any real use could be spared 
from other departments; and this at a 
time when the spring schedule of work 
called for continuous top pressure to 
manufacture for a summer peak. 

And it might be mentioned that 
this particular firm is equipped with 
a magnificent medical clinic and pro- 
fessional services. They were just of 
no avail at all. 


Industry’s 
Costly Menace 


rdinary curative measures 
l after a wave has started are 
of little avail. 
business adopted a preventive 
campaign. 

conditioning can help 


13 


swivel seat, she can reach any section 
with the minimum of effort. 
Immediately next to the addressing 
machine itself the operator has a full 
file of stationery so that she can fill, 
from the Addressograph plates, the 
necessary parts of every document re- 
lating to in-coming and out-going orders. 


O 


Indentifies In- 
Coming Purchases 


time-saving point of this arrange- 

ment is worth special mention : 
among the Addressographed documents 
that go out with purchase orders is a 
return addressed (printed) label, in a 
special space at the foot of this label 
the Addressograph impresses the order 
and department number to which the 
purchase order refers. When the pur- 
chased material comes in from the 
suppliers the receiving office thus sees 
at once for whom the consignment is 
intended and is able to despatch it to 
the proper authority immediately. 


Most 


It is time 


This is where air 


By 
F. T. POULTON 


A flu epidemic—or any othef epi- | 
demic for that matter—takes toll of 
executive and bench worker alike. 

Several key men in a business are 
often stricken down at the same time. 
Apart, therefore, from direct losses due 
to fallen output, the disorganization of 
the remaining staff and the routine is 
almost incalculable. 


Non-Casualties Have Burden 
of Extra Work 


Personnel who escape illness have 
double, probably treble work and 
responsibility thrust on them at a time 
when increased nervous and physical 
strain is the very last thing they should 
be subjected to. Meanwhile the toll 
goes mounting up of orders not 
handled properly or not handled at 
all; work schedules getting behind 
time; goodwill among buyers being 
jeopardized and wages being paid just 
the same. 

What, then, must business do about 
this recurring menace? Quite obviously 


(Continued on page 41) 












“HE business developments of 
the last month have been most 
important and significant. Im- 
rtant because they affect both the 
tate of trade to-morrow and for many 
rs to come. Significant because 
heir effect on trade to-morrow and in 
th far future may be quite different. 
‘That is why we emphasize this month 
he Short View versus the Long 
Not for many years has it 
‘been: so necessary for the business man 
o watch closely the trend of trade, 
alyse its effect on his own business 
mmediately and in the far future, and 
lan and act accordingly. 



























lions Give Trade 
Immediate Fillip 


E most“ significant business 
ok the last month was 
the Govern- 
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; ent’ 5 e -year (1, 500,000,000 Defence 
rogramme, the forecasting of a 
400,000,000 loan, and the consequent 
inevitability of an increase in income- 
tax and many other taxes. 

The effect on immediate trade will 
ee be good, When taxation is increased 

ae ae money is borrowed for spending 
a “industrial production, then the 
: | gue of prosperity rises. More people 
will be employed, the volume of wages 
increased, commodity prices will go up, 

the value: of existing stocks will rise, 
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ACTIVITY FACTORS — comparisons with same imanik last year 
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will receive more money; and all these 
wage-earners and supplers and pro- 
ducers will spend more money, and so 
the spiral of trade activity will rise. 


Britain Riding On 
Record Key Figures 


LL the month's indices are up on 
Aa year ago. Retail sales are higher 
by 5.5 per cent--the fourth year in 
succession of rising sales. January 
bank clearings were up compared with 


a year ago and even better than the 


Christmas shopping month of Decem- 
ber. Iron and steel outputs are better 
than a year ago; coal production is 1.5 
per cent higher; shipbuilding is up 30 
per cent on January, 1936. Industrial 
production as a whole, for which the 
figures are only complete up to 31st 
December, is the highest that Great 
Britain has ever known: a rise of 13 
per cent as compared with the same 
quarter of the year before, while total 
production for 1936 was about ro per 
cent above the preceding year, 37.5 per 
cent above 1930. 

Commodity prices have risen by 11 
per cent on February, 1936, and the 
large figure of 3 per cent on a month 
ago. Food is almost the same as at 
last month, but 10.5 per cent up com- 
pared with February, 1936. This is a 
definitely favourable factor for the 





O INDUSTRY'S BAROMETER STILL ‘SET FAIR’ 
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short view; 


i a trend- from white collar to- manu: 








T View 


and unfavourable factor for 
the long view. 

Most favourable is that the cost of 
living has not risen over the last month oe 
and is only 4 points higher than a year 
ago. This is significant of the wisdom 
with which our national finances and _ 
economics have been handled in recent .— 
years. If in spite of rising material ` 
prices, higher costs and increasing =~ 
wages, the cost of living can be kept 
fairly well down, the cycle of prosperi dee T 
will last much longer. 








Seasonal Work Flop 
Is Less Than Usual 


NEMPLOYMENT, as always m 

January compared with December, 
was up this time by 60,000, The 
volume of employment, however, waso 
down by only 26,000. There were: the pe 
usual seasonal declines in distributive. — 
trades, hotels and boarding-houses, k 
building and agriculture. ge 

The present condition of trade is- 
therefore good; so is the bamean ae 
future. We may even be approaching zy 
a boom period. But what is raising uso 
toward a boom is inflation, or, at any 
rate, the anticipation of inflation. 

The spending of borrowed money i: 
spells inflation. This has been going 
on for some years in France and Japan, 
through unbalanced budgets; even more _ 
so in the U.S.A. Now for the first time | 
in six years we also are facing the- 
prospect of the National Government. 
spending borrowed money on a huge 
scale. 

The mere prospect of this has sent 
commodity prices soaring, has already 
raised interest rates through the fall 
in gilt-edged securities, is lifting the 
general level of prices, and is stimula- 
ting speculation both in commodities 
and shares. , 

Up to recent months our steadily 
increasing business activity and the rise. 
in commodity prices has been following — 
a legitimate industrial course. Five 
years ago the prices of commoditie 
were tod low, the producer was not 
getting adequate returns; our internal 
trade was too low, we were not pre 
ducing as much as we could ourselv 
consume and pay for if fully emplo rec 


Cheap Cash Is Doomed: 
Taxes, Prices, Stocks UP 


ND many problems arise now we 
are committed to vast spending o 
armaments. Some vital effects will be 
(1) increased direct and other taxation; 
(2) economies in Government spending 
(3) movement of population change; (4) 























































ofits; 
) readjustment of balance of national 
sconomy; (8) transfer of vast sums of 
savings from industry to Government 
i Aa 





Why Money Rates 
Will Likely Rise 
JPOYESPITE Mr. Chamberlain's assur- 
A fances of continued ` ‘cheap money”’ 
‘he vast bulk of money going into unre- 
productive work will force up money 
‘ates, make financing productive busi- 
ness costly and difficult. Social services 
will likely be cut for economy, especially 
; hard-hit areas will be revitalized by 
the programme. Northern England, in- 
deed, will take care of a big part of all 
‘work, thus attracting back some of its 
lost population and encouraging youth to 
take up manual in preference to office 
ork. But sound as these immediate 
ffects are in restoring balance to 
national economy, the fundamental 
danger to unreproductive effort re- 
mains.. Re-armament won't add a 
rt ing to our buying power abroad, 
therefore some classes of imports must 


be checked, and increases in our 
exports made more difficult. More- 
over, business will have to strain 


to meet the programme’s demands, 
~~. and foreign orders will be turned 
ae away. 

w That is what the business man must 
take into consideration in running his 
business to-day and planning for the 
future. A steady, legitimate increase 
‘in business activity that feeds itself, 
so to speak, can continue almost 
indefinitely with minor recessions; but 
activity that is stimulated by inflation, 
by Government spending which will 
sometime cease abruptly, and by 
= uneconomic policies—it is this kind of 
-up-turn that results in sudden and 
violent slumps. 

Prices are going up, stocks of raw 
_. materials are going down, grave short- 
_ age of certain essential commodities is 
<- already being talked of. 









Arms Race Leads To 
` Materials’ Price War 
TTAHE steel and 
becoming acute. 


iron situation is 
Prices have gone 
up steeply, rocketing manufacturing 
costs. Shipbuilding costs, for example, 
have risen 20 to 40 per cent, and 
break-up prices of old ships have leapt 
50 per cent in three months. Attempts 
to control the rise are being made by 
the British Iron & Steel Federation and 
-the National Federation of Scrap Iron 

_& Steel Merchants. But Japan has 
- lifted her imports duties on the mate- 

. rials; Germany and Italy are rationing 
steel; United States producers are over- 
sold; France cannot produce enough for 
her own defence measures. We must 
buy 2,000,000 tons of scrap this year 
om other than U.S. and France and 

-iron-ore elsewhere than Spain. 
vever, considerable stocks of scrap, 
x higher prices, will be released; 
I help. Another likely source 
= þe re-development of Welsh 
re: mines, etontnted because of 



























© ‘possible. check to ~ ; 


Spanish éémpetition | ‘and the low iron 
content of the ore. 


Wage costs are rising, too, and iken 
the Government might help business 
to reduce overheads, it is doing the 
opposite. Fow instance, some of the 
clauses in the new Factories Bill will 
be hard to maintain. The 48-hour week 
for women and young persons will not 
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educe rates in good times in 
: have a leeway of increase to fal 
n't back on in emergencies; Government 
= do not seem to follow this recognized 
l principle. ee 
- o Then there is talk ofeholidays with 
ment Helps To pay. Well and good, if you realize 
le n Mor e ces s they have to be paid for. A fortnight S- against the other, and matching - 
Ct aia annual holiday means a 4 per cent the world’s: consumption against 
HE Government in other ways, increase in wage costs on every item world's production. There is certain 
00, is acting to increase costs. of our. production. France gives us more hope in this direction. The inter-. 
= surplus of {17,000,000 in the to-day a glaring object lesson. A few national trade of the leading countries 
mployment Fund, instead of being months ago she gave herself an advan- is increasing. In our own case January 
propriated to reduce contributions of tage of nearly 20 per cent in wholesale figures were particularly favourable: 
iployer and employee, as it should price levels through devaluation. S he exports, £39,000,000, up 8 per cent over 
is being frittered away in additional has used it all up and 2 per cent more, jae an 
fits. not essential in prosperous some authorities state, in raising wages, 13,5 per cent. l : 
f. the. contributors’ rates had imposing irksome Government regula- Endeavours are being made by he 
e raised five years ago to meet the tions on business, and agreeing to the- British Government, by America, “by” 
Unemployment Fund deficit, why 40-hour week plan. It is for these France, by the Scandinavian Taa y 
at equally fair and logical to reasons that France has gained almost Western European countries by the: 
luce this now that the deficit is nothing from devaluation, and is still a. Dominions, and by py eee “South: 
rered? It is always sound business black spot on the international trade map. American countries, to arrange “trade 
ez agreements either in pairs or in groups 


| for increasing interchange.. This poli 
SURVEY OF EVERY TRADE AREA is steadily continuing to stim 
international trade. TE a AEn 
| The international political situation 
is not much better, except that Spain: 
is no longer a danger point. The danger- 
spots in international politics are now 
confined to a restricted area in Europe. 
True, trouble might quickly spread; but- 
at the moment it is not affecting the 
economic or the business activity of- 
more than three or four nations. oe 
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U.S. Riddle Has No 
Answer, But Succeeds _- EE os 
HE business situation in the — 
U.S.A. is a contradiction. Intensi-: 

fied continuance of the business boom 
there is almost inexplicable; yet there 
it is, and the best authorities on the : 
spot believe it will continue. And this 
despite the astronomically unbalanced . 
national budget; a large volume of 
unemployment; recurring catastrophies 

: : on a huge scale, such as the floods, 
dM sted: droughts and dust storms of the last.. 
HALIFAX: twelve months; labour troubles and the 
threat of more; exports well below the ~ 
level of ten years ago; costs and prices . 
rising steadily. e 
~ The answer is probably threefold: — 
Kectecbecd 4 much of America’s wealth still lies in. 
her natural resources and production of | 
raw comfnodities. The large and sud- 
den increase in prices of these, come 
-< Mnodities has tremendously expanded 
the buying power of large groups i 
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Modern Marketing Transformed ... 


Mr. F. Griffiths Woollard 


F all the industries which have 
( ) veer revitalized by modern 

marketing methods, none has 
been so spectacular in its success as 
the used car side of the motor trade. 
During the past four years this branch 
of the industry has more than doubled 
its sales. 

Over 250,000 used cars were sold in 
1936, whereas the figure for 1932 was 
much less than half that number. And 
250,000 is not such a long way behind 
300,000, which was the approximate 
number of mew cars sold last year. 

Another sure sign of the go-ahead 
state of the used car trade is the fact 
that more than £500,000 a year is now 
being spent on press advertising by 
used car distributors. Appropriations, 
moreover, are not limited to any one 
section of the press. Nationals, pro- 
vincials, motoring and trade papers— 
all receive their share. 

Regarded not so long ago as the black 
sheep of business, the used car trade has 
now captured the- confidence of the 
public to such an extent that used car 
purchases in this country are actually 
keeping pace with sales of new cars. 

How has this transition been achieved 
in such a comparatively short time? 
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gwing it new 


The answer is: By cutting down hap- 
hazard, unorganized selling and substi- 
tuting for it the technique of modern 
marketing, which leaves nothing to 
chance. Service to the motoring public 
is the basic policy of a reputable 
present-day used car business, and it is 
a happy contrast with the bad old days 
when the potential buyer had to go 
hunting round back-yards, ill-equipped 
garages or listen to the effete sales talk 
ot the “‘terribly-old-school-tie’’ type of 
salesman who had become almost a 
national joke. 


Buyers Are Now Safeguarded by 
Guarantee 


Nowadays the aura of suspicion that 
existed between buyers and sellers of 
used cars has been completely elimin- 
ated. The modern motorist goes to a 
firm where he knows his every interest 
will be studied, where he will be offered 
only cars in excellent condition, where 
he will get a written guarantee with 
every car above a certain value. 

Every retail car-selling organization 
that handles new cars must necessarily 
organize itself so that it can also market 
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A Back-Yard Trade Into 
A First Class Industry 


How tt rescued the Used Car business 


life and prestige 


By ALAN CHAPPELL From an Interview wit! 
F. GRIFFITHS WOOLLARD 


Managing Director, Steele Griffiths Ltd. 


the used car, for it is the exception 
to-day to sell a new car without a 
“‘trade-in’’. Statistics show that by 


such a retail organization something like 
2.3 used cars have to be reconditioned 
and sold for every new car. : he ability 


of that organization to market new cars 


is, therefore, dependent upon the rate 
at which it can dispose of used car 
stocks. 

I am going to describe the methods 
of one particular firm, because they 
typify the changed marketing condi- 
tions of the whole industry Other 
firms may vary in detail, but I believe 


that the basic principles which I shall 


outline apply to all reputable motor 
dealers to-day. 

First of all, meet Mr. F. Griffiths 
Woollard, managing director of Steele 
Griffiths, Ltd., a firm that has many 
branches throughout London Mr. 
Woollard, who told me about the man- 
agement of his firm, is a professional 
engineer turned business man, afid he 
knows how to blend the be: “qualities 
of both. After much poe il experi 
ence he now controls the model car 
distributing organization with which I 
am going to illustrate the high status of 


the whole trade. 


PT Led td Glai 


eS 


oat 


This corner of the Steele Griffiths organization gives some idea of the up-to-date premises and the number of used cars 


dealt with 
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Three factors have been primarily 
responsible for the increased efficiency 
of the modern used car business. They 
are: 

1. Careful selection and re-condition- 
ing of all cars, which includes the 
segregation of the used car side of the 
business from the new cars. 

2. Constant study of changing 
marketing conditions. 

3. Selling the service of the firm 
rather than individual car offers. 

It is best to deal with each of these 
points in turn. ‘‘Patching up” used 
cars is a thing of the past among 
modern dealers. Just how dead it is 
may be realized when it is stated that 
twenty of the leading London and 
provincial dealers spent {£500,000 on 
re-conditioning used cars last year. 


This Elimination Method Keeps 
Up ‘Product-Quality’ 


Take as an example the procedure of 
re-conditioning cars in the Steele 
Griffiths organization. When a car is 
bought its history is carefully examined. 
only those that have done a low mile- 
age are offered for re-sale to the public, 
and even low mileage cars that bear 
_ traces of rough usage are not considered 
unless matters can be put absolutely 
right in the re-conditioning factory. 

A qualified engineer tests each car, 
and it is upon his report that selection 
is passed. If a car is passed it goes to 
the factory, where it is thoroughly 
examined. Steele Griffiths have two 
re-conditioning factories. One is 35,000 
square feet in area, the other 25,000 
square feet: and between them they 
will take about 300 cars. After a pre- 
liminary examination, cars for re-sale to 
the public are placed on one side, and 
those not-so-good ones destined for car 
breakers or the scrap heap are segre- 
gated in another place. 

What happens then to the car which 
is to be offered to the public? Each 
one is again examined and checked over 
in detail. Engine, chassis, electrical 
equipment, coach-work, tyres—all 
receive careful scrutiny. Badly worn 


parts are replaced by new ones, using 


only the manufacturers’ genuine spares. 
The car then goes to the coach works, 
where it is so finished that often it can- 
not be distinguished from a new one. 
Sometimes it is entirely re-cellulosed, 
and attention is paid to such details as 
_re-lining. Re-conditioning finished, the 
car is then priced. 


Market Research that Finds New 
Selling Points 


That is simply the routine part of 
selling used cars. Studying changing 
markets is a far more complex job. 
Take the case of a 15 h.p. car which 
costs anything from £300 to £500 when 
new. Market research has shown that 
a large percentage of the people who 
buy such cars employ a chauffeur. 
Consequently, manufacturers can safely 
finish them in delicate colours and with 
wire wheels, both of which mean a good 
deal of work if the car is to be kept 
clean. But, after all, the chauffeur is 
paid to do it. 


When a car of this kind is sold 
second-hand, at a price of about /200, 
the new buyer’s income will rarely run 
to a chauffeur, and he cannot afford to 
run up large garage bills.* So off comes 
the light finish, to be replaced by one 
of more serviceable hué, which means 
less cleaning; while, at the same time, 
discs (which save the cleaning of wire 
wheels) are fitted. It may seem a small 
point, but it becomes an important one 
when you realize that colour and up- 
keep costs constitute about 9o per cent 
of a used car’s potential sales value. 


Advertising Is Planned to Sell 
SERVICE 


Direct selling is inevitably linked 
with advertising policy, and here the 
modern car organization gives evidence 
of its new outlook on marketing. Like 
so many others, Steele Griffiths attract 
business by selling service rather than 
individual offers. They want motorists 
to be so sure of their service that they 
just watk into the showrooms as soon 
as they are going to buy a car, tell the 
firm what they want, and know that 
they will get it, which is far better than 
looking through long lists of separate 
bargains. 

Consequently, the firm’s press adver- 
tising appropriation is spent on display 
spaces that sell the firm, rather than 
classified advertisements that sell 
individual cars. Sixty per cent is placed 
with the national press, and 40 per cent 
with the motoring papers. Detailed 
offers of cars for sale are advertised by 
direct mail. A great deal of such 
matter is  circularized to existing 





BUSINESS for 


customers, to motorists who have made 
inquiries at the showrooms, and (this is 
rather ingenious) to professional people 
and tradesmen in the locality who are 
known to be ‘‘up-to-their-eyes’’ with 
work and thus doing well. 

Display is a vital factor in selling 
cars, and used car dealers now recognize 
it as such. Every good organization 
has spacious, well-equipped showrooms, 
for each realizes that even the smartest 
cars stand little chance of being sold if 
they are dingily displayed. 

Finally, something about guarantees. 
Steele Griffiths issue a guarantee with 
every car costing more than £50, and 
other firms vary the figure according to 
the class of business they do. Steele 
Griffiths do this because they look upon 
themselves as manufacturers of sound 
used cars, and as manufacturers they 
must issue a written guarantee and 
stand by tt. 


This Point Proves the Trade’s — 
Prestige To-day s 


Although this guarantee is perhaps 
valid for a shorter period than those 
supplied by manufacturers of new cars, 
it is certainly as comprehensive. In 
face of this, can anybody reasonably 
say that used car dealers do not give 
service to the public? 

An interesting point to note, also, is 
that about 55 per cent of the used cars 
sold to-day are bought on the hire pur- 
chase system, but that bad debts under 
this system amount to less than one- 
half of 1 per cent. That, I think, 
speaks volumes for the soundness of the 
used car sold to the public to-day. 





New Paint-Saving Labour-Saving Outfit 





With one pumping this self-feed paint brush can be used continuously for from 

2 to 3 hours. Flow of paint is controlled by pressure of a small lever on the brush 

—the operator here has his thumb on it. Paint in the container can be stirred by 

agitator provided. Firm handling this product is Aero Brush Co., Ltd., 6 Newington 
; Causeway, S.E.1 








First Quarter, 1937, Gives 
eys To Year’s Big Markets 


: ITH wages rising, retail sales in- 
Y Y creasing, company profits climbing 
nd employment forging up again after 
last month’s seasonal relapse, Britain’s 
domestic business is completing the first 
“quarter of 1937 in style suited to Corona- 
¿ction year. Even re-armament, from 
marketing | viewpoints, adds to bettering 
: Opportunities for sales. 
oo "Cheerful news, too, in trade figures: 
exports, £39,101,000, up {13.4 per cent.; 
£ imports, £75,581,000, up 8.0 per cent. 
Watch closing up of adverse balance. It 
augtrs more overseas sales. B.I.F. busi- 
ness will help if manufacturers can meet 
foreign demands despite arms programmes’ 
first call on production. 
Factors mentioned suggest these key 
pon in this year’s marketing plans: {r) 
saad industry areas of U.K., revitalized 
ee re-armament; (2) for same reason, 
: Srecial Areas; (3) luxury markets, gold- 
c>. Hned from company profits; (4) better 
>> openings for overseas trade with raw 
materials countries. 
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Millions Of £’s For 
- Millions Of People 


; "HEN Whitehall hands out contracts 
= YY on the £1,500,000,000 5-year plan, it 
os will pour Peppiatts into workers pockets. 
 Proverbially generous as sea-dogs, Admir- 
alty authorities lead in wage bills. At 
least 85 per cent of their cash finds its way 
to shops via pay packets. Estimates put 
this Navy wage bill at {100,000,000 in 
three-four years. Ultimate total will be 
higher as authorities intend to burden seas 
with 500,000 tons of steel hulls, plus guns, 
machinery and personnel. Note: Navy 
market will centre on N.E. N.W. coasts, 
Scotland, Wales and Admiralty dock areas. 
- Army, R.A.F., Territorials, civilian de- 
fence programmes will put hundreds of 
lions of £ s. d. into homes throughout 
ole of industrial Britain, concentrating 
“Midlands, Lancashire, Yorkshire, 
Coast, Wales, Scotland, W. of 
-London area. 
rom gun-making, mechanization, 
ment manufacture, clothing, 
he food and similar in- 

king orders. Almost 
iH have more 






























wife, children, — 





clothes, entertainment and that all-vital 


entity—self, 

Facts show mass money moving North. 
Marketing highspot there is sitll home 
appeal, 

O 


Ministry Opens Pay 
Packets—Counts Change 


ORE immediate marketing facts 

about wage-earners come fresh from 
the bome of statistics, the Ministry of 
Labour. Starting from fundamental facts 
that every worker is rewarded with money 
each week, the Ministry's figurebrows has 
found out much. Not entire industries 
were questionnaired but sufficient to pro- 
vide trustworthy facts. Chief results 


' show : 

Industry Workers Men Youths Women Giris 
Cotton 322,879 49/9 19/2 28/8 16/6 
Wool 191,268 55/3 22/5 31/3 20/1 
Hosiery ... 95,930 72/3 26/1 35/8 17/6 
Clothing... 471,100 64/6 22/5 32/8 15/- 
Non-Metal. 50,925 60/8 28/3 29/1 17/3 

Pottery 318,356 63/- 24/5 29/5 15/4 


Such figures give significant data to 
well-defined markets; provide basis for 
estimating buying power, judging chances 
of products success. Related to cost-of- 
living index, figures give margin of free 


spending money weekly on non-essentials. 


O 


998,000 Can Now Buy What 
They Couldn’t Buy Before 


ABOUR listed in the previous para- 
graph have recently received new wage 
rises. Add: cotton, §4 per cent; weol, 10 
per cent; clothing, 8 per cent; brick, pot- 
tery, ete., 5 per cent to figures stated and 
you get the proper measure of these mass 
money bags. 
Chief wage increases last month were: 


industry ; Area 
Mining, quarrying Midlands, 


Plus Money 
Wales, North... £11, oe 


Brick, pottery ’ Midlands and North £5,700 

Engineering . Midlands, Londen, ‘North £21. 
Textile . Lancashire 2.000... £5,300) 
Transport . Country-wide E . £2,300 


Other etceteras made up 998,000 people 
getting {61,150 a week more. 
Retail sales, giving latest buying trends 


in areas mentioned, show upswing of trade 
dàn this. order: 
“wear, groceries, provisions, furnishings and- 
| ‘Marketing pressure 7 
on these goods row should step: up. sales. 


fashion. goods, 


other home products. 


Bond Street pattern. 


type goods. | 


children’s ju 





nes can he tuie oa 
ished products. fae 
Particularly” interesting 
img expernnent in tt Bo: 
known fur niture 1 
nation-wide organization 
and popular types of- 
plan to expand. inte 
through use of their p 
A director of the cor 
plan to me. 
“We shall open. a sh 
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dow Sing stir baa is ar 
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Iberian Blow-up Leads to 
More ‘Old Spanish Custo 


ONFPLICT in Spain bege 

danger to European peace 
international repercussion is 
in Spanish curios. London 
big city shops tell me tha 
tures, personal type good 
articles from peninsala ar 
tities to-day. 

This trend suggests mark 
manufacturers of furni 
and similar products, d 
settings for articles from sur 
mantillas, castanets and ¥ 
Spanish rooms in English 
spreads the market 
developing. 


Starched Shirt Class 
Can Buy To Dress Now 


NVESTOR classes are i 
clothes back from uncle, - 
shirts with a smile these evs 
fs of reason for pleasure~ 
pursuit touching their fane 
$0, the Paene of raw i 
ments, 
metal d 
these firms Poo 
companies are now averag 
higher profits than a year ag 
From January's comps 
mixed batch of ower roo 4 
increase of 14 per cent on a 
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Sales Tonics Used By | 


Successful Sales Managers 


Makes Store News- 
paper More Appealing 


T HE problem of maintaining and 


increasing reader interest in a 
house newspaper has been solved 
by a departmental store at Middles- 
borough. Readers now complain to the 
store if a copy is not delivered regularly. 
The new feature which has aroused 
this intense interest is a special 
weather forecast for the area. This is 
“splashed”, and gives a day-by-day 
statement of what the weather will be 
for the month ahead. 

Apart from this feature the store’s 
newspaper is similar to many published 
by retailers in various parts of the 
country. Store news, beauty hints, 
household tips, and general news and 
announcements of particular interest to 
housewives make up its contents. The 
paper has a circulation of about 8,000 
and is delivered free. 

A recent test of its value was made 
by means of non-delivery to a number 
of houses. In almost every case people 

applied for their undelivered copies and 
complained about being overlooked. 
When asked why they were so anxious 
to obtain the paper 90 per cent replied 
that they were interested chiefly in the 
„weather forecast. For this reason 
either whole papers or clippings of the 
forecast were kept throughout the 
month. But this added interest has 
also, indirectly, increased the sales of 
goods featured in the store’s catalogue. 


. O 


Cut the Cost of 
Dealer-Aid Material 


CANADIAN manufacturer last 
Av cut the costs of his dealer- 
aid material by providing units 
that ĉan be sold by the retailer after 
use. He is running a similar scheme 
again this year. 
Last year’s idea was a special Easter 
window display featuring Donald Duck 


models well made in attractive colours: 


and kapok-stuffed. These were actually 
sold to the dealers, who finally re-sold 
them as toys at a small profit. 

As toys the models were such good 
sellers that no dealers objected to pay- 
ing for them as display matter. 


O 
Book Toothpicks Help Air 
Conditioning Sales 
FIRM of air conditioning equip- 
ment makers have been running 
a novel throw-away advertising 
campaign by means of books of tooth- 


picks. These books are similar to those 


used for matches. 

In places where the firm have 
installed air conditioning plant—par- 
ticularly in restaurants, hotels, cafés— 
these toothpick books are given away to 
customers. On the book the customers 
read a short piece of copy which tells 


them that the building they are in has 
been air conditioned by the company. 

As a result of this inexpensive scheme 
the firm has booked a number of orders, 
many of them for various kinds of busi- 
ness premises and not a few for private 
homes. 

O 


They Prove this Product 


is Wear and Tear-Proof 
GOOD refrigerator display has 
A just been thought up by a manu- 
facturing company. The firm 
wanted to demonstrate emphatically to 
the public that their refrigerators could 
stand up to the hardest uses. 

In the factory test-shop the firm had 
arranged for the door of one of their 
refrigerators to be slammed 250,000 
times—equal to 30 years of wear. This 
gave them the idea for a retailer win- 
dow display. They developed a device 
consisting of a boxing-glove on an iron 
arm. This arm is operated by an elec- 
tric motor. When set going, the device 
makes the glove punch the door of a 
refrigerator, slamming it closed. A 
mechanical device then comes into 
operation, tripping the foot pedal of 
the refrigerator and thus opening the 
door. i 
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Displays of this kind have been put 
on in stores and windows of the com- 
pany’s retailers. Hour after hour the 
doors of their refrigerators are banged 
closed, opened, banged closed, demon- 
strating thé sturdiness of the firm’s 
products. 


O 


New Shoe Style 
On the Way? 


OSSIBLY a new style of shoes may 
P sweer America—and Europe—soon 

if the idea of a shoe manufacturer 
in the United States really grips the 
public. The new shoes are of the 
ordinary kind, except that they are 
laced at the back, the bow being tied 
at the back of the heel. 

Shoe retailers who are stocking this 
new type say that the public are taking 
to it. The style is said to suit especially 
the feet of the young. 


O 


Warning Note 
that Appeals 


E were cheered recently to see 
W a new type of message on a 
parcel bearing the label of a 
famous firm. In bold red lettering: 
“Carefully please, Mr. Railwayman; if 
you crush this, you crush a lamp- 
shade.”’ 
See? It is not only to the big, serious 
matters of to-day that bright, new, 
effective ideas can be employed. 


They’re Spending Money Here 


New Markets—New Products—New Business 


RON and steel, machinery and such-like 


markets await British manufacturers 
in China, according to Sir Frederick 
Leith-Ross, the famous economist who 


returned from that country recently. 
With 400,000,000 Chinese rapidly becom- 
ing ‘‘Westernized’’, he stressed the need 


for British industry to develop this 
“largest undeveloped market in the 
world’. 


O 


OTTINGHAM manufacturers of laces, 

nets, curtains, etc., report that sales 
to British overseas and foreign markets 
are rising. Business is now good enough 
to take up all available production. 


O 


RISTOL docks have had their busiest 

year ever. Grain handled exceeded 
1,000,000 tons. Other record figures were 
reached for feeding-stuffs, cocoa, tobacco, 
petroleum, wood pulp. 


O 


BOUT 3,000 more employed, vast 

extensions to the Bristol Aeroplane 
works, Filton, a big sewerage scheme for 
Filton district, new schools in the area, 
several large City development schemes— 
these are some features of Bristol’s pro- 
gress in 1936. The Corporation is build- 
ing 126 more houses on Southmead estate, 
laying out two more parks, spending 


£148,500 on flood-prevention schemes at 
Henbury, Westbury and Horfield. Later, 
another 1,000 houses will be built. 


O 


T Hull a firm of marine engineers has 

erected a large department for elec- 
tric, oxy-acetylene and atomic hydrogen 
welding and the metal-spraying process. 
Company is the only one in East Yorkshire 
carrying out metal spraying. 


O 


e 
RANSTON ARTIFICIAL SILK CO.’S 
mill at Burton-on-Trent is to be 
bought by the War Office for £160,000. 
The present personnel will continue to be 
employed, the works further developed. 


O 


ARTIN & VICKERT, Lyons, France, 

famous manufacturers of silk velvets, 
have bought a mill at Blackburn from the 
Grifñn group. Works will specialize in 
making silk velvets hitherto imported by 
this country. Dyeing and finishing will be 
done at Blackburn. About 500 wili even- 
tually be employed. Silk Velvet Manu- 
facturing Co. will be the name of British 
firm. Production starts in April. 


O 


MPORTANT inventions developed in 
recent months: Dunlop Footwear Co. is 
making seamless boots that resist action of 


(Continued on page 52) 



















, in the face of the latest development in 
; mechanical accountancy, methods that were 
tional twenty or even ten years ago, may be 
oose, slow and uneconomical to-day. 


To change from any other accounting system— 
mechanical or manual—to a ‘‘National’’ system, must 
be- progressive, for ‘‘Nationals’’ are the last word in 
all-round effic ciency. 


THE NATIONAL ACCOUNTING MACHINE is a 
combined typewriter, adding, listing and book- keeping 
machine. The variety of different jobs it can take in 
its stride must be demonstrated to be fully appreciated. 
Ledger Posting of all kinds, Analysis and Allocations, 
Costing, Payroll, Stock and Stores accounts, Dividends 
all can be handled with efficiency by the “National”. An 
unusual number of automatic actions, together with a 
fully visible printing-line, makes for exceptional speed 
and ease + of operation. re Ae 







































records of any transaction. It i is coomealied asa 1 sy stem 
for dealing with incoming revenue in public utility 
concerns, hotels, wholesale and hire purchase | businesses. 
of all kinds. A complete analysis of all business put 
through it, is available to the Management at any 
moment. 
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By A. S. ATKINS 
Transport Manager, Oxo, Ltd. 
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Meet a regular Daily Mirror reader : 
Mrs. Robinson of 100, Cecil Rd., Norwich. 
“ From the Mirror, eh?” said Mrs. Robinson, 
“ Well, you might have called at a more con 
venient time: I’m just off to help another baby int. 
the world. Come on, walk along with me” . 
We walked. 
A calm, competent woman, Mrs. Robinson 
Married, aged 33, busy midwife, but has time te 
keep home and children spick and span, husband 
well-fed and happy. 
A typical B. class family. Their income — 
Mr. Robinson is an outfitter’s buyer—amounts to 
about {400 p.a. Mrs. Robinson believes in good food ; 
spends as much on it. as most A. class wives. “ Of 
course I read the advertisements,” she said. “ No, I don't 
cut out coupons: haven’t time ! ”’ 
Repfords 1937 figures—the latest available—show that 
280,447 B.class families take the Mirror daily. Onlytwo other 
National Dailies can claim a larger readership in this class. 


You can’t very well do without the Daily Mirror. 
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recognized principles. That is to say, 
all van loads are prepared in advance 
according to vehicle capacity and 
delivery areas. 

Let me emphasize, however, the 
importance of working the idea to a 


È MORRIS-COMMERCiAL 
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very rigidly supervised schedule. There 
must be no mistake about that. 

Should van No. 12 arrive at the load- 
ing bank before van No. 11, a condition 
of chaos may result, for with restricted 
yard space vehicle ‘‘shunting’’ is virtu- 
ally impossible. 

Avoidable delays of the kind not 
only cause late deliveries but create 
transport account debits with no 
corresponding benefit. 

Good team work amongst our van 
drivers and packers has developed as a 
result of long service employment. 
When our drivers were first engaged a 
high standard of skill and integrity was 
insisted upon. All our London drivers 
hold silver medals under the National 
Safety-first Scheme and, receiving full 
rates of wages, they serve as reliable 
components in our transport organiza- 
tion. A 


We Work on a Vehicle ‘Life 
Of 4 Years 


When calculating transport costs, 
fleet users have different ideas as to 
vehicle longevity, but our experience 
indicates four years’ service as the 
economical limit for the types we 
employ. At the end of that period, 
the vans are written off completely. 

Before referring to the clerical side 
of cost control, I think a few remarks 
about van maintenance deserve some 
thought, even though the more techni- 
cal details be omitted. Our repair 
system is centred at the headquarters 
garage, which is equipped for complete 
overhauls of all vehicles irrespective of 
their location. 

No vehicle is allocated for provincial 
depot duty until it has been passed by 
our engineer as being fit for at least 
twelve months’ provincial service. 

At the end of an appropriate time, 
which varies according to circum- 
stances, each van is overhauled com- 
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, 


manufacturers’ ‘‘unit exchange” system, 
which we have found to be a great boon. 
The system relieves the fleet owners of 
maintenance plant expenses and reduces 
skilled labour charges very consider- 
ably. 

Once an efficient headquarters trans- 
port system has become established and 
follows a well controlled routine, there 
is no difficulty in applying the same 
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principles to depot work, whether the 
vehicles allotted to any given area be 
few or many. 

Among the great advantages we 
experience from the ownership of vans 
built by pregressive manufacturers and 
operated on a decentralized basis, are 
the admirable service facilities available 
within easy reach of any of the Oxo 
provincial depots, if not actually in the 
same town, as is more often the case. 


Manufacturers’ Inspection Service 
is a Great Help 


We are also very keen on the assist- 
ance and advice given by the manu- 
facturers’ inspectors who call at our 
depots once every three months. From 
them our depot managers obtain reports 
on the condition of their vehicles, 
which are forwarded to headquarters. 
Authority for necessary work is then 
given and any small repairs are 
effected at the nearest service depot. 
Should an inspector’s report reveal 
serious mechanical defects, the van in 
question is withdrawn from service to 
be fully overhauled at the headquarters 
garage. 

The returns from which all our trans- 
port costs are compiled have simplicity 
as their principal aim, so that one head 
office clerk can attend to all the 
necessary work. 

The key document is the Weekly 
Summary, upon which is entered the 
running and standing charges against 
each unit of the fleet. Total fleet costs 


(Continued on page 42) 





New Type of Lightweight Body Building 





| HE widespread demand for light bodywork of robust construction permitting 
vehicles to qualify for the 50-cwt. taxation category has led to the introduction of 
the ‘‘W.A.S.’’ Lorry Body Construction, handled by E. W. Campion & Sons, of 


Leicester. 


You will see in the above picture that the structure provides a framework 
of Meccano-like simplicity; yet ıt is exceedingly strong in both lateral and longitudinal 
directions and will give an ample margin of safety under every condition of 


acceleration, braking, side-loading, etc. 


In addition to saving weight, the W.A.S. Construction provides sufficient strength 
to carry an overload of from 40 to 50 per cent with a safety margin factor of 
6 on a 5-ton chassis and a factor of 4 on a 6-ton chassis. 


The example shown is a Commer N.5, long wheelbase, forward control truck 
which, fitted with a W.A.S. steel underframe for a 15-ft. drop-side lorry body, weighs 
no more than 2 tons 9 cwt. 3 qr. 7 lb. complete. 
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| HILE it is a good plan to insti- 
\ \) tute a bonus system for office 
employees, the nature of modern 
work varies so much that a cut-and- 
dried system, applicable to any busi- 
ness, cannot be worked out. Each 
office manager must make his own. 
But here are some of the different 
factors that must be considered : 


Typing: The usual method of 
computing work is the number of 
lines typed, but this is affected by the 
set-up of the work and the manner in 
which letters are terminated, which 
involves short lines. We can class the 
work generally into copying from 
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A More-Work-More-Pay Plan gait 


for Office Machine Operatives 


drafts, from dictation and from dicta- 
tion machine cylinders. But even 
where drafts are hand-written, or where 
figures have to be set up in columns, 
etc., the rate of work per hour can vary 
very much. We must also consider the 
number of copies to be made and the 
insertion of carbons, and, in the case 
of a shorthand-typist the time spent in 
taking down. 


peoecore Machines : Whilst this 
class of machine is set up to pass so 
many plates per hour, the various 
classes of work performed determines 
the output obtainable. Listing-out, for 
example, cannot be compared with 
envelope or statement addressing. 
Further, we have single- and double- 
headed work which reduces the output 
by one half, again, when selecting, 
the speed can vary very much when 
measured in number of plates printed. 
The general basis is number of plates 
printed but, as in the latter case, this 
should be altered to number of plates 
passed through the machine. 


Duplicating Machines : This is one 
of the most simple operations we have 
to consider, as once the stencil has been 
cut and fixed in the machine the speed 
is dependent on feeding. This does not 
refer to special types of machines which 
cater for the copying of special forms, 
drawings, etc., but even in such cases 
the preparation time is the most 
important factor. The basis of pay- 
ment can, apart from preparation time, 
be the number of copies turned out. 


Card Punching: Everything depends 
' upon the number of columns that have 
to be punched and whether the operator 
has to code from memory or refer to 
tables for calculations, etc. Again, 
even on the number of columns, we 
may have work where the punching 


information is the same throughout a 
batch and can, therefore, be per- 
manently set up in the machine or gang- 
punched. In fact, this operation can 
vary quite easily between 200 to 450 
per hour, solely dependent upon the 
class of work. 

Thus, although generally it is con- 


‘sidered that the basis of payment is 


the number of cards, we can see immedi- 
ately that we can only take an average 
number of punched columns. 


Sorting: Here again the output is 
not actually the number of cards but 
the number of times a card has to pass 
through the machine, so that once more 
we can only work on an average sort 
or record the quantity by a sorter 
counter. 

It must also be considered that where 
an operator has to sort alphabetically 
the speed per hour will drop consider- 
ably, in view of the order of pick-up 
ot the cards from the machine. 


Tabulating : Whilst the number of 
cards is the most important factor deter- 
mining the output, we must not lose 
sight of the preparation time, number 
of copies required, number of sub-totals 
and summary cards to be punched. 
Really, the output in this case is 
dependent upon preparation time and 
revolutions of the machine. 


os i Although, generally, the 
base is taken as the number of postings 
per hour, we must consider the type 
of machine used and the subsequent 
number of operations involved to 
complete one posting. The speed can 
also vary considerably, if the posting 
slips have previously been hand-sorted 
to acount numbers, or if the operator 
has to select each acount from her file 
from unsorted slips. 

Further, we must not forget the 
method of posting by tabulating 





3A 
oe 


machinery, where the machine picks 
up the old balance, posts the items and 
prepares a new balance card, at the 
same time reducing the preparation 
time to a minimum. 


Calculating: The output here de- 
pends upon the type of calculation and 
the number of figures involved, also 
whether the machine is semi- or fully 
automatic. Then again we have the 
method of performing calculations by 
means of punched cards, where the 
speed is dependent upon the number of 
figures in both factors. 


Adding : The type of machine again 

—_—— 
plays an important part in the speed. 
Has the operator got ten keys to depress 
or has she to locate her columns but 
not depress keys for o’s? Further, 
there is a difference between print and 
non-print and also the type of work 
undertaken, such as columnar work as 
against single columns. Should the 
work again include a large quantity of 
minus figures then an additional 
depression of the subtraction key is 
involved. 

From the above it will be appreciated 
that the setting up of standards to cater 
for so many possible variations and the 
recording of work under such classifi- 
cations rather tends to the unpopularity 
of office bonus systems. 

Apart from this we must also 
take into consideration the deduc- 
tions from the bonus on account of 
errors, which is often very difficult to 
ascertain. 

One of the first principles of an office 
bonus system is that it must be 
simplicity itself, and the second that 
the clerical cost of obtaining records, 
etc., must be economical. Extra staff 
must not be taken on to control the 
work upon which the bonus is to be 
paid. 
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Waiting is Waste .. . 


Old methods of dictation run in a vicious circle of delay. 
How can Miss A. “take down” for Mr. B. when she’s 
typing an urgent letter for Mr.C.? But supposing Mr. B. can 
VOICE-WRITE his dictation then there is NO DELAY, ° 
Isnt such a system a NECESSITY for you, to-day? 
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My opinion is that the bonus pay- 
ment should be on a time basis, t.e., 
that all work should be completed by 
a certain hour and day. It must be 
assumed that there is sufficient work to 
keep the machines fully employed and 
that waiting time has been reduced to 
its minimum. Under such conditions 
we can, with the exception of short- 
hand-typists, easily prepare a_ set 
programme of work, and by strict 
supervision delegate the various classes 
of work to operators according to their 
experience and capabilities. For 
instance, copy typing from printed or 
typewritten drafts would be the lowest 
class, copying from hand drafts another, 
and typing of statistical returns a 
higher class. 

In addressing machines the cutting of 
stencils can be one class, but printing 
single- and double-headed would be 
separated. In card punching, where 
the numbers of columns vary, we can 
shift operators from one class of work 
to another in such a way that over a 
period of, say, three months they will 
have covered all classes. 

As regards sorting and tabulating, 
once the cards are ready time is the 
greatest factor and they must, there- 
fore, prepare the various statements to 
a time programme. 


Staff ‘Interchangeability’ Makes 
Everybody Efficient 


In fact, in all classes of machine work 
we can classify the type of work per 
operator so that all classes are evenly 
distributed over a period and every 
operator in her class receives training 
and experiences in all, thereby building 
up an interchangeable and efficient staff 
for all work. 

The .work of the office can be time- 
scheduled so that: 


Wages must be ready on a certain 
day. 

Wage appropriations must be ready on 
a certain day. 

Wage, statistics must be ready on a 
certain day. 

Invoices must not be later than one day 
after the goods were dispatched. 

All postings must be done by a set day 
in the month. 

Stores issues must be posted by a set 
day in the month. 

Store appropriations must be ready on 
a certain day. 


Costing returns, etc., would be simi- 
larily treated. 

In the case of our copy typist: as the 
work was given out a time must be 
given for completion, which in every 
case must be a reasonable one according 
to the work involved. 

Our addressing operators, when pre- 
paring wage sheets and such-like docu- 
ments, would work to a time pro- 
gramme, but duplicating operators 
would be treated as copy typists. 

Calculating and adding operators, for 
the most part, would work to the time 
programme in connection with wages, 
stores issues, invoicing, etc., any special 
work being scheduled by the clerk in 
charge. 


The main point is that the whole 
of our operators are working on a 
collective bonus scheme, where delays 
in any one operation delay succeeding 
ones, and therefore they are paid their 
base wages plus a percentage on such 
base provided the work is carried out 
to programme and that errors and work 
behind schedule is subject to a deduc- 
tion from their bonus as a whole. 

Such a system eliminates the record- 
ing of work entirely, errors must be 
noted and reported by the chiefs of 
sections, and there is no possibility of 
operators arranging their output at a 
set figure per hour. Supervision is less 
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costly as bad operators are reported by 
the good ones. 

So as not to penalize operators for 
delays beyond their control, it can be 
arranged that times are set for the 
receipt of the work and for the comple- 
tion of it, so that should any work be 
received four hours late these four hours 
are added to the completion time after 
which deductions came into force. In 
practice it has been found that the 
deductions are very small, but a 
special prize bonus can be paid to 
the operator with the least deduc- 
tions. This has the effect of making 
the scheme competitive. 





Simple Postage Rule Saves £260 Yearly 


N a large firm of motor distributors 

which dealt with roughly 1,000 

dealers the volume of correspon- 
dence, form letters, circulars, advertis- 
ing matter, etc. sent out daily by post 
was very large. The postage bill was 
found to be steadily mounting to a 
huge figure. 

Nothing could be done about reduc- 
ing the normal correspondence but the 
office manager suggested putting a stop 
to the haphazard sending out of form 
letters and advertising matter. He sug- 
gested, instead, that mailing of this kind 
of stuff be confined to two days a week. 

This had a double effect: (a) the 
knowledge that form letters, etc., could 
no longer be sent out at any odd 
moment made the people concerned 

















A New 
Lightweight 
Portable 


Barlock’s latest 4- 
bank portable sells 
at the attractive 
figure of nine 
guineas, and is built 
on an entirely new 
principle. It is now 
a piece of personal 
equipment that will 
well serve the busi- 
ness man 


think twice before deciding to send at 
all. It made them pause to think 
whether the letter was important 
enough to hold for the special mail 
day, and this pause for consideration 
eliminated many of the dispatches. 
(b) It enabled several items to be sent 
out to dealers under one cover instead, 
as formerly, in many separate enve- 
lopes. Thus the amount of postage was 
reduced. 

In all, this simple restriction saved 
the firm roughly {260 a year in postage 
and did not in any way prejudice its 
association with the dealers. 

The idea is one that could be readily 
adopted by any firm that has a heavy 
correspondence with a large number of 
branches, dealers or agents. 


Keep Your 


Files Clear 


The point about 
these transfer files 
is that, while robust 
and easy to handle, 
they are consider- 
ably cheaper than 
many types. Note 
how they can be 
stored ‘flat’. They 
are a product of 
Manifoldia, Ltd., 
West Bromwich 

















Consult: Bee gene a gi 
THE CHIEF GOODS MANAGER 
Development Department 


GREAT WESTERN RAILWAY 


PADDINGTON STATION W.2 An 
(Tel.: Paddington 7000. Extension 2465) 


for details of factory sites in led at 
SOUTH WALES ind ge 


etka FACTORY SITES 


Cheap land, 


maintains the dignity 


of business 


Proximity of raw 
materials. h O u S E S 
Direct shipping 
facilities. ‘ 
Efficient rail 
transport to thickly 
populated areas. 


The apparent ease with which some executives 
handle matters of urgency is most re-assuring to 
their clients and maintains the dignity of the or 
ganizations to which they belong. Others, how 
ever, show obvious signs of confusion, and cause 
serious interruption of routine work when, for 


JAMES MILNE 


General Manager example, they want information in a hurry or 
Paddington Station wish to locate a member of the staff. These men 
London W.2 


fail, very often, because they have no infallible 
means of contact with the various departments 
under them—they have not the business at their 
finger tips. 





Internal telephones are effective up to a point— 
but they involve time spent in dialling or speaking 
to an exchange, and even then do not always 
obtain the man you want. He may be in another 
part of the building, and then more time is lost 
in calling up departments one by one until he is 
found. 


The DICTOGRAPH, as now installed in many 
businesses both small and large, cuts out all 
preliminaries to instant contact with all depart- 
ments—either singly or together—and it always 
finds your man, wherever he may be at that 


nn 

z moment. 

CARTER-PARRATT 

= The DICTOGRAPH saves fuss and delay, and main- 
A E E Te het a NE N ) 





SHOW YOU AT-A-GLANCE tains the dignity of your organization. It pays 
for itself in business efficiency. May we send you 
How long does it take you or your executives full details, or better still, send one of our en- 


to get VITAL BUSINESS FACTS?—Far too 


long if you do not use ‘‘ VISIBLE SYSTEMS” gineers to discuss your individual needs ? There 


will be no obligation, of course. 





Cy Carter-Parratt Visible Card Equipment keeps 
“key” facts continuously before you—shows 
Send now for folder : 
“ Why?” showing you instantly—how many orders Jones booked 
how Visible Systems last month—when he last called on Smiths’— 
keep your business where Credit has reached limit—which lines 
at your finger-tips. a 
are moving or not moving—every fact at 
a glance. 
DICTOGRAPH TELEPHONES LTD., Head Office and Works: Aurelia Road, 
G ARTER-P ARR ATT LTD Croydon, Surrey. Telephone: Thornton Heath 2427. London Offices : 
(P. J. Carter Eve, Managing Director) Abbey House, Westminster, bi W. I. Telephone i Al be d $5572 


317 ABBEY HOUSE, VICTORIA STREET, 
LONDON, S.W.1 NEEE ST S Te — a E e O S 
Telephone : ABBEY 3675/6 [908] SARTE eee AER : 
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Printing? You Can’ Save Over 50/ 


In Costs By Doing Your Own 


High quality work is not dependent on 


highly skilled labour. A short initial 
instruction on the Rotaprint is ample for 
the average young woman or junior 


ASH savings that are made and 

the production of tip-top jobs are 

two main reasons why office print- 
ing equipment is finding a secure niche 
in every kind of business, large or 
small. *Indeed, progressive firms to-day 
no more think of sending out their 
stationery and certain types of adver- 
tising printing than they would think of 
having their typewriting done outside 
their own office. 

This widespread and growing use of 
office printing machines has tended to 
lay emphasis on their value to the quite 
small business. Thus there is a chance 
of overlooking the fact that such 
machines are of immense value to busi- 
nesses, big or little, of every kind. 
Actually, the greater the volume of 
printing used by any firm, the more 
opportunity there is for vast savings. 

This fact is brought home strongly 
by the two new models recently put on 
the market by Kaye’s Rotaprint, Ltd., 
of Cecil House, Holborn Viaduct. While 
both these machines have the simplicity 
of control associated with such equip- 
ment, they have a number of new 
features which add to their value from 
every point of view. | 


This Machine Has a Really Ẹ3 
High Capacity 

Let us first examine the bigger 
machine, the new Double Width Super 
Rotaprint. It is really an automatic 
machine which can produce lithographic 
print at least 50 per cent below normal 
cost. Here are some of its outstanding 





By a 
‘BUSINESS’ INVESTIGATOR 


features: (1) Speed of 5,000 impressions 
an hour; (2) Line or half-tone work in 
one to six or more superimposed colours; 
(3) Takes almost any kind of paper at 
weights from g lb. large post to 4-sheet 
card; (4) Takes paper sizes from 44 in. 
by 5f%in. up to 20in. by 14im.; (5) 
Automatic suction feed, guaranteed 
hair-line register; (6) Damping, inking, 
joggers, cut-out, side lay and adjustable 
front la¥, all automatic. 

Operation of the machine is very 
simple. An aluminium master sheet is 
used. On this is imposed the impression 
of what you intend to print. If, for 
example, you are printing an ordinary 
typewritten circular letter, you type 
the letter on the aluminium sheet as 
you would on a sheet of paper. The 
aluminium is wafer-thin and goes easily 
into a typewriter. 

Next you fix this metal sheet to the 
drum of the machine and go ahead and 
print. It is really as simple as that. 


Practically No Limit to Style 
of Reproduction 


This example shows the principle 
upon which Rotaprint works, but no 
matter what kind of job is produced, 
the method is basically the same. Apart 
from typing, you can impose subjects 
on the master sheet in various ways: 
by drawing, sketching or writing with 
pen or pencil; by ruling with drawing 
pen; by printing on it from a platen, 
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cylinder machine or proofing press— 
ordinary typeset matter; by transferring 
from copper plates or stcnes; by trans- 
ferring from photographic negatives 
anything that can possibly be photo- 
graphed, either line or half-tone. 

Internal forms and documents such as 
statements, requisitions, memo forms, 
works orders, etc., are incidentals, 
quickly and easily done at any time. 
Catalogues, folders, booklets and all 
kinds of publicity matter up to 2oin. 
by 14 in. can be produced in any quan- 
tities and in any range of,colours. I 
saw several big six-colour jobs that had 
just come off one of these machines, 
and they had the finish of the best 
colour advertisements to be seen in 
leading magazines. 


Hair-Line Register Looks After 
The Colour 

For colour work the hair-line register 
comes into use, and the speed of output 
drops to 4,000. But the most intricate 
job can be left safely in the hands of a 
trained junior, a saving in wage costs. 
Once the paper is in position, the 
machine feeds itself. It also inks, 
registers and stacks automatically. 
Crumpled or creased paper is auto- 
matically rejected. 

When a run is completed, the 
aluminium master sheet is taken off 
the machine, cleaned and filed away. 
It can be used again at any time and is 
good for a total run of at least 10,000; 
although commonly their effective life 
is thirty to forty thousand impressions. 

These sheets make for big savings. 
No blocks, no make-ready are needed; 
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These few examples give some idea of the range of matter that can be produced, in 


first-class quality, by these office printing machines. 


Speed and low cost are also 


features that they introduce 





printing thus becomes economical in 
time and money whether done in large 
or small quantities. Moreover, most of 
the preparation of master sheets can be 
done in the office. If not, part or all 
the preparation can be done at low cost 
by the Rotaprint Company, who have 
a complete service department for this 
work. They are, in fact, building a 
factory with a floor space of 30,000 sq. 
ft. for centralizing and extending their 
process and service departments. 
What I have said about the Double 
Width machine applies in principle to 
the new Automatic Standard Model 
Rotaprint. The differences between the 
two are in size and mechanical details. 


Checks Up On 
All Typing Work 


ICTATING cylinders were 
DESE in a hit and miss fashion 

in a large firm until a centralized 
transcribing department was organized 
under the charge of a competent super- 
visor. 

The use of two forms assures a 
smooth and rapid flow of work through 
the department and provides an 
accurate check on the work of the 
individual operators. 

On the Cylinder Record form shown 
here the supervisor enters the numbers 
of the cylinders, time received, from 


ACTICE AND EQUIPMENT 
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STENOGRAPHER'S DAILY REPORT 


DICTATOR 


Bea 1 


whom received, name of operator, time 
cylinder was picked up and time 
returned, also the number of lines 
written. By means of these reports 
work is easily traced, and incidentally, 
many arguments settled. 

The operators have another form on 
which they enter the number of the 
cylinder and the name of the dictator 
in vertical columns at the left of the 
sheet. Across the top of the sheet is 





STENOGRAPHIC DIVISION 
CYLINDER RECORD 





GRAND TOTAL 


space in which the name of the depart- 
ment is written, and in the space 
opposite the name of the dictator is 
placed the number of letters and lines 
written. 

From the operators’ reports the 
supervisor totals the number of lines 
written for each department. Monthly 
totals are sent to the book-keeping 
department which assesses the costs to 
the various departments. 








POST HASTE MACHINE ACCOUNTING OUTFIT 
WITH THE UNBROKEN FEEDING EDGE 


Triumphs over torn 














Here is at last a Machine Accounting ledger which has no punching 
along the bottom edge of the sheets, thus preventing the shests from 





catching up in the machine and becoming torn and damaged. Yet the 
sheets are just as securely bound together, as you can see in this illustra- 
tion. The only punching on the sheets is at the sides. The binder grips 
them together powerfully, keeping perfect alignment. At the same time 
the ledger is capable of expansion up to 25%, to accommodate growing 
contents. The punching allows the sheets to be fed into the machine 
top or bottom. 


PERCY JONES Jintock LTD. 


Chansitor House, 37 Chancery Lane, London, W.C.1 
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“We Want A New Location.... 
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Here Are the Key Facts and Figures 
From 32 Industrial Estates 


ACTORY sites of the United 

Kingdom: where to go and why, 

if you are thinking of a move. 
That is what we have tried to tell you 
in this second National Survey of Fac- 
tory Areas and Industrial Sites. It is 
supplementary data to that which we 
gave just over a year ago, when we 
surveyed the country from a somewhat 
different angle. 

In December, 1935, we gave the 
reasons why 648 manufacturers chose 
the particular sites they did for the 
location of their factories. This year 
we left the manufacturers alone and 
tackled the various local authorities 
and industrial estate people. We 
inquired exactly what they had to 
offer. 


These Are The Two Big 
Questions 


When you decide upon a new loca- 
tion, the cost of moving your business 
from one point to another is not the 
first consideration, nor by any means 
the most important. 

These are the big questions to ask: 
What are the most valuable manufac- 
turing and what the most useful trading 
advantages that I can get? 

Satisfactory answers to these points 
mean more in the long view than initial 
transfer costs. That’s why we framed 
our questionnaire to bring out this 
information in the most practical form. 
Look*at the 16 questions listed in the 
panel on page 32. In answering them, 
the various authorities have given you 
a full sketch of the facilities and 
amenities their areas can offer you, as 
a manufacturer. 

Not all questions we put are included 
in the list. Four have been deleted. 
They were concerned with average 
rent per square foot, the amount of 
open space around factories and the 
time lost in disputes and through sick- 
ness. We found information on these 
points vague, incomplete. In most 
cases, indeed, the questions were left 





C.E; DAY 


unanswered because facts were not 
available. 

To the bulk of our questions we got 
good, straightforward answers packed 
with the news you want to know if 
you’re looking for a factory. But apart 
from the normal information given, 
certain of the questions and answers 


5 Points Which Show 
Co-operation 


show interesting trends. They indicate 
that local authorities and industrial 
estates are not only aware of manufac- 
turers’ present-day needs, but are plan- 
ning for the future. Consider such 
points as these: the growth of airports; 
the development of housing estates in 
relation to industrial areas; the selec- 
tion and planned layout of new land 
for factory development; the building 
of new factories that can be rented; the 
co-operation—sometimes even financial 
—given by authorities to manufac- 
turers. 

These points show you how keen the 
various centres are to get your factory 
located in their area. In recent years 
the outlook of municipalities in par- 
ticular has changed. To-day they will 
give you services, help and advice 
which not so long ago would have been 
forced from them, almost grudgingly. 


We have seen and recorded this 
development in our factory site articles 
published during the past eighteen 
months. 


‘Doorstep’ Markets Are 
Key Factors 


Our present survey emphasizes this 
lining-up with manufacturers’ require- 
ments. Refer to our last national sur- 
vey and you will see how good the 
progress has been. For instance, we 
found then that (a) nearness to markets 
was the most vital factor, and (b) the 
transport problem was most considered 
by manufacturers when they selected a 
site. Now these two factors are to-day 
fully considered by cities, towns and 
industrial estates. They have investi- 
gated the markets on their ‘‘doorstep”’; 
most of them can give you the con- 
sumer population in detailed break-up 
form: so many men, women and 
children. The answers to our first 
question in the present survey are 
necessarily given in round, complete 
figures, but they show you the 5o0-mile 
radius market you can expect in any 
area concerned. 

Consider problem (b), transport. 
Gone are the days when you have to 
build your own roads, arrange transport 
for your workers. There is planning in 
factory areas, on industrial estates. 
Roads, railway stations, sidings, muni- 
cipal bus and tram services, all these 
are arranged to meet your require- 
ments. Even airports are being con- 
structed with an eye to the time when 
manufacturers will make common use 
of air freights. 


Factories are now BUILT 
To Rent 
Just as the new idea in planning 


industrial areas has resulted in good, 
reinforced concrete roads, plus all 


essential services, being laid right at 

the start, so the problem of building 

factories to rent has been tackled. 
(Continued on page 37) 
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What areas can offer such į 
- to the industrialist as Birmingha 
City of 1,200 trades and an 
people is worthy of invest 
everyone contemplating the estab 
ment of a factory in England. 

















THE CITY OF BIRMINGHAM 
INFORMATION BUREAU 
The Council House 
BIRMINGHAM, It, ENGLAND 









The facilities for industrial propres a 
new industrial Book of 
forwarded free on ap 








plication. 






















Centrally situated in the heart of a net-work of first-class roads | eading to such imp 
industrial towns as Manchester, Sheffield, Nottingham, Derby, 


Two main line railway systems (L.N.E.R. and L. M.S.) provide further abundant trans 
facilities. 


A plentiful supply of all classes of labour. 
Coal, gas and electricity—easily available at a low cost. , 
An efficiently run municipal administration with a sane policy of low rates and ASSESSMENTS. 


The only town in England with a population of 16,000,000 within a omie rafos-a 1 
market at your doorstep. 





Send details of your requirements to : 


DEVELOPMENT OFFICER 
CHESTERFIELD CORPORATION DEVELOPM 
CHESTERFIELD 


Preliminary information obtainable through the Travel and Industrial Development Association. of Great Briain. 
Street, London, $.W.1: British Empire Building, Rockefeller Center, New York, and 28 Avenue: des Ahar 






















wW prices and rentals, 
Junction). ei 


Liverpool Canal jin area. 


“shale, stone. 
o. £200, freehold. 


Fairly clean, 
stright, colourless, no deposit, 
mical. quality. 
persons, 40, 000: workless, 
Mande. 
2 6d. te 15s., inclusive. 
“gas, water, transport, 
‘cleansing, fire protection. 
industries makes for 
U shale 


‘Ti 
W380 iver hey 
| oe ‘Shale. 


in ce water for domestic ` 


Tposes: -only). 


ity of all. 
Ë d. be arranged. 


gas. o 
explanatory brochure, free. 
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“At Bacup. 
Rochdal mal, 3 miles, 

dstone, limestone. © 
ite £80 to £100.. 


moorland 


alloe 

Large. building programmes 
eS, 

electricity, oleate 

tes per head; excellent 
cheap electricity; Beary 


Al out 15, 000,000. 
CA few vacarit premises. 
on. site. 
w goods, station to. 


Tronk ‘Thames. Na a | 


Roding runs through estate. 
New ame at Utor 8 


J contre aad other large 

ou du oats adjoin. 

H usual ‘services. 

New industrial estate being devel- 
ed. Sites have rail, water, road 
ages. Cheap electricity, gas, 
. 8 miles from Charing Cross, 
éndon 'phone area, but not 
to: London building by-laws. 


LN. E.R. near site. 


9: Yes. 

10: 108, general; Is, 
Lb: Dry and clear. 
12: Net given, 

Ws. Ample general labour. 


fad. water. 


-e Yes. 


15: Electricity, sewerage, water. gas. 

16: Main line London/ Southampton; 
good rail service to north and 
west; main roads to. all parts; low 
rates for largé consumers of elec- 
tricity; bracing, healthy climate. 


BELEVUE ESTATE (Northolt) 
About 10,000,600. 


Yes 
tG. W.R - 
: About 3 mile. Sidings to factories. 
Frontage on Grand Union Canal. 
: 4 miles, Hanworth. 
Imports of Port of London, 
aati £2,000. 


: 10s. 10d. : 

: Clean, clear. 

2. Not pven l 

: Supplies good, increasing. 

: Supplies good, incipasing. 

: Gas, water, electricity, sewerage. 

ite Easy access to London, main road. 
Central London tube to extend 
through area. Station will adjoin 
estate. 


* t 
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A € an be. boug ht 

3: GWR e LMS 

4: G.W.R. adjoins site; E, M. S, 1 mile. 

3: Adjoining site, 

y Birmingham 
miles;  Wolverhampt a) 


: Coal. 

; From. £180; 

: Yes. | reas 
> 15s. . 
: Not given. 

2: Corporation water. 


: Lots—especially traditionally skilled -s 
ty B: £25 to £120. 


5: Electricity, gas, canals, 
roads on site. 


: About 12 industries located here. 


water, 


BRADE ORD 


1: Not given. 

2: Yes to both. 
LMS. and LN.ELR. 
trains toa all parts. 

: Centre of city. Two stations. 

4: Leeds & Liverpool Canal. 8 miles. 

6: Yeadon Aerodrome, about 6 miles. 

> Coal, shale, etc. . 

; Cannot state. 

: Yes, 

: lis. to Is. 3d. 

1: Industrial type in centre, but sur- 
rounded by moorlands. 


Through 


: City owns ‘undertakings. 


8: G.W.R. brings 


10 miles; p Yaan. D, 2: 


2: Not given. 
5: oS of all. 


All ser- 
vices available. 


3: Official handbooks free. 
BRISTON {Chittening Estate) 


> 
* 5,15 


0,000. 
2: {a) No. 


(b) Yes. Prefer firms to 
erect own buildings, plant, etc. 
sidings to sites, 
transfers goods to and from ships 
by own locomotives. 


: Sidings at all factories. 
4: Avonmouth 


docks for overseas 
trade; Severn waterway to Mid- 
lands; via River Avon to Bristol, 
Bath, ete. 


: 8 miles, 
7: Coal, stone, limestone. 
3: Land leased at low rents for long 


terms. Rent considered in relation 
to nature, extent ef trade. 


2: Good. 
i Abundant of all kinds. 
: Housing estates nearby. 


Ample electricity; gas could be 
made available; sewers to adjacent. 
river; excellent road access. 


3: Natural Western industrial centre. 


Great marketing area. Has modern 


docké: ner, coastal, canal services 1: 


provide cheap 


materials, 


carriage of raw 


BURTON 


2,100,000; | 


i: Sites available with sidings. 

5: Sites. alongside . 
Canal. Waterway through Borough. 
>: Within | mile. 

7: Coal, 


Trent & Mersey 


brick-earth, fireclay, 
sand, gypsum, granite, 
limestone. 


gravel, 
eritstorme:. 


Yes, 


10: Ws. 10d. 
> Rainfall—2s in.. 


ally. Liabil ity -Tren 


to. fog in 
valley. es 


2: 25 on Clarkes’ scale. 
8: 826 men: 78 women; 27 youths; 30, 


young women: all unemployed. 
170 men; 26 women; 28 youths; 14 
vong women: part-time workers. 

Counci would provide hous- 
E for influx of aew labour. 


5: Electricity, gas, water, transport. 
3: Level sites adjoin coalfield. 


Low 
rates. Special terms for large con- 
sumers of services. Water obtain- 


"Clear, ‘dry © gener- 


2: Yes to both. 


: Between 


: Main lines to- afl parts. 


{100 and £400. 


9: Yes. 
: 10s. 10d. 


a: Gas, 


: Damp. 

. Not given. 
: Ample of all. 
: Houses to 


rent from as. to J 
weekly. i k ' 
electricity, 


sewerage, . _ tran 
port, water. 


\: Centre of highly organized indus 


trial area; many and varied indus 
tries; can offer excellent sites | $ 
new industries, 


vane 


we tS be 
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it: Very clear. 
2: Practically pure. 


4,000,000. 
Yes 


: GW.R. f 
; Centre of city. 
: None. 
< On city outskirts. 
: Coal, Hmestene, 
-- .. miles, 

E: ; Subject to egduaton 


iron ore, within: 


o od. , 
Not muth i H 
E oer 
limited, E 
Ample of all categories.. 


14: Ample. Corporation has” own o 


ing estates. 


5: Electricity and water, 
3: Seaport to Atlantic with first 


docks. Clean, beautiful ‘city and: 


surroundings ; ideal housing; excel i: 
lent health record. Main rail ee sae 


road communications. 


COVENTRY 


3: 
Bt. 
o Centre of city. 


5,000, G00. 
Yes. 
L.M.S. 
Five “other 
stations in the city. 


5: Coventry Canal runs throuet ‘city 


Main loading 4 mile 


from £ 
centre. ee 


3: 2 miles. 
i: Coal, 


iron, steel. 


8: Average £300. 


: Yes, freehold and leasehold. 


J: Vas. 


able from canal and by boring on | 


sites. Distribution facilities—quick 
access to Midlands, west, south, 
Potteries, Lancashire and north. 


THE QUESTIONS 
This List Is The Key To Reading The Survey 


ie Consumer population within 50 miles. 
2. Can buildings be (a) bought, (b) rented. 


Railway services. 


SA a 


Zaai 


Distance from nearest goods station. 
¿Distance from nearest canal (name canal)... 
Distance from nearest airdrome. 
Raw materials within 50 miles. 
Cost of land per acre. 
Can it be bought in small quantities: 
Average rates in the £. 
 Atmosphere—amount of moisture, is it dry, 


damp, dirty, clear, etc. 


Water—.M. of H. index. Le 
i. ¿Labour available, skilled or unskilled, male or 


female. 


Housing available for operatives. — 
See available from local pasties . 


: Clear, even temperature, very “lea 


(Coventry noted for this). 


: Fairly hard. 
: No difficulty” getting Jabot: 
: 4,000 houses built last- ye 


be rented or bought: by 


15: Transport, water, gas; elec 


: Being geographical 


sewerage treatment, housing. ~ 
centre © “gives 3 

distribution advantages; . mak 

Coventry outstanding. 0 


DONCASTER 


$: 


2: 
3; 


.. runs 


Ty lear. 


eee 10 (HM), 000, 
L. N. E.R. and LM. s. 


2 


od VA ve 
hefield Eà South» ‘Yor shi 
through Doncaster, 
have ler ons on this. can: 


- Coal, 


crate ral - 


> £150 upwar Se according to 


tae rainfalt oF in 


Pr 4 sources. of supply wae from 


“>. 3° to 19° hardness. 


is Ample of all kinds. 0 ec 
Big: onumber of houses, i “pri 


nterprise. and corporation built. 
Gas, water, electricity and» toad 
Yansport. 


+. Perfectly flat land for factory buil 


ing with river, road, rail frontages 
‘Sandstone | subsoil suitable. boi car 









* 


= If you require any 
information in regard to 


SITES FOR WORKS 


in areas served by the 


LMS 
RAILWAY 


apply to:— 
ASHTON DAVIES 


Chief Commercial Manager 
EUSTON HOUSE, LONDON, N.W.I 
Telephone: Euston 1234. Ex. 545 


THE LMS SERVES 32 OF THE 40 
COUNTIES OF ENGLAND 


or BUSH HOUSE. b 


Do You Know 


All The Answers? 
. @ 
Day by day irritating questions arise causing 
annoyance to advertising men—question of _ 
- media—rates—press dates—all the numer- __ 
: ous little points which cause unnecessary | 
waste of time and money UNLESS you 
possess advertising’s most coveted reference 













~ guide, THE ADVERTISER’S ANNUAL. $| Ine Machi une 
-The 1937 edition is now on the press. You | Continuous Form Billing in adidir to rej 
should order now, to save 5/- by securing Your typewriter actually does the work 
: h | bli shen used fia “Fanfold ” Se i nA 
on w Š “vp > : & Many Re KE SGV - SAVE PAT $ EO 
your COpy atthe specia pre p u ication pric € l Form Billing Machine are added to all the 


regular typing. 


of 1 5/-. Have all the answers at your finger : Ca ee neem ene er Ree 
‘ips. ORDER YOUR COPY TO-DAY. without affecting’ the operation of the tY pewter 


correspondence and other purboses. 





. | “Fanfold” Adapter piaces no strain whetever 
writer carriage: because of the very simplicity 
T H E arni operation there is nath 1 to get oul. of s 


DVERTISER’S 
INUAL. 


TOUSE, TALLIS ST., E.C.4 
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gughout areas 
asy distance cof all SW. 


bout. 80 miles. 
‘coal, coke, ironstone, clays, pne- 
tone, iron, steel, imported timber. 
ulphate of ammonia and other 
hemica 


‘None. 
Is. = i 
16 to £400, according to 


ood. 
imple of all kinds. 


niy. | 
mple electricity and gas. 
pecial facilities for new industrics. 
arge unemployed population in 

merous Villages throughout aren. 
District covered by network of rail- 
vays, good roads and ample gas, 
Jectricity, water. 


WR. and LMS. 


prester & Sharpness Canal. 
tonnects with Bristol Channel. 
t. Staverton, 4} miles away. 

‘ain, coal, timber, oil, agricultural 


fucts. 

From 3s, Gd. fo His. per sq. yard. 
Ves, In some districts. 
Os. Lid. 
Equable; dampish in winter, 
Not given. ae 

xtile, woodworking. engineering 
hief skilled labour; some other 
kinds. i 
New housing estates give ample 


River Severn to 
istributing centre 
Eng- 


ty, water, sewerage, trans- 


immediate development, 

of business. Central to 

ly. populated industrial north, 
aj}, road access all direc- 
Local authority owns many 
es. Vacant factories avaj- 


miles. 
Sharpness. , 
na Gloucester airport, 


ty- organically, low 
' Unlimited. supply. 


MS. ‘ , ars + 
ings on sites p rovided. — 


5: 3 miles. Forth & Clyde Canal. : Ee 


4 mile, Renfrew. 
Coal; iron; | 
ot forsale on estate. 


Skille 
i5: Transport, gas, water; electricity. 
:: 'Clyde bult’ reputation for manu- 


factures. Good, cheap water, 44d. 
per 1,000 gals. Shipping facilities 
from Glasgow docks. Immunity 
fram possible air attacks. Low 
rates, 


HULL 
> 4,019,000. 


2: Yes. 
§: LINER. . 
- Placed throughout industrial dis- 


tricts. 
Aire & Calder Navigation, Trent 
Navigation, Sheffield & South 
Yorkshire Navigation and connec- 
tions. Terminus 600-mile waterway 
system. 


3: 4 miles. 
7: Coal, ironstone, clay, sand. gravel, 


refractory sand, chalk, limestone, 
fish rr imports of Hull. 
150. 


TA “gd 


- Mist in winter. Rain and = soct 


gauge show total yearly deposit 276 
fans per square mile in city, H0 
tons 2 miles out, 


2: Acid content low, pure bacteric- 


logically, chemically. 


13: Plenty of all. : 


4: New housing estates near industrial 


districts. 


' Electricity. water, gas. 
‘ Cjaims Britain's cheapest port. 


Industries dependent on frequert 
cheap supplies of bulk raw mate- 
rials operate economically at Hub. 
Sites on River Hull still available. 


LEICESTER 


1750, 000. 


2: Both. 

3: LMS; LINER. 
; 23 miles. 

5: 3 miles, 

3: Contiguous. 

= Coal, wool, gravel, stone, cereals. 
3: From £200. 

Wo Yes. 

i: jas. Sd. 

> Bright. clear. 
2: Fairly soft. 

$: Light industry 


workers; some 
others. 


: New houses being built. 
tm Gas, water, electricity, transport. 
y New 40-acre estate adjoins airport. 


Suitable for aircraft manufacture, 
other light industries. Honsing 
estate 10.000 population { mile 
away, No industry with heavy 
smoke emission encouraged . 


LETCHWORTH 
© 10,500,000. 


2: Both. 

4: LNER;, LMS. 

Central. 

5: Grand Jonction, 2) omies, 

O Hendon 3 miles, Hatfield 15 miles. 
7: Pig-iron, coal. 

2° 909 years’ lease. Ground rent £58. 
p: 2 acre upwards. Available: 1,000 


acres. 


> its, ëd. ; 
> Very dry. Rainfall 18 in, 
9: Clear, odoutless, colourless. Per- 
manent hardness, 2.27° English. 
3: Plenty skilled; some unskilled. 
4: 8,000 houses recently built. Rentals 


40s. 6d, weekly inclusive. Built to 
meet manufacturers’ needs. 


3: All usual services. l 
- Centre of Government labour train- 


ing scheme. Estate planned for 
industry. Excellent residentially. 


LIVERPOOL (E. Lancs. Road Area) 


1: About 6.000,0060. 
2: No, built by firms. Corporation 


may advance cash repayable over 
period of years. 


3: LMS., L.N.E.R., Cheshire Lines 


Committee. 


4: 2 miles, Fazakerley Station. | 
3: 2 miles Leeds & Liverpool Canal. 


12 miles Manchester Ship Canal. 


5: 7 miles Liverpool airport. 
: Coal, slate, salt, iron.. 
: From £750, leasehold 999 years. 


: 16s. 5d; Sid. water rate... 
1: Moderately damp. 
oelear. Average daily humidity 
“brickelay, wool, steel 2 ater: A 


Reasonably 


e trta 


’ ms 
Set SO Se St a De po m 
ee ee t . 


Siow US I mw 
wr 2, 


wim: 
—_— we 
we 


a oy wd 


— 


LIVERPOOL (Speke Estate) > 
> About 5,000.000. | 
2: No, built by firms. Corporation 
may advance cash repayable over 


period of years. 


: LMS., L.N.E.R., Cheshire Lines 


Committee. 


4. 1 mile, Speke, Garston, Garston 


Dock. . 
5: 7 miles Leeds & Liverpool Canal. 


12 miles Manchester Ship Canal. 


i: Liverpool airport adjoins. 
: Coal, slate, salt. 
> From £406, leasehold 909 years. 


: Fes. 
: 44s, 5d.; water rate 84d. 
: Moderately damp. 


_ Reasonably 
clear. Average daily humidity 
value 79.15 per cent. 


: Upland water. Average hardness 


5 parts per 100,000. 


13: Unlimited. 
4: Two housing estates adjoin indus- 


trial areas. 


» Water, electricity, gas, sewers, rail- 


way, buses. 


: Easy access of all docks on River 
Mersey frontage. Water trade 


price 8d. per 1,000 gallons. 


NCHESTER 
1: 15.500,000. 
2: Either. 
3: L-M.S., G.W.R., L.NLE.R. 
4: Served by internal railways. 
5: Manchester Ship Canal; Bridge- 


water Canal. 


bo Adjoining. 
7: Coal, water, imports of Manchester, 


0: 15s. 6d. 
: Net given. 

2:. Not given. 

3: Unlimited. Population over 1,000,000. 
> Plenty. 

5S: Not given, 

i> Not given. 


MIDDLESBROUGH 
: 2,500,000. 


: Yes. 
: LN.ELR. 
: Easy access. 


River Tees. 
40° miles. 
Iron, coal, limestone, salt, minerals, 
Reasonable. 
es. 


: 14s, 
: Dry and clear. 
: Ideal for industrial purposes. 
3: Abundance of workers. 
: Corporation lately built 3,000 work- 


ing-class houses; private enterprise 
many hundreds. 


5: Gas, electricity, transport, water, 
: Centre of iron mining, coalfields: 


near mouth of navigable fiver. 
Facilities for exports, Price of gas 
claimed cheapest in England. Resi- 
dential districts near town. 


MONTROSE 


Population 10,000. 


Yes. 
: L.N.E.R.; LMS. 


Central, sidings to harbour. 


: No canals near. 


R.A.F, aerodrome in town. 
Not given. 


' About dd. to Id. per sq. yd. 
> Yes. 
: 8s. 8d. 


Dry, very clear. 


; Abundant filter, 


Ample, 


: Rather scarce. Municipal building 


taking place. 


: Water, gas, electricity. 
: Harbour for vessels up to 1,500 


tons. Cheap dand. Low rates. 
Good distribution centre. Helpful 
Local Authorities, 


NEWPORT = 
ge 


Both. 


: 1 mile, but most sites rail con- 


: Canal obsolete 


Coal, iron, 
a ae 


“-gials obtainable: from. loca 


< 2 miles. 
y: About 6 miles. 

: Imports of Port of London. 

: Not for sale. 

: Not given. 

: 10s 


a> Ob 02 Se Me DI EG m 


: Fransport 


2 


ricit 


‘particularly iron, steel types 


o> port facilities. 


- SLOUGH 

1: About 16,000,000, 
: Rented. . 
3: G.W.R. 


Passenger station on 
estate. ie 
1 mile. Slough, Most factories 
serviced with rail sidings. -o o7 5 
Grand Junction Canal. — 


+ Dry. 

: Not given. | 
3: Ample supply. ty 

: Plenty, rent or buy. Renis from 


10s. öd. upwards. 


: Electricity, gas, water laid on to 


factories. 


: Factories, all sizes, for immediate 


occupation; fine expansion facili- 
ties; 190 firms already established; 
tess than 30 minutes from London: 
good transport facilities; no grime, 
smoke or din; no irksome restric- 
tions; healthy surroundings. fe 


AFFORD PARK 


: U ON ORE eee A buying power. 
2: Yes. os 
: Trafford Park Co. provides main _ 


lines alongside sites. 


4: Sidings at factory doors... oooi 
5: Manchester “hip Canal, Bridge-. 
na 


water (barge) | on estate- 


5: 14 miles Barton, 8 miles Ringway. 
-: Ceal, salt, limestone, lime, sand, 
sandstone, peat, agricultural pro- ~ 


ducts. i 
R: mom £1,200 to £6,000. 


es. HEE 
O: lis. 7d. eae ai 
: Clear, clean. healthy. Rainfall 


85.46 in. 


ər Hardness 8 parts per 100,00)... 

3: Plenty of all kinds. EA 
. Ample. Housing areas. adjoin “Park. 

5: Water, roads, lighting, electricity, 


gas, police, sewers. 


s: Densely populated area; facilities 


and services planned for indus 
big savings possible in transp 
and distribution; freedom from wir: 
attack in case of war. : 


TYNESIDE 


2,740,000, 


- Either. 


L.N.E.R. main lne, 


© Central. 


No canal. River Tyne. Seaport, 
3 miles. Municipal airport. : 


: Coal, salt, iron, ete. 
: Varies. 


Yes. n 
y Newcastle lüs. 8d. Average 13s. 
; Not given. a ee 
- Ample, good supply. | 
3: Ample for new industries. 
: Plenty. 
5: Full usual services. 


facilities; unrivalle 


labour. 


e WEST THURROCK 


: 10,000,000. 
3: Not given. 
M.S. 


: On estate. ere 
53: River Thames frontage. °° 

: 7 miles. oe oe 

: Building materials. č cz 

: Industrial: £800 upwards. 


dential: £800 upwards. 9 ` ie 


: | acre upwards. 


: 14s. 

: Dry, usually clear. 

: Good supply. : GER 
: Abundant of all kinds. 0 
: Extensive local housing. 05 00> 
: Near London market; road, rail, 


river transport facilities goodi 
building materials available locally.. 


| A further list of cities, towns | 
| and industrial estates will be 


f BUSINESS. This willthen 
omplete the survey. = — 


























. National Industrial Site pe | 


Survey ‘It dan t iust 


(Continued from page 32) 




























first annual survey we found that 
anufacturers very much wanted to 
ent factories to-day rather than buy 
em. Our present survey shows that 
zal ‘authorities and industrial estates | 
e alive to this need. Moreover, replies 
how that besides building factories to 
ent as a matter of policy, they will 
ctually build a pet Oey to your own 
pecifications. 
z „last point speaks well of “‘s 
ce", -but some local Ra E a 
yond that: they will give you fnan- 
‘cial aid. This happens at places where 
the authorities are not empowered to 
- build factories to rent. Loans made 
< are repayable on easy terms over a 
= period..of years. 
-= Home-finding for your workpeople is 
not always a simple task. This is 
© another point which authorities have 
taken up in recent years. As our 
present survey shows, many councils | 
= will undertake to build houses near 
_ your factory for your workers. 
© o There’s one important feature in the 
services offered by all important busi- 
“mess centres that is not shown in the 
survey. This concerns the city and 
town development officers and the 
industrial estate managements. Most 
cof our returns come from these men 
_ whose especial job is to attract new 
industries to, and make settling down 
easy for manufacturers in, the new | 
factory areas. 





W ; necessary a eee adv Wwancem ae į 6 ee 
enterprise. | | 


And it is a significant pointer to Lane: 
a pester = the bank clearings: for 































































i r Bradford, Bristol, Hull, =" -_ t 
— and Sh efħeld. 





Full information and expert ay ice will be giv en n ont 
inquiry to: 


J. BENNETT T STO: REY, General | d M, 2 


Development Officers Are 
BUSINESS Men 


© This means that you deal with a man 
who appreciates your problems. He 
--sees things from the industrial view- | THE TRAVEL AND INDUSTRIAL DEVELOPME AS 
point. All the irksome detail that arises Be ae, Saige "bee onaon Ss SW. Bries 
vin dealing with town councils and the , | 
like are smoothed away by the develop- i 
= ment officer and his department. Red i 
i tape is eliminated. Indeed, during our T 
< factory site work over the past eighteen 
; months, we have been told many times 
by manufacturers that local develop- 
ment officers are not only helpful at 
the start, but are a source of informa- 
= tion, advice and help in the ordinary 
course of business. They become, as 
< one executive told us, a local intelli- 
= gence bureau. 
== Another point about our survey: the 
75 per cent industrial rebate on rates is 
not given where average rates in the £ 
are stated. If in each case you deduct 
three-quarters of the figure mentioned, 
ou — arrive at the actual cost to 




































is the = for clearing out o id- i farhigned 

installing new equipment. What better tha: 
the modern method of increasing efficiency i 
duction? There is no room in your busi; 6s fo 


a en 


mines ARTES chan them wi h the “GB 



















to make 
2 ee about factory , 
ational- survey of this sort | | 












; for example 
Iswers. from 











; T rhe Po increases since rst 
= January, 1936, are convincing proof * 
-of Welwyn’s amazing development: 


= Factory Floor space built, or now being — Increase 





built for rental 82-97%, 
Factory Floor space let 561%, 
Number of New Manufacturers 250% 
Area of land leased to Manufacturers 

building their own factories 40°4%, 


Sites a Factories of various areas available 


INDU STRIAL DEVELOPMENT DEPT., W ELWYN 
Telephone: Welwyn Garden 248 . HERTS. 
a ae from King’s Cross to A Garden i City Station 








































try i is i udoubady the ideal centre for the 
sive industrialist., Through its natural advan- 
d its policy of continual progress the city has 
èd into one of Britain's most prosperous ENQUIRIES REGARDING SITES 
al centres. AND FACILITIES TO THE: 
offers to the manufacturer excellent factory Z DEVELOPMENT 

th La eae space for extension, plentiful and OFFICER 

y , a ready means of transport and an 


ply of abour. New. anatase ae COUNCIL HOUSE 
S fnd thei Mady saabished a hedei KOKOA A RES 




























AE networ k of transport facilities 
| vide is a surprising feature. 
canal transport necessarily the ‘slow- 
| moving traffic of a few years ago: most 


© | ties. Of course, this is all done free o 









canal companies now operate fleets. of 
motor-driven vessels that can coe 
goods quickly and at low cost... Yet 
until you examine the country. ite 
general, there’s every chance of over 
looking the number and importance of oo) 
these old-established inland waterways...” 


Three-fold Water Supplies 
Made Available a 
Water can sometimes spoil an others ~ 
wise good location. Many local authori-. 
ties, and particularly the new industrial: 
estate people, have recognized this: 
factor. You will see instances in thes: 
survey where alternative supplies of. > 
water are available. In some cases | 
three different kinds can be had: (1). 
ordinary town supply; (2) river or canal. 






| supply; (3) supplies from artesian wells- 


or boring on the site. There generally 
is a big variation in chemical quality 
between such supplies, and thus the 


| manufacturer has the chance to select 


that which is most suitable for his par- 
ticular processes. In quite a number 
of the answers given on this water 
question, you will see stated the results 
of actual analysis giving a 
hardness and other qualities. 


This is How Railways 
Help You 

While reading this national survey, 
you may be impressed by one notable cic 
omission: the four railway companies... 
This, however, is intentional and ariseg 
out of the peculiar case of them all. 
We did try to get together useful o 
information about the great variety of |. 
factory sites available along the main 
lines of the L.M.S., L.N.E.R., GWR: 
and S.R., but the locations concerned. 
were all over the country. It was 


| impossible to collect them all under — 
| one head and present information in a. 


readable form. Moreover, we found 


| that the areas we covered in our com. 


tacts with local authorities and indus-” 


| trial estate managements included most ; 
of the districts embraced in the aa ee 


companies’ field. oe 
There is, however, this particu ares 
function of the railways which provides 
a valuable service to manufacturers. eek 
Each railway collects and records de- 
tailed information on the available 
factories or sites in the vicinity. of the 
company’s lines. This is done regard- 
less of whether the properties are owned ox 
by the railway company or otherwise, 
Thus, you, as a manufacturer, can ask 
any of the railways at any time if they 
have knowledge of sites or buildings ~~ 
available in the districts through which. 
they operate. They will tell you and. 
arrange for you to inspect the. proper 



















charge: The only point to keep in mine 
is the areas in which the companie 
| es and. the north 
I n _Shruughout 
















Small Business 
: (Continued from page 12) 


_ and retail prices. The railway com- 
panies publish reports on passenger 
and goods traffic; the banks and stock 
xchanges give their volume of business: 
the income-tax returns furnish informa- 










- the Ministries of Health and Transport 
now disclose data upon various epi- 
..demics and accidents, etc., while trade 
inions compile voluntary consensus of 









ague of Nations came into being, 


he secretariat 
comparisons, 


giving International 


How To Make Use of 
A ‘ Base’ 


~ Business men who, from time to time, 
have to refer to index charts, sometimes 





“cannot fully appreciate the use of a. 


` base. By this I mean the axis upon 
-which subsequent data are based. 
Until the slump of a few years ago, it 
was usual to refer to 1913 as a basic 
year, for in that year conditions were 
considered to be normal and the ups 
and downs could be viewed with a fair 
degree of equanimity. Subsequently, 
1926 was adjusted as being normal, for 
at was a year which followed the first 
‘complete dissipation of the post-War 
“boom. Since, however, r931 has been 
adapted as a base by many, for in that 
year the second post-War boom was 
thoroughly liquidated and conditions 
were returning to a normal basis. 

It would be inferred that a basic year 
{or month, or any date) is the very 
foundation of every table giving index 
numbers. The base equalling roo is 
the “yardstick” 
indices are measured. 
the sum total of a datum equalled 110 


for 1931, and it was the base, i.e., 100.0; | 


then 1936, if aggregating 100, would 


naturally be 10o per cent lower or go as | 


the index number. Similarly, if 19 37 
aggregated 120 then it would be ro per 
cent higher, or 110 as the index number. 

On some charts averages are indi- 
cated, This facilitates readability and 
occupies less space. But it is impera- 
tive that the method employed in 
obtaining averages be defined, whether 
it be daily, weekly, monthly or yearly, 
or the average of each period’s 
aggregate, 


This Is What Is Meant 
By ‘ Averages’ 








A word or two as to averages would 
be out of place. The arithmetical 





ion about incomes other than wages; | 


wages, hours of labour, etc. Since the 


undry data have been compiled by | 


upon which the other | 
If, for example, | 
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| change in the price of wheat. 
- Each quantity, in taking the average 
can be multiplied by its weight, that is 
a number proportionate to its import- 
ance, Starch, for instance, would form 
about one-thousandth part of the index 
in the cost of living data, of which 
wheat (.¢., bread and cereals} would 
constitute one-tenth of the whole. ae 
In the past two years there have 
appeared many advertisements which 
have used charts or graphs for putting 
over an idea. There is much to be said 
for this method. In fact, I believe that 
the more you appeal to a reader’s S eye, ee 
thus instantly stirring the imapigation, o 
the more attention you obtain. ooo 
National advertisers are ever seeking pea 
new ideas for their “copy”. Few, how- = 
ever, have ventured to try educating pore 
the public by telling them that, while 
the course of wholesale prices has been o 
higher, the cost of living index pag hin 
lagged behind. 
We know, from facts, that more than 
85 per cent of goods are sold through = 
visual appeal, while sound accounts foroo 
7; smell 3.5; touch 1.5 and taste y peto 
cent. 7 
One effective method to put this idea 
over, which I adopted for a leading | 
Canadian merchandiser at Toronto in > 
1931, was to devise a balance upon 
| which a miscellany of eatable and wear- 
j able articles sold in his store was dis- ~ 
played. On one end were those obtains - 
able for one hundred dollars in 1928 at | 
the top of the boom, and on the other — 
dend similar articles obtainable at 
current levels (for the same hundred. 
< | dollars) which quite outweighed the oe 
< | first balance. Ss 
| It is obvious, therefore, that. while 
|. | figures are dry subjects, and- statistics 
have been made to tell the same story — 
in different ways, there is nothing more © 
effective than a graphical presentation 
of facts via the datum route. Just bow 
_to make your own particular figures talk 
you must decide for yourself, but talk — 
they should, because such a- manage- ee 
ment tool in your hands will. give | 
you much more effective control over 
your business at this very prosper 
time. X 





“and EXTERNAL 


PHONE 



























Let the Neophone system take care of 
your internal calls. 












Eliminate any chance of creating dis- 
| \ gruntied clients, or of making impor- 
\\ tant Prospects impati ent. 











\ Use your present Post Office telephone 
\\ ¿system for SORIRE calls only.’ 










A\ Cut dawn pressure on your present \\ 
\ switchboard operators, and at the same 

time be assured of greater reliability, \V 
increased efficiency, and saving of time : A 
and money. = 
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AUTOMATIC 
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Private Telephone Dept. 


MENS BROTHERS & CO. LTD. 


Jpper T Thames Street, E.C.4. . Ud i CENtral 2332 
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“that’s a good point? 


o“ BRITISH EMPIRE ” | 


í TAKES VARIOUS 
SIZED PENCILS 
7 RETAIL 10/6 
















ORE BRITISH MADE 


TAKES STANDARD PENCIL s | HARPENE 
SIZED PENCILS | 
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GOVERNMENT DEPT: - 
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ce Cos tly Menace 


How 
Air Conditioning Helps 










(Continued from page 13) 


then to allow the normal curative 
routine to take its course. 

Preventive action is what is wanted. 
Now in advocating conditioned air in 











influenza. What I do emphasize, how- 
ever, is that an air-conditioning plant 
-does provide the staff of an office or 
factory with the purest and best 
„atmospheric conditions. it is possible to 
have. And as it has been proved that 





the ordinary untreated air breathed by | 


workers brings about three times more 


absenteeism than any other cause, then | 


obviously the atmosphere is the logical 
thing to tackle. 


Why Cleaned Air Is So- 
Essential 


A normal person's daily diet includes | 


34 pounds of air—as against only about 
three pounds of food and four of water. 
Oxygen absorbed by the lungs produces 
60 per cent of a man’s or woman’s 
energy. So we realize that air is the 
most important thing after all, 


What does an air-conditioning plant | 


do? It filters, washes, warms (or cools) 
and humidifies (or dries) all the air 
entering an office or a factory. 

When it is explained that a thimble- 
full of the dust that is prevalent in 
normal outside (town) air contains 
about 50 million assorted germs, then 
you will realize what a safeguard it is 
_to have such air thoroughly filtered and 
washed before it enters the work-rooms. 

It is not claimed that this filtering 
will altogether arrest flu germs, which 
are said by scientists to be ‘‘filter- 
passing”. What it does do, however, 


is to banish from the incoming air all | 
mechanical irritants such as dust of | 
countless kinds, smoke, many gases, | 


etc., that cause most of the conditions 


and maladies that make the sufferers | 
susceptible to flu if and when they | 


encounter it. 


-General Physical Fitness Sets Up 
e Resistance 
Furthermore, by rendering the air to 
-degree of temperature and humidity 
tat will give the most comfort to all 
rkers, air-conditioning also sets them 
n this way physically to resist flu. 
kly, it is an. expensive process to 
size air-conditioning plant into 
business premises. And I’m 
to say : 
very. fi 





















o attempt to do 


it is not sufficient to let it arrive and | 


. there he to the astounding suc- 
-© cess cof this splendid: new 
_ method: f Jearned that the 


that it would be worth. 












at a smashing price 























a But I L DSE . . 


It was the opportunity of my Hfetime. After months secret of doing business 
of fruitless effort I had managed to win an interview by spendin 
with the Head Buyer of one of the biggest stores in a dise x 
the country. Chance found him in the market for eye ad wr yee 
the very Hne I was pushing. It was one of the best fae poe dinners, 
made articles in the trade, and at a price that beata ~“ Se pee, | 
very strong competition. BUT .. . I lost his order! yo UG seats a tas a 










NERVOUSNESS STRUCK ME DUMB 


The importance of the oppor- f 


tunity robbed me of my power of | att eens 2 
coherent speech--excitement made | WHAT THIS ER EE ae 
| BOOK WILL SHOW YOU | es 


my words stumble and halt 
How to address business meetings. | i 


phrases of conviction that f had 
so offen rehearsed escaped . 

How io wrie splendid letters. 
How to sell more goods. 


and the order went to the glib. | 

tongued salesman of our keenest | 
How lo enlarge your vocabulary, | 
How to talk before your club or | ® 








io. matter 
























ureien 








competitors. 







Mortified and discouraged, | went 
back to my humdrum round of 









lodge. 

ustome 3 small commis- = TORE pau i 

small CUROS Angs : l How to propose amd respond to | 
sions. I made up my mind f was ae 








a failure for big bnsiness-~that I 
could never gain the power to sway | 
big decisions, to win big rewards— 
that T lacked the gift of the gab. 
Until one day, after a depressing 
round, f confessed my discourage- | 
ment to a successful colleague. To 
my amazement he picks] up a 
magazine, pointed to an advertise- 
ment, and made me fill in the 
coupon there and then. Two days 
later I received a free copy of | 
“How to Work Wonders With Wo 
that moment my life changed. 






How to address beard mestings. | 






How to make after-dinner speeches. | wayk 






Henw: to teil enterlatming stories. 











How to converse isteresiiagly. i 

How to develop self-eonfidenes; -AMR 
p e and fear. 

i advancemer 
























Hue io acquire a winning perio 
adity. 












How to evercome fiar, 


























tds", and from entails no obi 


thig compo 


I LEARNED THE SECRET OF 
EFFECTIVE SPEECH 


I discovered how to overcome my stage fright- 
how to marshal my facts and present my case so 
forcefully and so convincingly that, in a 
few months’ time, when I had gained 
another audience with the Store Buyer. 
I palled off a deal so big that I have 
been promoted to chief salesman and 
promised the sales managership. 


What better testimonial could 









EEL FILING CABINETS 


_ reduce risks of loss- 
by fire or vermin 















































“Install “VALOR” 

. ‘| Steet Filing Cabinets 
To-day 

HOUGH low in cost these 


_ | A- Cabinets are made of best 
| British Materials 


throughout 
rand to the usual “VALOR” 


high standard of workmanship. 


aed “VALOR” Cabinets are easily 

| handled and have none of the 

a disadvantages of wooden Cabi- 

ao ets which are liable to warp or 

ck and do not offer complete 
rotection against vermin. 











They can be supplied in quarto 
nd foolscap sizes with from 1-5 
awers; cand are attractively | 
is ed in olive green stoved | 
namel. (Special finishes can 
be a arran ged for.) 





Write: Foday for List 29, ¥ 55, giving full 
particulars of these Cabinets; also Steel Cup- 
boards, Shelving, Clothes Lockers, etc., to meet 
bee all offite requirements. 












= We: are also manufacturers of Fire 
Extinguishers for the complete protec- 
“tion of Offices and Works. 


The VALOR CO. Ltd. 


| BROMFORD, _ERDINGTON 
2 BIRMINGHAM — 





| your staff, 


losses and disorganization saved. 
But still, the above @factors 
duced by air-conditioning are so valu- 


able as the best safeguard you can take | 
that I say this: 


manufacture is such that you need air- | 


If the nature of your 


conditioning installed anywhere in the 
factory, 


your staff, 

Also, I suggest to 
whe are erecting or 
new factories: 


those 


it is far less expensive 


to install air-conditioning when the | 


design or the building is still open. 
Therefore, go into this question of air- 


conditioning. Even if your manufactur- | 
fing side does not demand it as an 
essential to certain processes, weigh up | 


its advantages in terms of health, con- 
venience and comfort to yourself and 
You will find there is a 
lot in it. 





DECENTRALISED 


(Continued from page 24) 


arë worked out from a summary which, 
similar in form, 
expended over any given period. 
The summary includes Interest on 
Capital; Depreciation; Rent, Insurance 
and License, Wages, as 
amounts expended for tyres, petrol, oil 
and grease, maintenance and repairs 
from which the delivery costs per mile 
are worked out to the fraction of a 
penny. 


In order to avoid clerical work at the | 


Depots, the returns—one of which is 
reproduced herewith—are very simple. 


In this instance we only need records | | 
of actual mileage covered, petrol and | 


oil consumed, since all standing and 


maintenance charges against provincial 


vehicles are already recorded in 
head office files. 

With regard to the actual working 
cost of our fleet we are not content to 
accept them as satisfactory without 


the 


applying some direct means of com- | 


parison. To that end we have prepared 
a document of extreme value and 
interest which gives particulars referring 
to the comparative costs of deliveries 
by motor-vans and the actual costs of 
rail transport for the same journeys. 
The sheet shows that, whereas 20 of 
our vans, operated outside the London 


o x air-conditioning could prove that TEE 
it was able definitely to conquer these |]. 
= epidemics then that would be another | 

{ story. Any installation would pay. for] 
itself in about a year, ethrough the |] 


intro- | 


then take the opportunity of | 
seeing to what extent you can also use | 
it as a health safeguard for the rest of 


firms | 
contemplating 


shows the amounts | 


well as the || 


| | area, delivered goods over 3,922 route 
: 1: miles for loz 158. 6d., the rail charges | 
j | would have amounted to {15 31 Its, 8d., 4 





“This system simplifies te 
yout book-keeping” 


“c Business’ 


“A rationalised system” 


“ Arcountant’ 





VISIBLE 


THE UNIQUE SYSTEM | 


FOR 


any and every Record, 
every Tray or Binder, 
and every machine 









T ei phone: 


ACCOUNTING Lr. 


VICTORIA 
VERNON eaters 
SOUTHAMPTON ROW 


E Bee | 





HOL 9006 







S y appreciable difference. “Over aud oes 
Shove, the financial benefit, there are} oise 

z undenjable advantages in being able to 
deliver goods: in tins, cases and cartons 
3 loose" o ig, Kaon any need for 
HO ective crates. 









o 
= Unit Packaging 
nereases Price 50°), 
=- —and Sales 
















Without absolute control of stock 
there exists an element of danger 
which you cannot afford to risk. 
Lost orders—increased overheads— 
loss on production all result from 
short stocks. And again overstock- 
ing results in reduced turnover, 
deterioration and waste of floor 
Space. These conditions cannot 
possibly exist with Shannon Visible 
Records. Through effective signalling 
this system reveals in a flash the 
true condition of stock—vividly ‘and 
accurately, safeguarding you against 
those risks of the stock room which 
eat holes in your profit figures. 







Ay ANUFACTURERS of an Ameri- 
can doll recently succeeded in 
“advancing the price of their pro- 
: by 50% and, at the same time, 
ing an increase on the 1935 total 
1,000, 000. sales. = 
The doll is of a special kind. It 
rinks from a bottle and needs a change 
< of napkins every now and then! Thus, 
ttle girls have plenty to do in chang- 
ing, bathing, powdering, feeding and 
other. things for their doll. And all 
these accessories—‘‘nappies”’, bottles, 
- etc.—-were sold with the doll or could 
< be bought as extras later on. 
Until recently the doll was sold with- 
sout a package. Lately, however, the 
company felt that the product needed 
some plus point to keep the sales 
moving upward. It was then they 
decided to package the doll and he 
-accessories into a group of differently- | 
‘priced units, The package was of the 
kind that would be used by the children 
for stowing away all the odds and ends 
of the doll outfit, hence most of the 
‘package units were designed as trunks, 
chests, suitcases and so on. 
Not only did this idea immensely 
-please children, but it also attracted the 
interest of parents. They welcomed the 
packaging, for it meant that their 
children kept together all the parts and 
pieces to do with the doll—bottles, 
powders, pillows, dresses, and so on— 
all stored neatly away. OR 
With the introduction of these clever aT Ce Re ee 
packaging pieces, the total cost of the i ; 
doll and outfit went up by 50% and 
more, yet sales continued to increase. 
Indeed, they have reached a new high 
level, while the manufacturer and the 
retailer have both further benefited by 
the extra OD now made on each sale. 






























cialists are ¢ ver rea y to co- 
you to solve your record prol 
not make enquiries N Ay. 























IMPERIAL HOUSE, 15-17-19, K 
Birmingham, Bristol, Liverpool, Manchester, Newcastle 











you want a picforial idea, 
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Get Your Full 


TAX RELIEF 


On Obsolete Plant 
By A. W. POWLEY, A. L. A.A. 


HERE must be thousands ot 
| firms throughout the country 
that are not getting their full 
extent of tax allowance for plant 
obsolescence. With income-tax at its 
present high level this omission consti- 
tutes a definite cash loss to the business. 
When planning replacements of 
plant and machinery (including motor 
vehicles) this matter, therefore, should 
be very carefully gone into, with the 
assistance, if you yourself are not very 
clear about it, of an expert. 





: | 5 i The Claim is All Too Often 
a ee Ome ee, Overlooked 
The allowance for obsolescence is, 
indeed, a valuable concession, but it is 
0 FLI CK 0 : TH E WRI ST up to the business man to see that full 
advantage is taken of it. It so often 


happens that, though the whole of an 
item of plant has been previously 





and there is a manifold, set of six forms all 


clearly typed in perfect alignment, and another written down to nil in the financial 

six all set in position. PRIMUS Continuous books, and is scrapped in favour of new 

Stationery PS machinery, a claim for obsolescence is 
’ . quite overlooked. 

It means almost automatic production in billing, The reliefs obtainable will, in most 

invoicing, day-book recording, works orders, etc. org Oo. aa aea hovi 

You must have stationery for these tasks; let it for depreciation will have inate 2 pee 

be PRIMUS, which saves time and money, as well a different basis from that allowed by 

as guaranteeing good tempers and less fatigue. ese aerie asa wéar and tear alow, 

As the annual wear and tear allow- 

ID ID | IMI US ances are given as a percentage on the 

written-down value of the asset, the 

° ° actual allowance granted will decrease 

Continuous Stationery from year to year, so that upon the 

Buil ds Presti ge disposal of a piece of machinery there 


will be a difference between the original 


Cc ARTER D AVIS n ő cost and the total wear and tear allow- 
w3 L d ances which have bee ted. 
. I mi te This difference can ba bridean sub- 
ject to certain conditions, under what 
QUEEN ELIZABETH SE; LONDON, SE] is known as “‘Rule 7”, of the Income- 
Telephone: HOP 0204/5 tax Act, 1918. 
PRIMUS ATTACHMENT SUPPLIED TO FIT ANY TYPEWRITER The rule states that where any plant 


or machinery is discarded as obsolete 
IS YOUR CATALOGUE 
* Good ? 
OO salesman < 
To many of your prospective A good catalogue is a good 














customers, your catalogue is investment. We produce 


PENCILS. 
your representative. From many catalogues—not merely 


VENUS PENCILS are 

incomparably smooth 
it they judge the quality well-printed, but also well- 
of your products, the enter- designed. Would you like us 


and long lasting, their 
standard of quality never 

prise and efficiency of your to evolve a layout for your 

firm. new catalogue. 


varies. 


MADE IN ENGLAND. 
KNOWN THROUGHOUT THE WORLD 


If you would like to select 
which degree suits you best 
‘name three (e.g. 2.B., B., 
H.B.), and we will gladly 
send samples for you to try. 


VENUS PENCIL Co, Ltd., LONDON, E.5 


J.W. RUDDOCK & SONS, Printers, LINCOLN 
And at 3 Old Jewry, London, E.C.2 


and is replaced by a new and improved 
type, a deduction is allowed from the 
profits of the year in which the change 
was made of a sum equal to the original | ¢¢ @ 

cost of the plant or machinery replaced, Not | u a ky M gi Sm ith 
less the total yearly allowances granted 2 

for wear and tear (including the i gg ° 33 
additional 10 per cent since 1932-3), | ¢ oie just efficient! 
together with any amount realized on 

Haesale of the old p = aand machinery: “Well, Mr. Jones, I've enjoyed going over your place 
ae Farre gieti A TR By the wl ae *m astoak E aoe Acs jew of your 
egonean wilt be. allowed unti staff are away ill. You must be very lucky. 
obsolete plant “has been actually 
replaced. 

A claim may be made for obso- 
lescence whether or not claim has 
been made in respect of wear and 
tear. 

It is essential in an obsolescence 
claim that the plant or machinery has 
become obsolete in the course of the 
business. The trend of fashions some- 
times causes manufacturers to revise 
their products as well as their methods 
of production. Thus, the replacement 
of coach-building machinery by motor- 
building plant would be considered a 
genuine continuance of the same busi- 
ness, the change being made in order 
to keep abreast of the times. But the 
scrapping of paper-making plant and 
the substitution of, say, fruit-canning 
plant would not be a continuance of the 
same business, and not available as 





“Not lucky, Mr. Smith—just efficient. After our experience last 


grounds for an obsolescence claim. winter, we called in Lamson’s. They solved the problem for us 
by putting in their air-conditioning apparatus. Now the clean 
Here Is A Practical healthy atmosphere keeps the staff fit and therefore able to resist 
Example illness. Result : happier employees—increased output—greater profits.” 
The following example will illustrate i i 
the operation of the allowance : It would pay you to consider the use of Lamson Service to combat 
A machine which cost £2,000 becomes ill-health, inertia and low-resistance to sickness among your staff 
bsolete, i ld f i ae 
ee 301d tor scrap and realizes It costs nothing to talk over this question with our skilled engineers, 
£50. Wear and tear allowances have i i : : 
been granted on this particular machine who every day solve problems of speeding-up production by introducing 
over a number of years amounting to clean, healthy working conditions. 


£550 (including the additional 10 per 
cent). A new and improved type of 








machine is purchased, costing £3,000. OUR EXPERIENCE tS AT YOUR 

The obsolescence allowance will be as DISPOSAL WITHOUT OBLIGATION 
follows: 
Sruenarenst. hf gS... £2,000 
Less wear and tear 

granted Me ft £550 a s 
Less sale price ... ... £50 

ae ee A SUCCESSORS TO LAMSON STORE SERVICE CO. LTD. & LAMSON PNEUMATIC TUBE CO. LTD. 

ae r 132, CHEAPSIDE, LONDON, E.C.2 

solescen ia - 

orescence allowance r £1,400 Telephone. NATIONAL 0202 Telegrams. KELYWIL 





The sum of £1,400 may be claimed as 
an item of expense against the profits 
in the accounting period during which 





the replacement occurred. or window, a spring effect is gained by The mirrors are used in a new win- 
grooving the bronze with a pointed tool dow display. This display consists of 

which is supplied with the strips. As the figures of three women, lith 
O this spring is not materially weakened graphed on heavy cardboard. One 

by constant use and, in any case, can woman wears formal, the other sport 
New Way To Make Doors Draught be renewed by re-grooving the strip, and the third about-town dress. These 
and Rattle-proof this new draught excluder is ideal figures are set up facing a mirror. On 

for office doors and windows where the reverse side of the cardboard are 

NEW type of draught excluder draughts or rattlings irritate workers. illustrations showing what sort of 
A =. also ee noises from underwear the three figures are wearing 
e street, makes windows storm- ae . under these smart outdoor clothes. This 

proof and prevents windows and doors Intriguing D isplay Sells view of garters, girdles and underwear 
rattling or slamming, has been put on More Underwear is given by the mirrors—quite an arrest- 

the market. It consists of a specially LEVER use of mirrors has led to ing effect in a shop window ! 

designed bronze strip with a chemically Cs big sales success for a manu- The display has been such a success 
treated cord attached to one edge. facturer of garters, girdles and that the manufacturer's business has 


When the strip is attached to a door women’s underwear. reached new high levels. 













i and entries are pouring i in. “ALL adverti: 
| ing of the company is, naturally, featur 
ing the contest, and there is also a good 
deal of free publicity by way of editorial 
comment helping . along. , n 


Helped Salesmen 
Make Headway 


LONDON firm of motor-car o 
Å ars recently checked up on how taii 
their salesmen spent a day. The 
main factor that emerged from the 
examination was this: the best sales 
men worked to some sort of plan while 
the worst were without any kind of plan 
at all. 
| Collaborating with their star. sales 
men, the firm drew up a list of ten. 
suggestions for a ‘‘balanced selling 
day. They were: sat Magia 
(1) Plan your day the night before 2 HEE 
(2) Make ten contacts a day = oo 
(3) Make two demonstrations a day. ee 
(4) Make two appraisals a day meee 
(5) Telephone or call on four old 4 
owners A 
(6) Telephone or call upon all new : 
owners (cars sold within the last. three. ig 
days) : 
(7) Re-visit two prospective custom- | 
ers who are “‘hanging fire” 

(8) Spend an hour arranging canas 
appointments, etc. ; 
(9) Bring one prospective customer ; 

to view the service department zi 
(xo) See that any kind of complaint 
ov grouch is settled at once. wots page 
These suggestions, of course, were o — 
drawn up as a guide. They were not o 
meant to be rigid but they provide ano 
elastic schedule covering what the firm 
considered the vital business of their 
salesmen. Salesmen are checked’ up > 
every other day or so to see how they 
are keeping to this scheme. ee 
Already results have been obtained, a 
some of the worst salesmen having 
increased their weekly turnover By 15 ae 
to 20 per cent. = 




























: FUNNY thing, most accountants would find aie 
> f other reasons, but the simple fact is that a cash business needs no sales 
















/ most conventional ledger systems hide up the good and bad together. 
ey make much of accountancy but very little of credits and collections. 


isible sie ledger, whether for ordinary or hire purchase accounts, is an 
jense boon, Access to the accounts is very much faster both for reference 
a and posting and the condition of hundreds of accounts can be seen at a 

ae glance. - | 





ae o We have specialised in this development both for pen posted and machine 
8 posted accounts ; ; itis me another instance of ah) 


| “THE PRACTICAL PROBLEMS OF BUSINESS 
a MENTION HAND OR MACHINE POSTED ACCOUNTS 


ie Write anced 





1, LEADENHALL ST. LONDON, E.C.3 
‘TELEPHONE MANsion House 3921 


























IN THE PRINCIPAL CITIES THROUGHOUT GREAT BRITAIN ae 
Amateurs Showed 























-o $ ' | | the unusual flavour and quality of 
prs _ Package 3- -Minute Oat Flakes? oF Wa to Nev a 
\om etition Is ~- The company made only one stipu- y wW 
; pi lation about the answers to be given: f M ark et s a 


A the big, red “3” trade-mark at present o 
: tepping Up Sales on the package must be retained. HROUGH an eight-page que 
Other than that, the entrants are free ] tionnaire delivered to camer 
HE . National Oats Company in to suggest what they will. enthusiasts, a manufacturer o 
the United States is getting a big To help the public in reaching a photographic goods has been able to` 
- volume of new sales, plenty of decision, the company put forward assess and lay piane for developing a — . 
e publicity and a first-rate advertising some questions, answers to which must wider market. ee 
ampaign out of an interesting package have direct bearing on the suggestions This manufacturer felt that there was | 
ompetition which they are running. made. Some of these questions are: a big market for camera specialties, but — 
“A vital point is the big prize offered— “Does the 3-Minute package tell by its. he did not knew how to estimate that. ; 
ver {1,000 in total. Another important colour, shape and design that it con- market, nor-could he judge the propor 
actor is the simplicity of the contest, tains the finest quality oats it is possible tion and range of equipment that could 
the. prizes.ar ‘e given. for. te, best to. make?” Would another shape, be sold. He therefore decided to carry out 
5 colour. or combination of colours: be oa 1a earch by the aid- of came 
r better?’ "Would different t wording © on ig s first step; was to > pre 































































He also 
explained why he was sending out the 
questionnaire and how he planned to 
manufacture goods according to results 
obtained. A return envelope accom- 
panied each questionnaire. 

The response of the secretaries was 
good. They distributed the question- 
naire among their enthusiastic members. 
~ In less than a month about 50 per 
cent of the questionnaires had been 
returned, most of them completely 
filled. In many instances they were 
accompanied by letters setting forth 
additional matter. Thus, the manu- 
„facturer has been able to collect valu- 
nable information on this lucrative new 
market and to plan his production and 
Sales accordingly. At the same time he 
has been given a vast amount of infor- 
mation that will guide him in the 
general market. This is particularly 
the case because the expert amateur 
photographers have considerable influ- 
ence over their circle of friends and 
acquaintances so far as cameras and 
camera work is concerned. They have 
‘been able to indicate to the manu- 
facturer the type of goods that have the 
best appeal and the common snags 
which trip up the ordinary user of a 
‘camera. 





Builds 


Customer—Goodwill 


HE management of a well-known 

store, knowing that while the 
majority of customers like to wander 
.found buying here and there, many 
customers not so agile or able to stand 
the walking about come in only for 
Specific goods, 
© For these customers order-blanks 
have been supplied in a rest-room which 
is on the ground floor. The customer 
is invited to go straight there and rest, 
fill the order-blank with whatever items 
_ she requires and hand it to one of three 
attendants appointed for this specific 
duty. 
_ The attendant takes the order and 
the money; goes to the necessary 
department and makes the purchase for 
_ the customer. 
© This plan saves all trouble and 
fatigue for those who do not want to 
“go “‘counter-hunting’’. 
= It has greatly increased business 
among a good class of customer, mostly 
_elderly people, of course. 
<. The management states that the cost 
of the service is infinitesimal compared 
-with the results and the prestige gained. 
Finally, too, it saves congestion in 
the aisles of departments as, naturally, 
- elderly people and those with infirmi- 
_ ties are not nimble and often take up a 

od. deal of time and room at busy 















{JE ARE all 

asking 
ourselves this 
question. To 
help you is 
the main pur- 
pose of the 
Fern Business Institute. 


15,000 people all over the world can’t be wrong. 
They have tried the Fern Plan, and the majority 
found it did what we expected it would. 


The full story is contained in the book, “The 
Achievement of Success,” a 48-page book which 
tells the Story of the Fern Courses on Salesman- 
ship (five of them), Management (two), and Personal 
Efficiency. | | 


It costs nothing to get this book, yet it can be the 
turning point of your whole career. on 


This Institute is actively engaged. in st ; 
the causes of success in business, and its activities 
are world wide. For a very small fraction of the 
original cost this information can be yours, providing 
you will work hard to assimilate it. 
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lt is bound to impress you. Post this form, or 
on your own fetterhedd. | 
| want to succeed in [937. Please send 
book, “The Achievement of Business 3: 
| can see if this is the plan iam looking fer. 
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SMOOTHNESS and SWIFTNESS 


: versus 


“STICKINESS” 



















This girl is shooting outgoing 
mail through a Universal franking 
machine. Out come the letters, 
franked according to P.O. rates, 
but without any soiling finger 
marks, at the rate of up to 3,000 
an hour. Each impression carries 
also the sender’s registered num- 
ber,emaking unauthorised nego- 
tiation of the stamps impossible. 
Moreover, free advertising is 
provided for you. 


Below: A less up-to- 
date method of 
posting. 


@ Postal franking machines thus perform the double 
service of speeding-up the handling of mail hundreds 
per cent, and of giving a much closer check on postal 
expenditure. 


UNIVERSAL POSTAL FRANKERS 


LIMITED 
(Clissold 3613) 


Head Office and Works: 
1-7 CANONBURY STREET, ESSEX ROAD, N.I 


LEAFLETS, FOLDER: | a 
BROCHURES, SHOWCARDS oe tore. 
LABELS, PACKAGES ae. cae 

PRESS ADVERTISEMENTS 
ILLUSTRATIONS FOR 
ADVERTISING 








Most wonderful family Hydro in Europe. A self- 
contained Resort for conferences. Right on the 
edge of the sea at the best end of Blackpool. 60 
acres of links. Room for 800. 2 Ballrooms. Cinema. 
23 Tennis Courts. Bowls. Gym. Billiards. Covered 
warm Swimming Bath. Sun-ray, Tonic and Medicinal 
Baths. Tariff and Terms from]. H. Shorrocks. 


NORBRECK HYDRO, BLACKFOOL 











Write or ge 
for Tariff No. 2 


CRICHTON 


STUDIOS LTD. 


5 Chancery Lane, w.c.2. Phone: Hol. 8400 
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Your 
Guide To 
Coronation Colours 


British Council Issue 
Standard Shades 
from Original Colours 


HE British Colour Council’s 
| souvenir of the Coronation is a 
clear guide to all who will be 


concerned with the use of colour during 
the forthcoming summer. 


The colours they reproduce have not 
been arbitrarily chosen; they are actual 
colours reproduced in ribbon from 
original records of flags, banners and 
orders preserved throughout the ages. 
Instead of illustrations, actual pieces 
of the ribbon have been fixed to the 
pages. As such, of course, they will 
be accepted as standard colours and as 
a reliable guide to printers, decorators, 
cloth and bunting manufacturers, etc. 


The colours of robes that will be 
worn by the Duchess of Gloucester and 
the Duchess of Kent, and by peers and 
peeresses at the ceremony are repre- 
sented by samples from the actual 
materials. Colours of the orders of 
Knighthood have been matched and 
confirmed at the Central Chancery of 
the Orders at St. James’s Palace; bunt- 
ing colours of the British Navy have 
been confirmed by the Admiralty; 
colours of the British Army have been 
confirmed by the War Office; of the 
Royal Air Force by the Air Ministry; 
and the College of Arms have approved 
reproductions of the Heraldic colours 
which have been used in Britain since 
the thirteenth century; and, finally, 
there is a group of true tartan colours. 


Mr. Robert F. Wilson, in the text of 
the book, gives a lively account of the 
traditional colours and the early history 
of banners in Britain. He explains the 
psychological meaning of colour, how 
red is the colour of fire and blood and 
denotes action, life and enthusiasm; 
blue has an intellectual or spiritual 
appeal; yellow, the colour of the sun, 
carries the attributes of splendour and 
radiance; orange combines the strength 
of red with the luminosity of yellow; 
green combines wisdom and peace with 
unity and eternity, etc. 


The souvenir is bound in blue leather 
and vellum, and embossed in scarlet 
and gold. Proceeds of the sale are to 
be given to the King George V National 
Memorial Fund. 


PRACTICAL PRINTER, age 35, with nine 
years’ managerial experience in commercial 
printing, stationery loose-leaf books, and 
office equipment is open for engagement 
where his knowledge and experience would 
be of advantage as buyer or manager. At 
present engaged. Write for interview to Box 
362, BUSINESS, Whitefriars House, Tallis 
Street, E.C.4 











i : = ‘Per SO: nalise l d > 
- Form Letters That 
- Get Business for 

| ACHILLE SERRE LTD. 


-F MIRST of all, we capitalize our 
4 managing director. All our sales 
~ letters go out over his signature. 
_ Every post brings not only letters, but 
--orders addressed to him by name. No 
inquiry is too small to engage, by 
“proxy, his attention. Actually this 
< involves less than one hour per week of 
< the managing director’s time, because 
ș the person who pulls the strings in the 
<- background has easy access to his chief. 
_.. Although we use processed letters 
and have our own multigraph equip- 
Ment, it is from personalized form 
letters, hand-typed, that we get our 
--best results from existing customers. 
> These letters not only look genuine, 
_ they are genuine. 

_ The managing director’s signature on 
these hand-typed letters looks the 
genuine article. It is done with a 
rubber stamp and ordinary writing ink. 









6 Per Cent Replies 


_ We send out on an average 35,000, 
personalized form letters every year. 
One-third of these go to lapsed cus- 
tomers. Four different types of lapsed 
letter and three different follow-ups are 
used. 
Replies from lapsed customers aver- 
age about 6 per cent. More frequently, 
however, the customer does not bother 
to reply, but within three weeks or so 
word arrives from the branch that 
orders have come forward again. 


Getting Repeat Orders 


Keeping in touch with Achille Serre 
customers goes beyond writing to those 
who lapse. A person who sends to us 
for the first time receives, within 48 
hours, a card of thanks. If the same 

„customer does not send a repeat order 
-in three months, a letter goes out with 
-a detailed reference to the first transac- 
tion. Anyone sending to us after a 
long lapse will often receive a letter of 
thanks. 

Our manageresses report delays, over- 
charges, etc., giving us an opportunity 
to write and smooth things over. We 
feel that a keen nose for complaints is 
as essentially a business-builder as a 
keen nose for orders. 

About two years ago we noticed how 
darge a proportion of our mail order 
‘trade was made up of long-standing 
customers, who paid against a pro 
forma invoice and seldom spent more 

than £2 or £3 per annum. Obviously 
these people would repay cultivating. 
‘They had never asked for credit, yet 
‘there was no reason why they should 
not have it. 
X wrote to a trial number, saying 
uld readily open monthly 
hout- troubling them for 
hey would just give us _ 
cely anyone replied. _ 
orking on the | 













































9 
LUS 
2 HOURS 


This little lady, now that she 
has a “‘Plus”, can add accurately 
at 23 times her previous best. 
She wasn’t slow before. 

With the practical, handy, 
portable “Plus”, accounts, 
costings and analysis clerks | 
can do in 2 hours the work 
which previously took 5 hours, 
without extra strain or fatigue. 































“a lifetime, 
itself in 14 » 
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for 
cos’ 
















Tel.: 


BULMERS, 9! Queen Victoria Street, LONDON, ECA - 
err, a Catone Sree EDINBURGH, 2 2 ies Phoon 
CALCULATING SERVICES, 1 Albert Street, BIRMINGHAM, 4. Telephone No.: 
BRANSONS (Office Equipment) LTD., 5 Halford Street, LEICESTER. Telephone No.: È 
GILBERT WOOD {Arithmetical Machines) Ltd., T ibart Saj 



















wrong lines in giving customers the 
trouble of communicating a decision to 
us. So to the remainder our letter said 
that we wanted to study their conveni- 
ence and had put them on monthly 
terms forthwith. 2 

Over a period of twelve 
results were rather interesting. 

One or two people wrote to say that 
they preferred remitting in advance, 
An equally small number thanked us 
for the new arrangement. An over- 
whelming majority did not take the 
slightest notice of our letter. 

Actual business received from this FON O 
group, however, increased by about 20 JOS & 5 : 
per cent. The list being hand-picked, ®t 13 
bad debts were negligible, and repre. 
sented a very small fraction of 1 per a ie aoh 

EE E Direct Mail A 


Our best results fro 
from new re 7 
easy to get the na 
tenants, but we hav 
methods and a steady 




















months 
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IMPROVEMENTS THAT MEAN | BOOKS 





The introduction of the NEW Shan- 
noblic Hanging Folder heralds a safer 
and tidier era in filing. Here is a 
folder in which you can place confi- 
dence ... a folder that cannot fail to 
put your filing on a more efficient 
footing. Index tabs set at an easy- 
reading angle . . . metal bars inserted 
through the double tops and sup- 
ported on a metal frame for accessi- 
bility and easy removal, are some 


siderably to their life. 


x THE SHANNOBLIC VERTICAL 
FOLDER—A DISTINCT IM- 
PROVEMENT ON THE ORDIN- 
ARY TYPE NOW IN USE, WITH 
ADJUSTABLE TABS, DOUBLE 
TOPPED BACK LEAF AND 

EXPANSION CREASE 









Mi 


THE SHANNON LTD., 
Imperial House, 
15-17-19, Kingsway, W.C.2 





FOR SPEEDY 
REFERENCE 





USE THIS COUPON 


If you desire information from the Editor or from Advertisers 


To BUSINESS Service Department, Whitefriars House, Tallis Street, E.C.4. 


| Please send, without obligation, more information in connection with axlvertise- 
ment (or advertisements) in the March, 1937, issue of BUSINESS 
numbered below. 
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GREATER FILING EFFICIENCY 


Shannoblic innovations. These im- 
provements eliminate ‘riding up” 
and ‘sliding under” and add con- 


You cannot fail to be impressed by 
the time-saving possibilities of Shan- 
noblic Folders. Send to-day for illus- 
trated leaflet, or better still, allow 
our representative to call on you and 
demonstrate. 


BIRMINGHAM, BRISTOL, 
LIVERPOOL, MANCHESTER, 
NEWCASTLE-ON-TYNE, 
GLASGOW, CAIRO (Egypt). 





For The 
Business Man 


Profitable Record Keeping issued 
free by Carter-Parratt, Ltd., 316-23 
Abbey House, Victoria St., S.W.1. 

Business depends for its profitable 
conduct as vitally upon its records of 
everyday movements as the function- 
ing of machinery does upon its tell-tale 
gauges. Business records must be accu- 
rate, up-to-the-minute and instantly 
available. Those needs are essential 
whatever system you employ. 

Though Carter-Parratt are makers of 
a famous system of record equipment 
this book is not offered to the business 
man as a catalogue, but as a practical 
hand-book on the use of records as a 
profitable tool of management. Carter- 
Parratt, Ltd., are business statistical 
experts and advisors, not sellers of any 
rigid pattern of records. They say quite 
frankly that it is extremely rare for a 
business to be able to buy standardized 
C.-P. equipment and put it straight to 
work in its departments. 

The needs of every individual busi- 
ness, in fact, of every individual execu- 
tive, are different. Record control must, 
therefore, be made to fit each specific 
need, not vice versa. 

This hand-book, which is well illus- 
trated with practical examples, tells you 
just how this principle of record adap- 
tation is carried out. From it you can 
visualize how your own business can be 
served. C.-P. will be glad to send you 
a copy. 

O 
Managing for Profit, by C. E. 
Knoeppel and Edgar G. Seybold 
(McGraw Hill, 2ts.). 

Aptly and profusely illustrated with 
graphs, this volume deals with working 
methods adaptable for profit planning 
and control. ‘‘Profits’’, as the joint 
authors of this standard work state, “‘is 
but another word for Incentives.” 
Business being a vehicle of progress, 
must be run effectively, it must be kept 
well oiled with the lubrication of profits, 
as it is an economic necessity. 

The man who gets to the top must 
know how to make profits, and it is 
assumed that often, very often, the chief 
executive having specialized in one par- 
ticular phase of his business is not 
familiar with the other spheres which 
make up the whole organization. With 
this object in view, Knoeppel and 
Seybold have set out this book to assist 
the one-track mind in searching for 
datum which should lead to effective 
management. By this it is meant to 
convey not only increased turnover but 
also increased profits annually. 

One of the most interesting chapters 
which should find space in the library 
of every executive, deals with the 
fundamental basis of profitgraph and 
capitalgraph. It is by acquiring this 
principal knowledge of management that 















profits begin to flow in an almost pre- 
determined manner. To-day, British 
manufacturers in most spheres are 
experiencing a breathless activity which 
might well call for future planning to 
maintain profits on an even keel when 
the political panacea now stimulating 
industry will have worn off. The 
present is opportune, therefore, for 
Managing for Profit in the future. 


O 


Official Handbook of the Periodi- 


cal Trade Press & Weekly News- 
— paper Proprietors’ Association (1s.) 
c6, Bouverie St., Fleet St., E.C.4.). 
„An. ABC directory of over 500 of 
the leading periodicals, weekly news- 
© “papers and trade papers published in 
Britain, with full particulars of publi- 
-© cation dates and advertisement rates. 
. The reference book for the Publicity 
< Manager. 


= National Income and Outlay. By 
Colin Clark, M.A. (Macmillan, 12s. 6d.). 
i On this year’s national income de- 
“pends next year’s business: no single 
-= get of figures is more valuable as an 
index of prosperity and sales possi- 
bilities. For a century the figures were 
merely the subject of occasional esti- 
mates: latterly the Stamp-Bowley and 
the Flaxman figures were best known. 
Mr. Colin Clark did an immense service 
to business by his more accurate 
research, ‘‘The National Income— 


1924-31’. It rapidly superseded all 


others. 

In 1932 he went a step further by 
making his study of the national 
income continuous. His estimate of 
national income is available in the form 
of the Pritchard-Wood Index (pub- 


lished quarterly in The Advertiser's | 


Weekly, with Mr. Clark’s chart and 
notes). 

Now comes a further complete 
account of Mr. Clark’s methods, data 
and work. This book will be the final 
authority on the subject—until Mr. 
Clark writes another. 

These points, among others, are of 
vital interest: The changing age-dis- 
position of the population in 1931 over 
1g1r increased the number of produc- 
tion workers by 5.4 per cent, despite 
the use of fewer children and old 
people. 

There are probably still®* around 
735,000 independent businesses (as in 
1921), but the number may be falling. 
- Nearly three-quarters of the country’s 
net investment (£225 millions in 1934, 
£305 millions in 1935) is the undis- 
tributed profits of companies. 

A relative shortage of female labour 
. and a rise in women’s wages will be felt 
from now on, owing to the decreasing 
number of children. 

E O 

_. The Typist’s Companion. By Max- 
well Crooks (Pitmans, 2s.). 

- An invaluable little manual written 
< by an acknowledged expert. There are 


‘pists in business firms who would 


„int 









first-rate, essential infor- 
it. It doesn’t preach, it 














sted in it and who would : 









No More Waste 





Is a UTILITY product. Send for lists showing 
the full range of Utility High-Grade Steel Hgnipment 


HAVE Y 
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YARBOROUGH ROAD, LINCOL 


MARKETING FACTS & FIGURES BOOKLET 
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THE UTILITY STEEL CABINET 











A TEST CAMPAIGN 
IN THE WEST OF ENGLAND 


THROUGH THE 
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interesting book, 
for sale, 
recently been issued 
the 

me by specimen adver- 


Jh is not 
above 


ements, by actual results 
by the format of the 
ook: itself. A copy will 
: ent to the principal of 
business who cares to 
to.€. Vernon & 

. Ltd., Incorporated 
actitioners in Adver- 


|>” Looseleaf Books 
are in use to-day! 
‘ont any business record can be kept 


ciently in them. 


can be alphabetical, numerical, 
or by any other method. 


eference to an entry is as easy as reference 


d as necessary. 

The insertion or extraction of leaves is 
implicity itself. 

obin” leaves can be ruled to your special 
ulrements—but first test the “Robin” 
item with a stock ruling as below. 


OOK, 5* x 8’, comprising loose- 
bound full maroon buckram, 


and 200 leaves (feint, 9 /6 


(Continued from page 20) . = 


petrol, oils, acids; bar heating furnace in- 
stalled in Monmouthshire works increased 


output by over 20 per cent; manufacture | 


of a new type of aluminium alloy started 
in Lancashire; new liquid adhesive being 


produced at Birmingham; ‘‘solid’’ petrol. 
made from coal by Leicestershire firm is. 


being used for running lorries; Bury 


engineer has built an internal combustion - 


engine of efficiency hitherto not attained 
by similar type enginés; new process for 
dyeing aluminium will be worked by a 


tirmingham firm. 
& 


© 


OOTAL ‘BROADHURST LEE CO., 

LTD., are spending {100,000 reorga- 
nizing Sunnyside Mill, Bolton. Skilled 
male operatives, handling batteries of 12 
to 24*looms each, will be in charge of 
1,300 automatic looms. When reorganized, 
the mill will be the world’s most efficient, 
incorporating the most advanced improve- 
ments in textile machinery to be found in 


any country. 


, WO former cotton mills at Accrington 


- $ have been acquired by a French firm 


Line, 


| for manufacture. of silk dress goods, Con- 
tinental styles. pa i 


A T Great Harwood 250 operatives will 
be employed when a cotton mill closed 
for some time will reopen under new man- 


| agement to produce speciality fabrics. 


O 


OLOURED cotton blankets are to be 

made at a Bolton mill which was 
closed down four years ago. New machin- 
ery has already been installed. Production 
starts shortly. 


BOUT {2,000,000 will be spent on 
A Merseyside by Cunard-White Star 
who have ordered two transatlantic 
liners from Cammell, Laird & Co., Birken- 
head. About 3,500 men will get direct 
employment for two years; several thou- 
sands benefit from indirect sources. At 
the present time the company is employing 
8,500 and paying weekly wages totalling 
{25,000. Employment expected to rise to 
11,000 in a year. Work in hand will last 


| several years. 


A Correction 


ENEATH the picture of the 
Bere executive desk, pub- 

lished on Page 34 of our 
December, 1936, issue, the caption 
inadvertently suggested that Dicto- 
graph Telephones, Ltd., were the 
manufacturers of the desk. We 
should have mentioned that the 


| “BOUT £4,000,000 is to b 


|} Co-operative Wholesale So 
building schemes. Plans include’ expan 
sion of C.W.S. headquarters, Manchestei 
extensions of retail societies throug 


_ the district; extension of existing, bi 


of new, warehouses; extensions | 


.chester district weaving sheds, 
- works, rope and twine plants and t 


tion of a new research department. 5 
ICHARD THOMAS & CO., LTD, 


will spend £7,500,000 on development.. a 
cipal features: new steelworks, modern . 


of Ebbw Vale iron and steelworks. 


U.S. type strip mill, cold rolling and.. 
finishing plant. Plans will bring fir 
productive capacity to 1,650,000. tor 
ingots, 1,180,000 tons of sheet and tin 
a year, a 
OVIET RUSSIA has placed £4,000,000: 
worth of orders for engineering wor} 
in U.K. in recent weeks. Chief item 
electrical equipment, machine tools, steam 
ship equipment. Mostly north-west an 
north-east firms benefit. aS 
IN BOXES, LTD., West Hartlepool, — 


a new firm making tins and canisters. ~ 


stamped from tinplate, started production ry 
this month. Process necessitates special ~. 
gas ovens for printing and lacquering. o oo 
| AGNESIUM ELEKTRON, LID 
associated with F. A. Hughes & Co 
Ltd., have started production. of a may 
nesium alloy known as elektron. A large 
new factory at Clifton Junction, Mat 
chester, is now producing the alloy 
O a g 
EICESTER light industries arë- € 
panding rapidly. One hosiery firm is 
adding 40,000 sq. ft. of factory space and 
bringing its total number of workers . 


4,000; a hift and crane manufactur 


enlarging works, installing new plant, and 
will now have 64 acres under one roof; firm 
of brace makers are taking over a for 
shoe factory, enlarging it; a box-mé 
concern is building additional fa 


space to raise production from. 50, 


70,000 boxes a week: a firm of doll ma 
extending into the soft dol- 
taking on another 400 employe 
OOM for another 1,400 worl 
be available at Player's & S 
at Nottingham when a 5}-acres’ ex 
is completed. The firm already è 
7,500. ; 
oO.” i 
BOUT 3,000 people will get work 
the Air Ministry’s new factory ` 
Nottingham. It is a ground-floor buildin 
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ELTETS. 


Repetition! .. . the biggest office expense... the chief time 
... the main profit leak Again and again... typists prepare forms 
for manufacturing and selling routine ... collection and disburse 
ments... and despatch etc. Repetition! 


ae 
an 
p 
my 


To-day... Addressograph-Multigraph issue a new a 
challenge to Repetition! Ten to fifty times faster than typi 
always 100% accurately “Addressograph” imprints nan 
addresses, information and instructions on all k inds of f 
communications. 





Prove tor yourself the new efficiency and new economies which 
ti > a E = ; 7 
Addressograph” can bring into every department of your } 

Let us arrange a personal demonstration and 


Ka 


Nae 
















Re member... All “A.M.” Mac hines are available On comverient 
terms, 
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29, KINGSWAY, LONDON, W.C.2. 
Phare: lapis Bae 1454 
{Head Office & wais: Edgware Rd, Cricklewood, NW.2} 
feanches at Manket Teang, leeds. Liverpont Bise, 
Aesc, Edinburgh, Gilgen. ‘Belast Nottingham, Dubbs 



















No longer can latecomers plead that the clock 
said they were punctual when it was really five 


minutes slow . . . no more can uncertain lunch 


hours be blamed on to the vagaries of clocks 
which need constant winding up and regulating 

when time is taken from the mains with 
Smith Sectric Clocks. When Greenwich time 
always shown clearly for all to see, a new 
standard of time-keeping is easily maintained. 


Inv estigate trouble-free 5e ctric Time. Write for 


brochure (free) now. 









% DELHI. Modern design, 
with moulded case in 
Walnut or Mahogany 
finish, and Chrome Bezel 
as illustrated. r2” dial, 

142 diam. 


Issuep by: SMITH’S 
ENGLISH CLOCKS, 
LTD., Cricklewood 


— Works, London, N.W:.2 





C Consult: 


Plentiful fuel, power, 
and water. 


Cheap land. 


Proximity of raw 


THE CHIEF GOODS MANAGER | 
Development Department | 
GREAT WESTERN RAILWAY | 


PADDINGTON STATION W.2 |. 
(Tel.: Paddington 7000. Extension 2465) | 


for details of factory sites in| 


SOUTH WALES 


One Machine does the work of Twa 


| Continuous Form Billing in addition to regular typing i 








materials. 
Direct shipping 
facilities, 
- EfHcient rail 


transport to thickly 
populated areas. 


JAMES MILNE 
General Manager 


Paddington Station 
London W.2 
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Your typewriter actually does the work of two machines 
when used with “Fanfold’’ Continuous Form Adapter, because 
the many time- and money-saving methods of the Continuous 
Form Billing Machine are added to all the advantages. af 
regular typing. 


“Fanfold’ Continuous Forms typed over our Attachment effect 
savings in Billing time, and costs, ranging from 17% to 76% 


without affecting the operation of the typewriter for regular. E i 


correspondence and other purposes. 


“Fasfold” Adapter places no strain whatever upon the types ai 


writer carriage; because of the very simplicity of construches.. 
and operation there is nothing to get out of order. 





taane aR K 


NORTH CIRCULAR ROAD, LONDON, N.W.2 


Telephone! : GLAdstone r. 8 ue 











By THOMAS DIXON 


T is commonly said that in the case 
E verbal instructions or communica- 

tions, seventy-five per cent will be 
understood, remembered and acted 
upon, while the other twenty-five per 
cent will be either misunderstood or 
forgotten or neglected. 

That is probably why the expert public 
speaker so often says the same thing 
over and over again, perhaps in slightly 
different language. He knows that his 
hearers will not absorb all the points he 
makes if he confines himself to a single 
statement of his case. And so, to make 
sure, he repeats himself in the hope that 
what he tries repeatedly to drive home 
will ‘‘stick’’. 

The business man is faced, day by 
day, with an almost parallel problem. 
He has to be constantly giving instruc- 
tions to one man or another. In many 
cases, under ordinary conditions, these 
instructions have to be given verbally. 
How is he to make them ‘“‘stick’’? How 
is he to guard that 25 per cent of what 
he wants done against misunderstand- 
ing, forgetfulness or neglect? 

The ideal course would be to give all 
instructions in writing. Then there 
could be no misunderstanding, there 
would be far less chance of forgetful- 
ness, and written instructions are 
seldom neglected. Written instructions, 
apart from the risks of human fallibility, 
are safe. 

But how to get them written? That 
becomes a serious problem. To write 
them personally is obviously out of the 
question. To trust to memory is to 
invite disaster. Dictation to the secre- 





4 Also get particulars 

of the new 

DICTAPHONE 
TELECORD 


It records telephone con- 
versations & conferences. | — 


THE TREND TO DICTAPHONE SWEEPS ON 


tary is safe for the more important 
matters, but does not take care of the 
minor details, because to call in the 
secretary every time one wishes to dic- 
tate a few lines of instructions would 
mean such constant interruptions that 
she would never get through her work. 

The problem is difficult enough when 
only instructions are concerned. It is 
made a thousand times more difficult by 
the fact that it also embraces all the 
multifarious details of business that 
may be grouped under the comprehen- 
sive term ‘‘correspondence’’. These, of 
course, would include letter-writing, 
memoranda of all kinds, notes of tele- 
phone calls and interviews, plans for the 
future and so on. 

It is the thoughts of the executives 
that drive the machinery of business, 
and unless those thoughts are accurately 
recorded, and passed on to those whose 
duty it is to run the machinery, there 
is bound to be delay, trouble, ineffici- 
ency and loss. 

To a capable secretary an executive 
is deeply indebted.» But even the most 
capable of secretaries suffers from 
human limitations. She has important 
work to do and cannot, if she is to get 
it done, be perpetually sitting beside 
her chief ready to make notes of the 
hundreds of items that come constantly 
to his desk for attention. 

It is here that The Dictaphone offers 
its most valuable help to the busy man. 
It sits perpetually on his desk, ready at 
any moment of the night or day to 
record in permanent form the results of 
his executive thinking. There is never 
the slightest delay when he wants to 
record anything, from the longest letter, 
report or document of any kind to the 
ten-word memorandum. 

Once dictated to The Dictaphone, 
executive thought is documented. It 
goes into typewritten form speedily, and 
from the moment it is spoken to The 
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Dictaphone it is automatically protected 
from misunderstanding, forgetfulness or 
neglect. The secretary keeps a dated 
carbon copy, and she will never file this 
away until she knows the subject has 
been fully and properly dealt with. 

Valuable as is the help the capable 
secretary gives to a busy man, she 
becomes still more valuable when The 
Dictaphone is in use. She is relieved 
at once of all the waste of time and 
labour involved in taking notes, and the 
time thus gained—from two to three 
hours a day—can be devoted to the 
minor detail work which she can readily 
take over from her principal. 

It is no figment of the imagination to 
say that The Dictaphone will save a 
busy man an hour a day and save his 
secretary from two to three hours. 

Test it for yourself at our expense. 








POST THIS COUPON NOW 


THE DICTAPHONE CO., LTD. (Dept. H.) è 
Kingsway House, Kingsway, 
London, VV.C.2 


Please send free book ‘‘What’s an Office any- 
way?i’’ to 
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THE DICTAPHONE CO., LTD, 


(Thomas Dixon - Managing Director) 


Telephone : Holborn 416! -2-3-4 


KINGSWAY HOUSE, 
KINGSWAY, LONDON, W.C.2 


And at Manchester, Birmingham, Glasgow, 
Liverpool, Leeds, Bristol, Newcastie-on-Tyne, 
Dublin, Belfast. 





Over 260,000 Dictaphones 
Are in Daily Use 
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The Powers punched card method of accounting is a fully mechanised system which 
provides as a part of the accounting procedure all control statistics essential for efficient 


management. 


In the Powers system the records are prepared by punching holes in cards in predeter- 
mined positions. agreed to represent definite values, descriptions or designations ; 
this is the simplest and fastest known method of recording. Thereafter these punched 
records are classified and printed mechanically —thus simplifying accounting by the 
elimination of the human error factor. 


The increased efficiency resulting from the reliable and accurate simplicity of Powers 

e accounting methods has now been placed within the reach of the smallest organisation 
by the new inexpensive Powers-One equipment. This latest addition to the already 
wide range of Powers machines makes the outstanding advantages of the Powers 
punched card method of accounting available at a competitive cost for every class of 
accounting and statistical work, whether the volume be large or small. 


Why not investigate the potentialities of Powers Accounting Machines 
in your business? At your request and without obligation a compre- 
hensive system for your work will be submitted and a demonstration 
provided at the address below or at any of our Branch Offices. Mean- 
while send for the new revised edition of our illustrated booklet 
“Accounting for Management Control” which fully describes the 
Powers punched card accounting system. 


POWERS-SAMAS ACCOUNTING MACHINES, LTD. 





POWERS-SAMAS HOUSE, HOLBORN BARS, LONDON, E.C.1 


"THE COMPLETE JOURNAL OF 
MANAGEMENT 


Incorporating: “The Journal of Commerce”, “Modern Business” 
“System” ; Business Organization and Management”. 
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60 Days a Year Saved by Mechanized Accounting 
Visible Record System that Gets ACTION 
Helps Address Envelopes Stylishly 
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NON-STOP TYPING! 


HE preparation of a set of multiple forms for typing 
involves considerable waste of time through the inter- 
leaving of carbon paper and alignment of such forms. 


This unproductive operation is entirely eliminated by 
using the EGRY SPEED-FEED Attachment and Continuous 
Stationery. The carbon sheets are automatically fed into 


each set of forms and withdrawn after typing, thus p 


enabling the operator to spend more time in actual 
typing and achieve a considerably greater output with 
more convenience and less effort. 


The Speed-Feed can be unhooked at a 
moment’s notice, thus allowing the type- 
writer to be used for ordinary purposes at 
any time, and by an ingenious methôd of 
compensation involves no strain whatever 









on the typewriter. 


Ask also for details of the 
EGRY MANIFOLDING REGISTER 








which can be applied in a variety of ways 


for dealing with hand-written 
requiring carbon copies. 





records 


WARPLE WAY, ACTON, LONDON, W.3 


Telephones : 
SHEPHERDS BUSH 3377 (3 lines). 


Telegrams : 
EGRYCOMPAK, EALUX, LONDON 
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CHESTS 
Clearing at : 
£7-7.0 : 


43 x 30 inside 





? Built in two sections with 3 drawers 
i in each. Strongly made with dove- 
> tailed drawers. Polished light, dark or 


£l 11 0 


: medium oak. Suitable for Drawing 
: Offices and much used for Church 
: Vestments. ORDER NOW ! 54 x 32 





320 Beautiful 
-CABINETS 


56/- Carriage Free. 


This wonderful bargain in roll-shutter : 
cabinets is unprecedented. The : 
material alone is worth the money. : 
They are beautifully made of selected : 
Finnish Birch, burnish polished in any : 
finish. (Walnut or Mahogany Piano : 
finish, 5l- ex.) There are8 large sliding : 
trays, each I4h in. square. A really : 
good lock secures roll-shutter. Suit- : 
able for anything from papers to : 
gramophone records. : 
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Carriage Free 


$ Surface 3 E 

Unique Offer 5x3 a 

Here is an unusual opportunity of getting amazjng value ! We have been making to 
order the above modern style of desk for the last year or two, with rapidly increasing 
popularity. Such desks cost 10 to 16 Guineas according to size. We have calculated 
that, if we put through our works batches of 500, we shall be able to sell them, on a 
fine margin, at £7 or £8. But we want to try out the possibilities first. So we have 
made a few dozen only, as a test offer, at £6 15s. Od. (in real Oak : Light, Medium or 
Dark Polish). j 

So here is your chance—while these 50-odd desks last, anybody can have them at 
£6 15s. Od.—and it may be the last chance. The desks are beautifully made in one of 
the largest and most modern of British factories. You can have this splendid desk on 


7 DAYS FREE TRIAL 


ON A MONEY-BACK BASIS. You risk nothing. 
Act Now. Also ask for full list of office furniture. 


Pencil your address across this cutting. Sale list of desks, also secondhand bargain list, 
will follow. 
(City 3313 4 lines) 


OSDA Ltd., 54-57 Old Bailey, London E.C.4 


Also at 16 St. Mary’s Parsonage, MANCHESTER (Blackfriars 6345). 
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TELEPHONE RENTALS SYSTEMS 


in hundreds of 
Firms of National Importance 


have been 


installed 





it is possible to mention only a few in each announcement 


Fairey Aviation Ltd. 


Kodak Ltd. 
John Haig & 


Co. Ltd. 


Redpath, Brown & Co. Ltd. 
Abbey Road Building Society 
Igranic Electric Go. 


K.L.G. Sparking Plugs Ltd 


FOR EFFICIENT CONTROL 


TELEPHONE RENTALS LIMITED 


HORSEFERRY HOUSE, WESTMINSTER, S.W.1. Telephone: Victoria 8681. And at Glasgow, 


Newcastle, Leeds, Sheffield, Manchester, 


and the Trademark ‘ 


The name 


“Telematic” 
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Aerial view of par of the Rolls-Royce Works, 


When vital facts or figures are needed, 
Telematic gets them—quickly. When a man 
(not in his office) is urgently wanted, Telematic 
finds him—gquickly. When Head Office wants to 
discuss a matter with a distant Branch Office 
or Factory, Telematic connects them—quickly. 


It is significant that Rolls Royce Ltd.— 
“Makers of the best car in the World” 
have installed Telematic to provide a system 
of efficient control throughout their organi- 
sation. Fora small quarterly rental, Telematic 
can establish the closest possible contact 
between all Departments of your organisation 
—be it large or small. 


Liverpool, Birmingham, Bristol, Cardiff, Belfast and Dublin. 


‘The Slave of the Dial” are the Registered property of TELEPHONE RE NTALS LTD 
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TELEMATIC BOOKLET. Please telephone for a copy, or attach this slip to your letter heading 
and post to Telephone Rentals Ltd., Horseferry House, Westminster, SW, Telephone: Victoria 8681 
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The Month’s NEWS 





Rationalization Calls For 
REAL Management 


ATIONALIZATION is an econo- 

mic development only so long 

as those who have the day-to- 
day control of the combined businesses 
understand what rationalization really 
is. 

To fix up the financial end of a 
merger and then to expect the business 
details of the combined units to fit 
themselves together automatically is to 
fail to appreciate the basis of the whole 
idea. 

One of the concerns we visited last 
month was a “‘rationalized’’ group 
with a very well-known name. This 
group of seven producing companies 
now has an imposing head office in the 
West End of London, and a large, busy- 
looking staff. But in talking to one of 
the sales directors we were amazed that 
he did not know the selling prices in 
several concerns of his group. 

It wasn’t that he was unable to recall 
them to mind without reference that 
surprised us but the way in which he 
disclaimed any knowledge of the ‘‘latest 
price stunts the—companies were up 
tor” 

Such a disclosure prompted us to put 
a few more questions. From the 
replies we gathered that the various 
companies in the group pretty well 
fixed their own prices and decided in- 
dividually what lines they should carry ! 


O 


Profits were 
A Miracle 


J ATER we made a special journey 

out to one of the unit companies, 
and we found there an amazing ignor- 
ance as to what the other units in the 
group (all making and selling more or 
less competitive lines) were doing. 

We found many lines that badly 
overlapped, more than one company 
making the same line and marketing it 
by widely differing means. There was 
no exchange of vital information, there 
was duplication of all sorts of clerical 
and factory processes, in fact, the whole 
concern seemed loaded with quite un- 
necessary work and expense. 
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Gathered From Personal Interviews 


By The 


The fact that all the compapies in 
this group struggled home last financial 
year with moderate profits was no 
tribute to their merged ‘‘control’’. The 
fact that they did so well was a miracle. 
The load of unprofitable overhead must 
be enormous. 


O 


Plans, Plus Ability 
To Work Them 


ATIONALIZATION has to do not 

only with finance; in its true 
sense it is the planned organization of 
every activity in the group to work as 
a most efficient whole. Amalgamating 
the finance is an initial step only. 

No merger will ever introduce 
advantages over the well run single 
concern unless there are executives in 
control who understand the basic prin- 
ciples of rationalization from A to Z 


Editors 


and, what is more, who have the 
capacity for putting them into effect. 


O 


Tough Situation is 
Spotlighting Dark Corners 
N one direction the present peak 
period is having the same effect on 
business men as the slump did five 
years ago, 
It is forcing them to seek diligently 


where they can economize and improve 
their internal routine; in other words, 
where they can more rigorously yet 
effectively control their costs 

With the near-famine of many raw 
materials, plus a dearth of skilled 
labour on the one side and big-quantity, 


urgently required orders pressing on the 
other, raw material prices and labour 
costs have become to-day’s most serious 
management problem. We tell you 


Speeds up Building: Ensures Better Concrete 





This new mobile concrete-mixer does the job automatically en route. 
Besides saving time, the precise ingredients specified for the concrete 
can be guaranteed since they can be loaded into the mixer at a 


central depot under supervision of a responsible engineer. 
accuracy is often not possible with site-mixed concrete. 


Such 
Photo by 


courtesy of Express Supply Concrete Ltd., London, E.C.4 
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more about that in the article on 


_ Page 9. 
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Business ‘Doctor’ Freed 
This Bottle-Neck 


IFFICULT and worrying as the 
i a is it has at least forced 
the spotlight on to many dark corners. 
One manufacturer told us: “ʻI found 
we had to get our collections in quicker, 
but our accountant emphasized that 
he couldn’t get billings out any sooner 
because costs on each job did not come 
in from the works until some days after 
dispatch of the order. And we always 
thought that was pretty good because 
we make each job to special order and 
specification. We make very few stock 
or standard lines. 

“We didn’t see how we could possibly 
get our intricate costs in any sooner, so 
we called in a consultant; we were 
forced to do so. 

“The result has been that by a cost 
system, far less elaborate than our old 
one, we now get our exact costs into the 
office by 5.45 p.m. for every item of 
time and material used in the works 
that day. We are now able to send out 
all billings at least two weeks earlier.’’ 


O 


Press Tool Sections 
Solve Acute Problem 


EYS to production—press tools, 
Ki. gauges, patterns—are, we find, 
being made for their own use by manu- 
facturers—and small manufacturers at 
that. This development in many in- 
stances reveals why some firms continue 
to fill orders quickly while others lag, 
and is another example of what the 
present acute situation is forcing manu- 
facturers to do. 

Important firms in Lancashire have 
lately developed fully this vital section 
of plant, are now unaffected by in- 
ability of tool-making firms to supply 
goods under three months. Further, 
we efound several little manufacturers 
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Here is the mobile concrete-mixer (shown 
on previous page) being loaded at the 
depot six miles from the actual building site 


now running their own workshops for 
production of more vital tool needs. 
One small bakelite mouldings manufac- 
turer told us he started his tool making 
after waiting four months for order 
filling by regular tool-makers. Then, 
with second-hand equipment and two of 
his staff who knew something of the 
craft, he filled his own most pressing 
needs. He is still waiting for original 
orders to be filled, but he’s not held up. 


O 


How’s Your Cover 
At This Dangerous Point ? 


OING still further into this matter 

of emergency measures, the director 
of a group of concerns making gas 
meters and other recording apparatus 
broached a vital point: ‘‘We are in- 
creasing all our insurances,” he said. 
“The replacement value of precision 
plant and equipment, owing to higher 
costs, fs to-day substantially above its 
purchase price of a year or more ago. 
Also we have got to visualize the costly 
delays that would inevitably be suffered 
in getting new plant if we were forced 
to do so by fire or other hazard. 

“We are advancing our insurances to 
cover this contingency. 

‘‘On other insurances we are making 
economies—not by reducing the cover 
—but by replacing the usual yearly con- 
tracts with 3-yearly agreements. The 
cash saving on premiums amounts to 
an average of 5 per cent, quite a sum 
when big money is involved.” 


O 


Suppliers Offering 
Cash Get-Outs 


OME firms are making a little 

money on the side by accepting 
cash offers from suppliers of certain 
raw materials who offer this induce- 
ment to be relieved of their obligations 
under contracts. 

Well, if you are happily bought well 
forward for a variety of materials and 
you are sure you can, with safety, let 
some of your bookings go, there’s no 
reason why you shouldn’t accept the 
cash. 

But you want to weigh up your situa- 
tion very critically before you sell any 
advantage. If you’ve been wise enough 
in the first place to provide against the 
present raw material ‘“‘famine”’, you’ve 
got to think about the pull this may 
give you over competitors later on if 


the situation gets worse instead of 
better. 


O 


To Help You Get 
More Skilled Workers 


ORD GAINFORD, in a letter to 

the Press recently, said that, in his 
opinion the best way the government 
could help the distressed areas would 
be by providing unemployed persons 
with free rail or other transport to the 
d areas where they might secure 
work. 


That is basically a good idea, but it 
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needs unselfish and careful co-operation 
by firms who employ any such 
emigrants from distant parts of the 
country. 

We ourselves have seen specific in- 
stances of great difficulty experienced 
by firms in the home counties who have 
taken workpeople from Wales, Lanca- 
shire, the North East Coast and from 
Scotland. 


O 


‘Away’ Workers Need 
Carefully Settling In 


HE advent of these people into 

quite new surroundings sets up 
a considerable problem. Conflicting 
social and industrial background very 
often starts antagonism in the work- 
shops, and creates, as the director 
of one concern told us back in 
February, ‘‘more damn’ trouble than 
it’s worth.” 

On the other hand, where manage- 
ment has gone to the extent of plan- 
ning appropriate business and social 
reception of ‘‘imported’’ workers, the 
scheme has worked very well. 

On page 8 of our February issue we 
explained briefly how several firms had 
made specific plans for the reception of 
far-away workers and for their comfort- 
able and happy settlement in new work. 
In every case the arrangements are 
working out with excellent results. 


O 


Stock Exchange Fireworks 
Don’t Hurt Mass Markets 


T seems strange that well-experienced 

business executives should harbour 
the delusion that all this fluctuation 
and scrambling that is a feature of the 
Stock Exchange just now should affect 
the great consumer markets of the 
country. Yet this delusion does persist 
to an extraordinary degree. We have 
seen, in the last few months, bold sales 
promotion plans and advertising cam- 
paigns curtailed or handled with ca- 
canny nervousness because ‘‘the market 
is all upset’’. A drop in national news- 
paper advertising clearly revealed this 
“‘caution’’. 

Jiggery-pokery on ‘‘the market’, 
meaning the stock market in general, 
has no ‘effect whatever on the millions 
of consumers of branded foods, tooth- 
paste, hosiery, pots and pans, and so 
on. 

There seems to be a belief among 
directors of manufacturing concerns 
that, because they themselves have an 
occasional dabble in ‘‘metals’’ or other 
commodities, this speculation interest 
runs right through to the rank and file 
of the country who are their customers, 
or that it upsets everyday business in 
some way. 

It doesn’t at all. Bold sales promo- 
tion schemes are the very thing for 
to-day. No stock market games, arma- 
ment loans or even a projected three- 
pence on the income tax has anything 
like the effect on the vast majority of 
families that many business men 
imagine. So go to it with your sales 
promotion of all kinds. i 
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By 
F. T. POULTON 


HE great problem of to-day is, 

| unquestionably, the shortage and 

the rising costs of raw materials. 

There is hardly an industry or a busi- 
ness that is not faced with it. 

A mass of main and subsidiary causes 
is forcing this issue, but none of them 
is really straightforward. True, there is 
is, of course, the enormous pressure put 
on the base metal and other producers 
by the demands of Government arma- 
ment work. The vast quantity of iron, 
steel, other metals, timber, etc., drawn 
into the hundreds of firms on high- 
pressure contract work is seriously 
jamming the would-be steady progress 
of normal building and engineering 
activity. 

But too much blame for our present 
pass is thrown on this armafnent cam- 
paign as the main and almost only cause 
of the raw materials tie-up. Because it 
stands out as the most publicized event 
of the moment, and because a certain 
diversion of raw materials can be so 
logically attributed to it, business men 
have too loosely accepted it as an 
obvious cause of all their troubles. 


This Is Where The Real 
Trouble Lies 


If they would be more analytical they 
would find that there are at work 
obstructive forces of a character very 
different from, and of far longer stand- 
ing than this momentary armament 
speed-up. 

Through the insidious penetration of 
politics into business and the artificial 
creation in past years of bureaucratic 


A EA MI BEDE AE SEY (EP PT. LI OEM 
IMMATERIAL / I | |g | | | 
PTR BEES 









nfl 

















d 
r 
gp é 


controlling bodies, industry has allowed 
itself to become burdened with a tangle 
of red tape that to-day is now badly 
tripping it up. The existing Steel 
Federation is an example. The steadily 
tightening grip of this corporation has 
for years crippled the initiative and 
freedom of many individual producers. 
The result is that they cannot now get 
going to meet the opportunities that 
have come their way. Had they been 
allowed in the past to use initiative and 
to develop that flexibility which is the 
very essence of successful modern busi- 
ness, they would now have little diffi- 
culty in meeting the peak load. They 
would not be compelled to suffer the 
chagrin of seeing a number of their 
overseas customers—and some of their 
home buyers, too—forsake them in 
favour of foreign suppliers who can 
give them better deliveries. 


Skilled Labour Situation Has 
Been Undermined 


Enmeshed in this stricture has been 
the consistent thwarting for years past 
of apprenticeship systems and conse- 
quently the steady undermining of 
skilled labour supply for the great in- 
dustry. Manufacturers have therefore 
found it impossible to keep up a proper 
standard of modern equipment—and 
sufficient of it. 

Years of such decline have lowered 
the vitality of the industry to an extent 
that defies resuscitation by any imme- 
diate remedy. 

The same sort of protracted strangle- 
hold has kept the coal industry far short 





Rising 
Costs ? 


Sharply rising prices of many basic 
raw materials brought about by acute 
shortage at a peak period are creating 
something of a crisis for hundreds 


of manufacturers 


To inctease selling prices is inevitable, 
finally; but the first great fight is to 
offset the initial rises by reducing 


internal costs 


By questionnaire to 100 leading firms BusINEss discovered 
_ how the cutting of these internal costs is being made. 
Here’s a selection of replies from controlling executives 


of possible efficiency. Rubber and 
cotton, too, have been prevented by 
similar means from attaining full and 
natural growth. Such artificial failures, 
followed by more bureaucratic “‘regula- 
tions’’ have thus gone far to create the 
paradoxical dilemma that businesses 
face to-day. 

But we cannot go further into causes, 
though goodness knows the situation 
needs ventilating. Unfortunately, an 
exposure of causes, however complete, 
is not sufficient at this critical moment 
to assist the manufacturer out,of his 
immediate difficulties. 

What we want to do here, therefore, 
is to show some of the measures to 
which business is resorting in an effort, 
for the time being, to meet these rising 
costs of raw material while avoiding, 
where possible, making any increase in 
the selling prices of finished products. 

In order to get this information we 
contacted something like a hundred 
manufacturing concerns, firms of all 
sizes and in a wide variety of trades. 
We had to do most of this by post; we 
could not personally visit more than ten 
works in the time at our disposal. 


Combative Measures Come 
Under Three Headings 


Questionnaires sent out by mail num- 
bered about eighty. In reply to these 
we received back a round fifty well- 
drafted explanations from the top 
executives of as many manufacturing 
firms. So readers will appreciate that 
the summarized information we give 
here is fairly representative. 
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a ing our collective data as a whole, 
combative measures being taken by 
sift themselves into three main 








1. Reduction of costs by internal 
omies such as the general over- 
aul of all routine, raising personal 
ficiency at every point, installa- 
ion of improved, higher capacity 
quipment, and more of it. 
< 2. The substitution of suitable 
alternative materials which offer a 
ice and supply advantage. 

3. Increase of selling prices by pass- 
straight on to the buyer any rise 
a material costs. 
‘umbers 1 and 2 are frequently com- 
3ed, as of course they would be by 
‘well-managed concern. Number 3 
ght at first thought be considered an 
nflexible sort of measure arbitrarily 
pplied as a substitute for the more 
-o critical lines of self- -improvement. But 
= one must not jump to this conclusion. 
-oo Some firms we found had already put 
into force every internal remedy and 
= Bad either introduced all possible alter- 
native raw materials or had found that 
one was available. In such cases the 

y thing for them to do was to pass 

» Increase in cost. 
‘me quote the exact words of some 
executives we approached. In 
un Cases we were asked not to pub- 
the names of the firms concerned, 
here this injunction was not laid 
us we give the name: 





























































= How Tuey Are 
TACKLING THE SITUATION 


o LL ‘Lloyd, Director, 
ritish Rolling Mills Ltd. 


In our business (bright steel rolling, 
ring or drawing) our main raw material 
eel) is so large a proportion of our total 
osts that any appreciable increase in its 
ase price must be passed on to our 
ters. Additionally, too, our own 
sts (labour, fuel, etc.) are rising. 








nto two groups. 

} Modernizing Plant. 
ast eighteen ‘months are: 
A drawing machine which carries 
t three processes (drawing, straightening 
d cutting off) in one third the time 
sao taken by three 

n 
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snsiderable. 


revious fastest in. our wo 


How are e you a adjusting y your internal PETTA so as to meet. or 
offset, rising costs of materials without using the expedient 
< of raising the selling prices of finished products : ? 


What new or alternative materials are you using to replace 
those of which there is a shortage and/or of which prices are 
| seriously rising ? 


Our main efforts to keep down costs fall 


separate .. 
yes. In addition to the time and- 
p savings, the- factory- space.. saved. 


A high speed saw six: times as fast 


{3) A rolling mill with output more 
than treble that of the mill it replaced. 

(b) Laboratory Research. This aims at 
two things. The first is improving the 
product, giving more value for the same 
price. (This is a real, although indirect, 
lowering of selling price.) 

An example is our ‘‘Scootercase’’ brand 
--a free-cutting, casehardening steel. 
Previously, one could buy either a free- 
cutting steel or a casehardening steel. Now 
cuts easily and casehardens excellently. 
easily and casebardens excellently. 

The second aim is to produce cheaper 
steels which will do the work of more 
expensive qualities. Here again, we have 
had several successes. 

On the general question of prices of 
steel. and other raw materials I feel 
strongly that there is no case for a further 
considerable increase. 

A modest rise, in conjunction with the 
reduction in overheads which w orking to 


How Your | 
Raw M ATERIAL MARKETS 
STAND 


See Opposite Page 
P sem 


capacity naturally secures, should be 
sufficient to absorb increases in costs. I 
very much hope that we steel people will 
take the long view and keep prices at a 
reasonable level, rather than the short 
view which, by exploiting the present 
favourable conditions and forcing up 
prices, will make export difficult and 
eventually bring retribution on our heads. 


O 


A Midlands Engineering Concern 


1. Up till last month we were able to 
carry on selling our standard products 
(petrol and Diesel engines, small cars, 
delivery vans, lighting and pumping 
plants) without raising selling prices. 

But in the last 2 or 3 weeks further sub- 
stantial rises have taken place in all classes 
of steel, copper, bronze, gun-metal, etc., 
so we have been forced to plus all our 
catalogue prices by five per cent. We 


: hope this will carry us through, but only 


this week a jump of 4d. per Jb. has taken 
place in the price of a certain metal we 
use in good quantities, so we cannot 
accept long-term contracts without a price 
revision clause. 


2. We have very little choice in the 
range of raw materials for cur products.. 
High grade steels in particular are difficult — ?* 
o replace, but owing to the heavy increase a certain. measure off-set 


ost of a special grade of aluminium | 







e use we have substituted bast. 







J that: by- using a certain grade of ir 
have increased the wearing properties : 
one part by three times, 
learned something for the future from 
difficulties. ae 


An Electric Tool Manufacturer 


ously reduced per unit. 


„can be adopted to maintain selling price 
- of finished products is so to increase out- 
put that overheads are reduced and in 





















-There is a ‘bright side to ‘such enfor 
For instance, we have discover 





50. WÈ- 


O 







t. We have found a much stricter stock 
control to be essential. Many firms. who- 
think they have a good stores system are. 
waking up to the fact that many losses, 
are possible here, ; 

The raising of prices must follow event- ne 
ually unless manufacturing costs can be - 
cut by adoption of revised methods. 

I am told that some manufacturers who 
were previously working on a thin margin 
of profit are increasing their selling prices 
to bring them back a greater margin Q 
profit. 

2. In our business we are restricted 
certain materials which cannot easily ~ 
replaced by alternatives at a lower price. 
As regards supplies we do not, at the — 
moment, anticipate a hold-up but we have 
doubled the time and distance that Ww 
normally plan ahead. i 
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A London Manufacturer 
of Steam Raising Plant 


Our present volume of business is a ie 


uch larger than at this time last year. =o 


that our overheads have been tremende o c0 
This has com> o 
pensated to a large extent, if not entirely, 
for increased material costs. | 
Secondly, we have been insistent. upo 
advising our customers not to depart from: 
our standard lines on non-essential points, 
We have, therefore, been able to arrange. 
for better flow production through our 
works, and here again a big saving. hi 
come about. 
Thirdly, our raw material suppliers hav 
themselves absorbed to a large extent th 
extra costs, in many cases due to our 
being able to buy larger quantities of the 
same article. ! 
Fourthly, much of our recent business 
has been for duplicate orders of machines 
supplied last year or the year before, for 
which we have already the patterns, 
templates and drawings. The increased 
cost of material has not in our case 
amounted to as much as these arawin, S 
and patterns in the original instance. 
2. We have not substituted any ne 
materials for those which we have bee 
using for years, and shall not contemplate 
doing so. : 
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P. B. Dumbell, Managing Director, E 
Turner’s Motor Mfg. Co., Ltd. 


Rising costs are being experienced by P 
practically every business and it presents 
one of the greatest difficulties we have to — 
face. There is no method whereby this — 
difficulty can be met apart from placing 
contracts as far ahead as possible at fixed 
prices, but this is very difficult under 
present conditions. The ‘only method that 











> increases.. in 
“These important statements are ` 
continued on pages a and. 4 3 
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7 MAHE TER Hooe are experi- 

= encing unprecedented demands on 
heir: resources. 
rves continue to elongate, and this 
cates that the buying wave may 
ntinue until about June. There is a 
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empo patent in steel which may well 
lead to a shortage. Speculative posi- 
tions have grown larger than at any 
known time in normal years. Bearing 
no mind the foreign situation and the 
act that the dictatorships of to-day 
re, committed to warlike motives, an 
ance in raw materials is warranted in 
‘commodities and may go further 
exhausting itself. 

The Important ee is: 







































































How far 


=< Pig Iron: 
o Home production adequate for domestic 
.. demands; price-level steady. Near posi- 
tions should be booked. Manufacturers 
— fully booked for next six months. 
= Galv’d Sheets: 
Price advanced too rapidly recently. 
War scare may force prices higher. Com- 
mitments should be curtailed. 


Tin and Tinplates: 
A Market steady, imports heavy as home 
< supply short. Now finding favour as sub- 
< stitute for other heavier metals. Future 
< commitment advisable, 
= Copper: 
= Market top-heavy. Large long specula- 
tive account present. Some profit-taking 
has taken place, but further shake-out in 


offing. Market should be watched and 
purchases made at reactions. 
Lead: 

Consumption expended manifold. Sup- 
ply short through Spanish war. Near 


positions should be booked, but future 
positions dependent on outcome of prob- 
able armament limitation plan. Price 
shows handsome profit to producers, there- 
> fore further supplies may be coming from 
st other sources. 


‘Spelter : 

< Very active market lately; price-level 
high; demand keen; near bookings advis- 
ble, as makers are not open to new busi- 
“ness for next six months, 











commitments inad- 


k Commodity 


Consumption 


tppliet being Spain. 


in adeante should raw material require- 
ments be covered? 
“vary from commodity to commodity, > 
but there is also a general answer that. 


can be applied: 


On relatively minor corrections cover-_ 
age is warranted in most commodities 
beyond what would be regarded as. 


normal. 

Against this background one logically 
asks: What of the future? 
will consumer resistance to higher cost 


of living develop to a point that acts as 
a damper on general business recovery? 


The answer for the present lies in the | 
chart provided here. It will be seen 


a 


Rubber : 

Values have advanced rapidly owing to 
large, long speculative following. Market 
generally top-heavy. Substitution in 
Russia and Germany has sentimental 
effect, but main buyer—United States’ 
tyre-makers—are not looking ahead, as 
spread between growing costs and market 
level has gone too far, <A treacherous 
market; should be carefully watched, Only 
very near positions should be booked, as 
ultimate raising of manufactured articles’ 
prices should compensate possible mainten- 
ance of present level in commodity. 


Shellac : | 
Market steady; forward commitment at 
this level cannot go wrong. 


eT 
Pig Brant (lin) 22.16. dh 
GAL YO (Sheet a) 11.2, 6 
Tin PATES (Bot) MYR 
COPPER K » h 
O Gini) 83 
FIN {fash ) SVL IY. 
Z fA (Eng) IQ. 






















a (Soft pig) 1917. é 126 | w.b3 | Bye | wee 
Seecren erga) 20. % k mae | weg | Map | wee ĵ 
Suveran) 2.0% ee tp na 

IRER panik bot) Yo 22A h | A, HA J aad | mMer, 
Ruager (U) à? 8K a -_ 
JUTE FR Ta) 32.40 X. to. 7% sa LET péd | pid | f 

Hemp (*k*) 29.00 35. 10. : a a2 E- = 5 
Cocon (ecra. Got.) A tii 1.49. 4 &. £ 
SHELLAC sk} ATÈ y. 2.6 . | ZA 





SUGAR (Ras A) 96 27$ 





Cotton - 
Wheat. 


The answer must. 


mone three 3 yvears ) 
while the cost t 


doubtles 5 


How soon tion will the 
by rising wagi 4 


that wholesale prices (or price of com- hitherto. 


HOW THE 


The cost of living index may be d 
prices” only that it includes rental am 
other goods needed k the aperage family 


The wholesale price Mde Son. the othe 
average of commodity values as a whi 
therefore, these two curves provide a ce 
of prices paid byt the ma 
against what he realised for 


rpg 


5 per cent. 












ance cannot be e: 
sine 801 r . time ne. 





propor 4 oniately to at 
























turer Jorr 4 i 





retailed. | 


Jute: 
Market improving, but suppl 
stil an Indias mont 





Caution ady ised; she 
strength, prices wouk 
being extensivery subs 


Hemp: 
Values lower, Hatic-to-rmogd 
advisable at present. 





Cocos : 





buying: ty Germa any ere Í 
At present, price jocks } 
ferment given to near pos 
eve to future. 

(Continued on page 47.) 





12, 


How the Small Business Can 
Use Modern Control Methods 


Second Article 
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Making Your Production Figures Tell 
A Quick Accurate Story 


Ir of last month’s issue I gave a 

variety of typical illustrations de- 
signed for the purpose of making your 
sales figures talk. 

This month I want to apply the prin- 
ciple to the factory and to show how 
readily graphic control can be used to 
improve your production policy. 

Let me first deal with production 
planning. Graphs can help you in two 
vitally important phases here: (I) 
Material control charting, and (2) Order 
progress charting. 

It is important to bear in mind that 
the primary factors about any such 
graphs must still be simplicity and 
comprehensiveness, fundamental points 
that I emphasized last month. 


Simplicity is more than ever essential 
in the factory, since production charts 
dealing with material and progress will 
be handled by workmen who have had 
little academic training. Comprehen- 
siveness, too, is vital, since these 
charts must concentrate all the essen- 
tial factors of the production policy, 
thus enabling the eye to contemplate 


I: the first article published on page 


By 


E. F. BRAYHAM, Economist and Business Consultant 


Figure-facts shown graphically tell their story quicker 


than in any other way. 


Even the smallest business 


can use the graph system of control. 


Last month: 


the writer dealt with Sales Figures. 


This month: he illustrates Factory Control. 


Next month: 


These little symbols were graphic and 
unmistakably clear. They put over the 
information at a glance, calling for no 
laborious study on the part of the 
observer. 

In the same way business executives 
should plan their production so that 
figures be made to talk graphically, via 
the simple and comprehensive route. 

Imagine, for instance, an attempt to 
describe by words and figures the work 
necessary to machine a complicated 
casting, instead of putting the instruc- 
tions in the form of a working drawing 
or blue-printed picture which the aver- 
age workman can read in a fraction of 
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an entirety rather than a split-up series 
of data. 

There can be but little efficiency in 
any workshop where the work is not 
planned, and where you have plans 
they must be continually visualized as 
progress is made along the schedule. 

Those who served in the War will 
recall the maps provided at divisional 
and general headquarters which indi- 
cated important objects by means of 
pictorial symbols. For instance, the 
familiar coffee-pot marked the spot 
where refreshment would be available; 
a black cross indicated a base station; 
a white cross a rest station; a bursting 
shell an ammunition dump, and so on. 
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the subject will cover Sales Policy. 


the time and with far less chance of 
error. 

The usual factory production system 
is generally made up of an array of 
forms, figures, compilations and statis- 
tical statements which the foremen, de- 
partmental managers and executives 
must take and compare, analyse and 
then mentally visualize, before coming 
to a conclusion. The aim of graphs ‘is 
to take these essentials and so picture 
them as both to stimulate and to render 
less of a task the mental processes that 
are necessary to form conclusions. 

Let me illustrate one. Bearing in 
mind the ‘‘bar’’ type of graph illus- 
trated in my first article, compare the 
production of one department or worker 
or section with others and you will have 
something of the specimen referred to 
as a composite picture. Then let us 
take the figure 1 in my previous article, 
and there you can chart the predicted 
or estimated production against actual. 
The trend line graph can be used to 
show whether the worker, section, or 
department has progressed over a 
period by drawing a straight line 
which determines the tempo of the 
fluctuations. 

Turning now to this present article: 
assuming that items A to G in Fig. 1 
represent the component parts of a 
sub-assembly, reference will show the 
amounts of each on hand. It will be 
noted that no more assembly can be 
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done beyond the quantity shown at 
“F” (go pieces). This is the limiting 
material. 

The vertical line indicates the 
material assembled on order 1,690, 
with balances available for assembly 
shown graphically. It has been found, 
let us assume, that on an order 1,781 
there is a shortage of 70 pieces in Item 
“A”, so 70 pieces are deducted from 
order 1,690 because of the large balance 
on hand for this item and transferred 
to the sheet for order 1,781, and the 
quantity (70 pieces) rubbed off the sheet 
as shown by the dotted line—the entries 
having been made in pencil. To show 
the exact material situation and the 
limitations and to arrange for transfers 
and assembling, nothing could be more 
simple or more graphic. 

On Fig. 2 it will be seen that time to 
be performed is expressed by a straight, 
horizontal line and that the actual line 
on operations is expressed by the dotted 
line, the balance being the work still to 
be done. Reference to the chart will 


also show how comprehensive and 
simple the operations are in sequence, 
hours of standard time taken, hours of 
actual time, hours still to be performed 
and to what extent the standard time 
exceeds or is exceeded by the actual 
time. In other words, exact condition 
of operations is shown at a glance, 
withal furnishing an excellent means 
for determining just where to apply 
pressure. 

This last is one of the most valuable 
features of graphic control. The sym- 
bols tells their story so quickly that 
any appropriate action needed at any 
point can be taken at once. This is in 
sharp contrast to the long, delayed 
action which is the only resort of the 
management which relies on more com- 
plicated documentary types of reports. 

Delayed action almost inevitably 
means a loss of control over that vital 
factor—costs. 

In my next article I propose to show 
how graphical illustrations can be used 
to assist sales policy. . 


IDEAS 


That Save Time and Money in 


The Ford Motor Company’s Works 
at Dagenham 


Cleaning a Million 
Sq. Ft. of Glass 


HE roof of the Ford works consists 

of 62,500 sheets of glass, divided into 
15 bays, totalling over 1,000,000 square 
feet of glass. The vertical windows are 
made up of 125,000 panes averaging 2 
square feet each. The power-house alone 
has 82,000 square feet of glass. 

To keep this enormous expanse clean a 
special acid is used to remove dust, fumes 
and dirt which are deposited. Because 
many of the windows cannot be reached 
by ladders, scaffolding and travelling 


cranes have to be used. Cat-walks are 
provided on the roof and water-taps are 
placed at convenient intervals. 





Many of the windows are so heavy and 
so high that they cannot be opened by 
manual power. To provide ventilation 
these out-of-reach sashes are opened and 
closed with individually-operated electric 
motors. 


O 
Potatoes in the 
Melting Pot 


UANTITIES of potatoes are pur- 

chased, but not for consumption by 
the workers. It is impractical to boil 
white metal or babbit, but the bubbling 
effect is necessary to bring impurities to 
the surface. This bubbling process is pro- 
duced by pushing a potato on the end of 
a rod into the hot metal. Immediately all 
scum and foreign substances rise to the 
top. This reaction to the potato is the 
result of the high percentage of water in 
the vegetable which causes minor explo- 
sions in the molten metal. 


O 
White Mice As 
Life Savers 


a os mice are kept by the men who 
operate the coke ovens because it is 
known that these little animals are more 
susceptible than human beings to the 
effects of poisonous gases. If an oven 
needs repairing, men are not allowed to 
enter its emptied interior until the atmo- 
sphere has been tested by the mice. 


O 


Car Service To Assist 
Visiting Business Men 


DOR the convenience of visiting repre- 
sentatives of business firms, the com- 
pany operates a courtesy car service 
between Dagenham works and the Heath- 
way railway station. A Ford Utility Car, 
seating seven and driver, makes an average 
of 180 trips between these termini each 
week and carries an average total of 990 
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persons. The vehicle travels an average of 
415 miles per week in this service to an 
accurate time-table. 


O 


First-Class Fire- 
Fighting Service 


ESPITE hundreds of open flames used 

by tinners, and flying sparks from 
electric welding and white-hot molten 
metal, serious fires are unknown at the 
works. Every known preventive step has 
been provided, and the most modern and 
effective fire-fighting equipment has been 
installed. 

Twelve full-time firemen keep the equip- 
ment in order and also a constant watch 
for employees’ practices which might con- 
stitute a fire hazard. These twelve men 
can have the assistance of 16 volunteer 
firemen, when needed, who work at other 
jobs close to the fire-station. 

The equipment consists of a Ford fire- 
engine with a motor-driven pump, first-aid 
equipment, two sets of oxygen breathing 
apparatus, two 1,200 cubic foot expansive 
gas extinguishers, two gas extinguishers 
for handling electrical fires, more than 
6,000 feet of hose placed at strategic points 
throughout the works, and 700 portable 
fire extinguishers. Every workman knows 
just where the nearest extinguisher is to 
his job. 


O 
Magnet Gauges 
For Accuracy 


T: benen a gauges are in constant 
use at the Ford Works for inspection 
purposes, as it has been found that mag- 
netism will often disclose faults that could 
not otherwise be detected. 

One such instrument is used to deter- 
mine the thickness of cylinder walls. This 
is a small, portable gauge, one end of 
which is cylindrical in shape to fit into the 
cylinder bore. The instrument has two 
magnetic poles, one at each end. 

A reading is taken by inserting it in a 
master gauge and the poles tested separ- 
ately. It is then inserted into the cylinder 
bore to be inspected and rotated through 
two complete revolutions. One pole chec 
the whole of the upper portion of the bore, 
and the other, after a switch has been 
thrown, tests the lower end of the bore. 

If the cylinder walls under examination 
are thinner than the gauge, a needle on a 
dial swings to the left and the block is 
rejected. If the wall is thicker ttn the 
gauge the surplus metal is indicated by the 
dial needle swinging to the right. For 
each division on the dial that the needle 
swings to the right there is an extra one- 
sixty-fourth of an inch of iron alloy, and 
the exact position is noted so that the 
block can be machined to the correct 
thickness. 


O 


Saves Labour 
In Handling 


HE 1,800-foot-long jetty at Dagen- 

ham can accommodate 12,000-ton 
ocean-going vessels. Here, also, are two 
electrical unloaders, unique in Europe, 
which are capable of handling coal, iron, 
sand, or limestone at the rate of 6oo tons 
per hour. 

Inside the works in the export section 
are miles of conveyors that eliminate lift- 
ing and handling. Because of the simpli- 
fied system used, a car can be boxed in 20 
minutes and a tractor crated in 15 min- 
utes. Overhead cranes carry the boxes 
and crates to railway trucks, on which 
they are shunted to the jetty for loading 
direct into steamers or on to barges for 
the various London Docks. 
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R HAT “holidays with pay” for 
factory operatives is a policy 
rapidly being adopted by the 
nagements of progressive firms we 
: nphasized in the February issue of 
USINESS. We also laid stress on the 
act that this movement has little or 
othing to do with any proposed legis- 
tion, but is inspired by the much more 
nlightened, and more “‘humanized’’, 
ttitude of management in controlling 
modern business. 
In February we gave the personal 
wpoints of the managing directors of 
two well known firms that had adopted 
‘the holidays-with-pay plan. The man- 
gements of both these firms had 
instituted the policy without any 
gee qualification whatsoever. 
“Mr. A. R. Porter, chief of Addresso- 
 graph-Multigraph, Ltd., simply said: 
“Why. shouldn't the works staff have 
the same holidays, under the same 
= — conditions, as the office staff? They 
earn them just the same; why, then, 
- should there be any discrimination? 
Mr. Harry Jones of Airpack, Ltd., a 
: _ fast-growing firm at Slough, didn’t put 
- it quite that way, but he certainly said 
that his firm did not tie up the arrange- 
ment with any particular requirement 
Se from the staff. 
There are, indeed, many firms who 
; have adopted the policy in this simplest 
orm of all; just paying wage rates for 
he annual holiday instead of not 
ying for them. 
On tbe other hand there is a great 
iety of ways in which this system is 
eing. handled by other concerns. In 
aking our visits last month to firms 
n different parts of the country we 
ane Berens several examples. 


Each Week on Time 
One Point Award 


“HE head of a growing textile 
firm in the rayon business gave 
~ me his views: “In a thickly 
optilated industrial area such as this, 
“thoroughly agree that our girls 
should get away to the country or the 
sea for their holidays, and I think the 
east we can do is to assist them in this 
im by continuing to pay them their 
wages in full. Our qualification is: 12 
months to two years’ service, one full 
veek’s holiday with pay; over two years 
nd up. to five, a fortnight with pay; 
över five years, two weeks in the 
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types of big-scale production concern 





immer and a full week at Christmas. 
n this business, as in most other: 


Irrespective of the Bill now before Parliament 
the firms mentioned in this article and in that _ 
published in our February issue have already | 


and these firms make the arrang 
ment conditional on a first class 
record of time-keeping being 
maintained by the staffs for the oe 

other parts of the year pee 





= the Holidays-With-Pay plan 


good delkewaing: ee all operatives is 
essential, so we have linked our ‘‘paid- 
for” holiday plan with an incentive for 
good time-keeping. 

“We award one point for each clear 
week's time-keeping. We have no set 
scale of money deductions for points 


lost, but before going on holiday each 


operative must interview the personnel 
manager who will, of course, have the 
employee’s time card before him. There 
exists a sort of unwritten rule that any- 
one who has lost as many as 26 marks 
must forfeit his or her holiday pay. Or 
rather I ought to say that that is the 
rule we have in mind. Actually, our 
scheme has not yet been in operation 
for a full year so we don’t know how 
that will work out. 

“Last summer, when employees went 
on holiday, the personnel manager had 
only one month’s time records to con- 
sider as the plan had only just started. 
Everybody, of course, had their full 
pay. But the opportunity was taken 
to explain fully to all concerned what 
the procedure would be henceforth. 

“Looking over the cards so far I 
don’t think anyone will lose 26 points, 
but there are some who will have to 
be questioned closely and probably 
warned, 


“E think our plan of interviews with.. 





ef ci 


the personnel manager will be, more: 
tive than a series of set. fines, or a 


forfeitures for number of times late, 5 k 


because works employees are inclined — ale 
to be a bit hard-boiled and to adopt > 
the attitude ‘oh, well, it only means a 


loss of so-and-so’, when they know i 
beforehand what the penalty is. | 

“But few employees, in my experi- 
ence, like to have to interview a higher . 
executive to receive a reprimand and ` 
possibly to suffer a penalty when they 


don’t know beforehand the extent of o 


either. 
“At any rate, 
months of our scheme’s progress I- 


must say that our time-keeping has o 
been remarkably good, on the average 
more steady than it was before the = 


scheme was installed.’’ 


Hour’s Holiday Payffor 
Every Week on Time 


NOTHER firm that I visited _ 
make the holiday-pay absolutely ——_ 
















contingent upon good time-keep-. 

ing. One hour’ S holiday pay for each 
week’s perfect time-keeping, fifteen 
minutes being deducted for every time 
late. $, 
On the other hand this firm pays full 
rates to all works employees for all days 
on which the factory is closed for 
statutory holidays. No deductions 


(Continued on page 35) 
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A and B indicate 2 of the 3 lips in the lid. 

A double lined tin, with metal opener and 

measuring spoon, emphasise important fac- 

tors: (a) the necessity for keeping the lid 

tightly closed and (b), the small quantity to 
be used for best results. 


HIS is a case where careful pre- 

research, study of detail and long- 

range planning gained a firm place 

in the market for a new product and 

ensured its steady progress for the 

future. We eschewed all ‘‘stunts’’ and 
quick profit-snatching ideas. 

When we decided to launch ‘‘Ban- 
tam’’ coffee on the market some years 
ago we had to start with that basic 
question: Is the product itself good ? 
A new coffee might easily become “‘ just 
another coffee”, Actually, we had 
gone to a great deal of trouble to avoid 
such insignificance. We had discovered 
and perfected a method of manufac- 
turing so that the insoluble matter 
normally present in coffee had been 
eliminated. For, as you probably 
know, four-fifths of the coffee-bean is 
waste, one-fifth is good. ‘‘Bantam’”’ 
coffee is composed of the good one-fifth. 

Now this point gave our product an 
unique advantage over any existing 
coffee on the market. It was real 
coffee—the essence of pure coffee—and 
it could be made without trouble, and 
in a fraction of the time taken to make 
ordinary coffee. Furthermore, it could 
be made without leaving a mess of 
grounds. 


Great Responsibility Rested On 

the Packaging 

Surface appearances suggested that 
here was a product which could be 
launched without delay. We found, 
however, that there was a big snag. As 
a completely soluble matter, ‘“Bantam’’ 
coffee was hygroscopic. It absorbed 
moisture from the air. This meant 
caution in packing, and we had to do 
a lot of research before we solved this 
problem. 

Our final choice was a double-lined 
tin container enclosed in a cardboard 
carton. This gave almost complete 
protection to the product. Later, we 
added further to the pack by wrapping 
it in “‘Cellophane’’, thus making the 
pack virtually moisture-proof. 

The name was evolved from the 
nature of the product. ‘‘Bantam’’ 


Why 
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This Proprietary Line 
SUCCEEDED 


In A Crowded Market 


coffee is about ten times as concen- 
trated as ordinary coffee so that very 
small quantities are needed to make a 


drink. This necessarily meant, for 
successful marketing, sales in small 
bulk. Hence, the name ‘‘Bantam’’, 


which signifies ‘‘Little but Strong”’ 
which we adopted as our slogan. 
Thus, the small tin, the trade-mark of 
a bantam cock, the name and slogan, 
all combined to make the product 
distinctive. Buff labels, with the copy 
printed in black and red, furthered this 
distinctiveness. 


These are The Details that Helped 
The User 


At this stage, we had still to settle 
two vital problems. The first was to 
devise a means that ensured ¢ustomers 
using only very small quantities of the 
extract. We had to drive from their 
minds that they were dealing with an 
ordinary coffee, otherwise our product 
would fail on two points: (a) It would 
be used so liberally that each cup of 
coffee made would be too strong and, 
consequently, unpleasant; (b) By heavy 
usage in this sense the coffee would 
become very expensive. 

We considered that printed instruc- 
tions with each pack would not be 


enough. They would confuse many 

people. We devised, therefore, a 

simple measurer. This tiny metal 
Two 


Main Reasons 


I. All its ‘points’ were planned 
for the consumers’ practical 
convenience and not merely 
to satisfy boardroom theory. 


A unique plan was devised 
not only to banish dealers’ 
first fear that the new product 
would upset profits on old 
established turnover but to 
Show that sales of the new line 
would also send up sales of 
the old. 


By 
G. HAVINDEN 
Director 
Bantam Products. Ltd. 


spoon—very cheap to produce—was 
enclosed in each pack, and customers 
were told to use one measureful to make 
one coffee-cup of ‘‘Bantam’’ coffee 

The second big problem was to 
ensure that people kept the lid of each 
tin tightly in place. If this wasn’t 
done the coffee would spoil because of 
its hygroscopic nature. To emphasize 
this need for keeping the tin-lid tightly 
closed we enclosed with the pack a lid 
opener, a small piece of shaped metal 
that could be inserted under the lid 
rim. This, of course, was just another 
application of that old, but ever active 
specific, the ‘‘association of ideas”. 
The provision of the permanent opener 
would suggest the complementary 
need: that of keeping the tin tightly 
shut down when not in use. 

Just as a constructional 
might mention that the lid of the pack 
was designed to have three lips into 
which the opener would be inserted. so 
making the opening a quick 
tive job. Now these may seem smal] 
points in a marketing scheme but @ith 
out them I feel safe in saying that ou 
product would have failed. They are 
the direct outcome of studying our 
product from the prospective user's 
point of view and not, as is so often 
the case, even to-day, from only the 
boardroom’s point of view. 


point | 


ind posi- 


A Favourable Factor and 
a Ticklish Problem 


Settlement of the points I have 
mentioned gave us confidence in enter 
ing the market. Here, again, our long- 
term view guided our efforts. Our 
product was such that it could have 
been pushed over quickly and sensa- 
tionally. We decided, however, that 
gradual extension was the best plan. 
There was nothing spectacular in our 
scheme, just a quiet and careful push 
to get distribution and a steady effort 
at educating the public to know and 


understand the peculiar advantages of 
‘‘Bantam’’ coffee. The result has been 
that we have enjoyed a steat y rise in 
sales year by year. 
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Before -I explain precisely the 
methods we adopted, I must tell you 
of two quite important points that 
affected our sales. The first concerns 
the trend towards flat dwelling. This 
type of home life has been favourable 
for ‘‘Bantam’’. The compactness and 


labour-saving angles of flat life encour- 


ages the use of products that can be 
handled quickly and cleanly. Making 
‘“Bantam’”’ coffee is easier than making 
tea, with the additional advantage that, 
with due attention to the little measure- 
scoop, you cannot make bad ‘‘Bantam”’ 
coffee. These points, stressed in our 
advertising, have scored heavily among 
flat dwellers, picnickers and hikers. 


The second factor was unfavourable. 
It concerned the vested interests of 
grocers, many of whom roasted and 
ground their own coffee. A natural 
reaction of such men was to refuse to 
stock ‘‘Bantam’’ for fear of injuring a 
lucrative, specialized and _ well-estab- 
lished trade. 

Now here was a ticklish problem. To 
attempt a frontal attack would have 
been disastrous. On thinking over the 
matter, we decided that a subtler and 
more effective scheme would be to show 
grocers how to sell to a new market; to 
customers who normally did not buy 
coffee from them. In developing this 
idea we were able to show that cus- 
tomers who did not buy coffee because 
it was difficult and often inconvenient 
to make could be persuaded to buy 
‘“‘Bantam’’. 

To carry out this idea we arranged 
for grocers to hold ‘‘coffee weeks’. 
This plan not only proved our sales 
talk, but produced results which 
showed that sales of the grocers’ own 
coffee also went up. ‘Thus, retailers 
profitably sold ‘‘Bantam’’ and their 
own brands of coffee to a new market. 


This Kind of Sampling Produced 
Good Results 


Advertising in the general Press, 
trade journals, by recipe booklets, 
leaflets and so on was used. For the 
recent advertising a character, ‘‘Bantam 
Betty’’, was introduced, and the copy 
was presented in rhyme form and 
humorously told of Betty’s adven- 
tures and experiences in the use of 
‘‘Bantam’’. 
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This advertising was backed up by 
radio programmes from Normandy and 
Luxemburg and by demonstrations 
and displays. The retailer was kept 
informed of all this support by means 
of a broadsheet. This told what was 
being done to make ‘“‘Bantam’’ sales 
easier, and also invited retailers to take 
advantage of the co-operative ideas and 
schemes put forth by us. 


These ideas centred chiefly on display 
coupled with sampling. One display 
scheme was an instant success. We 
bought thousands of sets of Crown 
Stafford china. Each set consisted of 
two cups and saucers, spoons and a 


A dainty display 
coffee set of badged 
Crown Stafford- 
shire china made 
an in$tant appeal 
on the retailers’ 
counters. After use, | SOs 
the set became the ay 
property of the pro- 
prietor or manager 


tray—quite a valuable gift and worth 
7s. 6d. at manufacturer’s price. We 
gave each retailer a set provided (a) he 
gave ‘‘Bantam”’ coffee a 14-day display 
complete with show-cards, leaflets and 
other advertising matter; and (b) re- 
plenished his stock to support the 


display. 


In a month all our sets had been 
distributed and we got excellent dis- 
plays, anything from 14 days upwards. 
In many instances we have been given 
extended displays because the sets are 
so attractive. 


Our subsequent scheme was called 
“Help Yourself’. In this instance we 
supplied (1) a bright metal coffee-tray, 
(2) cupholders, (3) a quantity of mono 
‘“‘single service” cups, and (4) a 
“‘Thermolite’’ coffee-jug. This equip- 
ment was loaned, carriage paid, to 
retailers for use as a practical sampling 
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kaa Dailan cuffs | This “ Help Your- 
ete Rattan fe | self” Sampling 
7 Equipment enabled 
retailers’ customers 
to taste the product 
in the special 
“single service” 
cups provided 
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set. Any dealer who agreed to take 
up the idea was given a quantity of 
‘‘Bantam’’ for sampling purposes. He 
was expected to supply his own milk, 
hot water and sugar. The coffee, once 
made, kept hot for hours in the jug and 
customers were able to sample it at any 
time during the day. 


Display Material Tied up With 
the Sampling Plan 
Tied up with this 


sampling, of 


course, was the range of window and 
counter display material and advertis- 
ing matter. 


Innumerable retailers took 





up the plan, with excellent results. 

One further example of our sampling 
schemes will complete the outline I 
have given of our methods. This plan 
was carried out by our own demonstra- 
tors in big stores. Milk and hot water 
urns were used at displays. The demon- 
strations showed housewives how easy 
it was to make ‘‘Bantam’”’ coffee. Of 
course, all the etceteras in the way of 
advertising materials, recipe booklets 
and the like were used. 


Here is a small but interesting point 
about these displays. The object of 
them, naturally, was to get as many 
customers as possible to drink a sample 
cup. If we could, therefore, interest 
the staff of the stores in which we 
worked to recommend customers to 


This Point Captured the Stores’ 
Staff Interest 


come to our stand and try our coffee, 
we would gain many good contacts. We 
considered that staff interests would be 
aroused if as many members as possible 
tasted the coffee themselves, so each 
morning our demonstrators invited the 
salespeople in all departments to try a 
cup for themselves. They did, and as 
a result persuaded many customers to 
“try a cup, madam’”’. 


As I have said, none of these plans 
have been sensational and much atten- 
tion has been paid to the apparently 
insignificant details, yet results have 
proved that our policy has been sound. 
Sales have risen steadily and are still 
rising, ‘‘Bantam’’ coffee has a secure 
market, developed and expanded by 
this quiet but effective marketing 
scheme. 









E are now learning rapidly what 
rearmament means to business. 
The repercussions have been 
astonishingly swift. 

© During the past month raw material 
“prices have again shot up dangerously. 
„Already the iron and steel industries are 
uite unable to satisfy the requirements 
of private firms, even working at cap- 
acity. For that reason alone it will be 
‘impossible for many firms to add to 
heir equipment. 


exports too. In February we imported 
much more grain and flour than a 
year ago; naturally we imported more 
metals, chiefly for armament purposes, 







all increased largely, signposts to future 
activity. 


Shipyards Working On 
‘Number 1 First’ Policy 


LTHOUGH prices have risen con- 
A siderably shipyards are working at 
capacity. Last year our yards launched 
856,000 tons of merchant vessels alone. 
This year the figure is expected to be 









Govern ment Starts 
Wage-Puff Policy 


By. buying largely on a cost-plus- 
AJprofit basis, Government depart- 
ments have opened the way to quite 
excessive wage rises. The employer has 
no interest in maintaining contact with 
~ ruling wage levels, if costs are assured 
= and profits rise with price. Workers in 
the engineering trades are becoming in- 
creasingly difficult to find. Finally, 
there is the danger that the prices in 
our export industries will shoot up 
¿o above world competitive levels. 
4 None of these dangers were serious 
_. even six months ago. The early stages 
of rearmament did not suggest that the 
- iron and steel industries and the skilled 
¿labour market in the engineering trades 
< would be entirely over-taxed. 
ao. On the other hand, the stimulus of 
` rearmament expenditure is breaking 
~ sales records in every line from the 
~ heaviest capital goods to the cheapest 
= consumer gcods. British business con- 
©. tinues to work to capacity. The 
<: Economist Index now stands 27} points 
=: above mid-1932; the Board of Trade 
-shows national production at 32 per 
cent above 1930. Although retail sales 
rocketed 10 per cent in January, 1936, 
there was.a further increase of 2.4 ìn 
january last. 
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-Over Half Million 

= More Clock In Now 

Z F HERE are now 662,000 more 
Ba people at work than a year ago. 
.The improvement has spread very 
evenly. For instance, there are 52,000 
amore miners at work than a year ago; 
~ 33,000 more building operators, and 
< almost 30,000 more cotton workers. If 
= Lancashire has scrapped one-third of 
~ her looms, those at work are now all 
< at full time. Unfortunately, wage levels 
are exceptionally low, hampering Lan- 
cashire’s purchasing power. This was 
-startlingly revealed in the new Purchas- 
ng Power Index*. 

-~ Our foreign trade is expanding in 
very branch; despite the scarcity at 
home,.the iron and steel industry in- 
creased its exports by £588,000 (only 
Jart of which was due to price rises). 
mports are less out of balance with 


area F 












eI 


A )BATH 















O ra $2 





ES, 
© 
© 


PERCE 










ONG Wi h, ma 


shipyards will probably 


Cotton, woollen and machinery imports’ 





\NORTHAMPTON 


SOUTHAMPTON 


@roarsmoury. 
KEY TO TOWNS 











over 1,000,000 fons: while 











something like another 


RELELSELS 


























mand from the armament 
shipping industries, heavy 
ing and the speculator, a 
prices shot up wildly du 
Rubber is up by 62.5 per ¢ 















what it did a year ago; 
by 38.4 per cent. The n 



















































dem 
ROW 






ces 





































© es 


i52 ro 20%, 















‘of a rise in income-tax to meet 
ment expense are now almost nil. 
s to the increasing prosperity of 
country, income-tax, super-tax, the 
taxes, and the higher consump- 
f luxuries will apparently save the 
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“seems unlikely. | 


UNEMPLOYMENT ~ DO WN EMPLOYMENT ~w 


Pa Two MILLION te 





n. An increase of 3d. in the 


mistically, for three reasons. There 
were no signs of an unhealthy price 
rise; wages and retail prices were rising 
only gradually; the private building 


All comparisons are with 
the similar“ month in last 
year, except- unemployment 
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=- In September the popular question S 
was: ‘Will the Boom Last?” 
time we were able to answer it opti- 


At that _ 


` at least 4 per cent to 5} per cent to the $ 
; mational income: 
erm a 












inflation. 


Answer These Queries e 
Before Planning Ahead 


“THE important question that ever 
business man must answer befor 
making his long-range plans is: How 
long will the boom last? How serious 
will the slump be when it comes? 
Thanks to some new researches by 
Professor E. H. MacGregor, we now 
know more about this trade cycle than — . 
we did. He has proved that it is a 
cycle and not a series of accidents. We | 
know that the average cycle lasts from _ 
8-10 years (average 8} years). Finally, - 
it is clear that the cycle is world-wide, 
although major changes in policy may - 
retard or expedite its operation in- 
different countries. a 
France, for instance, although it ©. 
missed the slump of 1930, felt it in 2. 
1932; while the recovery in the sterling 
area in the autumn of 1932 only reached . 
that country late in 1935. To the o=" 
general adoption of the gold standard. 
is due the world-wide nature of the 
cycle; for that reason France and Bel- 
gium, not having returned to gold 
immediately after the War, completely =. 
avoided the depression of 1920-1923... 
Happily, the American revival came. 
eighteen months after ours, the ex-gold oo oo 
bloc three years later. These are safe- ooo 
guards for our own revival. _ ne 
But, although the cycle can be re- = 
tarded or speeded up, its incidence can- — 
not be avoided in the long run. Opinion = 
as to the probable length of the present - 
boom differs enormously. Some busi- oote 
ness men seem to think that it may noto = 
outlast the year; but since the rearma- > 
ment programme runs for five years it. = 
is difficult to see why a serious slump = 
should overtake us before rearmament: 
is nearing completion. Many of the = | 
new war factories will work to capacity == 
long after the first five years. 


6 Point Probe Clears 

Boom-Slump Problem 

HE difficult question is how far. 

inflation will accelerate both the 

boom and the subsequent slump. To. 

answer the question involves answering i 

six others : > 

x, Does the rearmament loan mean: 
inflation ? | 

2. How quickly will private build 

ing activities shrink? . 

3. Can we increase exports? o 

4. Can we put enough armament- 

works and orders into the special — 

areas to relieve the labour and ` 

plant shortage? Ea 

5. Will capital development by- 

public authorities be controlled? 

6. Will money get dearer? a 

1. Mr. Keynes has proved that the — 

rearmament loan means an addition of . 
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-therefore inflation can 











< Puts New Life Into 
= The Catalogue 


MANCHESTER textile 2 
have used an unusual method 
oF of presenting fabrics to the 
- public in a curtain fabric and a dress 
¿3 fabric catalogue just produced. 
~~ In each catalogue a photograph 
> Shows the fabric made up and an 
= actual sample of the material is 
=o pasted in. <A feature of the dress 
Material catalogue is the substitution 
of the usual posed fashion portrait by 
action pictures. 

‘The booklet for curtain fabrics carries 
full-page photographs of windows as 
parts of furnishing schemes. 
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Don’t Demand Payment 
For Free Offers 





advertisers announce 


offers of elaborate 


= ducts, etc., 
o incorporated at the foot of the adver- 





ing anything from 13d. to 1s. "to 
cover cost of packing and postage’’. 
Well-printed booklets and samples 
are, of course, expensive to distribute 
on a large scale, but people don’t like 
to be told to pay for ‘‘free’’ offers. If 
your offer is free, then see that it is free. 
>>> H you want to recoup some of the 
expense of distribution try the plan 
successfully used by a firm recently 
© when they announced a free 32-page 
_ book. 
~ At the foot of the coupon they 
inserted the following note: 


.. If you care to enclose a 14d. stamp 
to cover postage it will be appreciated, 
<o but this is not essential. 






= That’s quite a different way of 
oe putting it. And we are informed 
that a high percentage of inquirers 
n Teaponacd, 


O 


P.O. Own Staff Sell 
80,000 Telephones 


a ANY articles in Business have 
. MM pointes out the use which most 
Sh firms can make of the sales 
+ potentialities and personal influence of 
“- members of their own staffs. The Post 
2 Office, it is now revealed, have made 
< good use of such a plan. 
<o In the first annual report of the 
< London Telecommunications Region 
<: tribute is paid to the ‘‘generous co- 
-operation of the staff given during the 
depression years to stimulate telephone 
levelopment and thus make employ- 
nent possible for engineering workmen. 
During dast year 1,058 exchange 
73 8x ensions, 

















house 


a M ‘*free’’ 
Ax booklets, trial samples of pro- 
and then in the coupon. 


tisement they quite blatantly instruct ` 
the prospect to enclose stamps valu- 


12, 025. “hand: = 








microphone instruments and 3,072 mis- 
cellaneous orders were received as the 
result of the voluntary action of all 


members of the Post Office staff 


constituting themselves self-appointed 
The total orders obtained — 


salesmen. 
since the scheme was introduced in 
October, 1931, now amount tq approxi- 
mately 80,800.’ 

Every member of your staff has a 
circle of relatives and friends who may 


: be prospective buyers of your products. 


Have you considered a plan (linked 
with incentives of some sort) of making 


-use of this valuable market? 


O 


We Don’t Like Too 
Much Free Service 


„went with us last month on a~ 


N N American business man, who 


visit to a manufacturing concern 
in the Midlands, commented adversely 
on the service we received at a petrol 
station en route. He explained what 


They’ re Spending 


New Markets—New Products—Nem 


HEFFIELD export of knives showed 

an increase of 16 per cent in December 
(latest figure available) on the same month 
of 1935. Other cutlery shows an increase 
of ir per cent. 


O 


LTD., Sheffield, have just made the 
largest cast-steel mill housing ever pro- 
duced in this country. 


O 


IG orders obtained by Edgar Allen & 

Co., Ltd., Sheffield: two rotary driers, 
a rotary drier, dust-collecting plant and 
table feeder for West Australia; two elec- 
tric furnaces each of 10 tons capacity; 
important rotary kiln extensions for a 
British cement works; two other kilns and 
two lime hydrators. 


RITISH FURNACES, LTD., Sheffield, 
have a big order from the War Office 
for 22 gas-fired furnaces; while Ryland 
Works, Lid.’s, 


Eiro. s STEEL CORPORATION, 
ar, 


barrows bas oversol 






Station inethe States. 


T pesenan and the av 
< buyer of goods and serv’ 


a goes into a filling station 1 la 


. buyer who heard it te d 
success with their new. 


garden barrow, navvy and street orderly. 
da Outpat.£ for: the next 







a lot of free “extras” wer 
the motorist calling at a 4 










He thereby provided . 
N example of what, w 
amental difference 
























When an Englishman, 


served courteously (not o! 
anc promptly with only s seh 
a~ : 

To be swooped upon by tw 
service men who clean the $ 


the car when a man draws 
station only for a gallon or» 
makes that man feel un 
tion. It makes him feel 
the boys. He doesn’t want tc 
average man who runs a ¢ 
rick; he hasn't a lot of ẹ 
anc shillings to hand ous e 







































P E e ane: ‘tyres te 
ike battery tested, a 





P js P iep suspect, and, 
T will be. 

It is the accepted practice i 
stations here for air, water q 
ing to be done free. Batt 
are done quietly and only » 
for. They are not thrust - 
motorist as “part of our. £ 
service scheme." 





LJ RYAN DONKIN CO., LIE, ‘ 

„Aave orders for reciproe 4 
pressors for gas works « 
Weston-super-Mare, W elling 
colliery coke ovens, ž 
hausters, gas-exhausting pla is 
regulators, valves, ete. - 


O 
SIRMS at Nottingham are gire 
‘iag orders for autumn 
markets cause buyers to le 
than usual. Antunni i lelive 
inca in: i well. 





Government orders are taliag $ 
of many machines. 
© 
T BIF.: Mabie Todd & R 
40, 000 fountain- -pens in cee 
over 100,000 of a smal Co 
souvenir for children snapped 
. Ramsay MacDopakl’s 
“Wardonia’’ razor causea 





order; 35,000 cheap fo 
sold by one frm, w. o a 
250,000; Oko} ik 





























ait for wk 
S. and G.W.R. 
i Birmingham within free delivery 


“an nals to Hull, Bristol and London 
“pass through Birmingham. 
“Within city. 

‘Coal, iron, limestone, 
iding materials, salt, 

; with locality. 


TE 
age 

calcium content absent. 
equate. 

rporation has built 43,000 houses. 
as, water, electricity, salvage, 
tansport. 

“entral. position. Skilled labour, 
Potential consumers--over 1,000,000 
within city. 1,200 trades. 


fireclay, 
ete, 

























< and Bristol has 
covered. goods shed in the 












7 Many sites have own 
sidings. 
River- vi connects Bristol with 
oKennet and Avon Canal {at Bath, 
DCAS miles away), and River Severn 
os with Sharpness-Gloucester Canal at 
gba has Sharpness {20 miles). Also Feeder 
os Canalin Bristol itself, acting as 
ERITA by SIELE ico River Avon. 
bs Catv aerodrome fully equipped and 
ee officially recognized as an airport. 
“Coal iren-ore, clay, limestone, 
-strontia spar-stone, bath 
a Oente, coloured earth. 
a Varies. ‘according to location and 
: facilities available. 




























































stone, . 


po Ves. 

: Inside. ‘city: boundary, lis. {to be 
“aked. by not more than 6d. on 
ist.Apnl) Outside city, lower 
i: (county) ‘rates. . 

Damp, ¢ : clear. 





especially female and 


le. ‘and | building still progress- 


id y transport, airport, docks, | 


th service 
ristol aveinoment Board has a 
gwter ‘of all available vacant fac- 
ies and sites in and around city. 
6 are claimed definitely cheaper 

ni other parts of the country. 
Docks’ Estate, 
rt, re 
$ to ground rent. Ri 
es on dock-side na 


bringing 


ros perous industrial city in 
tt 


passenger, 4 
Exceptionally low rates 
. Company prepared 
ly to consider introduction 
es below standard figures 
there is appreciable volume 





dar points. 


See 3. 

‘ Leeds and Liverpool Canal rans 
through Borough, places Burnley 
in direct communication with ports 
of Liverpool, Manchester, Runcorn 
-on the west coast, Goole and Hull 
ast coast. Canal Company own 
gi fleet. of steam, motor and 
inary barges: largest boats 72 
cand M4 feet beam. 








Site. . 2 





DE. 





va eties ‘of industry and claims 


15: Electricity, - 


goods 


fe passing regularly between __ 


| stone, clay for bickering: be 
_ Development. N 













Continuing from last nahn issue the 


remaining 24 Area Authorities answer — 


business questionnaire 


L. Consumer population within 50 adei 


Railway services. 


* 


SS OR ON 


+ 


pat purk 
ma OOH 


* 


. Can buildings be (a) bought, (b) rented, n 15: Gas, water, electricity,’ 
Distance from nearest goods station. i 
Distance from nearest canal (name canal). 
Distance from nearest airdrome. >> 

Raw materials within 50 miles. idee stat 

Cost of land per acre. A A 
Can it be bought in small quantities. SE 
Average rates in the £. — 
Atmosphere-—amount of moisture, 













is it- 


åry, damp, dirty, cleats etc, | oo 


= 
aN 


13. 


to your area, | 


o: Yes. 

10: 12s. 

ii: Prevailing wind westerly, rainfall 
tends to be high. Average annual 
rainfall past 25 years, 43 inches. 
In May, June, July jad August 
generally little rainfall. Humidity 
high~—during last 25 years averaged 
82°. Dense fogs are uncommon, 

12: Soft, slightly alkaline. 

18: Centre of a big reservoir of skilled 
and unskilled labour. Workers 
native to North-East Lancashire 
noted for their adaptability to new 
methods and. processes. Youths 
and girls leaving school each term 
are anxious to commence work and 
keen fo improve their work by 
study at. evening schools and 
technical colleges. 

i4: Ample at lower rentals than in 
many industrial centres; Jbedroom 


modern houses rental 7s. ëd per 
week. 
aS, water; special 


attention given to requirements of 
those planning new or extended 
industries. 

16: Covered by above, 


area 


: tay Yea. ‘{b) Yes, 
LMS. and L.N.E.R. 
sidings 
Three within borough boundary. 
No canals, 
Coal Aston: Sheffield, 12. miles. 
- All raw materials for coal, iron and 
pon industries. 

epends on location, but compara- 
Et aus 


gs. ad 
E Remarkably, oat and. dry, being 
ict: . ; . 


Extensive 


"nsv va 











Water— M. of H. index. ; Po 
Labour available, skilled or - unskilled, 
i male or female. : 
"Housing available for operatives. | 
Services available from local Sek: | 
Special remarks on advantages peculiar 


16: 


completely rehoused. There is 
ample accommodation for opera- 
tives at very cheap rate. 


5: Electricity, gas, water, housing, 
transport är usual local services. 
Answer to No. 1 indicates the 


peculiar advantages. This, allied 
to the fact that it has a diversity 
of industry and such excellent rail 
facilities, and that it can be easily 
reached from seaports Lendon,. 
Southampton, Manchester, Liver- 
pool, Hull, are other arguments in 
its favour, — 


N.E. TRADING ESTATES 
(Team Valley} 


- banks, offices for professional me 


5: Construction, 


for factory: building. 


: 8,600,000. 
: Rented, 
: LN.E.R. Overnight . denver 


all 
mein centres. 


- Estate's sidings attached L.N P R. 


station. 

- None. River Tyne 1 mile. 

: Woolsington, 6 miles. 

: Coal, chemicals, - . gilicas, clays, 
leads, zinc, road metal, building 
stone, ironstone, firestone. 

: Not giver. 


a: Cannot be bought. 
' 15s, 6d. Special lew assessment on 


estate. 


: Clean. 

: Not known. 
: Abundant. 
- Gateshead, Newcastle housing adija- 


All classes. 


cent, 
maintenance, refuse 


disposal, street lighting, all normal 
services 








Free. advisory. architectural: service 





be ac a 


N OTTINGHAM 


OB: Yes, 


“43: Ample for new EN E 
14: Corporation has buit 14,000 houses 


re tion. 


© OLDHAM 


PENZANCE 






i; oR 4,500,000, 
8: L, MS ; LNE. R. 


4; 5, central. ; 
ö: Navigable River Trent gives direst. 
access to Humber ports, Also. 
canal connecting with inland water- 
ways system. c 









main lines. 




















6: 4 miles, Municipal. . 
7: Coal, ironstone, fireclay, aide: 
flourspar, lead, gypsum, brickclay,. 
potters clay, limestone, sandstone, 


gravel, sand, timber. 
8: Very lew, varies, 


+ dds. 8d. 


buiiding 1,252. 
transport. 


Sy rail, coat 
services ready for Fay ne 
tional residential ener 


ii 10,500, 000, 

2: Both, 

B: LMS; LNER. 

4: Central. de nent 

3: Rochdale Canal immediate; 800.0005 0" 
minutes to Manchester Ship Canale o toc) 

ü: G miles. 

7: Coal, iron, cotton, ete, 

8: Varies, Much at low rates. 

9: Yes. 


WO: ids. 4d, 

14: Dampish, 

12; Soft water. 

13: Ample of all. 

14: Plenty, rent or buy.. 


< Gas, electricity, water, transport, O 


etc. 


16: No new industrial estates. but sites ue ee 


and buildings avallable in town. 





1: 870,000, 
> Yes 


3: GW, R. main line, 

4: Central, 

5: No canal. 

6: 8 miles, aig gated: 

7: Tin, copper, arsenic. garden proi 00% 
duce, fish, dairy products, quarried (0.000. 


Seaport. 


























stones. ete, for building, road’ . 
materials. : 
8: Varies. About {800 to (800. 
9: Yes. . 
10: 12s, 
il: Clear, little moisture. 


12: Not given. 


38: About 400 men, 40 women, 
unskilled. fis, ar 
i4: Satisfactory. More houses bull 
needed. PE 
15: Gas, electricity, transport 


vices, 
16; Fully er pienatory brochure, 


PETERBOROUGH 

1: About 4,006,000. °~ 
2: Yes. ie 
S: LNER: LMS. 

4: Central. 

5: Not given. . 

6: Building town ‘drome. 
7: Coal, iron, steel, ete... 
S Varies. 





2, Yes 

10: Vs. 8d. B 
u: Fairly dry, clear. l 
12: Permanent hardness 6. 82, 
if: Ample of all. 
14: Plenty. 





; Specifically designed for light indus- 151 Gas, electricity. sewerage, ow 
tries. Some features: canteens, = ete. > | Sic ake 
open spaces. for: employees, central -46i Fa 
service garage, refuse disposal. 
and committee rooms; restaurants. 
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Burroughs 


ee 


_ Adding-Subtracting Machines 








WRITE CIPHERS 


AUTOMATICALLY 





© There is no cipher or ‘‘ noughts ” 
key on a Burroughs. All Burroughs 
Adding Machines write ciphers auto- 
matically. Thus a large percentage of 
the work is done on a Burroughs 
without touching a key. 


PERMIT MANY 


SHORT CUTS 





© The Burroughs short-cut keyboard 
is built for speed. Two or more keys 
—and the motar bar—can be de- 


90 DIFFERENT MODELS = oe time. ; This often 
permits adding or subtracting an 
FOR DESK OR COUNTER USE 2 


entire amount by a single stroke. 





Fast, simple, compact, portable . . . can be used by anyone 
—after a few minutes’ practice .. . Easily carried from 
desk to desk ... Equipped with the Burroughs short-cut 


keyboard—standard in banks and business houses for fifty 


ELIMINATE 


NEEDLESS MOTIONS 





years ... Hundreds of thousands in use throughout the 


@ To subtract, touch the minus bar. 
world . . . Send for descriptive booklet 


To add, touch the plus bar. To correct 
a wrong key depression in any 


BURROUGHS ADDING MACHINE LIMITED column, touch the right key in that 
Chesham House, 136 Regent Street, London, W.1!. column. To take a total. t ouch the 
Telephone : Regent 7061 (Pte. Bch. Exch.) Branches in principal cities total key. It’s simple ! It’s fast | 


BURROUGHS MANUFACTURE A COMPLETE RANGE OF MACHINES - 450 DIFFERENT MODELS. 
2,000 FEATURES - ACCOUNTING MACHINES - ADDING MACHINES - STATISTICAL MACHINES - 


TYPEWRITER BOOKKEEPING MACHINES - CALCULATING MACHINES - CASH REGISTERING 
MACHINES - ELECTRIC CARRIAGE TYPEWRITERS - CORRECT POSTURE CHAIRS - SUPPLIES 























: ans rö 


lemands very cl 
y like it or not; and unless we are 
v. careful the department respon- 
for road haulage may become 
financial drag on the undertaking. 
here is always enough work and not 
little anxiety in keeping ahead of 
business competition and opening up 
ew markets without having to divert 

































ing full administrative control of the 
delivery system at all times. 

t is a well-known fact that the cost 
certain commodities to be met by 
consumer may vary in two ways. 
, there are fluctuations in market 
es. Everyone is prepared for them 
nd makes requisite provisions when 
iey occur. Secondly, there are varia- 
ions in transport costs, arising from 
creased fuel prices, vehicle replace- 
‘ments, and so on. If we allow so much 


per mile or per ton of goods delivered, 
we get a fair approximation of transport 
charges; but, even so, it is not always 
easy to reconcile these overhead charges 
that appear in the annual accounts. 
In fact, the whole situation becomes 
somewhat anomalous, simply because 


one and the same firm is trying to do- 


two entirely different jobs, however 
closely they may be allied. The obvious 
remedy in such a case is to segregate 
all road transport interests from those 
of the main concern by the formation 
f a separate transport company, so 
each may stand on its own feet 
stify existence. m 
& is exactly what took place in my 
siness. The Timber Storage Co., 
lich was started by my son and 
ja very modest venture in 1923. 
ww Charges Mounted Under 
| the Old System 
+ the present time the staff numbers 
thirty vehicles are employed to 
76,000 ‘‘standards’’, equivalent 



















































and adjacent to five wharves on the 
nal. The timber is imported 


America, Russia, Finland and 


selves of our storage and delivery 
ties in supplying builders and yard- 
ithin a r1oo-mile range of our 
} far the whole thing appears as a 
plain, straightforward commercial pro- 
osition for which the services of haul- 
~- contractors could be used with 
antage. 

t us 





roblem is one that — 
ose study, whether 


Nhy It Paid Us.. 


To Form Our Own Transport Company ‘ 


,oo0 tons of timber, by road annu- - 
_Qur timber stores cover 34 acres 


-by the merchants, who avail - 


probe more closely inte rele- 
‘tors, however, when it will be- 


Managing Director, The Timber Storage Co., Ltd. Deptford 
In an Interview with RICHARD TWELVETREES, A.M.L.Mech.E. | 
BUSINESS Transport Editor a 


come easy to see what happened before 
the new idea of forming a separate 
transport company materialized. 

Under the old system of working, the 
cost of timber to the consumer was 
determined by three basic charges (a) 
purchase price, (b) wharfage, and (c) 
cartage. 

To take an actual example: One 


“standard’’ costs, say, £15, then we 
have the wharfage, governed by Port. 
of London Authority rates, at about 


{1 10s., plus cartage at about {1 5s., 
giving {17 15s. per ‘‘standard’’ as the 
total cost to the consumer. 


While the charges (a) and (b) do not | 
-vary to any great degree, one never 
quite knew what might happen about > 


charge (c), that of cartage. 


x 


often upset everybody’s calculations. 


Three or four large shiploads of. 
timber might arrive in the docks when. 
insufficient barges were available for 


prompt clearing or when a rush of other 


work happened to keep all local haulage. 
contractors busy day and night. On 


other occasions extra cost of demurrage 


and storage would be involved for 
timber required urgently by purchasers. 


Thus we often found ourselves be- 
tween the devil and the deep sea, even 
though our ‘‘devil’’ was the harmless 
and often necessary haulage contractor. 

Little imagination is needed to appre- 
ciate our troubles at the time, so, in the 
year 1925, my co-directors and I de- 
cided to form the Star Haulage Co., 


parent concern. _ 7 


This Idea has c al livery 
20% and speeded-up service 


In addition to fluctuations in trans. Lengthy Delays Have Been 
port charges already mentioned con- _ 
cerning the operation of the vehicles / 


themselves, another vital factor would. | i LOLS 
-of months were often unavoidable, and 


greatly when large amounts of capit 
day idle for so long and at their in 
ability to complete contracts: . 


the merchants we serve, and 


Ltd., to operate exclusively for the 





























The innovation proved at once to be 
a success. Although in addition to my 
own responsibilities as managing direc~ 
tor of the parent company I act as man- 
ager of the haulage organization, that is 
the sole link between the two under- 
takings, each having its own entity in 
every way. — 

Part of the wharf accommodation is 
allocated exclusively to the haulage. 


company, and here timber is unloaded 


direct from barges into waiting lorries 
for immediate delivery to customers. < 

The problem of demurrage disappears 
altogether as a result, and timber is now” 
delivered from shipside to distances of | ie 
100 miles from London in less than four 


- Elitainated 


Under the early arrangement delays 


needless to say, customers objected 


by: reason 
















of delayed deliveries. . e 
-The improved methods of dealing 
with timber consignments. introduced 
by the Star Haulage Co., Ltd., have 
brought definitely improved business. to 
that, of . 

course, reacts to our benefit. i“ at 
Incidentally, it is significant to men- 
tion that about two years ago the Port 
of London Authority itself paid us the — 
compliment of adopting our method of 
delivering goods direct from ships to. 
lorries which travel straight to the con- 
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BRITAIN’S FIRST, AND ONLY, £100 ENCLOSED CAR, 


THE £100 FORD SALOON 


The pride, delight and dependable servant of thousands not 





previously able to enjoy saloon comfort, plus roominess, ease 
of handling, convenience of parking and garage, which it put 
within their reach. 

Nothing cheap about it but its price; really complete equip- 
ment; and an engine, gearbox, steering, suspension, and 
brakes, which would be well bought at 50 per cent. more 
money. 

Any Authorised Ford Dealer can arrange for its purchase 
over 12, I8 or 24 months, on the strength of a very modest 


initial payment. 


CATALOGUE ON REQUEST 
AS ILLUSTRATED, £100. 


DOUBLE-ENTRANCE 

SALOON, £112 10s. Hide 

Upholstery & Sliding Roof, 
£10 extra. 


PRICES AT WORKS 





FORD MOTOR COMPANY LIMITED, DAGENHAM, ESSEX 
LONDON SHOWROOMS : 88 REGENT STREET, W1 


erence entail, 
Y955 






























mn “the Genar Way 






though every effort be made to 
hese costs within reasonable 
s, the transport officials may regard 
“services as indispensable, and, if 
; do happen to run a bit high now 
: Sa the burden is handed over to 

























































our case the Timber Storage Com- 
y calls upon the Star Haulage Com- 
to.do certain work at agreed rates 
ment, The charges are added to 
osts of the business, and every- 

ng proceeds on a firmly established 


th the parent company as their 
customer, the haulage concern is 
liged to work out its own salvation 
ndering efficient and reliable road 
transport service, as well as. controlling 
its own finances on economic lines, 
supervising: ‘its.own staff and maintain- 
ing the vehicles in a thoroughly road- 
- worthy condition at all times. 

_ That the transport operation under 





the Timber Storage Co., Ltd., 


other method we have employed. 
All delivery work has been speeded 
up to the extent of 100 per cent, and all 
e transport arrangements have im- 
oved. i our most 


A 


pe 
but 


upon “outside 
at times our 




















pei giving a con- 
not easily obtained when 
es are engaged at a moment’s 


aid to Standardize on 
Efficient Vehicles 


building up the business we 
-¢apital expenditure 
small trucks of low initial 
by the way, have given 
le service and are still used for 
p to two tons. 

ulk of the loads, howe ever, call 
wries of much greater capacity, 
ter having weighed the pros and 


ore expensive machines, ‘insofar as 


st is. concerned, 





as male reconditioned ex-army vehicl 
—-was purchased over thirteen years- 


"matter; “put more phen than not.. 
causes and effects are so interwoven. 
ce) ered any practical solution 


this scheme is successful may be judged 
by the fact that the cost of haulage to _ 
- is lower 
_ by at least 20 per “cent than that of any — 


sanguine © 


by 


arefully, we took a bold step in. 
ting to standardize the main fleet. . 


he e of Thornycroft vehicle 
: Savy loads has- been amply 
The first example of thi: 


ago and used regularly until last month, 
when it was written off to conclude its 


distinguished career, 


The Thornycroft models in service 
include those of the ‘‘Taurus’’ and 
‘‘Sturdy’’ series, the latter being excep- 
tionally adaptable for quick delivery of 
5-ton loads, having the advantage of a 
legal speed of 30 m.p.h. and subject to 
a low annual tax. These vehicles are 
now used with platform bodywork, 
16ft. gin. long and detachable steel 
bolsters for supporting long runs of 
timber over the drivers’ cabs. 


Our Maintenance Costs Are 
_ Exceptionally Low 
T think we may claim that our truck 


maintenance costs are exceptionally 
low, sinee the services of one skilled 


fitter suffice to keep all thirty machines 
in good working order, as far as ordi- 
onary running repairs are concerned. 


With regard to mechanical overhauls, 
you have to face certain expense in 
some form or another. 


- outlay. 


_ Shed, but with good lorries extensive — 
“mechanical attention 


Inexpensive | sort of transport services they. rende 










mises or else. at a service depot 

Personally, I prefer to pay for fi 
class machines, even if they cost more 
at the outset, which’ will work hard 
for several years with little additi al 





We Use the Manufacturer’ s Over- z 
haui Service — 


When a machine needs coal te: 
overhaul we simply send it to the manu- - 
facturers’ London depot for thorough 
reconditioning, and it is returned t 
for another long spell of uninterrupted —. 
service. This may cost a little more 
than an overhaul in our own running- 


is needed only aah 
after very big mileages. rece 

At all events, the financial position 
of the Star Haulage Co., Ltd., provides. 
a good argument in favour of that point - 
of view, whilst its only—if somewhat . 
exacting—clients, the Timber. Storage 
Co., Ltd., are quite happy about the 














Good News For Users of ... 


ANY operators to whom the 
« M advantages of steam-driven 
vehicles have always appealed 


strongly will welcome the proposed con- 
cessions announced recently by the 
Minister of Transport. 

Mr. Hore Belisha announced on toth 
March, that he proposes to increase the 
maximum laden weight of four-wheeled 
steam wagons to 14 tons and of six- 
wheelers to 20 tons. 

The speed limit will be 20 m-.p.h. for 
pneumatic tyred vehicles and 12 m.p.h. 
for those with solid tyres. 

Referring to this important develop- 
ment, Mr. Hugh E. MacGillivray, home 
sales manager of the Sentinel Steam 
Wagon Works (1936), Ltd., 
following statement: 

“The rq-ton gross weight figure now 
proposed will give enormous benefits to 
steam vehicle users for hitherto the pay- 
load they have been able to carry has not 
always been satisfactory. 









makes the 


| purposes: 


oo. “We-have. no- difficulty in showing. a C 
lower cost per mile for Sentinel steamers worki 
than: that obtainable with other: forms | o te 


Council; - 


‘STEAMERS? 


Typical of the modern > 

$ Sentinel range. New > 

`- concessions announced by: 

$ the Ministry of Trans- 

port will. increase the 

` pay-load of this type of 
vehicle. bya one e ton 



























vehicle; but when the cost per mile: 
divided by the pay-load of 7} tons, oF 
more in the case of a petrol or Diese 
vehicle and approximately 6} tons in -t 
case of a steamer, the margin is wipec 
out. 

“When the new concession comes into 
force the latest 4-wheel Sentinels will be 
able to carry loads at least equal to: those 
handled by other types of vehicles, while 
our 6-wheelers will carry loads only 
slightly less than competitive machines.” 

Further to the above remarks, it maş 
be pointed out that the “steamer” i 
independent of imported liquid. fuel, su 
plies of which would no doubt be ratione 
in a time of. national emergency.. L h f 
possibility of an increased fuel oil- ax it 
the forthcoming Budget may ‘also’ direc: 
attention to a more extensive use of steam 
vehicles for may industrial a and manic) pa 
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tons. Write for fat 
In short distance haulage, it’s cost per ton-mile that counts, and eres 
the “4” with its powerful torque, fewer moving parts to need 
adjustment and general economy in running will save you 
money. And remember, Morris-Commercial make the lowest 
priced 4-cyl. 30 cwt. vehicle on the market — chassis price 


£181 . 10. You’re saving again ! 


r MORRIS COMMERCIAL CARS LTD. : ADDERLEY PARK : BIR MINGHAM, Z 
© kord Nuffield, Chairman, Sole Exporters: MORRIS INDUSTRIES EXPORTS LTD., COWLEY, OXFORD, ENGLAND 
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tons, 3-4 tons, 4-5 
j 














right music is performed in public 
a fees are due to the composer, the 
_ publisher, and other interested persons. 
< It is one of the functions of this Society, 
<> which collects such fees on their behalf, 
. to analyse programmes and perform- 
- ance returns for the purpose of calcula- 
=o ting the amount of fees each composer, 
~ ete., shall receive. 
-> This is an immense task. Last 
year more than 440,000 returns were 
analysed. These contained thousands 
of pieces of music each of which was 
“played anything from once to thousands 
of times. This meant that our staff had 
to make over 8,100,000 entries. 
- To arrive at the total amount of fees 
<< due on any performance of a piece of 
music a system of ‘‘point awards” is 
used. Thus, a dance tune will be given 


Kies: time any piece of copy- 

















one point per performance, while a big | 


= symphony may be given up to 600 
points, according to its length. Last 
ooo yvear the total of points allocated for all 
kinds of music exceeded 180,000,000. 
~ <o In recent years this work has been 
=o expanding rapidly and there is every 
sign that expansion will continue. This 
<o iBone reason why we have changed 
from hand to mechanical accounting. 
Hitherto our entire system of pro- 
oo gramme analysing, calculating and 
co. accounting has been done by a staff of 
occiso. We found, however, that further 
additions to the staff, plus the extra 
office space, had become uneconomical. 
One obstacle to complete and efficient 
mechanization was the peculiar nature 
tour work, which is far from being the 
normal straightforward job of account- 
ing. The system we are now using is 
the outcome of several years’ investiga- 
ion and experiment and the machines 
selected are adapted especially for our 
work. 




























This is How the Work is Done 
= By Hand 
First I will outline briefly the 
‘sequence of the work as done by hand. 
All programmes and returns received 
‘from licensees are first dealt with by 
the Programme Registration Depart- 
ment, which sees that returns are sent 
n regularly. 
“- Returns are passed through to the 
> appropriate sections of the Distribution 
.. Department. The four most important 
- sections are (1) cinemas, (2) mumni- 
cipalities and concert halls, (3) hotels, 
_- restaurants, theatres, music halls, etc., 
(4) dance halls. There are, of course, 
others, including sections for the various 
< dominions and colonies. | = 
=: The processes in each section are 


Will Be Saved To This Society 


-= By Mechanized Accountancy 


each section, responsible for full and 
correct analysis of every programme, 
hands each clerk daily a batch of pro- 
grammes. The clerks examine the pro- 
grammes and extract from them items 
according to alphabetical order. Thus, 
the first clerk extracts all items begin- 
ning with the letters A to C and passes 
the batch of programmes to the next 
clerk, who deals with D to F and so on. 

Particulars extracted from the pro- 
grammes are recorded on performance 
cards which are arranged alphabetically 
according to titles of works. At the top 
of the card is noted the point award of 


HE Master Index Card (lower) is the 

basic record for the system ; information 
is written and punched on this card. Seven 
items of information are translated into 
punched holes : (1) title or work ; (2) serial 
identification number of work; (3) share 
denominator; (4) point award; (5) point 
award multiplier ; (6) members’ numbers ; 
(7) point award group. 

Any or all of this information can be taken 
from the master cards for reproduction on 
the Tite Summary and Members’ Dis- 
tribution Cards or any other appropriate 
card. 

The Title Summary Card (top) contains 
in punched form the title, serial identifica- 
tion number, share denominator, point 
award, point award multiplier and point 
award group. 

Totals taken from Unit Performance 
Cards (Fig. 2) are transferred to the Title 
Summary Cards which are passed through 
a multiplying punch where the number of 
performances are multiplied by the point 
award multiplier. This gives the total 
points for each work. l 

Members’ Distribution Cards (middle) 


are provided in sets, one for each member 
ea RERS S m are interested in any particular work. . Infor- 
fundamentally similar. A supervisor in 
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sa 


From 
C. F. JAMES 


General Manager = 
Performing Right Society Lid. — 


the work, names of composer, author > 
of words, publisher and arranger, and 
the share of the fees payable to each, = 

For popular works a performance ` 
card may soon be filled up and it is» 
then totalled, the total being carried = 
; (Continued on page 28) A 































card includes ; (1) title ; (2) serial identifica- 
tion number; (3) member’s number; (4) 
member’s share numerator and denomina- `- 
tor ; (5) publisher's or composer’s number; 
(6) point award group. as 
Cards are filed by serial identification 
At the end of the distribution period—sa’ 
a year—one of the Members’ Distributi 
Cards is placed in the summary punc 
machine at the same time the Title Sum 
mary Cards are passed through the tabulator. 
This tabulator totals the points for eac 
work, which totals are automatically trans 
ferred to the Members’ Distribution Car 
in the summary card punch machine. .. 
This member’s card then becomes a 
master. It is put with the rest of the Mem- 
bers’ cards of one set into the reproducing 
machine and the information is thus trans 
ferred to them all. If, for example, six 
people are interested in one work, the poin 
award for that work for each member is 
punched on one member's card and then 
reproduced from that one card to all 
others of the set. 


‘mation transferred to them from | master it a tae 
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Mather & © 
i zinga Š 


_Snowfire S} 
Automobile Association 3. H. Ben 
Gt. Yarmouth and Bovril, Lad. 


Gorleston Corporation J. Walter Theor: 
johnny Walker 




































































Gaumont-British Coca-Cole, Lad. 
Distributors, Lid, George Cumsieg, Ltd 
IN COMMON WITH many other world famous Cadha ee anand Meiers 
* è ® ane 3 3 Lager awe Pe LH ei i A i sa Be RE 
advertisers, the organisers of the Canadian Govern- akira Ce oe ae 
; 000 I7- apai Batchelors Peas Haigh, Hellyer tid 
ment’s £40, I7-area campaign have selected Plane Seven a enon fae 
Advertising’s unique service to form one of the Eugene, Lee an porland Advertising, i 
$ $ ‘ H taki erion Casige 
Send for a copy of “Plane Facts” strongest links in their great drive Germ HER Lid. Salen Promo wn, Ltd. 


_to sell Canadian goods to Britain’s (Cres ye Pasa See 


Geographical Maga 


s G s Newnes, Lid. E. Srmetian 
greatest population centres. ta A Couey Ea 


PLANE ADVERTISING © 


3rettenham House, Lancaster Place, Strand, \ 
hone: TEMPLE BAR 2850-9. | Telegrams: PLANEADS, PHONE, 
a THE AERIAL SPECIALISTS WITH THE A 


You will find it full of interest 
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na year and the point award is 6, the 
tal points are 600. This total is then 
ded equally between, say, com- 
er; author of words and publisher— 
00 points each. 
ere are very many cases where the 
ision is not so simple. For example, 
may be several composers and 
3 writing in collaboration, and 
y works, particularly those of 
reign origin, are published by pub- 
hers: who obtain permission to do so 
the original publishers, both being 
led to certain shares. Again there 
numerous selections incorporating 
lany separate works, involving a divi- 
ion of the total fees into very small 
actions for each of the numerous 






























































ers concerned. 

his process is carried through for all 
rks in the section, and then com- 
neces the posting of all these shares, 
points, to the accounts of the respec- 
e composers, authors, arrangers and 
ublishers. At our last hand distribu- 
n there were approximately 7,000,000 
ich postings. 

~ When this is completed, we obtain a 
grand total of points in each section, 
which is then divided into the net 
amount of fees for distribution in the 
on, thus showing the cash value for 
int. It is then a simple matter 
rive at the cash payable to each 
concerned, but the ‘“‘cashing- 












long process, and is only done in certain 
cases where these details are essential. 


Aechanized System is Based 
- on Master Card 






rẹ 






£0 


- perforations. 


ymposers, authors, arrangers and pub- 


, Fig. 2 : These Unit Performance Cards are pre-punched to represent the common — 

< units of performances of a work on a programme. l 
„~ with the Title Summary Cards, in the type. 

- The envelopes are arranged in alphabetical o n files 

en te eg al ecorded on the envelopes 


On the master cards are recorded, 
partly in writing and partly by punched 
holes, the following information: Title 
of work, descripticn, class, duration, 
point award, names of the composer, 
author, arranger, publisher and any 
other persons interested, and the share 
due to each, also a figure known as the 
“point award multiplier”, for which a 
brief explanation is necessary. 

A consideration of our original system 
will show that the complete formula to 
arrive at the fee due to each person 
interested in a particular work is: 


Performances x point award x share 
x cash point value. 


Of these four factors only the point 


award and the share is known at the 


beginning of the year; performances are 


accumulated during the year; whilst the 


cash point value is only ascertainable at 
the end of the year. To minimize the 


amount of work at the peak period, 7.¢., 


the end of the year, we divide the point 
award by the denominator of the share 
due to each person interested, and the 
resulting figure we call the ‘‘point 
award multiplier” (P.A.M.). When 
P.A.M. is multiplied by performances, 
we have a figure that we call “‘Frac- 
tional points” (F.P.). Thus cur formula 
is rearranged as follows: 

Point award 


ae nee PALM. 
P.A.M. x Performances = Fractional 
points (F.P.). 
F.P. x Numerator x Cash point value 
=Amount due to member. 


This appears to be an elaboration, 
but is really a simplification, as from 
the outset we get rid of our sole divid- 


ing process, leaving only multiplications 








The cards are kept, together 
of two-pocket envelope shown here 


erin files. Title and serial numbers 












“main headings: © 


popular section’’. 


ances, and are punched with hele 


cards show the total fractional points fo 


~~ Yate of 24,000 cards per hour, which sor 
together all cards having similar numera 



















(1) Works very frequently perf 
—-known as ‘‘Popular section’: => 
(2) Other works—known as “Non 


Each of these two sections has. 
own complement of clerks. E 








The ‘Popular’ Section 
In the popular section, instead of the 
old performance card for each work- 
we use an envelope divided into two 
pockets, one for title summary cards 
and the other for unit performance .. 
cards. Title summary cards are required - 
for the calculation of fractional points, 
and are reproduced from the master 
card by a special reproducing machine. 
whilst the unit performance cards bear — 
merely a number in large type repre- 
senting a certain number of perform- 





corresponding to that number. T 
Every time a piece of music appears on 
a programme a unit performance card for’ 
the appropriate number of performances 1s; 
placed in the second pocket of the envelope 
for that work, and at suitable intervals 
these envelopes are cleared, a title sum- 
mary card being removed with each batch 
of unit performance cards. E 
These cards are then passed through two 
coupled machines (a) the Small Tabulator o © 
and (b) the Summary Punch. The former.” 
totals the unit performance cards, and the... 
latter automatically punches that total on 
the title summary card. This: -is..then 
passed through a unit multiplying machi 
which multiplies the total performances: by 
the point award multiplier of the work, 
and punches the resulting total fractional 
points on the card. po TEn 
The clearing of envelopes in this manner 
is made as frequently as is necessary—- 
some cases daily, in others at longer int 
vals. Thus at the end of the year th 
are for each work a number of title su 
mary cards bearing the total fract 
points for the various periods represe 
by the cards. These totals are then a 
up on the small tabulator and the gr: 
total is punched automatically on a se 
members’ distribution cards—one for ea 
member interested in the work-—whic 
have previously been reproduced au 
matically from the master card. This 4 
cess is, of course, carried through - 
every work, oe 
























































‘Non-popular’ Section 
The procedure in this section is 
in principle, but unit performance i 
are not used, an entry being mad 
writing, for each non-popular work appi 
ing on a programme, on the title sumi 
card itself. At the end of the year: 
relatively few entries are totalled and tl 
total punched in by hand punch, = Th 
procedure thereafter is similar to that” 
use for the popular section cards. — : 
It will be seen that there are members 
distribution cards for every member inter 
ested in é¢very work performed. 
























These 





the year for each work, and are passer 
through a sorting machine working at. th 








tors in the shares. | 
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DICTOGRAPH 


INTERNAL TELEPHONES... 





YOU CAN 
ALWAYS 
FACE THE 


FACTS 








with 
@ TAKE 200 customers in Birmingham = 
@ WHO hasn’t ordered since October? 
@ YES and all the others? 
© @ THANK YOU— 
Send now for folder @ THAT took you 6 minutes 


“Why?” showing 


howVisibleSystems VISIBLE-SYSTEMS WOULD HAVE 


keep your business 


at your finger-tips. TOLD YOU IN 3 SECONDS 


CARTER-PARRATT, Ltd. | , 
(P. J. Carter Eve, Managing Director), THINKING 


317, ABBEY HOUSE, VICTORIA STREET, LONDON, 
5.W.1. 


, 
Satine Telephone : Abbey 3675/6 T l ME 
a Se OE Oa TAAA 








give 


you the 


your 
business 


needs 






i 
s) 
Are you able to concentrate = 
on the things that matter— 
questions of direction and policy—or do the inevitable inter- 


ruptions and delays waste half your working day | 





Directors and managers of many companies, bot! large 
Maximum efficiency can only j ; 
result from perfect physical fit- and small, have found a complete solution of this problem 
ness and the ability to with- ; x ' ‘ ; 
stand the exacting demands of in the DICTOGRAPH. The Dictograph is an interna! 
modern conditions, a“ . ‘ ne AA 
The essential principle of the Telephone that keeps your business ‘at your finger-tips’ in 
“Litesome” Supporter-Belt is t : : Tei + a 
ay give support e gh sapnai is a wonderfully simple and efficient way. No executive can 
needed. It controls and re-energizes the delicate muscles of the lower ; i 
abdomen, embraces and uplifts the vital organs, prevents tendency to afford to spend on small things the time that the Dix tograph 
rupture, varicocele and prostate gland, and produces a beneficial effect on e 3 . : ee 
Ben nervous system. Soft in texture, light in weight, hygienic, will save him for matters of importance. Once you see it 
eres: arable, reversible. at work you will wonder how you ever managed without it 
MAYFAIR move. 10/6 = 


Super quality material May we tell you more about it? We will gladly send you 


DE LUXE move 4/6 


For maximum comfort and con- 
venience have one in wear and 


the appropriate literature, or better still, send an engineer 


to discuss your individual needs. There will be no obligation, 





ta. the Pos star ret good Rs of course. 
outfitters, chemists, and sports e . nie 
shops, or direct PPE e NER DICTOGRAPH TELEPHONES LTD. 


Postage 3d. extra. Overseas 6d. EVERY MAN. Head Office and Works: Aurelia Road, Croydon, Surrey. 


FRED B. HURTLEY LTD., 17 Victoria Park Mills, KEIGHLEY Telephone: Thornton Heath 2427. London Offices: Abbey 


House, Westminster, S.W.1. Telephone: Abbey 5572. 
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BUSINESS for APRIL, 1937 


BUSINESS EQUIPMENT REVIEW 


Factors 


That 


Influence 


Your 


Business 


Are Spotted in Time for Action 





A typical multiple slide Kardex 
visible record Cabinet 


labour, production, sales, etc., are 

to-day throwing a big strain on 
managements’ control systems. Unless 
a system of records throws up before 
you immediately all vital, abnormal 
factors, that system is outdated, even 
dangerous. For there are many dis- 
advantages attending records that need 
digging into when you want facts. 
The obvious ill is the time lost, the 
inefficiency of the system. But more 
pernicious still is the hand of inertia 
that it lays on management. When 
figures, facts, situations and conditions 
have to be uncovered by hard labour, 
natural human weaknesses get to work : 
“Jet it ride” say all who may, down to 
the office boy. 

But there is no reason why manage- 
ment, whether in control of vast or tiny 
business enterprise, should be shackled 
by hoary or clumsy method. This 
month I called on Kardex, Leadenhall 
Street, E.C., and saw some of the 
many applications of the Kardex visible 
records system. 


Fis moving prices of materials, 


Gives Visual Control of Any 
Kind of Record 


The fundamental basis of the system 
is this: it will take care of every detail 
in any kind of business and present, 
in visual form that can be instantly 
understood, all the vital information 
that keeps any firm operating on an 
efficient, paying basis. 

The mechanics of the Kardex equip- 
ment has been tested and proved by 
thousands of the leading concerns in 
this country, indeed Kardex is world 
wide, and to-day Kardex lay great 
stress on the intelligent application of 
the visible principal for all record pur- 
poses. 

In the normal type of multi-tray 
steel cabinet units Kardex can give 


By This 


from 50 to 100 records visible at a 
glance in one shallow tray. Records 
are contained in pockets hinged to a 
jute lug which forms a spacing and 
interlocking medium. The pockets nest 
together in the shallow steel trays of 
a cabinet, and are readily interchanged. 
Such a cabinet can have dozens of these 
trays in little space. One of the vital 
points about the Kardex idea is, of 
course, that the visible margins of the 


pockets remain uniformly visible 
throughout. A transoloid—specially 
treated celluloid—facing strip is 


attached to each pocket and to ensure 
protection to the visible margin. 
Under this transparent strip is inserted 
the card bearing the name of the cus- 
tomer or the stocks or whatever subject 


O 


‘* Vital facts must be visible 

at once; any system that 

involves digging for them is 

inadequate for to-day’s busi- 
ness 


O 


the file refers to. Transparent coloured 
transoloid signals are also placed 
beneath the strip to give pre-deter- 
mined information. For example, a 
credit record may need red signals to 
denote overdue accounts, green tags 
for billing dates, yellow for those 


accounts needing some special atten- 
The variety of vital 
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Recording System 


information that can be given in such 
compact, immediate form for a single 
account or for a whole file is almost 
endless. Progressive signals telescoping 
into a slot in the card give a very 
graphic picture of values or quantities 
over many items. 

All entries on any type of record can 
be made without removing the filed 
matter from its pocket. Moreover, 
complete files, packed into such small 
area, can be carried or moved to any 
part of the office or the business pre- 
mises. Kardex has recently developed 
a floor model mounted on castors and 
with sides projected upwards by press- 
button control. 


Enables you to Centralise your 
Information 


One of the most important features of 
the Kardex system is centralization of 
information. Related records can be 
filed under a common head. An 
instance is the use of an extra card 
inserted in a facing position or groups 
of tab cut forms overriding a main 
master form. 

This filing of related records together 
does far more than merely reduce 
office staff work and save time. It 
emphasizes the system’s major service 
of bringing finger-tip control within the 
grasp of every kind of management. 

A good test of a records system is to 
ask what information can you get in 
a moment and what takes time to find. 
Can you see immediately the conditions 
and progress of your sales by areas and 


| 
~ 
i 


LETTE 


Here is the Kardex record system in the sales office of a famous northern 
manufacturing concern 


customers and what contacts are being 
made with prospects in each territory ? 
Do you know when, where and why to 
apply special sales effort? Can you say 
from a brief reference to the records 
what stock is moving fast and what is 
sticking? Can you see within 30 
seconds what is on order and what 
Should be re-ordered? Does your pro- 
duction record tell at a glance whether 
or not factory work is progressing 
without hitch or where and why a hitch 
occurred ? 

If records cannot provide this infor- 
mation by a mere scanning they are 
outdated. They are inadequate for 
to-day’s business. 

The executive body is not concerned 
with the detail of keeping records; that 
is the job for the subordinate staff. 
But no matter how well kept the 
records are, they are useless unless 
they provide immediate, accessible in- 
formation. Therefore it is up to 
management to see that the records 
produce results in the shape of the 
vital information. 


Here Is a Wide Range 
of Equipment 
At the Kardex offices I saw a score or 
so applications of the system. There 
were a whole series of the ordinary 
cabinet type of records such as I 
have already mentioned; there was 
the Kardex vertical and horizontal 


planners; devices for the layout of 
production charts, contract progress, 
budget, sales and all statistical infor- 
mation in graphical form. I saw also 
the Kardex Vertical Visible machine 
accounting ledger, designed specially 
for records posted by accounting 
machines. Speeding up selection of 
ledger cards and statement sheets helps 
operators and prevents loss of time in 
finding, titling, checking and misfiling. 
More important still is the visible 
signalling whereby overdue, lapsed, 
new accounts and so on can be seen 
and selected at once. Moreover, all 
work demanding ledger reference is 
simplified—credits, collections, queries, 
etc.—because the ledger becomes easily 
accessible to the entire accounts depart- 
ment. 


100,000 Records Visible 
Simultaneously 


I also saw rotary index equipment 
listing as many as 100,000 names and 
addresses all visible on one pedestal. 

But vital points about the Kardex 
system cannot be fully told by reference 
to wide, general uses. It is the applica- 
tion of the system to a firm’s specific 
records problems that reveals just how 
important and necessary such a system 
is. Kardex emphasize this point them- 
selves. They have a system service 
department whose special job is to 
investigate the records problems of any 
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firm, big or small. If your records do 
not give, in one brief look, every item 
of vital information, this department 
will, free of charge or obligation, look 
into your case and suggest a suitable 
application of the Kardex principle. 
Kardex for Great Britain and Empire 
destinations is made at the Acton fac- 
London, 


tory, and they have sales 
branches in all important cities 
O 
Helps Address Envelopes 
Stylishly 


AJ envelope with the address badly 
placed gives the recipient an 
impression of slipshod work. Yet many 
typists, otherwise good and accurate, 
experience a difficulty in placing in the 
machine an envelope so that, whatever 
its size or shape, the address becomes 
well placed. 

One firm, we noticed recently, now 
has a tiny dot printed on all its 
envelopes as a guide for the typist in 
starting the address. 

The position of the dot on the three 
sizes of envelopes used by this firm is 
accurately worked out and is supplied 
to the printer by the advertisement 
department when providing copy for 
the next name design, reproduced in the 
left-hand corner of the envelope. 

The typists themselves say that the 
idea saves much time. The result, too, 
is an obvious improvement in style. 





THE “COPE-CHAT” FIRE FILE brings the 








FILE IS ALWAYS ACTUALLY ON 
ARE POSTED. 














STRONG ROOM nro tHe OFFICE 


IT PROVIDES PROTECTION IN THE POSITION OF GREATEST CON. 
VENIENCE, AND BY CUTTING OUT CARRYING AND FETCHING œ> 
INCREASES THE POSTING OUTPUT OF THE MACHINES. 


STRONG ROOMS ARE OFTEN INACCESSIBLE AND MAY NOT BE 
USED IN AN EMERGENCY WHEREAS THE “COPE-CHAT” FIRE 
THE SPOT WHERE THE LEDGERS 


Made in sizes to suit the needs of any instal- 
lation whether trays, binders, or vertical visible. 


WHY (NOT ASK FOR OUR NEW BOOKLET ? 
“Modern Machine Posting Equipment,” 


Sent free by 
return post 
on request. 


THE COPELAND- | 
CHATTERSON Co. Ltd. 


EXCHANGE HOUSE, OLD CHANGE, LONDON, E.C.4 
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VALOR 


STEEL FILING CABINETS 


reduce risks of loss 
by fire or vermin 





Install “VALOR” 
Steel FilingCabinets 
To-day 


HOUGH low in cost these 
Cabinets are made of best 
British Materials throughout 
and to the usual “VALOR” 
high standard of workmanship. 


“VALOR” Cabinets are easily 
handled and have none of the 
disadvantages of wooden Cabi- 
nets which are liable to warp or 
crack and do not offer complete 
protection against vermin. 


They can be supplied in quarto 
and foolscap sizes with from 1-5 
drawers, and are attractively 
finished in olive green stoved 
enamel. (Special finishes can 
be arranged for.) 





Write to-day for List 29, V 55, giving full 

particulars of these Cabinets; also Steel Cup- 

boards. Shelving, Clothes Lockers, etc., to meet 
all office requirements. 





We are also manufacturers of Fire 
Extinguishers for the complete protec- 
tion of Offices and Works. 


The VALOR CO. Ltd. 


BROMFORD, ERDINGTON 
BIRMINGHAM 
120 Victoria Street, 


London : S.W.1 
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A $ How ; 
The Young Executive 
May Protect His Home 


Freedom from financial anxiety aids a man’s efficiency at a time 
when he is beginning to take on real responsibilities in his firm. 
This plan of protection offers him advantages that benefit his pocket. 


By BUSINESS Insurance Consultants. 


dom from financial anxiety that 

might involve his family is an 
effective and permanent tonic to the 
youşg executive just entering upon the 
more responsible time of his business 
life. 

Let me assume that you have 
arranged to buy your house by means 
oi a loan, repayable by instalments over 
a term of years. 

So long as you are alive you will be 
able to meet the instalments as they 
fall due, but what will happen if you 
die before the full loan has been repaid? 
Will your dependants be able to pay 
the remaining instalments? If not, the 
house may have to be sold and they 
may be faced with a serious problem. 


C som from in his home life and free- 


Drawbacks of past Schemes 


Different types of protection have 
been offered from time to time by 
insurance companies, but the schemes 
have all suffered from various dis- 
advantages. For instance, single pay- 
ment contracts would not be attractive 
because of the initial cost, while con- 
tracts with decreasing annual payments 
in ratio to the diminishing cover as the 
loan reduces have the defect that the 
cost is greatest during the earlier years, 
thus making it difficult for younger 
executives to afford the benefit of this 
protection. 


Here is the Solution 


I can now arrange a contract for any 
reader of Business which insures that, 
in the event of death at any time during 
the currency of the loan, the balance 
outstanding at the beginning of the 
current loan year is paid off. The 
following are the benefits the contract 
provides : 

1. If alive at the end of the 
mortgage terms a cash sum of twenty 
per cent of the original amount of the 
loan will be paid. 

2. In the event of death during the 
period of repayment of the loan, the 
money to pay off the loan to the 
Building Society and leave the house 
free of debt. In no case will the 
amount payable in the event of death 
be less than the sum which would 
have been payable upon survival of 
the term. If by the operation of this 





provision the sum payable on death 
is more than sufficient to meet the 
outstanding portion of the loan, the 
balance of the money is paid to the 
dependants. 


Note: This scheme is unlike many 
other diminishing contracts, in that it 
does not reduce down to nothing at the 
end of the term selected, say, 10, 15 
or 20 years, but an amount is always 
paid at the termination of the contract 
of twenty per cent of the original 
amount of the loan (e.g., loan, say, 


£1,0o00o—amount at end payable £200), 


so that anyone taking up the scheme 
will not feel he is making payments and 
getting nothing back except protection. 


. > > . >. . >. =- - -= 
0999999999 
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Reference to this table on page 34 


What the Scheme Costs 


At the younger ages, the amount 
received back at the end of the period 
of the loan is about equivalent to the 
amount of the payments—rebate of 
income-tax being allowed in respect of 
these payments. 

Examples: 

Quarterly payments for every {100 

repayable over :— 


(a) (b) (c) 
Age. 20years 15 yrs. IO yIs. 
“D h s. d. S. cd. 
25 T "3 Io 9 
30 5.9 74 I0 9 
35 tee 7E rz oO 
40 6 8 Sr EA 


A male aged 25 requiring a contract 
for £1,000 over a 20 years’ term would 
pay 5s. 7d. x 10, i.e., £2 15s. rod. per 

(Continued on page 34) 
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BOMB-PROOF and FIREPROOF 
cash and book SAFES— 








see new and 

— second-hand, 
. all sizes 
a and qualities 
7 in stock 


CFS 
JA 
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Please give full details 
of your requirements 
when writing. 


NFRA 


SR 
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¥ We carry the largest stock of New and 
Second-hand (reconditioned) Office 
Furniture, Safes, Typewriters and 
Visible Indexes in London, and guarantee 
to supply better value than any other 
firm. 


OFFICE EQUIPMENT CO. 


113 HIGH HOLBORN :: LONDON, W.C.I 


(Opposite Holborn Tube Station) 


Telephone : HOLborn 8235 





Facts and Ideas fot 
Advertisers that You 
can Use with Profit 


JE you could gather for yourself all the latest news, 

developments, and the most successful plans in 
the advertising field, and those selling methods 
proved soundest in actual practice— 


How much would it be worth to you? 


pe and Pounds! For it would help you to get more out of your 
4 advertising and to increase your turnover and profits. But the cost, 
if you did it yourself, would be prohibitive. 


Here is a way you can do it for less than a penny a day 


For in the pages of the ADVERTISER’S WEEKLY there comes to your 
desk every Thursday just such a complete report as you could wish for, 
on the most recent news and developments in advertising and selling and 
in the latest ideas in Press, Poster, Direct-Mail, Outdoor, Sign, Film, Novelty 
and every other branch of advertising. In addition, you also get Marketing 
Surveys, both regional and overseas, which show you the sales possibilities 
and facilities in all the markets covered. 


To secure all these sales and advertising ideas, facts and 
data regularly every week, you need simply order your 
newsagent to deliver “ADVERTISER’S WEEKLY” 
every Thursday morning. Or, if you prefer, first send a 
postcard for a specimen copy TO-DAY to the Publishers :— 


Advertiser’s Weekly 


BUSINESS PUBLICATIONS LTD., Dept. B.M., 
WHITEFRIARS HOUSE, TALLIS ST., LONDON, E.C.4 
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ifs tresh 


Time lost between the first concep- 


tion of an idea, a plan, a report, a 
letter ... means effectiveness lost. 
Flick a key in the privacy of your 
office, speak into your neat Ericsson 
master station . . . and get the thing 
done onthe spot. Key men all over 
“the house” are at your elbow— 
one at a time or fifteen of them 
at once—on your Ericsson Loud 
Speaker Telephone System. 


Here are the advantages ;— 


Get through instantly to 
any department without 
dialling, calling an opera- 
tor, holding an earpiece 
or speaking into a mouth- 
piece. 

Hear replies ALOUD— 
keeping hands free. 
Right-of-way over other 
conversations. 


4. 


Hold a conference without 
having a single executive 
out of his department. 


If necessary loud speaker 
can be switched off so that 
only you hear replies 


FULL SECRECY. 


Can you afford to 
be without these 
unique conveni- 
ences and advan ~- 
tages? Why not get 
in touch with us? 
Ask fer particu- 
lars of our mod- 
erate RENTAL 
MAINTENANCE 
or make an ap- 
pointment for free 
demonstration AT 
YOUR ADDRESS 


MASTER STATION 


Ericsson Telephones Ltd., 67-73 Kingsway, London, W.C.2 





Tel.: HOLborn 3271-2-3 


LOUD-SPEAKING 


INTER-COMMUNICATION TELEPHONES 
LY LTTE 
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IF YOU BELIEVE - 


That desks are just desks 
and that Standardized equip- 
ment means nothing. If you 
believe that your Office 
Costs cannot be reduced and 
that misplaced desks and bad 
planning make no difference 
to your pocket—THEN 
YOU NEED A COPY OF 
THIS FASCINATING 
BOOKLET “LOST 
MOTION’’. 


lt turns the floodlight of 
attention upon office plan- 
ning, systems and methods. 
A copy will be g!adly sent 


you upon request—F REE. ‘dtr HHH 





Let it be the first step to a 


more profitable understand- 


ing of office management. 





THE SHANNON Ltd., Imperial House, 15-17-19, Kingsway, W.C.2. 


Birmingham, Bristol, Liverpool, Manchester, Newcastle-on-Tyne, Glasgow, Cairo, Egypt. 





SPRING TIME 


is the period of clearing out old and installing new 
equipment. Spring-clean your business by the 
GLEDHILL system of cash checking which keeps watch 
over every penny and ensures an accurate record of 
your takings. 


Send for Catalogue and details 


G. H. GLEDHILL & SONS LIMITED 


50, Trinity Works, HALIFAX 


Monarch 
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quarter or {11 3s. 4d. per annum. In 
20 years his total payments amount to: 


£223 6 8 

Less income-tax at, say, 
2s. 4d4d. in £ 26 10 5 
Net cost pew. anet ATOUR mee 


and he receives at the end of the 20 
years’ term 20% of £1,000 viz : £200 
and during the period he has had pro- 
tection should he have become deceased, 
as per the table reproduced on page 32: 
[See under (a) for each £100; 10x for 
£1,000 loan. | 


A Protection Also for 
the Firm 


Many firms are prepared to lend 
funds to their executives for the pur- 
chase of a house; in that event such a 
contract should be made compulsory 
by the firm because it forms a collateral 
security for them and at the same time 
protects the executives’ dependants 
from being left with a house encum- 
bered with a debt, which might possibly 
mean that the widow would have to 
leave the house—an embarrassing 
position for any employer. 

This form of protection can run 
either in conjunction with a loan or 
purely as a decreasing assurance. Many 
of the younger Executives may, in fact, 
care to arrange such a contract even 
before they think of arranging a loan in 
respect of a house, the idea being to 
take advantage of this form of protec- 
tion at an early age which could be 
made applicable to the loan as and 
when it is arranged. Alternatively, use 
it as an economical way of obtaining 
cover for dependants for a period of 
years without any loan attaching. 

I shall be pleased to pass on to 
inquiriers special quotations for any 
age, amount or period, and to arrange 
to place any reader in the position of 
taking advantage of this unique scheme 
of protection. 


O 


ITH the opening, in a few weeks, of 
W. I. Hilton & Partners, Ltd.’s, new 
factory at Dunston, and other extensions 
which are taking place in the area, the 
manufactured joinery industry in the 
North-East makes further progress. i 
More than six months ago Hilton’s took 
over an old foundry at Dunston. This has 
been reconstructed and reconditioned and 
production on a large scale is being started. 


O 


NOTHER firm of recent development, 

Tynecraft Industries, Ltd., who manu- 
facture ladders, steps, barrows, casement 
windows, doors, etc., in their three-acre 
works at Walker-on-Tyne, are also looking 
forward to a busy year. An official stated: 
“It looks as though we shall have a tough 
job to cope with orders. 

“Last year we began a new line in 
making shop-windows and this proved 
very successful. With the domestic wood- 
stuff for spring-cleaning and our own 
speciality—ladders—we are kept busy in 
what is normally a very seasonable trade.”’ 
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from pay are made on these days. 
_ The forfeitures apply only to the 
individuals’ annual holidays. 








‘ull Pay Only if They 
DO Take a Holiday 


fot this holiday-with-pay move- 
“ment, a factor which, if it is not 
roperly dealt with, threatens to defeat 
One of the main objects for which the 
< policy was instituted. Let me quote the 
“Managing director of a novelty manu- 
_ facturing concern near Birmingham : 

‘Under the old practice of non- 










¿our employees) could not really be 
expected to be able to get away from 
home and to enjoy a health-giving 
holiday, they couldn't afford it. With 
¿ten days’ full pay given them in 
advance, however, we considered they 


should at least be able to get some | 


fresh air under good conditions. Most 
of the girls are cyclists, and among 
those who are not, many are hikers, 
while several of the juniors belong to 
the Guides or similar organizations. 
‘We expected that the extra money 
would enable these girls to get away 
from crowded home conditions and to 
go out and enjoy their recreations to 
the benefit of their health—and also of 
their work on their return. 

. “What we found, however, was that 
‘many of the girls were not going out 
any more than they formerly did. 
They were continuing to stay at home, 
using the money for extra clothes, 
radio instalments, cinemas, dances and 
‘soon. They came back to work in no 
‘fitter condition than when they went 
away, and in some cases decidedly less 
fit. 

> “In one or two particular cases we 
found that girls had even been taking 
Tush work jobs with other firms. With 
skilled labour as short as it is such jobs 
are only too easy to pick up. o 

<: “We found that they were not doing 
this work because they kad to, from 
necessity; but because the holiday 
‘money had given them the ‘saving 
urge’, Their holiday money had at 
least brought them nearer to certain 
‘Cherished things in the way of clothes, 
so they were scrambling for the bit 
extra that was still required to make 
up the full amounts! 
"This year, therefore, 
dec 











we have 





NE particular factor has risen out |. 


ment for holidays, girl and junior | i tan 
Orkers (and these form the bulk of] 


| minute position of all stocks in units, or values, 


UNDERSTOCKING 
“THE JOB’S HELD UP” IED UP 
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To know the true { 





recorded two or three days later than they should ha í 
posted may mean all the difference between Profit anc 





Speed may not mean everything in many walks of 


in stock records, speed and accuracy are vital, as it 
prevent under- or- overstocking —both of which can entail c 


siderable loss. 





The Remington Stock Posting Machine gives the up-to-th 


computing the balances automatically. 
goods ordered but not delivered, 3 stocks approp: 
withdrawn and so on, can be incorporated into this mac 





posting system. 





-isn’t it wort h while to let us demonstrate how a Rer : 


Stock Posting Machine can save? 


STOCK 





POSTING 





5 CALL OR WRITE. FOR PARTICULARS 
_ REMINGTON TYPEWRITER CO, 


‘TELEPHONE T MANSION HOUSE 
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“In the case of all employees under , 
16 years of age we have agreed to pay 
return rail fares to any recognized 
resort, inland or on the coast.”’ 


Standard Cash 
Contributions 
Irrespective of Wages 


NE company in the timber trade 
that I visited, makes a series of 


standard cash contributions to 
annual holidays (10 days) which have 
no relation to wages. The scale is: 





Male workers of 22 and over... 45/- 
Male workers under 22 ... ach SES 
Female workers of 18 and over 30/- 
N Female workers under 18 clone 


These are all subject to a full year’s 
service with the firm. There is no 


official link-up here with good time- 


keeping; though it is understood 
e FYE un-officially that continued slackness m 
a e this direction would not be without its 
effect on the holiday grant. 

@ One eye to spot the dial— 
one finger to operate—then 
instantly you are in touch with 
any of your departments or 
executives. Siemens Neophone 
System makes this possible. 
Requires no operator, and 

privacy is assured 


JEMEN 


NEOPHONE 


Workers and Employers 
Contribute Equally 


CAME across only one case where 
| the firm and the employees contri- 
buted equally to a holiday fund 
that is paid out annually. I believe, 
however, that this is not an unusual 
arrangement. It is quite voluntary, 
though the firm does not contribute 
unless the employee does. 
In this particular case men pay 
Is. 4d. a week, women pay 8d. and 
juniors (boys and girls) 4d. The firm, 


p of course, credits like amounts per week 
to each contributor. The accounts are 





kept in the company’s accounting 
AUTOM ATIC @ The Neophone, as standardised department and any employee can 
by British Post Office inspect his own account at any time. 


RA The pay-out is made cn the Friday 
$ $ a AL night before the individual leaves for 
à 5 FoR SALE or RENT nea 

If a worker leaves the firm his own 


Private Telephone Dept. contribution to date is refunded in full 


and the firm’s credit struck off. 
SIEM ENS BROTHERS & CO. LTD. 
38-39 Upper Thames Street, E.C.4. Telephone: CENtral 2332 3 





Saving 
60 Days a Year 


LEAFLETS, FOLDERS 
BROCHURES, SHOWCARDS 
LABELS, PACKAGES 
PRESS ADVERTISEMENTS 


Noe BRE K ig > ie (Continued from page 28) 


work into a grand total for each section, 
and at the end of the year this total 
is divided into the total distributable 
revenue, giving the cash value of each 
point. By mechanical calculators we then 
ascertain the cash value (in decimals) for 
Most wonderful family Hydro in Europe. A self- | any numerator and set up a machine called 
Write or phone contained Resort for conferences. Right on the | a ‘‘Sterling multiplier” with each of these 
fer Tariff No. edge of the sea at the best end of Blackpool. 60 | values in turn. All the members’ distribu- 
acres of links. Room for 800. 2 Ballrooms. Cinema. tion cards for each numerator are then 
C R I C H T O N 23 Tennis Courts. Bowls. Gym. Billiards. Covered passed through this machine which multi- 

warm Swimming Bath. Sun-ray, Tonic and Medicinal plies the total fractional points on each 
x STUDIOS LTD. ` Baths. Tariff and Terms from J. H. Shorrocks. card by the cash value and franta tod the 
5 Chancery Lane, W.c.2. Phone: Hol. 8400 NORBRECK HYDRO, BLACKPOOL | resulting amount into £ s.d., the cash 
amount due to the member coheed, this 


ILLUSTRATIONS FOR 
ADVERTISING 
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* amount being automatically punched in 
the card. 

The cards are then sorted to bring 
together all cards for any one member ri 
to put them in alphabetical order of titles. M kb 
They are then fed into an alphabetical OTe Wor 
tabulator machine which automatically 
reads the punched holes and (1) prints on o ° ° 
an account form for each member the title 1n less [1 m e CO] th 
of each of his works, his share and the 9 
actual cash amount, (2) adds up each page 
of an account, prints the sub-total at the 


i e 
foot, carries it forward to the top of the 
next page and finishes by printing the 
grand total of the account at the end, (3) 


accumulates within itself totals of all 
accounts and checks this grand total ADDING MACHIN ES 
against the total distributable revenue 
from which the cash value of one point 
was determined. 

Throughout, the whole process is subject 
to checks to ensure accuracy. 










ai 


Staff Easily Learnt the New System -E 
E- 
E 


I have given only the briefest and 
simplest outline of the function of our 
mechanical accounting system. It may 
sound complicated, but we have found the 
operations are simple enough. Indeed, 
proof of that can be found in the way 
the staff have learned to use the new 
machines. 

Our investigations show that we should 
save two months in a year on our present 
volume of work compared with the old 
hand system. That is a good measure of 
time and represents a vast amount of 
work. 


Ty 
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‘Business’ National 
Factory Site Survey 


(Continued from page 20) 


PRESTON 


: 2,000,000. 
: Yes, probably. 
L.M.S.; L.N.E.R. 


om Cone 


: Central. 


: i 
z Ale lags & Lancaster sau Te bof O U RS W O R K ; N i Oo U R 


18 miles. Blackpool. 
Preston airport being built, 4 miles. 
7: Coal, oil, iron, imports of Lanca- 


=>) 






shire ports. — EM AS BRITISH MADE BY eee a eee 
8: oo on site. Tel.: 39 ST. JAMES’S ST 
9: Yes. . 
11: Rather damp. 1532 Let your nearest agent Demonstrate to you e 
aa Pee BULMERS, 91 Queen Victoria Street, LONDON, E.C.4. Telephone No. : Central 2488 
14: Municipal, private housing schemes JOHN MACLEOD. LTD., 116 Hope Street, GLASGOW, C.2. Telephone No. : Central 7622 
progressing. Also at 13 South Charictte Street, EDINBURGH, 2. Telephone No.: 26924 
15: All usual services, CALCULATING SERVICES, | Albert Street, BIRMINGHAM, 4. Telephone No.: Central 6541. 
16; Fully explanatory brochure, free. BRANSONS (Office Equipment) LTD., 5 Halford Street, LEICESTER. Telephone No.: Leicester 2980 | 
F GILBERT WOCD (Arithmetical Machines) Ltd., 4 Albert Square, 
CORFF IELU MANCHESTER. Telephone No. : Blackfriars 5536 
: Probably over 6,000,000. 





es. 
: L.M.S.; L.N.E.R. main lines. 


oa nsethensnsstianensaissshneiiisiamasinisiee is 
: Central. 26 goods, coal depots. 
: Sheffield & South Yorkshire Canal 
to all Humber ports. 


Ue. c N m 


6: 18 miles. Temporary landing- 
ground 8} miles. Al ’drome within Learn how to develop and to express in speech the lucid, fluent, apt and convincing manner. Hundreds 
5 miles of industrial area being full powers of your personality. Master the arrc— upon hundreds of Religious, Business and Political 
considered. for it is an Art—of Public Speaking, of putting workers have increased to a degree they had noc 
7: Coal, iron-ore, sandstone, refractory your viewpoints before every kind of audience, from thought possible their powers of expression —and 
materials, timber, chemicals, fruit, Bible students to hardened secularists, in the most with it their influence —as the result of studying. 


vegetables, cotton, silk, woollen 
waste, hides, leather, cardboard, 


4. aber pulp etc GRENVILLE KLEISER’S Public Speaking Course 


rom śś 

9: Yes, It also greatly aids the preparation of lectures, ad- Study of Gesture —Persona! Magnetism 
10; 16s. 94d. a dresses, articles and sermons. Among the numer- —Extempore Speaking —Practice Hints 
ll: si eS Be ae pn ous subjects if tosches are :— Whit nee otg ee = fr no na i 

ts —The Power of Right Thinking oice of Subject —Preparing T > Suni - 
12: oo of modern furnaces. and Writing a Speech or Sermon—Committing to Memory 27a am folly Aa Loiun aie 

: Very soft. À —Pleasing Effect—Word Building —How to Gain Self-Con- Saui ure. with Sát bligati 

13: Skilled Sheffield trade workers; fidence—How to Concentrate—Right Use of Constructive , without cost or obligation, 


plenty unskilled labour. inatia ax i to P de — 
14: Plenty working-class homes being Imagination —Speaking to Convince and to Persuade 


built Your Unused Powers and How to Develop Them—The 


the free booklet, ‘Talking for Results” 


n ae MEA E ET 
15: Transport, water, electricity, mar- Mr. or Rev.) 
kets, health and highway services. F R E- £ —4 8 P A G E B O O K T naet SE 
16: At lowest points 200 ft. above sea- 
level. Not liable to damage, delav Fill in and post this coupon for an interesting and informative $ = < c< Date ai 
from floods. Educational authori- booklet on Public Speaking, ‘Talking for Results.” B. 


ties collaborate with industry. 
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STROUD 
i; About 10,000,006. . 
2: Yes. SERN 
3: GWR. main Hne. LM. 3. 

4: 4 mile. 

5: Stroud Water Canal connec. 
Barclay Canal, Runs from Sha 



























ness to Gloucester. 

ü: 10 miles, 

i: Coal, iron. 

@: Very cheap, 

Q: Yes, 

10: Lis. . 

li: Average, very clean. ent ret oe 

ti ae 12: Drinking water hard. River water: 

a , . much softer. ae oe 

The essential elements of control are value, NE 13: Ample, all kinds. 







































a . 14: Still building. Supply - stove ; 
quantity and TIME. e greater than demand. te 
| | Goes ih: o Shere te gas, electricity, 20 
Most accounting schemes over-emphasize oe i be bought or Tented cheaply ogean i 
Et ; no f syry i > l ; vessels dock af arpness OO Se 

the meticulous balancing of figures; a reads; no labour troubles; AL train 
— ane E x 7 service to ndon, al parta? ceptre oo). 
necessary factor, but not always the vital < for distibuđon to West Midlands 
one. l l and South. tee 








ae eee aa a g | NDERLA 
It is more important, for instance, to ae 
ensure that STOCK is correetly propor- ee 2: Neither. 
4: 3 in borough. aoe 
tioned to hea Sone than it is to | 5: Ro canal “River, ocean transport. 
5 7 i 8: 15 miles. e 
reconcile its value to a ha Pra 7: rn iron, limestone, salt, lead. 
l n : 6: ERN. 
The knowledge that stock values reconcile 7 5: See 
: i : PFO 10: 16s. 
exactly is not helpful if half the stock turns e n: Dry Ai 
; * 4 i * . i +. ; t YIL SEN 
out to be obsolete. It is like Polane 28 ae 
worthless currency. wae ee 
tial a ae 1: pose meaner o Using 
n machinery, adverse to labour dis- 
Kardex p erforms the essentia unc i putes. Good health services, educa- 
of recording movement and value—and tional facilities. Healthy seaside 
atmosphere. Large local market. 
faster than most other methods. But, in Es 
A MAR S , , UXBRIDGE 
addition, it provides the basis of rapid 1: 10,000,000. 
visual control which exposes the twin 2i Ye. 
5 g seretackine 4 it ing, 4: Centre of town. 
$ demons- overstocking and understocking 5: Grand Union Canal inmnediste. 
This is but one of the many PRACTICAL %: 5 miles, Heston, | 
‘ 7 7: Imports of Port of London. 
problems solved by Kardex—problems 8: Not given, 
+ i ý + 4 : ES. 
that spell success or failure in a business. 10: 10s. 16d. 
` i li: Dry, clear, 
: 12: Pure. a 
Write to 6 Uenty of ail kinds. 
bs 14: Yeg. 


16: AH services. 
16: Very near London. 


WARRINGTON 
: a6, (KH, 


qs 
% 
8: LMS.: Cheshire Lines. 
4 
5 









ce ry err BUREAU 
oe 8.032, | LEADENHALL ST., LONDON, E.C.3 
Consultations without obligation 


a ted in all principal centres throughout 
Represen 7 Great Britain 


: 14 miles’ maximun. 
: 14 miles. Manchester Ship Canal. 
Latchford Canal, St. Helens Canalo 0% 
runs throngh borough, č Briágee co: 
water Canal. se des 

fi: Speke, Barton. 
7: Coal, iron, steel, ete. 


(Continued on page 39) 















morning . in the evening F 









SPEED UP THE E ~~ FOR AFFIXING YOUR 
OPENING OF YOUR STAMPS AT THE RATE 
: oe MAIL BY SAVING fl OF 150 PER MINUTE 






: ; OW 
“VELOS” LETTER OPENER FAC! Win No 


: MAG- 
` PRECISION MODEL 42i- FEAR OF DAM 
WITH LATEST IMPROVEMENTS | Retail, ING CONTENTS. 


Made: in npland eee 


EIGNAIG, 










Go tt “velos” House, Well Street, 
Ae LONDON, ECL i 






jan Business, re 


: Not given. 
Y 


: Yes. 
: 15s. 6d. 


: Average. 
: Not given. 
: Some skilled, plenty unskilled. 


Ample. 


: Transport, gas, electricity, water. 
: Fully explanatory brochure, free. 


WHITCHURCH 


ODM~IM UP one 


: About 5,000,000. 


: Yes. 

. LASES.;.G.W.R. 

: + mile. 

: Shropshire Union Canal in town. 
. 20 miles. 


Iron, coal, steel, clays. 
Various. From about £40. 


es. 
: lis. Water rate 1s. 6d. 
: Not given. 


a of unskilled male, some 
female labour. 
None. 


: Water, gas, electrici 


ty. 
: Excellent transport facilities: near 


densely populated area. Admirably 
suited for any canning industry. 


WHITEHAVEN 

: 850,000. 

: Either, 

: L.M.S. main line. 

: In town. 

: No canal. Seaport. 

: 40 miles. 

: Coal, iron, limestone, granite, clay, 


“1D Or im GO bo m 


arytes. 
: Plenty of cheap land. 
Yes. 


: 18s. 
: Fairly clear, slightly damp. 


: Good, plentiful. 
30,000. 
et Yes. 


: Gas, water, electricity. 
: Fully explanatory brochure, free. 


WIDNES 


: About 7,000,000. 
: No vacant buildings. 


COnoun.wnre 


gs 
L.M.S., L.N.E.R.; G.C. & M. 


: Central. 

: St. Helens & Widnes Canal. 
: 4 miles. Speke. 

: Coal, coke, oil, etc. 

: Varies. 

: Yes. 


12s. 6d. 
: Average rainfall 81 in. 


: Good supply. 
: Ample of all. 


: Waiting list. Hundreds being built. 


: Gas, water, electricity. 


: Fully explanatory brochure, free. 


: Leeds & Liverpool Canal in town. 
: 15 miles. 

: Coal, other minerals, etc. 

: Reasonable. 


Yes. 


: lös. 
: Not given. 
: Plenty of all. 


Plenty. 


: Plenty. Corporation erects houses 


for new workers. 


: All usual services. 
: Land plentiful, low cost; fuel in 


volume, cheap; labour of all kinds 
for new industries. 


WOLVERHAMPTON 


orm o Nore 


: About 4,500,000. 
: Yes. New factories built for sale 


or rental. 


: G.W.R.; L.M:S. 
: 4 mile from town’s centre. 
: + mile from town’s centre. Stafford- 


shire & Worcestershire, and Shrop- 
shire Union, Canals. 

3+ miles. Municipal aerodrome. 
Coal, iron. 

From pa on outskirts; about £250 
central. 

Yes 


: 12s. 
: Dry. Smoky in industrial areas, 


east side of town. 
Average hardness 16°. 


: Ample of all. — 
: Corporation built over 7,500 houses 


since 1919, private enterprise also 
built many. 


: Water, electricity, gas. 
: Splendid central position; first-class 


type and supply of labour; pro- 
gressive and efficient municipality. 





FACTORIES 


25 Minutes from King’s Cross to Welwyn Garden City Station 


INDUSTRIAL DEVELOPMENT DEPARTMENT 
WELWYN Telephone: Welwyn Garden 248 HERTFORDSHIRE 





RUTHURSTAT ELECTRO-COPYIST 
10 HOURS TYPING 










Reduced to NO DARK 
30 MIN. NO CHECKING _ aeouineo 


Photographic copying is steadily superseding pee 


the laborious task of typing and checking, 
many hours of which are necessary if the 
matter to be copied is of substantial length. 
The Ruthurstat is specially designed for use 
by an office boy, it needs no dark room or 
skilled operation. The many satisfied users 
declare it is the most popular office appliance 
since the typewriter. 


Used by Banks, Insurance Companies, 
Heavy Industries, Consultants, etc. 


. = 22> es EE AN OFFICE MODEL 
5 ~ N for double foolscap 


o = am es es et ee e = me u ame o ee ee p p ee pt p i—i ee 





Copies LETTERS - DEEDS 


PLANS -> CERTIFICATES - WILLS 
CONTRACTS + CLAIM FORMS - POLICIES 
CHARTS : LAYOUTS - STATISTICS - IN- 
VOICES > REPORTS . SPECIFICATIONS 
BLUE PRINTS 


Sole Manufacturers : 


RUTHURSTAT Limited 


12-13 ASTOR HOUSE - ALDWYCH, W.C.2 
Phone ; Holborn 4737 


MAMMOTH MODEL 
Copies 40” x 30” 





























Here is a unique opportunity to obtain 
: omfortable and smart chairs at a very 
great saving, 













Special 
Purchase 
of 250 


21 /- CHAIRS 
TO BE CLEARED AT 
il 9 EAGH 
OR 1 1/~ EACH for 6 
Carriage Forward. 


These chairs are strongly 
mads and well finished. 
Remvable seat upholstered 
in British Madeleather cloth. 





(Wooden. Equipment Division) 
BAP OROUGH - ROAD, LINCOLN. 
< o Phone :. 477 




















T 
EX-SERVICE MEN | 
il your ‘CORONATION 

: | EMBLEM 


Khe 


lease be Sure to Buy 
and Wear this Emblem 


To be sold 
in LONDON — MAY 10 


The “Most Fitting Tribute 


o our King and Queen on the 
ecasion of Their Majesties’ 
~~ Coronation- 


D YOU WILL HELP 














EM Flag Mascot. The price is 
i only 2s. 6d. 

-LADIES ! 

PLEASE VOLUNTEER TO SELL 

¿Coronation Emblems. Write 

“to your Lecal Organising 

Committee or to 










TES OUTPUT 


Full size: 37 in. high aver- 
all, Seat 18 in: spare- 


LTY STEEL CABINET CO. | 


Coronation Emblem Day | 








Quarter Ends In New 
‘*March Airs”’ For Sales 


RM AMEN’ TS. money may be the Mad 
‘Hatter at Britain’s prosperity tea- 
party, but all other guests seem rational. 
Just 81,000 pairs of hands more than. in 
the previous month are busy again: 
£3,500,000 more exports, £9,400,000 more 
imports than in February, 1936, flowed 
| through British ports; company profits and 
workers’ wages keep going up; building 
still booms; shop owners passed 2.4 per 
cent more goods over counters in January, 
5.9 per cent during twelve months ending 
that month. 

With Coronation keeping light industries 
and armaments maintaining ‘“heavies’” at 
full production, 1937’s first quarter opens 
vistas to sales managers in mass, luxury 
and specialized markets. Inflation fears, 
which made March’s opening days windy, 
have quieted. 








O 


Good Time Now to 
Launch New Lines 
EFORE rising 
shunt up retail prices there's 


manuiac turing COSTS 
a rich 


sales margin to be exploited in mass 
markets. Wage increases outstrip rise in 


cost of living, hence the margin. Too, 
recent chartings of real and money wages 
show that money buys more, é for £, than 
at any time since the War. This factor 
suggests that increases in cost of living will 
not immediately affect “leeway” or margin 
money. 


Living costs will rise this year, but 


factors listed discount fears of falling sales. 


Opposite effects should show in foodstuffs, 
clothing, personal goods and more fanciful 


| lines. 


One mass market expert tells me that 
food products can climb out of “plain 
fare’ ruts in volume markets. Example: 
push dainty cats, new lines of bottled and 
canned fruits, meats, delicacies. Working 
classes have as taste-sensitive tongues, as 
capacious bellies, 
classes. 

“Non-food sales expansion is likely to 
reach record proportions,”’ 


turers talking with me. More clothes, 


better quality, 2% to Io per cent. rise in. 


prices, especially in men’s wear markets, 


_| summarize this trend. Heaviest selling and 
Ht] liveliest areas will be among 20, 000 1006. a 
“| population of Midlands and North. ae 


= Work In Hand Is Cash 
_In the Pocket—Here 


now. This is who and where: 
a Week. 
ludusiry Workers = District Increase | 
Building ... .. 660,800 General, particu- 


' Mining, etc. 


{| january. 
§ . tailoring, 
. engineering, 


as middle and upper 


say manufac- 

















F you sell a line at 1s. 74d., ther ré a 
1,213,000 more possible customers rig 











820,500 Yorks., Midlands FT a He 





Engineering, ? 
Shipbuilding 186,006 N.E., N.W. coasts 14.280 0o 
Other ee 36,700 General SD n 

1,218,000 £98,600 6 000 


To this £98,600 plus money must be 
added renewed buying power of 81,000 
more at work who were drawing doles ia 
Principal industries affected: > 
building, textiles, mining, “i. 

shipyards. Improvement ` 
countrywide. REA 

Marketing note: extra money accum 
lates in family units, especially in Mi 
lands and North. This widens sale chancës ii 
for kitchen utensils of better types, new 90: 
furniture, furnishings, general home equips 
ment. Advertising and sales appeal strikes. 
right note in suggesting families club 
together to get new products. 

O 
This Moving out and In 
Should Move Up Sales 


REND northwards of  re-housing 
points to where most {’s will be spent 
this year and next in all kinds of house 
hold goods. Manufacturers don’t need to. 
rely on love nests of newly-weds for this. = 
market. Britain is rebuilding for Darbe > ~ 
and Joan as well as Romeo and Juliet... | 
Dwelling-houses included. in building 
plans passed returns for 1936 are given a 
officially this month: 


























Number 
District a] houses 
Northern counties . 8,130 
Yorkshire is ee we) 24,538 
Lanes. and Cheshire ... wee 20,6500 Coos! 
N. and W. Midlands wee) BE, OZEE 
S. Midlands, E. counties ... 9,227 oo 
Outer London aa eee BL, TBO. ESE 
S.E. sounties ... ae vee IOR 88023 
ae ‘counties : wee 2,99547 
Wales and Monmouthshire ... 3,289 
Scotland = iy wee 13,057 sanns 
Total... ss wo. 155,684 ate 
Significance figures show in detailed : 
analysis: South England now has the go- 


slow” sign. Like spring, housebuilding | 
spreads northwards. Especially will slur 
clearance help British towns and cit 
from Midlands to Scotland, blossom like 
garden centres of the south. DA 
This will make good selling ground 
modern home goods. Gas and electric 
will be in most homes, opening the we 
for sales of cookers, washers, heater 
irons, fires, and other utensils where ma 
installations haven’t taken place. l 
QO 
Costal Bright Spots To 
Bask In Prosperity Tide 
VERY bare back on Britain’s | 
means some amount of £ s. d. in 
pockets of bathrobe, swim-suit, ` suntan: 
lotion, oils. and beauty prepari ation manu- 
facturers. But this year such May- 


en z 


September markets will expand every way ae a 
Reasons: (1) Coronation visitors; (2) holi 


m br factory. WORKERS: oA 3) general ri 


MARKETING - ADVERTISING - SELLING 
————————————_—S—S—_—_________. 





By the MARKETING 
EDITOR 


whoopee-seeking. Room reservations are 
already big. Painting, repairs to buildings, 
refurnishing, and so on are starting. Note: 
chances here for suppliers of goods to these 
more sombre sides to seaside joys. 

Pleasure goods manufacturers should 
now concentrate on coastal markets, pre- 
pare sales build-ups. Confided a maker of 
confections: ‘‘I’ve delegated six salesmen 
to work coast resorts from now on and to 
search for every reasonable retail outlet for 
my goods. Sales are going to be big.” 

Chats with other executives who have 
dug into beach-boom markets provide 
these findings: luxury pleasures will be in 
heavy demand even in most popular resorts 
because of Coronation visitors; special local 
advertising drives will be used; new pro- 
ducts are being planned for launching at 
seaside places. 


O 


85,449 Long Purses 
Provide Top Market 


OME of these men could buy modern 

battleships, cash down: 824 have 
incomes exceeding £30,000 a year, 6o have 
incomes reaching £75,000 to £100,000, and 
69 have incomes topping £100,000 a year. 

Figures, based on latest sur-tax assess- 
ments, reveal 49 more millionaires, 2,030 
more people with incomes exceeding £2,000 
annually, as compared with previous 
returns. The 85,449 assessed have a total 
income of £424,339,484. 

For manufacturers selling top-grade pro- 
ducts to selected, wealthy markets such 
additions mean sales. Or, as one London 
firm said: ‘‘Now this vastly rich market 
has widened, we plan to reach it with a 
specially manufactured product.’’ 


O 


This Is Where the Money Goes : 
And Pop Goes The Campaign 


OW, when and where to 
advertising money to push goods 
heartbreaks some manufacturers. Recent 
analyses show 43 per cent of total monies 
spent on ‘‘display’’ advertising is swal- 
lowed by national daily newspapers. Such 
fact makes clear the chief canvassing plat- 
form in national distribution and sales. 
Note, too, that displayed advertising of 
branded goods has risen 37 per cent in 
five years, from £13,299,867 in 1931 to 
£18,269,867 in 1936. 
In money values, this is how manufac- 
turers use advertising: 


spend 


é 
Press (all kinds) .. 35,000,000 
Poster 4,000,000 
Direct mail 25,000,000 
Window display 20,000,000 
Radio 320,000 
Films Dy aie 300,000 
Sky and neon signs, etc. 380,000 


Total ... £85,000,000 


Bear in mind these figures are good 
guesses, not dead accurate compilations. 
Useful, though, as pointers in planning 
marketing schemes. 

Interesting, also, are revelations about 
heavy advertising months, to wit: March, 
May, October, November. Print and other 
persuasion drops lowest in January, 
August. 

Questions to base on these facts: Could 
you do better by advertising in less-used 
media? Can you reap sales by cutting 
free of main advertising trends? How do 
your products fit in with this scheme of 
things?) What about shouting when the 
others are quiet, in January and August? 
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.. . But I Made 
Them Applaud Me 
Six Weeks Later 


It was an important conference. I had never been 
called on to speak before. But a colleague of 
mine had once said: “Oh, it’s easy; you won't 
have a bit of trouble. Just talk naturally.” The 
minute I was on my fect I be- 


} They Jeered at Me.. 





flow of specch at my command. I am abli 
the occasion, to meet any emergency 
right words. 


to rise to 
with just the 


And I accomplished all this 


DY develop- 
ing the natural power of speech possessed by everyone 
but cultivated by so few—by simply spending twenty 
minutes a day, in the privacy of my own h me, on 


this fascinating subject. 


NEW AND EASY METHOD 


There is no magic, no trick, no mystery about bi om- 

ing a powerful and convincing talker You, too, can 

conquer timidity, stage-fright, self-consciousness and 
bashfulness. 


gan to Seo an ahaa was a This new and easy method 
ot more difficu a ad ex- is fully described i 1 very 
pected. I was embarrassed and WHAT THIS FREE interesting ani nformative 
ioe gs with stage-fright; BOOK WILL SHOW YOU. free book, entitle How i 
my brain and voice seemed para- ‘ork onders With Words 
lysed. Everyone appeared to be ae so eer goods. hr Poti oo bo oa aa 
bored and hostile. Suddenly I jl ll ress business con- you how to grii interest 
noticed two of the audience whis- How to enlarge your vocabulary. sway—convince mpel. Tt will 
pering and laughing. Then some- How to speak before your lodge show you how to bring out and 
one sniggered. For an instant I or club. develop your price ‘hidde! 
almost lost complete control of How to propose and respond to knack”—the natural gift withi 
eet and wanted to slink out of suena dria tiita iaaii you which can win for vou ad 
the room like a whipped cur w to address board meetings. vancement in positior i salary 
. . an 1 position and Salary 
But I pulled myself together and ee make after - dinner social standing, power and real 
made à > r re cae tg A l 
see . Yara et Tee Bet How to write better letters. success. You can obtain you 
Started, when one of the Directors How to develop self-confidence. copy absolutely FREE by sending 


said: “That will do, Smith.” I 
stammered a few rambling words 
and sat down. 

And that was the way it always 
was—I was always trying to im- 
press others with my ability—in 
business, in social life, in club 5 
work—and always failing miserably. Why couldn't 
I talk easily and fluently like other men talked? 
Often I saw men who were not half so thorough 
nor sọ hard-working promoted to positions where 
they made a brilliant showing—not through hard 
work but through their ability to talk cleverly 
and convincingly—to give the appearance of being 
efficient and skilful. 


THE SECRET REVEALED 


Then suddenly I discovered a new, easy method 
which made me a forceful speaker in a few weeks. 
I learned how to dominate one man or an audience 
of thousands. At the next conference, just six weeks 
later, I got up and made the same speech I had tried 
to make before—but presented it so forcefully, so 
convincingly, that when I had finished they actually 
applauded me! 

Soon I had won salary increases, promotion, popu- 
larity and power. To-day I always have a ready 


How to train your memory. 

How to acquir2 a winning per- 
sonality. 

How to overcome fear. 





the NOW 


coupon 


PSYCHOLOGY PUBLISHING 
Co., LTD.. 
Dept. (B/ES14), 3, 5 & 12, Queen 
Street, Manchester, 2 


FREE 


or ae se — 





— p e ee eee 


i 
I 
{ PSYCHOLOGY PUBLISHING CO. LTD. | 
i Dept. (B/ES14) 3, 5 & 12, Queen St., Manchester. 2 ! 
i Please send me, FREE and without a obliga - 
l tion, your famous book, “How to Worl Wonders | 
With Words”. | 
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The New 
General Manager - - 








“From my actual experience Rotaprint will 
save us 50% of our Printing and Publicity 
costs with exactly the same quality” 


HAVE SHARED THIS EXPERIENCE.. 
N 
blapræl POES _ 
SAVE You 0°), 


Write or Phone for Particulars to-day 


KAYE’S ROTAPRINT AGENCY LTD. * CECIL HOUSE < Holborn Viaduct, LONDON 
Telephone : CENtral 5655 (5 Lines) ROPRINTLIM, CENT, LONDON 





Telegraphic Address : 











if you want your own idea put on paper, 


AN H costs nothing to ask. 


NI 


Victoria 7362. 
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BUSINESS for APRIL, 1937 


How Shall We 
RISING’. 22 


(Continued from 





material costs. As most firms are work- 
ing already to full capacity and new plant 
is very difficult to get, and if obtained 
scant labour is available to work it, it is 
difficult to obtain increased output as 
above suggested. 

Alternative materials can be used in 
certain instances where a large rise in the 
cost of material is being experienced. For 
instance, phosphor bronze castings might 
be replaced with steel castings. As, how- 
ever, the rise in costs is general over the 
majority of materials it is difficult to 
change from one material to another. 


O 


A Midlands Manufacturer of 
Knives, Punches, Cutters, etc. 


Our chief material, steel, is advancing 
in price. Fortunately, as soon as re- 
armament was mentioned we bought 
sufficient steel to carry us over a good 
period. 

Anticipating the time when we shall 
have to pay higher prices for steel we are 
making every economy possible, and hope 
to evolve methods for speeding up pro- 
duction and to find more mechanical 
means to keep down labour costs. This 
is the only serious economy we can 
employ as we have no intention of using 
inferior steel. 

In the meantime, we are also making 
an extensive campaign to increase our 
turnover. 


O 


A North London Toy Manufacturer 


1. For the past six months we have 
critically surveyed every corner of our 
business, both on the office and the works 
side and the economies we have made by 
cutting out inefficient equipment and 
methods have enabled us to hold our own 
against the rising costs of certain materials. 
The introduction of one new type machine 
in the works enabled us to combine the 
processes of four older type machines and 
we have made similar smaller gains. 

Mechanised processes in the office have 
enabled us to make our collections quicker 
and so economise on capital. 

2. No alternative materials, but we are 
making better use of our own waste 
materials. 


46 Gillingham St., Eccleston Sq.. London, S.W.1 








Combat These 


»»- COSTS? 


page 10) 


A Famous Birmingham Firm 
1. We have always tried to negotiate 
with large suppliers, even when there 


was Over-production and consequently a | 


buyer’s market, so that our suppliers 
would have a reasonable profit on our pur- 
chases. Our main raw materials are those 
fabricated by our suppliers, for example, 
cotton cloth, paper and glue. 

We have contracted for forward de- 
liveries as far as possible in order to 
_ permit our suppliers to take advantage of 
existing market prices. Asa result of this 
policy we are contracted fairly far forward 
on many of our supplies and our suppliers 
in turn are protected in that they cover 
themselves for adequate supplies to meet 
our forward requirements. 

As we now come to still further forward 
Contracts we find that our suppliers have 
been really appreciative of our desire to 
give them reasonable profits during the 
less favourable business conditions, and 
we find that they have stretched as far as 
they possibly can to give us as moderate 
a price advance on new contracts as 
possible. 

It is an interesting fact that a number 
of the price advances to-day are largely 
advances by the fabricator in an effort to 
get back to profitable production opera- 
tion. Referring specifically to cotton 
cloth, the variation in cotton itself has 
not been so great, but most spinning and 
weaving mills have put up prices largely 
because they wish to extend the very 
narrow margins on which they had worked 
previously. 

2. In our research department we have 
always maintained Steady work on 
developing new materials or alternatives 
for substitution of old raw materials. 
When we meet a rising market these 
studies are critically examined as they 
often give an opportunity to use alterna- 
tives which may not have risen so sharply 
in price. This also applies to the question 
of shortages where the market is actually 
greater than the supply. 

Of course, no comments of this nature 
could be given without the final statement 
that in spite of all efforts or policies which 
might be set up, a rising market price of 
raw materials results, in the long run, in 
diminishing profits to a point where selling 
prices must be advanced. 


(Continued on page 44) 


PENCILS 


VENUS PENCILS are 
incomparably smooth 
and long lasting, their 
standard of quality never 
varies. 
MADE IN ENGLAND. 
KNOWN THROUGHOUT THE WORLD 


Hf you would like to select 
which degree suits you best 
name three (e.g. 2.B., B., 
H.B.}, and we will gladly 
send samples for you to try. 


VEN Co. Lid. LONDON, E5 | 



















The ingenious system of signi 
porated in Shannon ¥i 
reveals in a flash any weaknes + 3 
normality in any section of your b 
Wf your sales veer from normar st 
then the signals pull your eye tow 
momentary control is most needed: 
duction costing demands early infor + 
——wWith Shannon Visible Records tt e yigt 
facts are signalled at a glance. 































awaiting your interpretation 
and action, isn't it time yO 
this swift, economical and accuras 
of recording? Particulars are j 
your request. 


15-17-19, KINGSW 
Birmingham, Bristol, Live 
Manchester, Newea: tegn 

Glasgow, Gairo (Egyet 


SPRING TIME 






































is the period for clearing out old and installing new 

equipment. What better than the “G.B.” the modern 

method of increasing efficiency and production ? There 

is no room in your business for wasted minutes—spring 
clean them with the “G.B.” system. 





TIME RECORDERS LT 



























$ Fot NG ickeloid eo 
eS a copy of my 
ochure, which owes so much of 

















ffectiveness to your marvellous — 
y aking. ‘It will, I feel sure, be 

it sales aid. 
re S now I have been giving you all 
work : : it was one of the wisest 
€. Write for 














For some 




















mo es I ever made.” 



















à Tekeloid literature. 


THE NICKELOID ELECTROTYPE. ‘COMPANY LTD. 
PRINTER STREET, LONDON, 






A INE PHOTOGRAPHER: : AN 7 ART 


HAVE YOU CONSIDERED 
A TEST CAMPAIGN 
IN LEICESTERSHIRE? 


THROUGH THE 


LEICESTER 
EVENING MAIL 


MARKETING FACTS & FIGURES BOOKLET | 
giving exhaustive data regarding the Leicester eee | 
area FREE on application to:— O E 

JOHN COOFE, Advertisement Director ; 

| Northcliffe Newspapers Group Limited 
| Carmelite House, London, £.C.4. Phone Cen, 6000 


KELOID | 


EGA 
LOCKMAKERS OF UNUSUAL SKILL | 





















IS YOUR CATALOGUE 
outstanding? 


Among the catalogues which 
your prospective customer | 
has obtained to help him in 


ordering—does yours stand | 


out as the best ? 


The best catalogue ts not 
always the most expensive. It’s 
a matter of design coupled with 
utility rather than cost. We 
have produced catalogues in 
bound and loose-leaf covers for 
many well-known firms. May 
we prepare a lay-out and make 
recommendations regarding. pour 
catalogue ? 


J.W. Ruddock «Sons 


| Printers and Direct Advertising © onsultants 


LINCOLN 


to anda at t3 ola a e E n 2 


period. th the: ‘tise was “not alarmi 
| did neto 
cf finished products as we off-set thi 


| methods and so 
<C to meet the increased cost of raw materi 
. | the limit in this respect and found it was. 
| impossible farther to improve our methods- 
{4 and further 
costs. 


t also in our 


“i to a certain extent off-set by 
| manufacturing methods. 


Coj timbers we took from Canada and for: 
=] considerable period at lower prices. Bat! 
i within the 


| also. 


| competitors to 
| stopped price cutting and they, in theif 
| turo will follow by quoting higher prices; 


tion, As you: know, we are happy to 
[cooperate y a you so far as we. 2 
f ca AT 8 






increase selling prices 





improving our manufact 
reduced our overben 
till six months. a 


cost by 












that we were able, 









Six months ago, however, we reach 







reduce our in 
past 18 months we have: 
been faced with a o is 
improving a wh ; 


During the 
industry 
ten per cent increase in wages. 


2. Alternative materials. For years we 


-f used raw materials chiefly from the Baltic 
<} countries, Sweden, Norway and Russia. 


When we found that their prices had. n 
got to such a limit and were still rising -` 
we looked for alternative timbers. These. .- 











last few months Canadian $ 


timbers have reached as highħ--and in i oe 


| some cases a higher level in prices, than 
-| the Baltic timbers. 


We now face a serious problem indeed BOs 


| as our wages are up ten per cent in eigh- 


teen months and our cost of raw. material 
is up, on an average, by 40 per cent. 
We now face a serious problem indeed as 


our wages are up ten per cent in eighteen 


months and our cost of raw material is up, 
on an average, by 40 per cent. 

The only solution appears to be to show 
customers that the increase in price of raw ss 
material warrants an increase. in. oUt. 
selling prices and we can only do this-by 
poas anl publicity and propaganda and = 
by refusing to quite panicky prites ooo) 

in the long ran will cause our: 
realize that we have 


which, 


© 


A Household Appliances 
Manufacturer 


Being well bought ahead for raw” 
ET we have not yet had to face the 
problem, but the increasing cost of pro- cy 
duction is already noticeable, and we can | 
see no alternative but to increase selling 
prices, in fact some small increases have a 
already been made, ae 

2, While alternative materials 
always being considered, we do- 
anticipate being able to replace an 
those. standard raw materials whi 
use in large quantities, such as. cof 
iron and steel. see ave 

Certain relief will, no doubt, 
enced from the removal of 
imported sapplies. 
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A World-Famous Electrical _ 
Firm near Manchester 


The difficult problems of presen’ 
conditions, including the rapidly rising 
costs of materials, unfortunately occ! 
our thoughts to such an extent as to m 
it impossible for us to find time to deal 
with them in the form of notes for publica- 











we Teg! 
eriáls, 


creased cost on to the buyer. 

‘When an article has been properly 
esigned and the materials decided upon, 
this is done correctly in the first place 
tois rarely possible to substitute except 
on. very small items. 









They’re Spending 






Money Here 
(Continued from page 19) 
Ltd., received orders amounting to over 


30,000 in one day; £500 worth of shaving 
ushes bought by France from Kent's was 





increased business by 160 per cent during 
-othe fair. Rises in sales were reported by: 
“KNembles, pianos, 20 per cent; Freeman, 
“brushes, 40 per cent; Plant Bros., garden 






yer cent. 


O 


. HULL firm of brass founders has 
y added new brass finishing shops and 
chas just placed a contract for further 
“additions, including plant to cost approxi- 
mately £10,000. The extensions will allow 
“doubling the present output. 


O 


COD liver oil refinery, established 

in Hull eighteen months ago, has 
already built up a turnover in excess of 
“the total production of Norwegian cod 





liver oil. This is a co-operative enterprise | 


“by the Hull fishing industry. A new 
-factory has been built and the fishing fleet 

_ re-equipped to produce crude fish oil at sea 
¿to ensure a steady flow of raw material in 
best condition to the refinery, 


O 


NEW industry, manufacture of 
cd A cocoa-butter, was established in 
1935. Output has risen x20 per cent in 
the past r2 months, while man-hours 
“worked is 50 per cent more. 


Oo 
i NEW “shadow” factory is being 
ni built. It is an extension of Bristol 


“Aeroplane Co.’s works, Filton. The com- 
“pany has already 10,000 employees. 










O 


A AVENPORTS, Birmingham, are to 
-$ Jbottle beer at Rupert Street, Bristol. 
Plant will be installed when the premises 
“are reconstructed. 





O 


.EDYROTENAX cable factory, nearing 
~ completion at Hebburn-on-Tyne, will 

likely begin production in April. Will 

“eventually give work to.200 people. 


OHN BOWES & PARTNERS’ coke and 


al by-product. plant, now building 
Hebburn-on-Tyne, _ will cost nearly 
















“followed by an inquiry for 250,000, Kent's 


urniture, 50 per cent; Duncan, pipes, 50 








Plant. begins operations in| 
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ECONOMY OF PAINT & LABOUR 










Now being used by 
Town Councils, large 
Manufacturers, Struc- 
tural Engineers, ec. 





Details from 


These new machines have been 
proved to save considerable material 
and labour and all classes of paint 


or distemper can be used. 


Write for demonstration 
which will be gladly given. 


AERO BRUSH CO. LTD. 


8, NEWINGTON CAUSEWAY, LONDON, 5.E.1 


TELEPHONE: HOP 3002, 3 and 4 





Your Record- 
keeping system may be TER 

> but the “ROBIN” way 
may be BETTER! 


The ROBIN Record-keeping system 


(I) Makes reference to any record as easy as to 
a diary. 


(2) Enables additional records to be inserted 
without inconvenience. 


(3) Makes indexing simplicity itself. 
(4) Is compact, portable and economical. 


Why not send for a specimen ROBIN 

Loose-leaf Book and compare its fea- 

tures with that of your present system? 
ROBIN BOOK, 5” x 8”, comprising loose- 
leaf binder bound full maroon O16 


A-Z index and 200 leaves (feint, 9/6 
cash or double ledger) 


or bound half maroon pigskin 


J. W. RUDDOCK & SONS 
Loose-leaf Book Manufacturers 
LINCOLN 
and at 3 Old Jewry, LONDON, E.C.2 


FOR 


@ Automatic 
Photo Printing 


@ Commercial or pp 


J- | Photography | Pasas 
Post free on 7 days’ approval, with catalogue Ey) Guaranteed Quality Terminus 


R. FOX LTD. 


14/24 BRITANNIA ST., KING'S CROSS, W.C.I 


COMPLETE PROTECTION 
AGAINST FIRE?! 


Utility 
SAFE 
CABINET 


“As Good 
as a Safe” 


Your valuables are quite secure in this Cabinet, 
protected by a 2” thick chamber of fire- -proof 
material. A six- -lever lock is fitted. Just the same 
protection against fire as a safe, and 25% saving 
in cost. 
Send for full list showing all sizes, 
from 20” to 72” 
Produced and Guaranteed by:— 

UTILITY STEEL CABINET CO., 


Yatborough Road., Lincoln Phone 477 


2y 
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How Long 
will 
The Boom Last? 


(Continued from page 18) 


only be avoided if the national output 
is increased by the same amount. But 
how is it to be increased with the pre- 
sent scarcity of iron and steel, with 
the dearth of skilled labour? Only 
by far-sighted planning to avoid further 
jamming of demand for machinery, 
materials, and labour. 

2. One way out of the jam would be 
a reduction in building activity, which 
now consumes large quantities of steel, 
bricks, and concrete—all in increasing 
demand for the armament programme 
and for industry. 

The prospects for the reduction of pri- 
vate building depend upon— 

(a) the price of money; 

(b) the pressure for materials and 

labour from other directions. 

On the whole the prospects for de- 
creasing private building activity, and 
in that of the public authorities, are 
brighter. Dearer money would assist 
this trend. 

3. Judging by February’s figures, we 
can increase our exports but not if the 
shortage of raw materials, prices and 
wages upsets our price structure? 


Economic Bad Lands to 
Prick Money Bubble? 


4. HE depressed areas may prove 
our salvation against inflation. 
South Wales has iron ore which can be 
worked profitably, given high prices; 
she has blast furnaces, one of which is 
already being reconditioned; she has 
labour, although much of it is un- 
trained. In Scotland and in Cumber- 
land also there are raw materials and 
labour waiting for work. In one month 
the Government has given orders for 
£11,000,000 to the special areas; it only 
requires energetic planning to bring 
these areas back into the productive 
machine in order to afford to tap addi- 
tional production resources which would 
not affect prices. 

5. Whether the public authorities will 
be wise enough to hold up further 
capital activities until the rearmament 
programme is finished is a nice question. 
Yet it is impossible to avoid that waste- 
ful competition for men and materials 
that will cause inflation and a prema- 
ture and disastrous slump unless steps 
are taken either by the local authorities 
or by the Government to level up 
activity by this simple means. 

6. As we showed last month, money 
must get dearer in spite of all the 
Chancellor may do to keep it cheap, 
for money is subject to supply and 
demand. There is every indication that 
demand for money for industrial pur- 
poses is increasing faster than the 
national income increases, despite the 
expenditure on armaments. Indeed, 

(Continued on next page) 
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dearer money is one of the few brakes 
which we can be certain will be applied 
to the soaring stock markets and 
commodity prices. 
Trade Signpost Reads: 
‘No Slump for 5 years’ 
ie view of the answers to these ques- 
tions, it seems reasonable to suppose 
that some inflation may occur, but 
that serious inflation can and will be 
avoided. Granting this, the slump 
should not set in until towards the end 
of the armaments programme. For 
that reason business men can plan for 
a reasonably stable market: we believe 
that to plan for a permanently ex- 
panded market will be a mistake. 
Already there are signs that plant is 
being over-expanded in some direc- 
tions. Every factory addition that 
becomes surplus to requirements when 
exceptional demand slackens is a 
menace to the revival. 


O 
How Your 


COMMODITY 
Markets Stand 


(Continued from page 11) 
Sugar : 

Demand easier. Cannot visualize high 
level unless war scare gains momentum. 
Domestic supplies growing in most 
countries. 

Cotton : 

Market firm owing to general improve- 
ment statistically and trade-wise. Sup- 
plies plentiful, but large, long speculative 
position has induced farmers to place 
larger areas under cotton, world-wide. 
Near positions advised, but futures are 
not at present favoured. 


Wheat : 


Nature provided last summer original 
impetus to higher levels. But shipments 
have been forthcoming from many parts. 
Large, hidden supplies are also being re- 
leased now to participate in high prices. 
Acreages have been larger for spring 
wheat, while plans are in being to aug- 
ment by higher areas for Northern hemi- 
sphere crops. Considerable long, specula- 
tive interest would sooner or later have 
to be liquidated; further reactions may be 
expected when positions until July de- 
ivery should be obtained. New crop 
prices would from now on be ruled by 
che weather patent in N. America and 
Danubian valley. Large stores main- 
ained in Germany and Italy, and unless 
var scares keep prevalent new crop prices 
annot be maintained, given normal U.S. 
ind Canadian crops. 


They’re Spending 


Money Here 


(Continued from page 45) 
OURTEEN factories of twenty being 
built have been let on the Government- 

ostered Team Valley Estate, Gateshead- 
m-Tyne. Most will be occupied by March, 
the estate have already committed them- 
elves to spend £350,000 on development 
nd factory-building contracts. 


, ee OIL & GREASE CO., Gates- x 

head, are expanding their High Level See EO a NEP 26 E a A Reis ot ey Say MD ER EEE O G P N T eeeeeereses 
Vorks to centralize productive units. 
emo nasralo eek) acquixed for future BME. oe eae > go een! 
xtensions. : 
























100 SMOOTH OPERATION AND 
30) SAVING OF TIME... 


on Invoicing, Billing, typing works orders or any other 
typing of a duplicate or extended nature. 


That’s what you can expect with PRIMUS continuous 
Stationery. 


Stationery must be used for such tasks. In consideration 
of these points you cannot afford to overlook PRIMUS. 


The Primus attachment fits any kind of typewriter or 


billing machine, and is supplied by the makers of Primus 
Continuous Stationery. 


CARTER-DAVIS Limited 


QUEEN ELIZABETH ST., LONDON, S.E.| 


Telephone : HOP 0204/5 
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USE THIS COUPON 
If you desire information from the Editor or from Advertisers 






To BUSINESS Service Department, Whitefriars House, Tallis Street EA 


Please send, without obligation, more information in connection with advertise- 
ment (or advertisements) in the April, 1937, issue of Business 
numbered below. 
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ondhand Office Furniture 
n new and half the price, 
wood or steel, including Safes, Type- 
ile. Indexes. -Office Equipment Co, 13 
po WC. Opposite Holborn Tube 


PIORAR OEA maur mene nae hs nw imaams aptat paganan mamas sategesna y ka ntm A 


9 “Column 
Ti aleulator: LAS, . 


e {i 3, and many other: guaranteed | ‘bar: 
On Matthews & Co, 46 Pilgrim Street, 
mTyne, ł 


Art Metat Visible. systems. If you have not had 
y recent demonstration, you have missed the latest 
developments in this type. of. equipment, Or, 
r Catalogue P-60, Art Metal Construction a company, 
Ruckmgham Palace Road, London, $,W.1. 


user wmeerenmeren ran AANA EE DAS D A ANE A DAAA DE AAAA I E O EN AAA A END A VAA NAY AURORA? mR ITOK OPPS EO THO ARTY 








~ Index Cabinets by Roneo, ete, Filing Cabinets, Desks, 
phe, - 
Miscellaneous 
WA. h 


sat OW prices. oe for Catalogue.—-The 
td. 


-Trading Co., 18 New Oxford Street, 


ae Holborn 4804. 


































BRAVON 
ALL-STEEL — 
CABINETS 


For Account 
Books, Records, 
Decuments, &e. 


MODEL “A” 


_30/- 


Carriage Paid 
Send for complete 
List Free 


:  BRAVON OFFICE EQUIPMENT CO. 


76 Victoria Street, LONDON, $.W.! 
Phones : Victoria 6265 and 6374 








Lannan gr eha nev hit! kite inti aa anaa aaam a aoada tad NORIO SH NAHE eaae 


: -oughs Accounting Machine for sale; 8 to 
years. old, original cost {240.—Box G 874, Lee & 
gale, awee: 


MULTIPLY 
: a years Guarantee 
i Trade Eiaa Tavited 
for rta ee illustrated leaflet “A” from 
SSET & „ LTD., Grand Buildings, 
ar Sq., London, W.C.2. (Whitehall 82754 





Aaaa inaani tintin” 


VISIBLE INDEX CABINETS. Eran 








send 


Also PLAN CABINETS, New and Second-hand, ` 


anam ynn Aana AA aana aA 


ETAR i 


Calculator £20 0 8.) SP te HE 
Portable State” 


Ex-Government and other Steel and Oak Card | 


‘Qycte Storage Problemi Simplified. “Parwinac™ 
Cycle Racks take any nember of cycles. Sturåily 
made in solid steel. 


aatar ADAS AAN AAAA AMAA, A VANA AA AA Naaa Aa AA aa parae 
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a Snai AEN NE NA a naia Nhl MURA LANDA mi pi AAAA i kaian aa aita h aa aaa 


e ‘Acounitant (qualifi ed) ‘desires ae time k bapi. 
ment. 


Box 363, 





RATES / 0 a line (average 7 T words 
Mintneam a lines costing 7 gee addulit 7 
or part of a bne 2), Bow: No. counts as one line 
and as to be paid for; replies: äre forwarded eee 
of charge, 244, discount. for: Ga insertions, 








b Business, W hited iar. 
iPhone Central 801), 








Special knowledge of income-tax, 
accounts and costing. 
Business, Whitefriars Hse. 


transport 


Tallis St., E.C.4, 





_ HOUSE ORGANS 


A well-edited and interesting Staf Magazine 
will foster co -operation and loyalty in your staff. 


Send far specimens—you will be interested.—Arthur 


: May, HOUSE Organ Specialist, Nazeing, Waltham Cross. 









‘MISCELLANEOUS 


Stand alone, back to back, or 


| against wall as required. Sheds and chelters ‘also 
supplied. Wonderfully compact. Write to-day for 
list CYRS. 105.~PARKER, WINDER & ACHURCH. 
LTD. 105 Broad Street, Birmingham, 1. Londen: 
7 Gt. Marl eke ee Street, WI. 

Quietly Closes the Door. Neat too. Your 
ironmonger sells it. It’s called the “Page” Door 


Cioser. Cheapest OW, CHECK pattern obtainable. 
“PAGE ee for Heht doors, beantifally Chrom- 
inm-plated, 12/6; "PAGE MAJOR”, for heavy doors, 
Bronze finish, 25 | -, Chremium-plated, 27/6. 
in use.-Sole Makers: PARKER, 
ACHURCH, LTD... 105 Broad Street, Birmingham, }. 
London: 7 Great Marlborough Street, W.L 





You cannot be efficient with catarrh. 
executive, 
a cure af age 30, and has been free 7 
horme treatment, no medicines. 
relief, few weeks cure. Send 4s. 2d. for full course 
of treatment.—Hivu, 21 Woodgate, Loughborough. 
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A sales 


years. 
few days give 


| MULTIGRAPH AND RONEOTYPE RIBBONS. 
roller re- | 


3/6 each. Parts and accessories, 
severed RSi 139 Farringdon Hoad ECA, 


ENCYCLOPEDIA BRITTANICA COST £25; 
new condition, £11 165.486, West Green Road, N.15. 





HE KNOCKS BUT ONCE! 


Opportunity is a timid fellow. When he does 
came to our door he knocks but once-and 
faintly at that. Therefore it behoves us ever 
io be on the watch for him—and the Classified 
Columns of Business form a really excellent 
place in which to keep such a wateh. Fer the 


them a wealth of opportunity. AR are worthy 
of your attention, for whe knows-~ There may 
be something in this: very issue of direct interest 
to you. So follow the lead of the knowledge- 
+. ONES by kepiga s watchful eye on thë 

i “OE Bru [Sooner or later 


237, 80.000 | 
WINDER & |] 


deaf every winter, accidentally discovered | 
Simple 


many small advertisements here contain amongst - 



















Hy. 10% for 12. Payment. ri i 
insertion, Display paneis. 347 - per single ¢ Ta 
inch. Discounts as above. Special rate: op can 
Dae “Appoint nents Wanted’ “insertions | Jor. : the Apa 
a price of: 2 ee 
PEN ats jor the ne: 


Se AT 6 Carmelite Street, 


Z| Time Recorders: and Electric Clocks. 







Eadan a AAAA aa r OR Aaa howe St tena P 


Recorder Supply 
“Road, London, S.E.1 


Box 845, BUSINESS, Whitefriars Hse., Tallis T 
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“that “quickly panes ‘you a full-time 
“Few pounds capital only ‘needed; no sar 
or outfits to buy. No rent, rates or canvass- 
j ing. New method makes success certa 
: Send to-day for free booklet. 0 2 0 


Business Service Institute (Det. / 
fondon 




























new machines of all systems in stock; rebuilts at 
half price, fully guaranteed. Supplies; repairs. ~~ Time 
& RPS Co., 159 Grange z 
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Staff Time Checking and Job Costing Time: 
ecorders (all: makes): for quick. cash sale, ext eptional 
condition. — Write “‘Betarcal’’, 5 eo k 


EDUCATIONAL 


Be a Master of English. Learn to speak and 
write well. Booklet free.—Regent Institute (Dept. 
836L), Palace Gate, W.B. 











HOW TO TEACH 
BUSINESS 
CORRESPONDENCE 


A nook brimful of ideas and methods 
that have secured for many. teachers, 
directors and chief correspondents: 
effective results in training people in 
the production of really efficient Busi- 
ness Correspondence. Tt aims to show 
“how” rather than ‘what? to do, 

making it equally valuable to the 
student or junior correspondent desirs: 
ous of attaining perfection in the art 
of letter writing, 

A few of the various subjects dealt 
with are; The Psychology of Effective 
Letter Writing, Clear Thinking, Per- 
sonality in Writing, Reaching the cf 
Reader, Personality in Correspond- 
ence, Finding the Word that Sells, 
Punctuation, Function of the Dash, 
Words to be Avoided or Used with 
Judgment, Faults in Phrasing. There 
are also General Information Tests, 
Exercises and Examinations. Ca 

Make sure of getting your copy of 
this unique book by posting this 
coupon Now. 
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Shaw Publishing Company, Ltd., 
6 Carmelite Street, London, E. Cl 


Please send me post free by retur 
wise copies. of “How to Teach Bus 
ness Correspondence’’, for which I a 
close 35. od. each im payment, Se 
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There udicr ad 
business |.. áll av aie ae On 
terms, easily payable out gs 
Why not write or phone for a personal 
demonstr ation ? | 












A GREAT FORCE 5 
BUSINESS BUILD 








'he CLASS +300’ 
AULTIGRAPH” 


e ‘300’ is the latest addition to the ‘Multi- 
þh’ family. lt provides an increased 
nting area (1 23" x 134”) and gives excellent 
our registration. It prints, numbers and 
forates in ONE OPERATION . 
00 copies an hour. 





29. KINGSWAY, LONDON, W.C.2. 
Phone; lempie Bar 1453 

E (Head Clice & Works- Edgware Rii Crickiqwaod, N W23 

Bentkes a  Atgncheun: ‘Brmwghan’ Leeds, beerpocd, Bestel, 

Newsasitle, tennburgh Glasgow, Bellen, Netongham, Dubin 
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& 
AS HANDY AS 
YOUR 
TELEPHONE : i 
z aie an 


wide, 8, 12 and 
16 drawer 
models. 


The “POSTINDEX” 4-page Record Card 


This card is the secret of the ever-growing popularity of Art Metal 


Visible Systems. You have four sides to write on, givng double JUST the information you want at a glance without searching through count- 
the area of an ordinary single card, lengthening the life of the record a ' i ; 
and enabling subsidiary records to be kept on the same card. less records. And ART METAL Visible Systems are much quicker for posting ; 


the required card is found in a moment and posted without removal from the 
equipment, saving time and eliminating misfiling. No business is too small 
or too large for visible systems. 


` 


iaat Art Mata | 


>= Books may be 
office to office — VISIBLE SYSTEMS 
office to office — 
the handiest visi- 


ble system 
known. 





COUPON 


To : ART METAL Visible Systems, 
201, Buckingham Palace Road, London, SWI. 


Reference Panels 
for telephone 
numbers, price 
lists, addresses, 


credit referen- 


Please send Catalogue P.60 and sample cards for system underlined. 





CO9, ous Accounts Ledger Purchase 
Costing Order Sales 
Customers Personnel Stock 
Hire Purchase Production Telephone index 
A T eh E EE E TE E O E T T : 


VWfth the Art 
Metal Rapid 


Stack the left 
hand finds the Addres  ccccccenradddduadedasev aaa an a aaa Gis O Eee 


record while the 
right hand holds 
e a a E E S aaia tees rnpese se sner teen o E S TT, 









N his film, ‘‘Modern Times’’, Charlie 
[Crepin amusingly burlesques the 

latest ‘“‘mass production’ methods. 
We see him frantically trying to keep 
pace as the belt conveyor carries past 
him, ever faster and faster, the line of 
bolts which he is trying to tighten un- 
til at last his reason gives way under 
the strain. 

This, of course, is brilliant fooling. 
But it is not all fooling. There is a 
measure of truth in it. Modern factory 
methods have become so complicated, 
and the various processes are so closely 
linked together, that a trivial delay at 
any point may hold up the entire pro- 
duction. The whole line must ‘‘keep 
pace” if maximum efficiency is to be 
attained. Delay anywhere means re- 
duction of output and loss of money. 

That is as true of the office as of the 
factory: here, as everywhere, delay 
means loss. The problem of getting 
thought transformed as speedily as 
possible into action is the problem that 
worries every executive. 

The “‘production line’’ in the office 
runs from the executive heads down- 
wards through secretaries and staffs. 
Any failure along that line holds up 
work and causes delay. The more im- 
portant the job the more serious is the 
delay. 

So far as the executive is concerned, 
the ‘‘clear desk” is no meaningless 
phrase. It simply means that every 
matter with which he has to deal is on 


% Also get particulars 
of the new 


DICTAPHONE 
TELECORD 


It records telephone con- 
versations & conferences. 


THE TREND TO DICTAPHONE SWEEPS ON 





By $ 
THOMAS DIXON 


its way along ‘‘the line’’: that he is not 
holding anyone up: that all his ideas 
and plans are going steadily into ‘“pro- 
duction” : that the entire organization 
is working steadily and well. It is a 
sign also of a man of keen, alert and 
orderly mind who deals promptly with 
every problem as it arises. 

To “‘keep the traffic moving’’ is as 
much the object of the business execu- 
tive as of the transport officer. Both 
know that there is danger when the 
line ‘‘jams’’, 

It is perhaps the greatest merit of 
the dictating machine system that it 
does facilitate the dispatch of business 
at the point where most delays have 
their start—the executive’s desk. These 
delays arise, in the main, because the 
executive is unable, under ordinary con- 
ditions, to pass on promptly the 
thoughts that initiate and compel 
action on the part of his subordinates. 

To a very large extent he is at the 
mercy of those beneath him. The man 
he wants is out: his secretary is at 
lunch or engaged in an important piece 
of work that must be finished. He is 
“held up” until assistance is available. 

How different is the picture when 
The Dictaphone is in operation! There 
is no “‘hold up”. Through The Dicta- 
phone the executive talks to the man 
he wants to see just as if he were there. 
To his secretary he talks just as though 
she had nothing to do but sit and listen 
to him. A ’phone message is promptly 
recorded. A discussion with a caller is 
as promptly noted. Letters are in- 
stantly dictated. Instructions are 


clearly set out without the slightest 
delay. / > 

And a very few minutes later all these 
various-matters ‘are typed and on their 
way to the persons concerned. They 








Quick Action 


COSTLY DELAYS THAT 
HOLD UP THE PROMPT 
DISPATCH OF BUSINESS 


have been documented while they were 
fresh in the executive's mind and are 
safe against misunderstanding, forget- 
fulness or neglect. 

The value of the Dictaphone system 
does not lie in the fact that it is the 
cheapest and best method of writing 
letters. It lies in the fact that it is the 
only method by which a busy execu- 
tive can keep abreast of his work, can 
keep the whole line moving all the 
time, can guard against the delays and 
“‘hold-ups”’ that waste time and money 
all along the line of production. 

Don’t make the mistake of thinking 
that The Dictaphone is valuable only 
because it will save you half the cost 
of your business correspondence. It is 
far more valuable because it will save 
executive time, the time of the highly 
paid thinkers; will enable them to do 
more work and better work in their 


never-ending job of ‘‘keeping the line 
moving’’. 

Test The Dictaphone for yourself, in 
your own daily work, on your own desk, 


free of all charge. 


eens: 


POST THIS COUPON NOW 


THE DICTAPHONE CO., LTD. (Dept. H.) < 
Kingsway House, Kingsway, 
London, W.C.2 
Please send free book ‘‘What’s an Office any- 


way?” to 


H.537 


THE DICTAPHONE CO. LTD. 


(Thomas Dixon - Managing Director) 
Telephone: Holborn 4161-2-3-4 


KINGSWAY HOUSE, 
KINGSWAY, LONDON, W.C.2 
And at Manchester, Birmingham, Glasgow, 


Liverpool, Leeds, Bristol, Newcastie-on-Tyne, 
Dublin, Belfast; 





Over 260,000 Dictaphones 
Are in Daily Use 
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UNDERWOOD A CCOUN TING MACHINE 


= There isan UNDERWOOD | uama 
ELLIOTT FISHER machine 


=- for every accounting purpose 




























aes oe Underwood Elliott Fisher being able to supply three distinct | , 
IEA types of Accounting Machines with a wide variety of models | ELLIOTT FISHER ACCOUNTING MACHINE 
us in each, provide the most complete and up-to-date selection : a 
of accounting equipment, and are fully qualified to mechanize 
existing office and accounting routine—devise and apply new 
methods of mechanization to meet the special needs of an 
organization, or supply just the right equipment to bring an 
existing installation up-to-date. 












Our Technical Department will be pleased to make a survey 
of your accounting problems and submit detailed recom- 
mendations. We invite you to make the fullest use of this 
service without the slightest obligation on your part. 
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UNDERWOOD ELLIOTT FISHER LIMITED Machines that will fit 


Typewriters, e Accounting Machines Adding Machines F 5 | | | 
Carbon Paper, Ribbon, and other Supplies into your system and do 


120, QUEEN VICTORIA STREET, LONDON, E.C.4. TEL. CENTRAL 1080 | | | 
) l : YOUR WORK YOUR WAY 


and 40 fully equipped Branches and Service Depots throughout the Country 





echanization is 









Incorporating: “The Journal o Cor : ETE a 
l “Se | “Business Organiza ation a and Mana ment aa 









Management : Control : Policy 


Month’s NEWS in- Management Trends 

King who knows Industry from INSIDE .. 
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e Eight Basic Points of Management ee 
-| Why We Pay Our Salesmen a SALARY .. 
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i Marketing : Advertising : Selling 
: We Want the Best Dealers so We BUILD Them 
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_ How to CUT DOWN “Idle” Vehicle Time 
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Jas ave you heard the talking type pe ) vri 
heart-break—believe us or not. Jl Us sri 


: “There are societies for the protection of-everything save the. ‘goods ? “What we want is ght To to gi 
typewriters. For some reason we typewriters are over- inane looking over once ewe be kepi 
looked. We are expected to look after ourselves. 
Be ounded from morning till night, rarely do we get a 
quare deal, yet day after day, week in and out, through 
the months, year in and year out, we are expected to go . 
1 without a thought or word on our behalf. Some of us = Their typewriter. ‘aavitor) 
ea life of it, believe me. We get choked up with trouble for the owr 
$ £ p o. try them you're m 
tand dirt so that we can hardly move a limb. Ring them | or drap 
asionally some well-intentioned soul, struck by our 
jects a drof of oil. This, anne all the grit k 
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HE preparation of 


This unproductive operation is entirely eliminated by 
using the EGRY SPEED-FEED Attachment and Continuous 
Stationery. The carbon sheets are automatically fed into 
each set of forms and withdrawn after typing, 
enabling the operator to spend more time in actual 
typing and achieve a considerably greater output with 


more convenience and less effort. 


The Speed-Feed can be unhooked at a 
moment’s notice, thus allowing the type- 
writer to be used for ordinary purposes at 
any time, and by an ingenious method of 
compensation involves no strain whatever 
on the typewriter. 


Ask also for details of the 
EGRY MANIFOLDING REGISTER 


which can be applied in a variety of ways 


for dealing with hand-written records 


requiring carbon copies. 
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SHOW Y AT-A-GLANCE 


S How long does it take you or your executives 
to get VITAL BUSINESS FACTS ?—Far too 
long if you do not use “* VISIBLE SYSTEMS”. 
Carter-Parratt Visible Card Equipment keeps 
“key” facts continuously before you—shows 
you instantly—how many orders Jones booked 
iast month—when he last called on Smiths’— 
where Credit has reached limit—which lines are 
moving or no’ moving—every fact at a glance. 


CARTER-PARRATT, Ltd. 


(P. J. Carter Eve, Managing Director), 


317 ABBEY HOUSE, VICTORIA STREET, LONDON, 
§.W.1. 


Telephone: Abbey 3675/6 


Send now for 
folder “Why?” 
showing how 
Visible Systems 
keep your busi- 
ness at your 
finger-tips. 


1520 


NON-STOP TYPING! 


a set of multiple forms for typing 
involves considerable waste of time through the inter- 
leaving of carbon paper and alignment of such forms. 


Telephones : 
SHEPHERDS BUSH 3377 (3 lines). 




















thus 


-EGRY Ltp. 


WARPLE WAY, ACTON, LONDON, W.3 


Telegrams : 
EGRYCOMPAK, EALUX, LONDON 











Consult: 


THE CHIEF GOODS MANAGER 
Development Department 


GREAT WESTERN RAILWAY 


PADDINGTON STATION W.2 
(Tel.: Paddington 7000. Extension 2465) 


for details of factory sites in 


SOUTH WALES 


Plentiful fuel, power, 
and water. 


FACTORY SITES 
IN SOUTH WALES 


Cheap land. 


Proximity of 
materials. 


raw 


Direct shipping 
facilities. 


Efficient rail 
transport to thickly 
populated areas. 


JAMES MILNE 
General Manager 


Paddington Station 
London W.2 
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VENTEX AIR FILTER 


cleans the air to the point of sterilization 
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u ICE SUGAR REFINE 
PLAISTOW WHARF. 


PPRA 





When urgent instructions have to be given to any 


~t 


Py 
f 





2. department of an organization, Telematic flashes 
Egs them instantly. When an executive wishes to converse 
Fa with departmental managers, Telematic connects 
mS them instantly. When a member of your staff * some- 
Fs where about the building’ is wanted hurriedly, 
sy Telematic finds him instantly. When details about a 
Pi client’s order are wanted urgently, Telematic gets 


them instantly. 


That Tate & Lyle, the World’s Greatest refiners of 
sugar have installed Telematic throughout their 


TELEPHONE RENTALS SYSTEMS 


thee aS) 


rh have j | i Sea , . . 

net . pe e ee Lag of organization, pays high tribute to the efficiency of 
SM h HEr i i the Telematic System. A small quarterly rental will 
See tis possible to mention only a [ew in each announcement : : ; ; j 
ee, Spirella Co. of Great Britain. Genatosan Ltd. place Telematic at the service of Tong entre organ 
A. Carter, Paterson & Co. Ltd. The Daimler Co. Ltd. ization—be it large or small. 

tA Rawlplug Co. Ltd. Furness Withy & Co. Ltd. 

$: é Godfrey Phillips Ltd. 

> FOR EFFICIENT CONTROL 


TELEPHONE RENTALS LIMITED 


‘Gps HORSEFERRY HOUSE, WESTMINSTER, S.W.1, Telephone : Victoria 8681. And at Glasgow, 


of The Dial Newcastle, Leeds, Sheffield, Manchester, Liverpool, Birmingham, Bristol, Cardiff, Belfast and Dublin. 
The name ‘‘Telematic’’ and the Trademark “The Slave of the Dial” are the Registered property of TELEPHONE RENTALS LTD. 


sony: fe Aig Ril ars eagle em ne rv ee ee ——_—s("——_—_- = ee 


TELEMATIC BOOKLET. Please telephone for a capy, or attach this slip to your letter heading 
and post to Telephone Rentals Ltd., Horseferry House, Westminster, S.W.. Telephone: Victoria 8681 
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To-day’s Tough Spots 
In 1, 2,3 Order 


HE difficulties that beset Manage- 
ment at the moment, as we see 


them from our day-to-day per- 
sonal contacts with firms of all kinds, 
are as follow, and pretty well in this 
order of importance : 

I. Rising costs and growing shortages 
of raw materials. 

2. Dearth of skilled labour and danger 
of a still greater shortage owing to 
more government ‘“‘shadow’’ pro- 
grammes coming into operation. 

. Possibility of labour unrest. 
All these are tough situations to face; 
there’s no ready-on-the-shelf specific for 


any of them. They call for all the 
ingenuity and flexibility of policy that 
live executives can muster. 

Last month, in a special article, we 
showed how several leading firms were 
actively combating the soaring prices of 
raw materials. Every progressive. firm 
in the country wants to know how best 
to wage this fight. 


O è 


Labour and Materials Make 
Double-dose In Cost Cutting 


T eon struggle against price rises 
cannot, of course, be carried on 
without including the labour 
shortage problem. The factors are in- 


The King who knows Industry 


COUNTRY lives by its indus- 

try, yet in no other country in 

the world does industry re- 
ceive from the Sovereign such keen 
attention as that shown to every type 
of British business by H.M. King 
George VI. 

Since March, 1919, when, as Duke 
of York, he became President of the 
Industrial Welfare Society, the King 
has visited the factories and offices of 
more than 150 firms. 

He is deeply interested in the 
mechanical side of industry and has 





a wide and accurate knowledge. He 
likes to stand by the bench and 
discuss a technical point with a 
foreman or operator; but his chief 
interest lies with the men and 
women who work the machines. 
His Majesty likes to know how 
they work: the conditions of the 
workshops, facilities for meals, re- 
creation, the prevention of acci- 
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By The Editors 


extricably associated when it comes to 
the broad attempt to cut down costs. 

In a famous Midland chemical con- 
cern, for instance, we met a works 


director who was jubilant at having re- 
leased from one particular job 40 skilled 


women who proved a godsend to other 
departments into which they were 
drafted, since additional workers could 
not be found, in spite of diligent search. 


The way it came about is described in 


the next item overleaf: 


eee from Inside 


dents, and so on. He likes talking 
personally to the men and women 
themselves. 

Despite the great responsibilities 
of State, the King will retain his 
keen interest and intimate contacts 
with industry, a fact of which every 


. Briton, and especially every British 
- manufacturer, will be proud. 






No Robbery In This 
Peter-Paul Turnabout 


HE 40 women were engaged in 
l making, by hand, little paper 
liners for cartons to contain a 
special chemical. No machinery existed 
for making just the liners required. 
Furthermore, Home Office regulations 
forbade women working overtime here. 
Result was: this department, the last 
one in the working line and also the 
slowest, held back the whole production 
to its own tortoise gait. Other depart- 
ments were forced to produce under 
their capacity. 


The firm’s engineering department 
got down to the problem of designing 
a special machine to make the paper 
liners, pass them on to the filling 
machines and to take them off, when 
filled, and seal them. 


It took four months to design and test 
this machine, then two were made at 
a cost of £1,300 each, and they were set 
to work. 


They operated perfectly; the 40 
skilled women were released, and one 
male machine-minder was all that was 
required. 


Savings were: Output increased 150 
per cent; full speed all along production 
line. Machines can work any overtime 
needed. Forty skilled workers released 
for valuable work in other departments. 
Thus an enormous cut in unit costs was 
made possible. 
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Handshakes To Hotplates 
Release 30 For New Work 


ITING yet another big economy in 
(C: same works, an improvement 

that again concerns labour rather 
than materials : 


Five rocwt. steam-jacketed drying 
drums had to be loaded up and un- 
loaded several times a day. Four men 
and two minders were employed at each 
drum for this fairly hefty work. The 
drums were scrapped and the 30 men 
released for other work by a simple 
scheme. 


Through the drying department ran 
a long corridor and a light railway for 
trucks. Hundreds of truck-pushing men 
passed along here daily, and an execu- 
tive had the idea that just pushing a 


truck was time-wasting work; couldn’ t 
it be combined with something else? 


Along both sides of the corridor, 
therefore, a series of steam-jacketed hot- 
plates were arranged on racks. Steam, 
formerly used by the drum dryers, was 
employed. The compound to be dried 
was shovelled on to the hot plates out 
of a truck by two boys instead of being 
hauled up by hoist into the drum 
dryers. 


To give the necessary occasional 
“shake”? to the drying chemical all 
truck men passing along the corridor 
were instructed to stretch out a hand 
and give the plates a shake or two as 
they passed along. 


Could anything be more simple? Yet 
30 men were released for other work, 
and the hot plates proved 20 per cent 
faster than the drums and needed only 
two youths for working. 
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Ideas Beat Costs 
Bugbear: Try Them 


Tak firm, starved for labour of 
all kinds, by these two ideas alone 
added 70 invaluable workers to 
its staff. Ideas, that is what is getting 
industrialists out of tough spots to-day. 
Finding single machines that combine 
the operations of two or three; training 
women to do work formerly done by 
men: these are the kinds of solutions 
that are easing situations and cutting 
costs. 


O 


This Nerve Tension 
Makes Needle Tempers 


UT the result of all this high- 
JBeressure campaigning to cope with 

the tremendous demands of the 
moment throws a heavy load on the 
physical and mental equipment of 
workers. And it is this factor that is 
undoubtedly contributing to the hair- 
trigger sensitiveness of labour in general. 


Little snags and upsets that would 
pass unnoticed in more normal times 
loom up in magnified importance and 
tend to be seized upon by tensed nerves 
as major difficulties and obstructions. 
With these distorted reactions there 
enters the danger of precipitate action 
of a drastic kind. 
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Works Committees Stop Little 
Troubles Becoming Big Ones 


HEN nerves are jaded—and this 
W malaise is by no means a mon- 

opoly of the workers; manage- 
ment, too, reacts to the strain besetting 
it—there is nothing so good as a man- 
to-man talk. Works committees pro- 
vide this means of letting off steam so 
that alleged troubles can be clearly seen 
and tackled from every angle. 

Works committees used to be the ex- 
clusive sign of the big concern, but that 
isn’t so to-day. Small firms, right down 
to the 25-man shop, see that here is 
an obvious means of fostering that good 
understanding which keeps employers 
and employed in best relationship. 


O 


Round Table Talk Spot- 
lights Faults At Once 
N example of this arose in a small 
A poish factory recently. A high 
percentage of rejects had arisen; 
forewoman and works manager were 
shouting about it and blamed certain 
operators who were affixing the lids of 
flat tins, for it was here that the trouble 
seemed to be. 

The operators hotly denied ‘“‘careless- 
ness’? and blamed the lids as rotten 
fits, a possibility which the forewoman 
pooh-poohed. Production was behind 
schedule; everybody was touchy, and a 
first-class row could easily have started 
in this small works. 

But the works committee meeting 
saved the day. The matter was brought 
up and talked over quietly, and when 
one of the women said she really 
thought the lids themselves were wrong 
the general manager checked up the 
suppliers. He found the lids were 
coming from two suppliers and that 
one of these suppliers actually was a 
fraction out in his measurements! 

With the spotlight now on the trouble 
the air cleared instantly; the manager 
took over responsibility as between him- 
self and the supplier, and next morning 
started without a cloud on the horizon. 

It has to be a pretty deep trouble 
that a sensible discussion cannot settle. 


O 


Boardroom Gets Squirrel 
Habit—Now Stores Cash 

ARNINGS on ordinary capital 
[E ree times as high, but dividends 

less than twice as much as during 
the slump; these are the facts thrown 
up by an examination of company re- 
ports. They crystallize the policy and 
thought in boardrooms to-day. 

Directors, now cautious, are placing 
in reserve about one-third of aggregate 
profits earned on ordinary capital. 
Reasons: entrenchment of firms’ fin- 
ances, development of new business out 
of profits without recourse to bank 
loans or new issues. 

Such policy safeguards companies 
against the lean years and will prevent 
collapses of the kind that were typical 
during the last slump. The policy is 
sound, too, for all businesses, little and 
big. 

















conomies 





through this Amalac 


HE success of any “grouping 
arrangement of individual manu- 
oaot facturing firms depends upon the 
> effectiveness of central control. By 
-that I do not mean a theoretical con- 
trol merely of the finance, but a focal 
point of practical, modern management 
that is as alive to every need and move- 
Ment of the whole group as the efficient 
top executive is of the single inde- 
pendent firm. 

When the five separate producing 
`- companies that form our group were 
_ amalgamated three years ago we 
<- directed to this question of setting up 
efficient management the whole of our 
= executive resources. It was not an easy 
' Matter, as there were many personal 
¿prejudices and internal difficulties to 
meet; but by concentrating on the prob- 
= lem we succeeded, in the shortest pos- 
+ sible space of time, in fixing our board 
Of control as shown in outline in the 
= panel reproduced here. 





















-Three New Key Executives Basis 
: Of Centralization 


Three highly qualified men were 
introduced into the three new key 
positions of General Sales Director, 
Administration Director, and Works 
Director, It was through these men 
-that we linked up the lines to a point 
Of focal control. 
= During the past twelve months we 
[have calculated that this system, while 
© having produced a gross increase in 
turnover of over thirty per cent, has 





‘This is the main outline of the system of centralized controt that covered all jive companies 
| in the group Wart E 





To-day the 3 


= of Manageme t 
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Economy of Ra 


Better 


The Managing Director ol 


five-company 


he is attaining these 


also made possible a cash saving in 
overheads of £250,000. 

All our companies manufacture asso- 
ciated lines, not all of them by any 
means identical but of a similar nature. 
One of the first important things we 
did, however, to reduce manufacturing 
costs, was to hold a review of every line 
manufactured. 

The committee that held this survey 
consisted of all our executive strength 
except the office people. Sales, Works, 
Research and Publicity Executives, pre- 
sided over by the Managing Director, 


With. this. 
mention that 

















examined everything for the 
eliminating all redundant 
lapping lines. 


dispensed with by the simple : 
very slightly modifying a | 
ing products to standardize 
range, it was amazing to d 
number of small items that 
disproportionately high se: 
keep them moving. Th 
were at once scrapped fror 
tion schedule, but were ha 
our new centralized rese 
ment for reconsideration, 
experimenters could think ot 
designs that would give the oid. 
a really new lease of life. 






































Big Saving from Reduced Nu 


The outcome of this confe 
that the old total of 460 lin 
manufactured by the sep 
panies was cut down to a 
This allowed us. te simplify: 
cesses considerably, ct 
buying of raw materialis and 
our space for stocks and 
useful economies, 

In the selling field, too, it 
advantages. Our stockists 
the idea of smaller ranges ; 
same time better deliveries. of ti 
standardized lines. 

For many months we corn 
steady process of weedi 
plifying routine until 
our range down. to 330: 


ms until we got down toa bare doz 
ok-keeping, stock and control corres 


ondence were reduced to a point of- ‘bod 





reat simplicity. | 7 

-We had certainly got into a very 
jleasant state, but when, a few months 
go, we became faced with dangerously 
“rising costs we decided that another 





control shows up to advantage. Qur 
cost-control system showed exactly 


what every unit in the combine was- 


costing, and we had our fingers on every 
“process and every department as a 
whole, in spite of the fact that every 

concern in the group was still working 
“as a separate and unhampered unit. 














- Similar Operations Concentrated 
a at One Point 


- Yo reduce costs substantially we saw 
that a big re-shuffle was necessary. Re- 
viewing all our products critically 

again, we found that many components 

were common to goods made in several 

of the works. Instead of allowing each 

firm to continue to make their own 

parts for these jobs, we therefore con- 

centrated their manufacture at one 

works only. 

-> = This meant a redistribution of some 

machinery and the building of a new 

bay to accommodate it at the factory 

chosen. — $ l 

Naturally we selected the most cen- 

tral factory, but, simultaneously with 

the process of moving some of the exist- 

< ing machinery for this job, we searched 

“for and found some new plant which 

_. was more highly developed and efficient 

_ than that which we had. But, putting 

in some of these new machines, we 

needed much less space than formerly 
- and got a far higher output. 

¿oo The result of this single move was 

that we were able to reduce the cost 

of these parts by over 333 per cent. 

And when it is known that we use tens 

of thousands a week it will be seen that 

the reduction in actual manufacturing 

_ cost is considerable. 

= We were also able to save substan- 

tially, too, in the concentrated buying 

of raw materials since bulk orders were 

“able to be placed with one supplier at 

one time. 

We are now investigating what other 

nesses we can centralize. Indica- 

ons at the moment point to foundry 
ork and transport. We shall decide 
finally about this very shortly. 


















































| Centra | Buying Now Gives Us 
-Big Advantages 


Actually this first economy in central- 
ized production led us a big step fur- 
ther; we set. up a central buying depart- 
ment to operate from the system of 
budgetary control that we introduced 
when the amalgamation was first 
formed. 





nd savings have become obvious. ` 
d to stress. to the executives 








_. This department has not long been in 
‘operation, but already its advantages — 
anes : We 


te exchange ideas 





culty here. 
Every executive in the group is par- 
ticipating in this cost-cutting campaign, 
and through the efforts of individual 
works managers we have been able to 
introduce many worth-while economies. 
For example, in one works, by the 
introduction of a new, British-made 
machine, the latest of its type, we have 
been able to replace three separate 
machines of older type. This has 
meant that three separate operations 
that formerly took twenty minutes have 
been reduced to about two minutes. 


One man is needed instead of three, and 
the floor-space saved is about 256 square 
feet. 

One of the most fruitful plans we 
have introduced lately is that our works 
managers and senior foremen are given 
facilities to visit all the other factories 
in the group. This has already had the 
effect of stimulating a lively competi- 
tion in cost-cutting and efficiency- 
making. . 

Many firm friendships have sprung 
up among these managers who formerly 
did not even know one another. A 
rather amusing incident occurred at one 
works, and a very good economy was 
made out of it. 


Many Time- and Money-Saving 
Ideas from Staff 


A works manager from factory “A” 
was spending a day with the manager 
of factory “B” at a town some forty 
miles away. Mr. Smith from “A” was 
a first-rate and popular man but was 
notorious for his army vocabulary. He 
was standing with his colleague, the B” 
factory manager, Mr. Brown, watching a 
row of girls sitting, faces to a long win- 
dow with a bright sky beyond, affixing 
very fine wires to delicate electrical 
parts. “‘My t” ejaculated Smith; 
“you'll have all those —'s go blind. 
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Our policy of encouraging executives and 


- foremen to visit one another's factories and 
has been very frnifat of 










sults. This diagram, referred to in the text, ou, 


troduced to make better work at lower cost 


< fixed at 


clerical.as well as on the production `: 





shielded the incoming light 


operatives’ eyes, yet allowed full light oo 
to fall on the work. It gave enormously 
improved visibility, increased output 
and lessened fatigue. | : 
Now this sort of thing is going on all = 
the time: a friendly and constructive 


interchange of ideas to cut costs and — ` z 


improve efficiency. Works managers on 
help one another, and the all-round. 
working benefits from the pooling Ol 
experience. a 


Research Work is Now Much 
More Effective 


Much money is also being saved 


through the centralization of our re- 


search and experimental department. _ 
Since we prohibited any of the indivi 
dual firms from buying materials for 
research and from embarking on costly 
experiments many hundreds of pounds | 
have been prevented from going up in: Bet 
smoke. SS ee 

It is not that we have put the 
damper on research: on the contrary. 
The research department, however, _ 
now has to budget ahead for its 
materials, the same as other depart- 
ments have to do, and this fact also 
has put a limit to haphazard requisi- 
tioning. Also, the fact that all the 
research men now co-operate together, 
instead of each pioneering away on his. 
own, naturally prevents them over- 
lapping and duplicating one another. + 

If any engineer in any of the separate 
companies now has an idea for an im- 
provement or something new, he has to... 
submit it to the chief engineer in charge 
of the central experimental department. 

In connection with this arrangement _ 
I must emphasize a very important 
point. 

We had to make it clearly understood 
throughout our organization that, im 
spite of centralization, full credit would 
always be given to any employee who 
produced a successful idea. 6" 3 

Unless such an arrangement as this > 
is made there is always the danger of > 
centralization killing initiative; and. it 
is vital to-day that initiative and ide: 
should be fostered—not stifled. Mon 
tary awards are given for ideas 
prove to be cost-cutting, and thes 
always announced: prominently in o 
House magazine that circulates throug 
out all the companies. a Ma 















Even our Insurances are Being 
Carefully Revised 


So far I have mentioned little about- 
economies made on the office side ofo 
the business. The economy campaign — 
that we started to offset the rising costs 
of materials is being carried out on the 
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he individual firms. A fair amount of 
lirect mail selling, for instance, was 
lone by the individual companies. 
‘ach company also kept big stocks of 
icity matter and stationery, exhibi- 
naterial, and soon. ` 
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“HE life and blood of every manu- 
< facturer is the part played by the 
- Sales manager. He is one of the 





ess. No longer is it his duty merely 
o devise a selling policy: he must see 
t sales make profits and that such 
ofits are consistently maintained and 
In order that many facts shall be per- 
manently at his command it is impera- 
ive that the sales managers’ records be 
raphic and composite. It is a truism 
hat ‘‘a picture is worth a thousand 
ords.. A graph is a picture of 
elationships. 
Charts are essentially of two kinds: 
OOSA", the numerical record which por- 
trays arithmetically the data for 
= quick study; “B”, by means of a graph 
which records pictorially the trend, as 
the light of the past and present 
nly can management determine and 


orecast its budgets. 


Vhy The Budget Quota Should 
de Be, Be High 

“Having prepared a market survey, 
the sales manager arranges his quotas 
and territories and, thereafter, plans his 
forecast, It is necessary that the sales 
udget be neither too ambitious nor too 
onstricted. To provide an impetus it 
hould be on the high side, since this 
ill enable the introduction of bonus 
plans and other incentives. 

In explaining the method of analysis 
id chart preparation let me quote the 
ata obtained from a certain manufac- 
1 ang company which has already this 
plan. 

-> First we have the tabulation which 
Gives the past records of sales with 
-. seasonal variations. It should be ob- 
served that, while the previous year’s 









































































1932 





1933 1934 
£ 71000 
83000 
90000 
136000 
115000 
108000 
56000 
O. 4000 
90° 34000 © 
41000. 
39000 50000 
OO 61000 


£ 73000 
85000 
83000 

- 144000 

126006 














300. £83600 


ds and ends of clerical work at 


most important key men in every busi-. 


1936 


£ 5700 
74000 
79000 
94006 
81000 
74.000 
37000 
30000 
26000 
34000 

- 4000 
42000 


~ £66B000. -£548000. 


| We decided to centralize all this stuff, 


the necessary staff adjustments, gave us 
a saving at the rate of £4,000 a year. 
Finally, I want to mention insur- 
ances. By treating our various risks 
as a whole and by getting our cover 
entirely revised on this basis as various 
separate policies lapse, we are making 


ON Control 


and, this.alone, when we had also made 

















tions more-attrac ive 
to allow for higher 
saved money. 















Graphs turn Figure Statistics into Pictures that 





performance was creditable, this com- 
pany’s sales dropped, since, owing to 
increasing cost of raw materials, it had 
to raise the price of its manufactured 
goods. Although sales volume declined, 
the profit margin expanded nonetheless, 
as the management provided a wider 
spread anticipating further rises in 
costs, which until now has not offset 
its expanded profit margin. 

In explaining the charts, let me state 
that, while I have used single and 
double lines, this could be substituted 
with advantage with two differently 
coloured curves. 

Figure 1 is, roughly, the monthly 
sales charted, showing the seasonal vari- 
ations by a thick, black line. Across 
this I have constructed an annual 
moving average, which is obtained by 
adding the monthly sales and dividing 
it by twelve (number of months), The 
result is placed on the spot for the 
month of July, which is roughly the 
true average, since seasonal variations 
are not so prominent at that time of 
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£ 51000 
60000 
70000 
81000 
81000 
46000 
26000 
22000 
18000 
27000 
$1000 

36000, 


£ 48000 
67000 
61000 
72000 
76000 
89000 
47000 
35000 
37000 
46000 
52000 
57000 











These are the figure 
statistics from which are 
plotted the graphs shown 
on the next page. They 
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1937- visab! 
such a chart, to use 
squared) chart paper. 
movement be imdicat k 
On Figure 2 I bave- 
























which each month is- 
normal and accordingly | 


Method of Consti 
‘Forecasting’ Line 
Thus far we have two cl 
of which gives the actual 
a moving annual average, 
second gives the per cent ü 
which in its turn shows b 
have progressed or others 
pared with the annual movi 
On Figure 3 I have t 
cent of previous year's 













a line which changes its trend somewhat 
faster than that on Figure 2 and may 
‘therefore be used as a basis for fore- 
casting. 

Make any reasonable projection of the 
line as shown by the double line, after 
drawing in a smooth trend line through 
the “per cent of previous year” line, 
making the areas above approximately 
equal to the areas below. 

In making this projection take into 
account all the factors which influence 
the situation. Having made this pro- 
jection, a reasonable estimate of the 
sales volume for the coming year may 
be made, after which the proportionate 
amounts for each month may be deter- 


-. mined, based on knowledge of seasonal 
o. trends of the business in question, which 


in the illustration provided is fairly well 
marked. 

It has been proved in most busi- 
nesses that a fundamental law underlies 
growth. The basis of this is known as 
‘organic growth’’. Based on this, a 
business with adequate sales history can 
determine a trend of potential sales 
which, when tempered with judgment 
and experience, can be developed into 
a real basis for long-term sales fore- 
casting. 


Businesses Follow the Law of 
‘Organic Growth’ 


In this article I have endeavoured to 
provide a guide as to graphical illustra- 
tions of sales, while in my previous two 
articles I have shown how production 
and costs can, with advantage, be 
charted for simple study. In order, 
however, to obtain a true perspective 
for future planning let me state in a 
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growth. 


It is with this law that a business 
should be deeply concerned not so much 
from the viewpoint of immediate fore- 
casting but from the standpoint of 
policies over a period of years—policies 
of plant expansion, new products, 
changes in selling methods, etc. 

It has been generally known that 
population growth follows the genera! 
characteristics of what is known as the 
S curve, Each application will have its 
own characteristics, some growing faster 
than others, but all of them will start 
slowly, accelerate, and then settle into 
a steady rate of slower growth. 


Gives the Key to Planning 
Continuous Progress 


Like the letter S, a business starts 
in a small way, then by continued per- 
severance it expands slowly at first, 
then faster later, reaching its zenith 
after a period and later slowly declining, 
to attain a stabilized stage from where, 
after a longer period, it either begins to 
make the grade upwards again or slides 
rapidly downwards into oblivion. There- 
fore, the various stages in the S curve 
must be watched in each business, par- 
ticularly in its sales turnover, this being 
the key to profits and progress. 

The chief merit in the law of organic 
growth is that it does forewarn the 
management as to when the stability 
phase is likely to be reached, and by 
means of this in sight he is forewarned 
to preclude decay by devising another 5 
curve upon the zenith of the half-com- 
pleted one in being. 





w words- what is the law of organic 


Save Personal Time 


one of these little machines. 







Executives 


by using 
High-Speed ‘<Adders’ 


N many offices high executives are 
[ro keeping a desk adding machine 

beside them, ready for instant use 
to get at figures needed during confer- 
ences or in the course of an ordinary 
day’s work. Instead of having to sit 
back and make calculations in head or 
on paper, the work is done more quickly 
and with less chance of error on one of 
these small adders. 

The simplicity of the machines is one 
big reason why this is now possible. 
They can be operated by anyone with- 
out special training. They are portable 
and take up less space on a desk than a 


‘typewriter. On duplex models two sets 


of figures can be added simultaneously, 
and group totals can be accumulated 
into a grand total. 

The secretary-manager of one firm 
said: ‘‘I have personally saved hours 
of time a month since I started using 
Another 
advantage I’ve noticed is that I don't 
take up so much of my secretary's time, 
which releases her so that she can get 
all her work out in time. 

“One or two of our other execu- 
tives have now installed desk adding 
machines. We've taken it out of the 
‘office only’ class. It looks like becom- 
ing as much an executive fixture as the 
telephone.”’ 


O 


8 Basic Points 
on 


How To Manage 


ERE is one of the best summaries we 

have come across of art of scientific 
management. These eight points, in prin- 
ciple, cover the entire field. 


1. Define your purpose 
You must know what is to be done 
before you can know how. This is 
your master task. | 


2. Analyse your Problem ak 
Your master task will then break — 
up into many detail tasks. Consider 
them all-——neglect none. 


3. Seek the facts 
Study every condition governing 
each task, find the undesirable 
elements to be eliminated, the 
desirable elements to be retained. 
Then standardize right conditions. 


4. Devise the one best method 
Aim to conserve energy——-time— 
space——material. Determine rela- 
tion of details to Master Task. 


5. Find the person best fitted l 
For each task certain personal 
qualities are essential. In each per- 


son certain qualities predominate: __ 


Find the person best fitted 





MANAGEMENT - CONTROL - POLICY 
oo 


6. Teach the person best fitted the one 7. Plan carefully 


best method 
Not by driving, but by patient 
teaching and example are under- 
standing and skill developed. 


Right planning of arrangement and 
sequence of work will enable you to 
accomplish tasks in logical order— 
accurately—quickly—economically. 
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8. Win Co-operation 
Co-operation means working to- 
gether. It cannot be demanded. It 
must be won. Accept your share of 
responsibility. Respect the rights 
and aspirations of others 


2 Reasons Why We Put Our Salesmen 


Editor’s Note. 


NE of the outstanding themes in 

national Press advertising in re- 
cent months has been the plan by 
Hoover Ltd., to frame their an- 
nouncements largely in the direction 
of introducing their salesmen as 
salaried representatives of the Com- 
pany. This is not by any means the 
first time that a salary basis has been 
given to salesmen in this particular 
field of marketing, but it is the first 
time that the plan has been used in 
a big way as the general policy of 
the company concerned as a definite 
prestige-building factor. 

In a special interview Mr. E. L. 
Colston outlined for us some of the 
reasons which lie behind this import- 
ant change in his Company’s policy. 


O 


were in our minds when we intro- 

duced the ‘“‘Salary plan’. (1) We 
earnestly wanted to raise the status and 
reputation of electric cleaner selling, 
and (2) we wanted to draw into our 
ranks a better all-round type of 
salesman. 

I do not think I need enlarge very 
much on factor number one, except to 
admit the almost universal impression 
among the general public that, hitherto, 
a kind of stigma has attached to the sell- 
ing of vacuum cleaners. 


Bee ino speaking, two main aims 






explains: 


It is, unfortunately, a fact that a few 
isolated instances of unhappy selling 
methods are quickly associated by the 
public with the whole of that field of 
industry. The tone of the whole busi- 
ness becomes lowered, and the innocent 
firms inevitably suffer even more than 
do the other ones. 

By putting our salesmen on a sound 
salary basis, therefore, and by strongly 
publicizing the plan, we aimed to 
change public opinion of the electric 
cleaner salesman. 

Factor number two we considered to 
be every bit as important. The ‘‘com- 
mission only’’ basis is not a satisfactory 
one for men selling such 
an important thing as 
hygiene in the home and 
such a mechanically per- 
fect product as a modern 
vacuum cleaner. 

I might take this 
opportunity of mention- 
ing that we were never 
satisfied with the ‘‘com- 
mission only’’ basis; but 
it is a matter of enormous 
difficulty to break away 
from a firmly established 
trade practice, and it is 
only in the last twelve 
months that we have 
been able to do so. 

Actually, the plan was 
put into force about a 
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This is a typical example of 
the successful Hoover national 
advertising, building up the 
status of the Salesman and 
his service, rather than push- 
ing the product itself as the 
leading theme 
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On A SALARY Basis 


E. L. COLSTON, Managing Director, Hoover 


Ltd. 


“Our aim is (1), to raise the 
status and reputation of electric cleaner 
selling in gerieral and (2), to attract into 


our Own organization a morte permanent 


The ‘salary 


plan’ is achieving both these objects” 


year ago, and the national advertising 
announcing the fact was launched in 
January of this year. 

Under the plan itself commission is 
not, of course, abolished. But, instead 
of salesmen having to depend entirely 
on their sales, we introduced a flat 
salary of {2 a week. 

Now on this basis no single salesman, 
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including the newest recruit, can go 
without funds. Every man gets his £2, 
even if he gets no orders at all. 

We have no set limit to the length of 
time we will ‘‘carry’’ a man while he 
is not producing. Decision on this point 
is left entirely to the discretion of the 
branch manager (to whom the sales- 
man’s district manager reports). The 
individual salesman’s potential qualities 
are the factors on which the branch 
manager makes his judgment. 

Thus no salesman need ‘“‘panic’’. He 
can feel a security in his job, even if 
small, which directly influences his atti- 
tude towards his prospects. He need 
not be the high-pressure canvasser but 
the responsible salesman without the 
worries that formerly beset him. 


Salesmen’s Attitude to their Jobs 
Completely Changed 


It is this changed and enormously im- 
proved attitude to his prospects and 
customers that is now fast altering 
public opinion of the vacuum cleaner 
salesman and, naturally, of the Hoover 
salesman in particular. It is the con- 
firmation, in actual practice, of the 
point we are stressing in our national 
Press advertisements. 

I must explain here that the sales- 
man’s {2 a week salary is, in effect, a 
continual drawing allowance in advance. 
While it is never deducted from a man 
when he produces no orders, it is bal- 
anced against the commission due when 
he does produce orders, each month 
being taken as a separate unit of time. 
Balanced payments are, of course, made 
weekly within the month, to avoid over- 
loading the accounting departments 
with end-of-month peak loads. 

Factor number two which we had in 
mind as our aim is being substantially 
fulfilled. The scheme is definitely 
attracting to us a better type of sales- 
man. I have been reviewing this point 
with my divisional managers, and they 
are unanimous about it. 

Two notable facts 
apparent. 


have become 


(1) More married men are 


coming into our sales force, and (2) 
many former Hoover salesmen—who 
left us for some reason or another— 
are rejoining. 

We consider this advent of married 
men an important matter. We prefer 
this type from every point of view; our 
records show that they are the steadier 
producers and the less likely to be un- 
settled in their length of service. Their 
home responsibilities are conducive to 
these qualities. 

Former Hoover men we always wel- 
come back; their experience makes long 
initial training unnecessary; after a 
short refresher course they are gener- 
ally fit and ready to take the field and 
to become actual producers again in the 
shortest space of time. 

A third type of men that our salary 
plan is attracting are those who have 
for long been on the border line—those 
who would have come into the vacuum 
cleaner selling field had even a small 
security been offered. | 

We are finding a high proportion of 
good men among this type. Their de- 
sire for security has not necessarily 
meant that they haven’t the capacity 
of effective salesmen. We have found 
in a great number of cases that the 
salary method of removing their initial 
fear has enabled them to pull out some 
thoroughly good sales abilities. 

Of course we have found some 
‘‘easy-money seekers’ who never would 
prove to be anything else trying to 
break into our scheme, and it is hard 
for any method of selection to prove 
successful in spotting all these. In fact, 
only to-day, in talks to a social worker, 
she told me she had been ‘‘amused”’ 
in hearing one man telling three others 
that ‘‘you were good for a couple of 
months or so with Hoover at £2 a week, 
even if you did not sell a machine’. 


Dealers also Benefit from the 
‘Salary Plan’ 
Finally, I would mention that our 
dealers like our plan. All Hoover sales- 
men work in co-operation with their 
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local dealers, and we have found that 
this co-operation has become closer, due 
mainly, of course, to the changed atti- 
tude, that I have already pointed out, 
of the salesman to his job generally. 
Reviewing our change in broad per- 
spective, I can therefore state that we 
have made an all-round gain, for sales, 
area by area, are substantially up on the 
corresponding time last year. 


Personnel ‘Turnover’ Has Been 
Much Reduced 


I can also be quite definite on the 
much improved status and morale of 
our sales force as a whole. Sales curves 
are steadier and personnel turnover is 
yeduced. Both these factors are of enor- 
mous value in a speciality selling house 
such as ours, where sales personnel 
management is the most important 
thing we have to consider. 
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More Quickly 
Finds The Thinkers 


ANY firms who use the “‘Sug- 
Mieco Box” plan are often 

disappointed at the lack of really 
helpful suggestions put forward by the 
staff. 

When the entire onus for discovering 
improvements or new ways of doing 
things rests solely on the staff the 
response is apt to be a bit flat. 

To overcome this inertia the man- 
agement of one company now issues a 
circular to the staff outlining any 
specific points on which suggestions 
would be welcome. 

This plan, in the degree of helpful 
response, has far outstripped the ordi- 
nary suggestion box method. The fact 
of the management putting forward 
specific problems has acted as a lead to 
the employees who can, naturally, 
more easily get busy on a given line of 
thought. As the general manager told 
us: ‘‘We now get more ideas—and good 
ones, too—in a month than we used to 
get in a year under the old system.” 
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Is Helping to Stop 
Unnecessary Waste 


y E want to pay you the highest 
W possible wages—but the cash 
loss represented by this 
unnecessary waste is holding us down. 
It’s up to you to release this money if 
you want it in the form of wages.” 
This was the significant notice posted 
up over a display of wasted and spoiled 
materials collected in the works of an 
engineering firm. It is having good 
effect. 

With the cost of many materials 
rising rapidly this is an idea that would 
pay almost every manufacturing con- 
cern to try. Such a display of waste, 
collected without the knowledge of 
employees, is graphic. And tied up to 
the subject of wages it touches the point 
on which all workers are most sensitive. 


k NOTHER month of increased 

prosperity, of output records, of 

™unexampled expenditure; . 

rs crowded with advertising: every 

d town spending lavishly on 

atic festivities; labour and 

al shortages growing; the Lanca- 

e Cotton Corporation complaining 

hat dearth of labour is its chief handi- 

ip. This is the tale of April: a month 

of ‘business prosperity incredible five 
hort wer | 


SASANT as the immediate pros- 


‘pects are, the long-distance view is 


less flattering. 
en. when 


Anxiety about what will 
rearmament ends con- 


nent boom on top “of a natural 
- boom is rapidly making our prosperity 
top heavy : every day sees the competi- 
tion between civil and armament in- 
- dustries intensified. 
_ In the case of many materials reason- 
able delivery is impossible for the aver- 
age business: in others prices are out- 
a ming. the customer’s purse. Raw 


~ Business Activity index 
: Steel Production 
. tron Production 
: ia Production 


a Raw ‘Material Imports 
5 Exports {total value) 
: | Buildings : ; (total value) 
; Factories, etc. 
: Employment 

Wholesale Prices: 
Rail. Traffics. 

Postal Receipts (net) 
AP Bank Turnover 
a a ‘Shipping , Entrances 


Clearances 


news- 


ma terial prices. are ‘playing havoc with 
costs. Worse still, shortage of labour 


and rising prices are making the full- 


ment of foreign orders increasingly diffi- 
cult. For the moment the steel indus- 
try, for instance, is exporting more than 
ever; but when these present contracts 
are fulfilled armament and home market 


demands must inevitably curtail its ex- 


ports. In this case an increase in pro- 
ductive capacity may relieve the situa- 
tion six months hence; already capacity 
has increased 10 per cent over a year 
ago; but in other industries the duration 
of the present level of demand is so 
uncertain that the installation of fresh 
expense is unjustified. Double and 
treble shifts are probably a better 
answer to this difficulty: under present 
conditions the astonishing thing is 
that so many factories have ‘not adopted 
this means of meeting boom conditions. 


All Key Figures 
are Well Up 
OOM conditions” is the only ade- 
{J quate description for last month’s 
figures. The Economist Business Acti- 
vity Index is up another two points— 
112, record for all time; steel production 


em MINU Sm 
Rubber 


Waal 
Tia 
Cotton 
iror 
Steer 


Coat 


per cent. over eek year: 


fell by 3 per cent, althou 


Best of all the figures is 
in raw cotton imports by 
62.7 per cent, This top ecas 
ther activity in, Lancas 
many Egyptian sectio 
full time; many factor 
can section are ‘also work 
and, as indicated abo 
age is becoming ap 

The export and ir 
extraordinarily goad: | 
imports over exports cont 
~~for, while exports are. ap. } 
cent, imports are up by gi 
The feature of the imnc 
the rise of flax, hemp and | 
by 9,321,000 tons, and of + 
which very nearly doubled 
figures. 


On the export side coal shi 


at last beginning to revive, 


Belgium are again good cx 
iron ore and scrap. Improve 
ing power in the primary raw 
producing countries is. lea 
orders; witness cur be: 
textile machinery, wool, 
linen goods. | 
Naturally, we must e 
raw materials before — 
manufactured articles. 
progress it looks as if o 
chandise imports woul 
of last year’s figure | 
We shall be importing : Pig 
material for armaments, > 
perity will continne to p 
food and drink bills abre sad 
reason, as both Mr. Bal 
Hirst have ‘so forcibly g 
vital: necessity for this. 
exports to pay for our imi 


We MU ST Foster 


Exports 
T is imperative that ¢ 
should turn away any ej 

that they can fulfil, even % 

and at a possibly low p 

The second essential to | 

is the lowering of tariff ar 

restrictions all over the wo 

tunately, every trading vi 

beginning to realize the p 

for this. Mr. Norman E 

been in London, urgi 

States” desire to: see ta 
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| agreement. 

Co We ee ‘the Board of Trade will 
< show a little more concern for this effort 
at lessening trading difficulties. That 
Germany and Italy will be- compelled | 
to do something in this direction is 
equally certain, for the poorest power | 
fares worst in a world scramble for raw ` 
1aterials. 
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with America,” 
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Higher Prices will 

Help The Empire | 
HE next few months will be vital 
_in settling whether world trade is 
o spring forward or not. Whatever 
es A we increase in raw material 


Defence. 


“d cussions in London 
It may: “be i A: 
Runciman is waiting on. these. discus- | 
sions before advancing into negoti: tions i 
France and th : 
Countries- Scandinavian p 
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These . Arë To-day’s s 


HE three main e E P ‘ay busi- 
ness at the moment remain—labour 
trouble, rising prices and the proposed 
new tax, the National Contribution for 
The small strikes of- local 
busmen, Clyde shipyard apprentices and 
others are minor matters before the 
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London: District: With 
over 6,000 more at Work, .. 
visitors. flowing in, docks. 


o | busy, London area trade 
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PERCENTAGE OF UNEMPLOYMENT 


is brisk Stares antici- 


pate big business. Fac- 
tories fully occupied. 
everywhere 


ing. How much. not yet 
known. Hull port busy. 
coal exports demand 
Heavy weather 
; East Coast fish- 
ing difficult. Goad 
prices, landings small. 
Midlands: Birmingham, 
Coventry, Rugby, Wol- 
verhampten and all 
centres of electrical, 
engineering and general 
light industries very 
busy. Difheult to meet 
demands, Raw materials 
scarce. Leicester area 
light cliething trades 
active. Sheffield district 
iron/steel ontput at 
capacity. 

W. & S.W. Districts: 
West country aircraft, 
engineering factories 
working af pressure, 
Tinplates active. ronf 
steel output oniy limited 
by raw materials supply 
and plant capacity. 
Cardiff, Newport, Swan- 


‘sea shipping fairly busy. 


Welsh 


in good 
demand. 


coal 
District: 
Lancashire 
coal mining, engineer- 
ing, iron/steel produc- 
tion continues to im- 
prove. Barrow district 
pig iron output near 
capacity. General en- 
gineering very busy. 
Textiles, too, shaw bet- 
Liverpool, 
Manchester textile and 
grain markets active. 
Shipping fairly good. 


N.E. Districts: 
and naval orders keep- 
ing shipyards with full 
Outlook 
still improving. Ship- 
ping demand fair. Strong 
demand for all north- 
east coals, Tron / steel 
production Middlesbro’ 
area still cannot keep 
pace with demand. 

Northern Ireland: 
More at work in’ ship- 


building. Paiidine. P Faile r tr 


oring, clothing, 
ture also Apy 
is offset bs 

in fi 0i 


Yet Mr. See own ells us 
that thefirst ned of the workers S today" 
is the Minimum Wage Clanis inthe 


now common in many American, indus 


Trade 














lowest-paid industries. 
Probably the reason for the present 
movement is threefold. First, Trade. 
union officials watch very closely the». 
cost-of-living figure. During the depres- — 
sion, although wage rates fell by 42 per | 
cent, real wages rose by 114 per cent, _ 
and during the past few months real 
wages have fallen slightly. Between 
1933 and 1936, while prices have risen. 
by about 5 per cent, wages are up. Pati- 
4% per cent, and the cost of satis is. 
still rising. a 
Second, profits are rising. » The. 
Economist gives the average rate e pad A 
on ordinary capital by companies. issu X 
ing their balance-sheets in th 
quarter of 1937 aS 10.1 per. k: 
1934 the average rate was 7.5 P 
Finally, the pressure for shorter work 
ing hours has been largely roused by 
foreign example. The 40- -hour week. i 




























tries: it is widely used in Germat 
Italy : it has been introduced in. the” 
main Belgian industries; while E nce l 
has paused midway in its application 
on account of the resulting rise of prices. 

It was, therefore, inevitable that a 
movement for shorter hours should 
result in this country. n 

The urgent matter is that this- moe 
ment should be wisely led and wisely _ 
met. As Mr. W. M. Thomas, of Wolse- — 
ley Motors, has stated—the 40-hour ~ 
week is a good thing in itself for some 
industries; even in these it cannot be 
introduced in a moment. Its effects. 
on costs may be serious, and the one 
means of offsetting this damage is to 
allow each industry four or five years 
in which to put in the necessary addi- 
tional plant and to accommodate the 
whole organization and the sales side of 
the trade to the new conditions. 

In many of these disputes a lack of | 
negotiating machinery has been at the 
root of the trouble; in others, competi- .. 
tion of rival unions. These are days in. | 
which every business is concerned with. 
keeping its labour relations smooth a: 
with setting up adequate means © 
presentation of the workers” to 
Board. : 
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for lasting STRENGTH & UTILITY 
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: 
The Executive’s Desk. | 


Fitted with 3 Box Drawers in each 
Pedestal, Centre Drawer, 
and Pull-out Shelves. 


£13:9:6 


eS Senne A M ILNERS’ STEEL DESKS are 
Size: 60 X mia T Height: 30: in. strongly constructed of the highest quality 
ene TE materials with best workmanship. They 





7 are distinctive in appearance, the desk 
EXECUTIVES’ DESKS top and pull-out shelves being inlaid 
GENERAL OFFICE DESKS with linoleum, forming a perfect writing 
OFFICE TABLES service. All fittings are chromium plated. 
TYPISTS’ TABLES | | p 
FLING & CARD INDEX rigel ae 
CABINETS other material are so obvious that its installation 
LOCKERS - PARTITIONS to ensure longevity, protection against fire, dust, 
SHELVING (fixed and adjustable) sanitation, etc., is now regarded as essential. 


@ WRITE NOW for MILNERS’ CATALOGUES 


t of Steel Desks and Tables, Steel Shelving, Parti- 

tions, Clothes Lockers, Cupboards, Filing and 

Card Index Cabinets, etc. Free on application. 
HEAD OFFICE : 

12-13 Newgate St., LONDON, E.C.| a e O e e 


Bea ouan = ctascow . Head Office: 1288 NEWGATE SODI 
LEEDS: LIVERPOOL: MANCHESTER LONDON, E.C.1. Works: LIVERPOOL. 














PROTECT 


YOUR VALUABLES 


fom BURGLARY & FIRE 


You know that you cannot keep your Cash Books, Ledgers, Lists of Customers and many 
other important documents at the Bank. You are constantly using them in the conduct of 
your business, indeed in many cases they represent a business man’s entire goodwill. 


Yet you daily run the risk of having them destroyed by fire. Insurance, while it may soften 
the blow of loss, will not replace them. Months of work and worry lie before you to get 
your business back to its former standard, and yet all the trouble can be avoided by investing 
in a Milners’ Safe. 


GRADE 2 
QUALITY 


No. 2358 
(with fittings ) 
This is the Safe 
in general use in big 
concerns, factories, 
Insurance Offices, 
Corporations, etc. 
It is 564in. in height, 
324 in. wide, 28in. 
in depth and weighs 
approximately 14 
cwts. Grade 2 
Quality Safes can be 
obtained in various | 
sizes ciom) Appin: SIZE D MILNERS’ SPECIAL 
high to 613 in. (with fittings ) 
A Safe suitable for ordinary conditions 
£55:10:0 where it is not necessary to have the 
R F heaviest type. It is thoroughly well con- 
structed of tough steel plates and obtains 
its fire-resisting qualities from Milners’ 
patent fire-resisting composition. Height 
27 in., width 2lin., depth 20}in. Approx. 


Net Weight 3 cwts. £16 à IO ‘ O 


MILNERS’ SAFE CO. LID. 


Head Office: 12-13 Newgate Street, London, E.C.1 


Telephone: City 1195-6 
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ry were for pri- 
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since 1932, reaching its peak in 1935. 
his. is satisfactory from the point of 
iew of stability and of employment, 
oe the building industry is still employ- 
ig, roughly, the same number of 


l. Strikes, But 
2 up 20 % 


the meantime, although interna- 
al trade. still flags, the effect of 
revival is felt all over the world 
in increasing intensity and sweep. 
latest American figures are aston- 
1 An spite of the many strikes, 
SS activity is about 20 per cent 
the level of spring, 1936. This, 
gh the building industry has not 
t into its stride. ( i 
tands at 47, compared with an 
of 126 during 1928.) Roughly 
ng, manufacture and employment 
t the 1928 average: pay rolls are 
r smaller, but here the wide adop- 
ion of the 40-hour week has had its 
ect. ` President Roosevelt may now be 
a position to attack his {400,000,000 
y retrenchment, without u psetting 
mployment. 








Europe on Strong 
_Up-grade 


-FN Europe the ex-members of the Gold 
Bloc are making rapid strides to re- 
covery. Even in France improvement 
is slowly. setting in, despite higher 
é Bes, ‘shorter. hours and innumerable 
eS. = Fiere, too, the 40-hour week 
1s increasing employment. The Paris 
xhibition has employed an army of 
orkers who are to be transferred to 
ublic Works when it is finished. 
olland has seen an enormous im- 
| ment in employment, output and 
osperity; but she has not been 
by new social legislation. 
taly a fresh capital levy in the 
of a 5 per cent Redeemable Loan 
je owners of houses and land. It 
‘used to colonize Abyssinia; but 
‘is plentiful: industry is becom- 
creasingly profitable, and the 
s are booming. 
perficially the same but intrinsic- 
ly different is the German situation. 
New restrictions and regulations on raw 
aterials have again been issued: there 
a shortage of steel and of many other 
Taw materials. 



























Germany : Exports Boom, 
tome Trade Starved 
HE artificial arms and public works 


boom is still at its height; but. 
trade is languishing, and ho: 
inted. of. teri 
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Our own si n would be ideal, even 
from the long nge point of view, 
it is, prices: are risin 
the health or- ae of industry and 
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IDEAS 


that are 


BUILDING 
SALES 


Better Service to 








Consumers 
GOOD example of how a manu- 
A facturer may carry his service 
beyond the dealer to the con- 
sumer is demonstrated by a company 
in the United States who sells a camera- 
synchronized flashlight. 

When a customer purchases a syn- 
chronizer from a retailer his synchro- 
nizer is accompanied by a card from the 
manufacturer which reads as follows: 

“The return of this card within thirty 
days from date of purchase will place 
your name on our records and entitle 
your synchronizer to a complete inspec- 
tion and cleaning by our experienced 
staff during the first year of ownership, 
if returned to the factory—preferably 
through your dealer. There will be no 
expense to you except transportation 
charges. 

“You will receive our regular an- 
nouncements and other information, 
which will enable you to continue mak- 
ing fully exposed speed flashes. You 
are, of course, also free to correspond 
with our technical experts at any time.”’ 


Twist TORE Oui 
DHS DIPUTER DE PGE 


MADE IN SHEFFIELD J 
E EASTERBROOK f 


[Photo: Sheffield Daily 


The new habit of 
milk drinking will 
be still further stimu- 
lated by this Lister 
mobile milk bar 
which carries also a 
range of flavouring 
syrups, has an elec- 
tric ‘shaker’ and self- 
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contained refrigeration. Apart from its wide appeal to the general public, it is suggested 
that these trucks will soon be used extensively in big works for employees’ refreshment 


Thg reverse side of the card had 
spaces for filling in information such as 
purchaser’s name and address, the name 
of the dealer, names of friends inter- 
ested in photography and a space where 
the date of purchase was stamped by 
the dealer. The card was accompanied 
by an addressed envelope. 


O 


Envelopes for 
Salesman’s Mail 


r O make sure that salesmen get 
l important mail sent to them 
while on the road, even though 
an indifferent hotel clerk puts the letter 
in the wrong pigeon-hole, a shoe manu- 
facturer uses a bright-red envelope, 
slightly longer than the 
regular size, so that it will 
stick out conspicuously no 
matter where it might be. 
Thus a salesman can always 
spot it. To make sure that 
the salesman has not missed 
any letters, each envelope 
carries a serial number. 


O 


Colour Promotes 
Efficiency 


N the factory of a famous 
[ fountain-pen manufacturer 

the girl employees are pro- 
vided every week with differ- 
ently coloured overalls. On 
‘‘pattern day” each girl is 
allowed to choose the colour 
she prefers. | 





Stainless steel name boards at 
railway stations is a new idea 
introduced by the Publicity Com- 
mittee of the Sheffield Chamber of 
Commerce. These boards help to 
‘sell’ Sheffield in a logical and 
effective way. Note at the head- 
ing of the board the City’s Arms 
flanked on each side by the 
Sheffield Industries Mark. Why 
not stainless steel name boards for 
all stations? The letters keep 
their brilliance without upkeep of 


i any sort 
Telegraph 


The system, it is claimed, has resulted 
in a ten per cent increase in efficiency 
and output. It was adopted as a result 
of the findings of the Institute of Indus- 
trial Psychology that colours played an 
important part in overcoming fatigue. 


O 
It Pays to Prove 
Your Sales Points 


ANY manufacturers feature in 

their advertisements famous 

people who use their products. 
Theatrical and film stars are favourites 
for this purpose. Knowing that re- 
tailers and the public, however, are 
very sceptical of the arrangements 
sometimes made by manufacturers to 
get ‘‘famous’’ users, a firm of hosiery 
manufacturers took a step to prove 
that their new lines really were sup- 
plied to the members of a famous 
chorus. 

The salesmen of the firm were pro- 
vided with actual theatre programmes 
containing the acknowledgment. This 
simple confirmation, the salesmen re- 
ported, time and time again evoked an 
expression of surprise from retailers and 
convinced them on a point that for- 
merly they considered to be a wangle 
or advertisement exaggeration. 


O 
This Plan Gets 
Things Done 


O increase the efficiency of sales 
| conferences and to ensure prompt 
and unequivocal action the sales 
manager of a leading concern has estab- 
lished a plan whereby every possible 
point raised in conference is rounded off 
by a definite decision. Every decision 
is recorded in the minutes of the meet- 
ing, and a named individual is given. 
the responsibility of seeing the decision 
carried out to schedule. 

Copies of the minutes are given to all 
members of the conference, and the 
sales manager, from his copy, checks 
the action taken on all points. 

This plan has eliminated ambiguity 
and has helped enormously to get things 
done. 
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The New Headquarters of 
Cash-Checking 
and Accounting Systems 


6 Bas outward and visible sign of the ever-growing investment in 

National Cash Register systems is the opening of our imposing 
new premises, which have more than four times the floor space of 
our old London Headquarters. 


Every year brings a new record in the number of National Cash 
Registers and Accounting Machines installed in Great Britain, and 
the ‘‘National’’ has become practically standard equipment in every 
branch of commerce. It is gratifying to realize that our success can 
be nothing but the measure of the success that our products bring to 
their users. 


The eight floors of our new building are equipped with the most 
modern means of meeting business needs of every kind. Our 
Service and Supply Departments are the last word in their respective 
spheres. Proud of the past and confident of the future, we look 


forward to a further period of mutual prosperity with the progressive 
business life of this country. 


Whatever the size or nature of your business, we shall 
be glad to show you over our new home whenever 
you care to drop in. Make a note of our address:— 


NATIONAL 
CASH REGISTER 


COMPANY, LIMITED 


ms 0-16 MARYLEBONE ROAD memmen 
ee LONDON, N.W., Ee 
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HERE is a special section in the 
Murphy organization that has 
been developed to take care of 
the interests of dealers’ advertising and 
propaganda problems—the Dealer Pub- 


licity Department. It is not a depart- 
ment that came about like the office or 
the sales section; it grew out of a special 
need and was a logical step forward in 
the light of the firm’s policy. Nor is 
it a department that works entirely on 
its own. It is linked with (a) our own 
Publicity Department and the com- 
pany’s London Advertising Agency and 
(b) with the Distribution Section. 

Perhaps we should delve a little 
deeper into the organization of Murphy 
Radio at first so as to get a proper focus 
on the functions of the Dealer Publicity 
Department in relation to the dealer. 
Part of the policy behind all the acti- 
vities of the company is not to force 
sales and by doing so overstock the 
dealer. As a result, the company does 
not use its representatives to sell; they 
are, in the best sense of the word, 
representatives. 

There are about 1,000 Murphy 
dealers. Their chief contact with the 
company is through 30 representatives. 
Each of these is employed by the Distri- 
bution (or Sales) Section and has charge 
of an area. He calls frequently on the 
dealers in his area and thus maintains 
contact between dealer and Murphy 
Radio. 


Our Representatives Do NOT 
Make Regular Reports 


The actual work of a representative 
covers a wide field. He keeps his eye 
on the dealers, helping them in their 
problems where he can or referring 
them to headquarters for special help. 
He is the man who appoints a new re- 
tailer and guides the relationship be- 
tween dealer and manufacturer through- 
out the association. He knows, for 
instance, the standing and character of 
the dealer, the nature of the locality, 
the service the dealer is giving, how he 
is dressing his windows, how much use 
he is making of the advertising material 
at his disposal, and so on. If, for in- 
stance, the window displays of a dealer 
are not up to the standard Murphy’s 
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the Best Dealers . . 


N 


PLU 


have set, then he talks the matter over 
with ¢he dealer concerned. If the 
advertising is not of the right kind or 
is not carried out properly, he draws 
attention to the matter. If he considers 
the dealer needs expert help and advice 
in matters of this kind, he asks the 
Dealer Publicity Department to step in 
and help. 

Now most representatives are ex- 
pected to turn in regular and formal 
reports to their companies. Ours do 


By $. G. WILLBY, 
Of Murphy Radio Ltd. 
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nothing of the kind. Instead, they are 
expected to keep all departments in- 
formed of the interesting points and 
problems that arise. For instance, one 
day's mail from a representative may 
contain such things as several notes to 
the credit department drawing atten- 
tion to some special circumstances, as, 
say, the granting of extra credit to a 
dealer or arranging details about H.P. 
terms. There would also be notes and 
information for the Dealer Publicity 
Department, asking for, say, special 
display material for such-and-such 
dealer’s window, or to make arrange- 
ments for a local exhibition in some 
town or district. Possibly there would 
be one or more letters and notes for 
the service department, calling up ques- 
tions of supply of spare parts, and so on, 
and, perhaps, a letter setting forth cer- 
tain problems which the representative 
feels should be dealt with in the Murphy 
News, the house magazine. 

It is conceivable that the representa- 
tive might have nothing of interest to 
communicate with the various depart- 
ments, but our experience has shown 
that a free hand in these matters results 
in a constant stream of vital and inter- 
esting information. Representatives do 
not suffer from the feeling that they 


In An Interview 
C. E. DAY 


So We BUILD Them 


Through our Representatives who give a business- 
building service that’s far beyond mere selling 


A Special Dealer Publicity Dept. closely linked 
to back up the Representatives’ service on the spot 


must fill in some sort of form and send 
it in. They are freed of formalities, 
therefore we get a spontaneity and 
freshness in the news they send in; also, 
we get more of it. 

Even the matter of making calls on 
dealers in their territories is left entirely 
to our representatives. They have no 
schedule. We expect them to behave 
as ihtelligent, normal men should. 
They are not given a clockwork system 
to stick by through all circumstances. 


An Instance Of How Our 
Representatives Work 


Here, again, we have found this free- 
dom and reliance on that old-fashioned 
quality, “‘gumption’’, produces excel- 
lent results. There are times, for ex- 
ample, when a representative may stay 
with one dealer for a week or more. 
Indeed, I call to mind a recent case 
where our representative in a Midland 
town stayed with a dealer off and on 
for the better part of a month. He 
almost lived with the dealer for about 
10 days! 

This was a case of opening up a new 
shop. When the dealer took over the 
shop it was an out-of-date place—win- 
dows wrong, interior wrong, lay-out 
wrong. In short, that shop had to be 
redesigned and prepared in detail to 
turn it into a shop worthy of a Murphy 
dealer. And that’s where the repre- 
sentative put his back into the job. 
Together with the dealer and a lccal 
architect he went into every detail of 
rearrangement, redesign and decora- 
tion. He helped choose the plastering 
for the walls, the method of lighting, 
the carpets for the floors, the window 
and interior displays, and so on. 

On top of this he had also to take 
up problems of local advertising, circu- 
larization, the details of arranging a 
stand at a local exhibition; in fact, he 
even found it necessary to take off his 
coat and help look after the inquiries 
and inquirers at the exhibition! 

This is typical of the thoroughness 
with which our representatives work. 
Their job is no mere call and polite 
inquiry as to how things are going, with 


_ their ultimate action the filling up of a 


to nde the following advantages which h 
Area can offer to any industrialist contemp 
of factory locations for a new industrial 


bd Port accommodation for e Sites da Jo: mil 25 of : 
< vessels of every type and “ land deep-water fronta 
i "tonnage. > 4 


l e Skilled and adaptable lab- | e Highly efi 
o our for every type of Service. | 
cg ; l @ Planned industrial estates 
© Britain's latgest consuming ee 
market within a radius of __ oc wien ae | 
| E toad, rail, air and water. 
@ Sites in modern industrial | 


and rural areas. > 
e P:Spacious factories fo 


@ Free water supplies and or purchase at atiaaceive = 
effluent facilities. prices. 


If you are interested, y ou are cordially i in vited | o communi- 
cate in confiden ce with the under-mentic oned organization 


whose services are available entirely free of an iy * 


| = T a ; k BENNETT ST OREY, General Manager. = 
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few reports. They are Murphy folk, 
giving real and practical help and 
advice to the dealers. 

The case I have quoted is not an ex- 
ception. Our representatives deal with 
many of similar nature. Such cases do 
not mean, however, that they neglect 
the remainder of their territory. They 
are expected to organize their work so 
that the other dealers do not suffer from 
inattention. 

You will notice that in all this work 
the representative has done no selling. 
Indeed, another phase of his work is to 
see that the dealer does not overstock 
himself. It is Murphy’s policy to ensure 
the dealer has a rapid stock and turn- 
over and does not carry sets long, for 
these reasons: (1) quick turnover of 
small stocks ensure bigger profits all 
round; (2) no more capital than neces- 
sary is locked up in sets; (3) the system 
makes for flexibility, enabling new sets, 
when marketed, to come on a clean 
field. So the representative’s job is to 
keep stocks at a minimum, and in order 
to do so they will ‘‘swap’”’ sets, for in- 
stance, between dealer and dealer, to 
keep stock moving. 


Clear Division of Fields 
Makes Work Easier 


It can be easily seen, then, that the 
representatives play an important part 





in the work done by the Dealer Pub- 
licity Department and, of course, the 
other H.O. Departments and the Adver- 
tising Agency. It is even clearer to see 
where the service to the dealers is of 
value in view of the division of fields 


laid down by the company. They 
have determined what constitutes (a) 
National and (b) Local advertising and 
publicity and explained it fully to the 
dealer. 

Four main points are made in show- 
ing dealers how the advertising must 
be framed to maintain the set standard. 
The dealer is told that the public must 
be made to: (1) know Murphy Radio; 
(2) know about the sets; (3) know why 
they are sold through selected dealers 
only; (4) know who their local dealer 
is and why they should go to him. 

Now the first three points, the dealer 
is told, are taken care of by the com- 
pany on a National scale, but the fourth 
point is a Local problem and rests with 
the dealer. He must tackle it, deciding 
(a) why people should come to him and 


(b) how to convey this to his local 
public. Practical answers to both (a) 
and (b) are given by Murphys and are 
related to their National advertising 
policy. 


Dealers Get Expert Advertising 
Service 


The Dealer Publicity Department 
grew out of the Murphy policy of main- 
taining a standard of integrity. The 
important phase of the work covering 
Press advertising is another instance of 
this. The old, usual system of supply- 
ing dealers with blocks and mats and 
so on was dropped and a planned service 
brought into its place. 

First of all, it must be made clear 
that (1) this service is not forced on 
dealers; (2) that dealers who, in the 
opinion of the representatives are carry- 
ing out good, individual advertising, are 
encouraged to go ahead on their own; 
(3) the dealers are allowed to negotiate 
the space buying themselves if by doing 
so they can obtain local rates. 

Briefly, the service is this. The 
Dealer Publicity Department, through 
Murphy’s own advertising agency, place 
at the dealers’ disposal expert advertis- 
ing assistance in the form of standard 
dealer advertising. The company bear 
the cost of art work, blocks, type- 
setting, stereos, copy writing and so 


BEFORE 


Service 


AFTER 
Service 
by Murphy 


representatives 





















One of the chief functions 
of the Murphy representa- 
tives is to improve their 
dealers’ businesses, even to 
the extent of remodelling 
their entire premises tf 
necessary. Here is a com- 
plete transformation that 
was made recently for one 
dealer 
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on; the dealer bears the cost of space 
booked in his local papers. 

Through the Dealer Publicity Depart- 
ment the advertising agency handles all 
dealers’ Press advertising in all cases 
where the dealer places the space con- 
tract through the Department. The 
advertising service of the expert agency 
costs the dealer nothing, whether the 
space is booked by the Advertising 
Agency or by the dealer at local rates. 
The agents handle the whole campaign, 
then confirm the space sizes, insertion 
dates and so forth with the papers and 
send the blocks, copy, etc., pass proofs, 
check appearance and quality of print- 
ing, and so on. 


These Are The Chief Points 
of Advantage 


In such a scheme there are manifestly 
advantages all round. The dealer knows 
that he is (1) obtaining service of ex- 
perts beyond the strength of his pocket; 
(2) he is relieved of all worry and 
trouble of preparing his advertisement, 
passing proofs, checking, etc.; (3) he is 
right in line with the policy and aims 
of the company and therefore knows his 
advertising is pulling its weight. 

From the company’s point of view 
they are satisfied that (1) they are 
giving real help and co-operation to the 
dealer in making him known locally; (2) 
the advertising is of their own standard 
and quality; (3) the dealer is freed to 
concentrate on his other problems. 

Tied up with this is a circularizing 
scheme. We have produced a series of 


- folders, each a two-colour job. They 


are for distribution from house to house 
at monthly intervals. 

The aim of the folders is to make the 
dealer better known to the people in 
whose midst he lives. In them he ex- 
plains, for instance, his attitude to the 
public, that he aims at helping them 
to choose a set suited to their needs 
rather than just giving them what they 
think they want. Each of the folders 
conveys a message from the dealer to 
the public, and all are linked together 
so that they form a sort of continuous 
serial story. 

Apart from the two panels where the 
dealer’s message is printed there is the 
two-colour front panel and the back 
panel, where the dealer’s name and 
address, plus a small street map show- 
ing exactly where the dealer’s shop is 
located in the town, is overprinted. 


(Continued on page 39) 
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Ali a ANsluN... 








© WE ARE PLEASED TO ANNOUNCE that as from Ist May, 1937, our 
existing fleet of Publicity Aircraft will be increased to 10 complete units, 
capable of executing campaigns in any part of Great Britain and Ireland. 
This is the natural result of successful preparation and execution of Aerial 
Publicity Sales Campaigns for National Advertisers, some of whom are :— 


THREE RING S.A. ORANGES MILLDOWN FLOUR BEVAN FURNITURE 

CANADIAN GOVERNMENT COSTAIN ESTATES ELDORADO ICE CREAM 
CHEVROLET MOTORS AUTOMOBILE ASSOCIATION EUGENE LTD. 4 
SNOWFIRE SHAMPOO GT. YARMOUTH and KATAKILLA 

BOVRIL LTD. GORLESTON CORPORATION GERM LUBRICANTS LTD 
COCACOLA LTD. JOHNNY WALKER GT. ORMOND ST HOSPITAL 
STANDARD MOTOR CO. GAUMONT-BRITISH , | 
FORD MOTORS LTD. DISTRIBUTORS LTD. GEOGRAPHICAL MAGAZINE 

A. E. GOULD & CO. LTD. CADBURY BROS. LTD. GEORGE NEWNES LTD. 
MENTMORE PENS BARCLAY’S LAGER DAILY MAIL 

ADLIS LTD. DOLCIS SHOES CANADA-FLORIDA CO. LTD 
LONDON CASINO BRYLCREEM IRISH LINEN GUILD 

BUKTA SWIM SUITS BATCHELORS PEAS PROVINCIAL NEWSPAPERS LTD. 
SUSSEX CHEMICAL INDUSTRIES VALSTAR RAINCOATS ANSTEYS LTD. 


%& Send for a copy of “Plane Facts,” it will explain how you 
can use this powerful publicity medium with equal success 


PLANE ADVERTISING LTD. 


BRETTENHAM HOUSE, LANCASTER PLACE, STRAND, W.C2 
Telephone : TEMple Bar 2850-9 Telegrams : PLANEADS, PHONE, LONDON 
THE AERIAL SPECIALISTS WITH THE AGENCY SERVICE 
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What About the ‘Live-in’ Trailer As 
A New Sales Aid ? 





ALESMEN of two firms marketing 
C prousehota goods, used a caravan- 

trailer attached to their cars last 
summer. This idea has three advan- 
tages: 

(1) Salesmen are able to carry a wider 
range of samples and to display them 
attractively in the trailers; (2) as the 
trailers are comfortably equipped as 
living quarters, they have been used, 
instead of hotels, by the men; (3) move- 
ment from centre to centre has been 
more rapidly made than by the normal 
means of ordinary cars or rail travel. 

The trailers are built in a way that 
makes them a valuable travelling dis- 
play for the firm. They are roomy, and 
thus allow the showing of goods that 
would otherwise be sold only through 
catalogues. Both firms that have used 
the trailers claim to have increased 
sales of lines that were not previously 
carried at all by their salesmen. 

The idea of salesmen camping out on 
their territories has been well-received 
by the men themselves. Last season 
lasted from May until September. This 
year the trailers will again be brought 
into use in April and, depending on the 
weather, will be used till October. 

Wo discomfort is given to the salesmen 
in camping for the night. Each trailer 
is a snug and warm living-room, com- 
plete with cooking-range. This does not 


Aids Trade Cata- 
logue Circulation 


N increased circulation of its cata- 
A logue has been secured by a 

wholesale house by a very simple 
means. 

This house does a large over-the- 
counter trade, so on the inside of the 
door was fitted a slotted box bearing the 
notice: ‘‘Have you had our latest cata- 
If not, leave your trade card 


A junior was detailed to clear the box 
each day at 3.30 p.m. and to dispatch 
catalogues by country post. Thus 
copies arrived on the customers’ break- 
fast-tables next morning. 

Over the first month the firm aver- 
aged four dozen catalogues a week. 


the buyer. 


mean that travellers are expected to 
cook their own meals, though several of 
the mên in both firms did this. They 
enjoyed the novelty of ‘‘open-air life’’ 
to the dull round of hotels. 

Not only did this arrangement cut 





Above : 


Shows the neat arrange- 
ment of thz living quarters 


Right : Trailer laid out as a shoe 

display room. Other products, tools, 

refrigerators, books, electrical goods, 

etc., are being successfully sold via 
the trailer 





Press Tool Sections 
Solve Acute Problem 


EM to production—press tools, 
jigs, gauges, patterns—are, we find, 
being made for their own use by manu- 
facturers—and small manufacturers at 
that. This development in many in- 
stances reveals why some firms continue 
to fill orders quickly while others lag. 

Important firms in Lancashire have 
lately developed fully this vital section 
of plant, are now unaffected by in- 
ability of tool-making firms to supply 
goods under three months. One small 
bakelite mouldings manufacturer told 
us he started his tool making after wait- 
ing four months for order filling by 
regular tool-makers. Then, with second- 
hand equipment and two of his staff 


point on their grounds. 


1. It enables goods to be put more attractively before 
2. More and bigger products can be carried. 


3. Salesmen can get more effectively from point to 


4. Saves hotel expenses. 


5. Salesmen who have tried it out like the idea. 


down expenses for the firms concerned, 
but their representatives were able to 
cover the territories quicker and more 
efficiently. Time was saved in particu- 
lar in the evenings and early mornings. 
Instead of staying in a town overnight 
the salesman took to the road and 
camped at a favourable spot at or near 
the scene of the next day’s business. 
Dependence on hotels was banished. 
In cases where the trailer was not 
needed, it was unhooked from the car 
and picked up again when necessary. 
Although this idea of salesmen using 
trailers has as yet been used by very 
few firms it seems a likely one to 
develop. Manufacturers who make 
a wide distribution of household, 


electrical, mechanical, textile and other 
goods, including foodstuffs, may find it 
a valuable new sales aid. 





who knew something of the craft, he 
filled his own most pressing needs. He 
is still waiting for original orders to be 
filled, but he’s not held up. 


O 


The Ford Company 
As Hosts 


HOUSANDS of people annually visit 

the Ford plant. At Dagenham, 
visitors are entertained in the works’ 
private cinema, where half an hour’s pro- 
gramme of films is shown depicting some 
of the up-to-date methods used in manu- 
facturing and testing Ford products. Fol- 
lowing the films, the guests are taken 
through the works and then are refreshed 
by tea and cakes served in an attractive 
café adjoining the cinema. 


(Continued on page 44) 


A chance to GRASP! = ; 1 


I l-Guinea Desks at only 






PLAN 2 Carriage Free : paces 
CHESTS = a g T 
Clearing at Un ique Offer 54 vee “i pS 


: £7 7 0 : Here is an unusual opportunity of getting amazing value! We have been making to 
: Built H "ie sarpa shag al 43 x 30 inside : order the above modern style of desk for the last year or two, with rapidly increasing 
: tailed drawers. Polished light, darko : popularity. Such desks cost 10 to 16 Guineas according to size. We have calculated 

: that, if we put through our works batches of 500, we shall be able to se!l them, on a 





; medium oak. Suitable for Drawing re 
yal eagg een pes i £l] Il O = fine margin, at £7 or £8. But we want to try out the possibilities first. So we have 
> g : made a few dozen only, as a test offer, at £6 15s. Od. (in real Oak : Light, Medium or 





34 x 32 : Dark Polish). 
: So here is your chance—while these 50-odd desks last, anybody can have them at 
° : £6 15s. Od.—and it may be the last chance. The desks are beautifully made in one of 
320 Beautiful : the largest and most modern of British factories. You can have this splendid desk on 


CABINETS 7 DAYS FREE TRIAL 


56/- Carriage Free. ON A MONEY-BACK BASIS. You risk nothing. 


: Act Now. Also ask for full list of office furniture. 
This wonderful borgan in roll-shutter : 
; cabinets is unprecedented. The : : i ; i ws argain list. 

material alone is worth the money. : Pencil your address across this cutting. Sale list of desks, also second-hand ba z 
gi) They are beautifully made of selected : will follow. 
Finnish Birch, burnish polished in any : 
E "ata o abn or eand Piano : r 
==} finish, 5/- ex.) There are 8 large sliding : SDA L d 54 57 Old 8 | L d E C 
=| trays, each 14} in. square. A really : 0 t °9 “3 al ey, on on, e we 
- good mee secures adnate Suit- : 

able for anything from papers to : ’ ; 

gramophone records. f Also at 16 St. Mary’s Parsonage, MANCHESTER (Blackfriars 6345). 


(City 3313 4 lines) 















CORRESPONDENCE 
WITH CLIENTS 


INSTRUCTIONS 
TO YOUR STAFF 


MEMORANDA 
FOR YOURSELF 










With the EDIPHONE at your elbow duties. Your typist has less routine 







you never need wait for dictation, you work to do ..... the whole office 
can dictate the moment you are ready benefits by this simple time-saving 
and so be free for other important method. 


EDIPHONE 


SYSTEM OF V. OCC- Writing 


Write for free demonstration at your desk. THOMAS A. EDISON LTD. 


Victoria House, Southampton Row, W.C.1. Branches and Dealers in all principal cities. 


@ The latest Ediphone product—the Telediphone—is now available for recording telephone 
conversations, Board Room conferences, minutes, speeches, etc. 
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Facts That Increased Our Profits 


In Direct Mail Selling constructive planning can 
be done only on a basis of carefully observed 
and recorded results of every previous campaign 


Py J. W. W. CASSELS*, Advertising Manager, Moss Bros. & Co. Ltd. 


GOOD many users of direct mail 
A are groping in the dark. The 

light to show you where you are 
going, whether you are progressing, and 
how to improve results is provided by 
statistics. 

Let me give you an illustration. Last 
year we wrote to our customers and in- 
vited them to send for a Christmas pre- 
sents list; 7,000 responded. By means 
of an order form, enclosed with the list, 
we were able to analyse a large propor- 
tion of the sales. We found that the 
majority were for riding articles. 
Statistics have taught us that for 
next year we can either cut down 
costs by confining our appeal to riding 
customers, or we can enlarge our 
Christmas-present stock to make it 
more attractive to general customers. 
Either way, statistics have shown us 
how to increase our net profits. 

Take another example. Once a year 
we write to all people who have not 
bought for two years. We send two 
letters at a fortnight’s interval. A care- 
ful record of results has unquestionably 
saved us many a customer; but these 
statistics have taught us something far 
more valuable. 

Some years ago, on examining two 
letters, I noticed that No. 1 first asked 
the customer if he had any complaint 
and then asked him to buy. No. 2 did 
the same thing in different language. 


————————— a 


*Mr. Cassels is Vice-chairman of the British Direct 
Mail Advertising Association and Chairman of its 
Statistical and Criticism Committees. 
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I wondered whether results might 
be improved if No. 1 had confined itself 
to inviting complaints and No. 2 to 
urging to buy. Having kept statistics 
of past results, I was able to make 
a comparative test and found a big 
improvement. 

When you circularize prospects how 
many mailings do you send out? And 
why? Have you made tests, or are 
you guided by someone whose opinisn 
you value? Statistics might tell you 
that à further two shots would increase 
results out of all proportion. On the 
other hand, you might find that at least 
three mailings were wasted. 


Comparative Results of 13d. and 
4d. Post 


Do you use d. or 14d. post, and 
why? Quite a number of people hold 
that 14d. post is always a waste with 
circulars. Statistics might tell you a 
different story for your business. Have 
you tested this, or are you guessing? 
Guessing comes off sometimes; but it 
is dangerous. 

In our business we usually use 1$d. 
post because our letters are personal 
and deal with matters that are the 
private and personal concern of our 
prospects. But if we are writing about 
something not personal we may use $d. 
post. We also use 3d. post if the rate 
of profit on the article we are offering, 
or the results we expect from the mail- 
ing, will not carry the cost of 1}d. post. 

We do not send sales letters or folders 
with our accounts. That method is 
suitable for a store or other advertiser 
who is offering a range of commodities 







































£163 2s. 6d. 


results of a series of six letters. 


in the record below. 


p-o 


a 







A few years ago ıt would have been 
unthinkable to suggest ready-to-wear 
tailoring to a man of your standing. 
To-day, our ready-to-wear service has 
advanced so far that thousands of 
London’s best - dressed men use tt 
exclusively. Here are some of us 
advantages :— 

t. You choose cloth and ‘clothes to- 
gether. Instead of picking out a 
material from a pattern bunch and 
hoping you won't be disappointed, 
you see the suit on before buying. 

2. You have no appointments to keep 
for “fittings.” One sit is 
enough. 

3, Our cloth ıs the finest that money 
can buy. Linings, cut, style, work- 
manship—all are of the same high 
quality. 

4. You save money. 

A suit from us will be as good as 
any you have ever worn, as well as 
the most economical good suit you have 
ever bought. 

You need not accept our word for 
tis. In a few minutes you can be 
fitted. If the result fails to reach the 
standard you have been led to expect, 
you don’t buy. But if it does come up 
to expectations, your tailoring problems 
are simplified. 

Will you give us the privilege of a 
call ? 









































Yours faithfully, 


in which the prospect may be expected 
to be interested because it is seasonal 
or a bargain; but we are selling service 
rather than particular suits of clothes, 
and we want our approach to be more 
intimate than the rather casual en- 
closure of a letter or folder with the 
account. 

Invariably we send a letter with a 
folder, but not always a folder with a 
letter. In other words, every shot we 
send out includes a letter, even though 
the main part of the shot is a printed 
piece. For this reason: the one great 
advantage of direct mail advertising 
over all other forms is that it is per- 
sonal. If you do not make your 
approach personal you are wasting the 
greatest asset of the medium. A folder 
is practically always impersonal: a 
letter personalizes it. 

How long should a letter be? Very 
rarely do I allow a letter to be longer 


(Continued on page 43) 


These two Tables are taken from the records kept by Mr. Cassels. Test No. 5 shows the 
The figures 6, I, 2, 7s 3: 5» 
particular letters of which a separate record is kept, and the figures in each column below 
these indices show the results achieved by the letters mailed 
recorded franking. Letter No 2 produced the poorest results, so its history is examined 
This Table shows that 


above the columns refer to 
on a certain date with a 


letter No. 2 was used in four series or 


Printed | 
Enclosure, 





campaigns, and that its position in the series was 








MS Spe 2 S a na varied slightly. Generally there was a sufficient 
Pees a) Noses | sme j e = 4] distance between the previous and following mail- 
E Oa D. NaN apoo + B 829| ings to prevent confusion of results. The March 
i | Feb. 25| Mar. 17) May 2 50 2 v7 ol 22 mailing was to a list compiled from the 

i | Mar. IT| Mar, 18 May 13 40007 | on 5314 4 








“Directory of Directors” ; each of the other 
three mailings were to lists of supertax payers. 














One Machine does the work of Two 


Continuous Form Billing in addition to regular typing 


Your typewriter actually does the work of two machines 
when used with ‘‘Fanfold’’ Continuous Form Adapter, because 
the many time- and money-saving methods of the Continuous 
Form Billing Machine are added to all the advantages of 
regular typing. 


“Fanfold” Continuous Forms typed over our Attachment effect 
savings in Billing time, and costs, ranging from 17% to 78% 
without affecting the operation of the typewriter for regular 
correspondence and other purposes. 


‘“Fanfold”’ Adapter places no strain whatever upon the type- 
writer carriage; because of the very simplicity of construction 
and operation there is nothing to get out of order. 


antfo/ 


Ltd. 


TRACE MARK 


NORTH CIRCULAR ROAD, LONDON, N.W.2 
Telephone ; GLAdstone 5477 (3 lines) 
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BOMB-PROOF and FIREPROOF 
: cash and book SAFES— 





SISSE 


new and 
second-hand, 

all sizes 
and qualities 

in stock 


* 


Please give full details 
of yourrequirements 
when writing. 
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K We carry the largest stock of New and 
Second-hand (reconditioned) Office 
Furniture, Safes, Typewriters and 
Visible Indexes in London, and guarantee 
to supply better value than any other 
firm. 


OFFICE EQUIPMENT CO. 


113 HIGH HOLBORN :: LONDON, W.C.I 


(Opposite Holborn Tube Station) 
Telephone : HOLborn 8235 
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INSTANT CONTACT WITH 


SALES MANAGER 
TECHNICAL STAFF 
ADVERTISING DEPT 
SECRETARY 
E ACCOUNTANT 
GENERAL OFFICE 


WAREHOUSE 
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Make your office 
the nerve centre 


The modern business organization is a delicate 
and sensitive machine—and cannot be run with 
ponderous out-of-date devices. Install the Ericsson 
Loudspeaker Telephone System and your office 
desk becomes the nerve centre of your business. 
Orders, queries, opinions, advice, pass swiftly 
from key-man to key-man. One man—or fifteen— 
you can ‘‘get them together’’ in a second on your 
Ericsson Master Station. 


Here are the advantages : 


1 Get through instantly to any 4 Hold a conference without 
* department without dialling, * any executive out of his de- 

calling a switchboard, holding an partment. 

earpiece, or speaking into a mouth - 


piece. 5 If necessary loud speaker can 
Hear replies ALOUD— aii Bdge off so that only 
. keeping hands free. y s. 
Right - of - way over other PORR ry 


Can you afford to 
be without these 
unique conveni- 
ences and advan - 
tages? Why not get 
in touch with us? 
Ask for particu- 
lars of our mod- 
erate RENTAL 
MAINTENANCE 
or make an ap- 
pointment for free 
demonstration AT 
YOUR ADDRESS 





MASTER STATION 


Ericsson Telephones Ltd., 67-73 Kingsway, London, W.C.2 


Tel.: HOLborn 3271-2-3 


LOUD-SPEAKING 
INTER-COMMUNICATION 
TELEPHONES 


SSSI 


- 
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VERY commercial motor vehicle 
Fes: carries a very heavy burden: 

the system of taxation, which com- 
pels him to contribute towards roads 
upkeep at all times, even when his 
vehicles ave out of action. 


This being so, every transport execu- 
tive must naturally turn his attention 
to all aspects of the idle vehicle problem 
and make perfectly certain that his 
transport organization ensures the maxi- 
mum vehicle availability. 


Perhaps a few facts and figures will 
help us to obtain a true perspective of 
this all-important subject. 


In every 365 days in the year there 
are, for most operators, 84 days in 
which a motor vehicle is unable to earn 
anything. This is made up of 52 Sun- 
days, 52 half-days on Saturdays, and 
six public holidays. 


The table reproduced in Fig. 1 shows 
the standing charges allocated to four 
types of vehicle per annum. 

Dividing this total by 281, the 
number of full working days in the 
year, we see that for every 5 days in 
the week when the vehicles are unable 
to work, owing to breakdowns or other 
causes, in standing charges alone is 
lost the figures as shown in the bottom 
line—indicated by the black arrow. 


This does not include any amount for 
drivers’ wages, which may or may not 
have to be found, neither does it include 
loss of profit or hiring charges to replace 
the vehicles that are idle. Further- 
more, no account is taken of the costs 
involved in providing spare vehicles. 
The figures, however, will at once 
emphasize the vital need of keeping 
vehicles always available for duty. 
Stated in a few words, the test of 
efficiency for a firm’s transport depart- 
ment is the number of days upon which 
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its fleet of vehicles is able to work 
throughout the year. Apart from de- 
preciation and interest, it will be seen 
that licence charges are the next largest 
item. 

Here one may argue that it is possible 
to sursender the licence at the end of the 
month and renew it again one month 
thereafter. Arrangements are usually 
made to adopt that course whenever 
possible. I quite agree; but with the 
best intentions in the world the idea 
does not always work out as one would 
wish. 


Money Can Rarely be Saved in 
This Way 


Road accidents may occur when they 
are least expected, and then the repairs 
required are of such a nature that a 
month is too long a period to have the 
vehicle off the road; so it does not actu- 
ally pay to surrender the licence. How- 
ever carefully one may control the 
transport system, it is quite impossible 
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CARLTON F. ROBERTS, M.C., F.I.T.A. 
Transport Manager, Hovis Ltd. 


How to Cut Down the 


‘IDLE’ TIME 
of your Road Vehicles 


to avoid wasting some portion of the 
licence duty by paying for it when the 
vehicles are not available for work. 

The situation is serious enough for a 
large business concern having ample 
resources, but the small vehicle operator 
is handicapped almost out of existence. 
In the first place he has to pay out a 
large sum of money during the first 
week of the year, which absorbs avail- 
able cash for some weeks to come. 
Next, he may have difficulty in paying 
for the necessary spare parts to keep 
his vehicles in a roadworthy condition. 
Small wonder, then, that some unfor- 
tunate operators are obliged to run their 
vehicles in imperfect condition in spite 
of that menace to the safety of all road 
users. 

How, then, can we help ourselves to 
increase our vehicle availability ? 

Here are a few golden rules, some of 
which can be applied immediately 
whilst others refer to matters con- 
cerning which we must look to 
motor vehicle manufacturers for their 


Fig. 1. Bottom line shows standing charges that 
are a dead loss if the vehicle is laid up; and 
these figures do not include drivers’ wages, cost 
of hiring other vehicles or loss of business or 
profit through failure of the delivery service. 
Idle time, therefore, is VERY expensive 
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Can you detect the idle 
hours in the total oper- 
ating time of your 
lorries ? 

No? Then we can. 








nh 
a anka EE . 
PEAN ; $ i a 






You have time recorders to check the working hours of your 
factory or office labour, but what check have you on the 
drivers responsible for operation of your vehicles ? 


SERVIS MOTOR RECORDERS 


will automatically effect a complete check on idle vehicle 
time indicating the time and length of every stoppage. 
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A—Started late from garag 
B—Nothing to do till 9.00. 
C—At work making deliv. rie 
D—Stop of 30 minutes. W 


These instruments can also be fitted to plant machinery, textile 
machines, cranes, lifts, packing machinery, etc., enabling you to tell 


} 7 E—Lunch “hour” 
right down to a 20 seconds stop when and when not a machine has F—AY work makir détives 
been under load. G—Stop of 1 hour. Wh | 


H—Reports at 6.30. Overtime | 
I—Truck used at night VW hy | 


S E RV | S R EC O R D e RS LTD. Servis Recorder for trucks, showing how a typical chart is read. 


CAPITAL COST $d. PER DAY, TAKES 2 MINS. 
72A RED LION STREET, LONDON, W.C.1 TO FIT, MODELS 8 HOURS TO 8 BALE 








a 














THE DELHI 


Modern design, 
with moulded 
case in Walnut or 
Mahogany finish, 
and Chrome Bezel 
as illustrated 

12 in, dial 143 in. 
diameter 


“I put businesses 
on a sound basis” 



















Says Mr. Sectric 


a Y job is the simple one of keeping my clocks true to 

Greenwich, And I do it just by plugging them in to 
the A.C. electric mains. Then no one has to wind them or 
regulate them, and none of them ever gain or lose. Everyone 
can then rely absolutely upon the time kept by them. Accur- 
ate clocks encourage sound ideas of punctuality, accuracy and 
efficiency; they facilitate correct records and proper costing.” : THE DERBY 


Moulded case, 
Walnut or Ma- 
hogany finish, 
also White for 
kitchens or bath- 
rooms. Outside 
diameter 8} in.; 
Depth 23 in.; 
Dial 6 in. diam. 


Smith Sectric Clocks are made in styles for every type of 
room and building—make a choice to-day. Running cost 
only |/- a year per clock. Brochures free on request. 








Issued by : 


Smith’s English Clocks Ltd., 
Reed. Cricklewood Works, 
Ç L London, N.W.2 
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keen appreciation of our operating 
difficulties : 

First, the choice of the right vehicle 
type must be regarded as of supreme 
importance. It is better, in my opinion, 
to buy a model which may be slightly 
out of date, provided it conforms in all 
details with those already in use. 
Vehicles of fresh design from stem to 
stern may impress the mechanics who 
have to look after them as being strange 
and complicated. 

Buy on the experience of somebody 
else, if it is better than your own, rather 
than be influenced unduly about the 
initial cost. 

Listen to the salesmen of different 
manufacturing concerns. Although no 
good salesman disparages a competitor's 
models, it is quite likely that you will 
learn something about the weak spots 
in other vehicles, even if they do not 
mention their own. 


These Factors Give Your Vehicles 
Longer Life 


To facilitate quick repairs, deal with 
firms specializing in unit exchanges on 
reasonable terms. 

Bear in mind that the vehicle you 
purchase to-day will probably remain 
a unit of your fleet for the next five 
years. Try to gauge the trend of motor 
legislation as it may affect you in 
the near and distant future. It may 
mean more to the success of your 
transport organization than the obvious 
and immediate economies. 

To ensure greater vehicle availability, 
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Fig. 2. 


Comparison of Sizes of Brake and Clutch Lining. 
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There is still insufficient standardization of parts by vehicle manufacturers. 


Look at these varying sizes among 7 makes of 30 cwt. chassis. Asterisks indicate 
2-wheel brakes only 


operators would be well advised to 
allow sufficient time in the running 
sheds for the regular inspection of all 
chassis units. 

That, to my way of thinking, is the 
secret of good maintenance, and only 
by preserving the vehicles in a high 
state of mechanical efficiency is it pos- 
sible to achieve the maximum number 
of working days per annum. Catch 
every defect in the early stages before 
the trouble develops to serious propor- 
tions. 

Carry sufficient stocks of spare parts 
to avoid unnecessary delays when re- 
pairs have to be tackled. More time 
often wasted in waiting for replacement 
parts than that actually spent on repair 
operations. 


Whenever possible work back to 
standard. That is to say, arrange 
the repair system so that worn com- 
ponents may be restored to their 
original dimensions. Unless that is 
done the principle components in a 
number of similar vehicles may vary 
considerably in respect to their vital 
dimensions with each succeeding over- 
haul and eventually standardization 
ceases to exist. 

Vehicle working hours will be im- 
proved if the running shed is organized 
for night maintenance work to operate 
in conjunction with a day repair shift. 
It is quite easy to arrange a system 
which provides for doing most of 
the mechanical work on chassis units 

(Continued on page 43) 





Output Raised 20 °/, . . . Spoiled Work Reduced 20 °/o 
When these Adjustable Lights and Special Work-Benches were Installed 
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Adjustable lamp 
for direct light 


a . E oe 


PERIOD OF OBSERVATION 






Average inorease 
19.5 per cent 

















Installation of im- 
proved lighting oom- 
pleted. Rest pause 
also introduced. 
(Rest period ineluded 









Si! Improved lighting 
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aleto. were being 
al installed during 
I this week as working time in 
caloulating hourly 
output) 


Foot operated 
switch for ad- 
justable lamp 









PERATIVES were assembling electrical parts, affixing fine 
wires into position with a high degree of accuracy. Under 
normal lighting conditions output was low, headaches frequent 


and standard of eyesight steadily falling. When experimenters 
of the Institute of Industrial Psychology introduced the special 
work-bench shown on the left, and instituted rest-pauses, not 
only did output improve, as shown by the curve on the right, 








Job broken down 


Awaiting su 


BEFORE MAKING CHANGES 






but comfort of operatives was increased enormously, and 
absenteeism, that had been steadily increasing, was reduced 
almost to nil. In a complete description of the experiment 
published in The Human Factor, Mr. J. H. Mitchell explains 
that the Institute carried out this experiment to prove to a 
sceptical manufacturer how modern psychology can help prac- 
tical business. The manufacturer was completely convinced. 
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Maximum efficiency can only 
result from perfect physical fit- 
ness and the ability to with- 
stand the exacting demands of 
modern conditions, 

The essential principle of the 
“Litesome”’ Supporter-Belt is to | 
oe give support where support is E| pane esaesa i 
“needed. It controls and re-energizes the delicate muscles of the lower W } eee g 

“abdomen, embraces and uplifts the vital organs, prevents tendency to 
rupture, varicocele and prostate gland, and produces a beneficial effect on 


the whole nervous system, Soft in texture, light in weight, hygienic, 
oo Washable, durable, reversible, 


MAYFAIR: Mopex 10/6 

i me Super quality material 

DE LUXE moner 4/6 
Made in two sizes, 28-84 and 


84-40 inches waist. 


- For maximum comfort and con- 
“pemience have ong in wear 
















is like ahaa tor the need popra 
haystack. You may get in touch with him 
on your ’phone, but it is more. lik 

one in the wash. From good : | be pursuing him through itf 
ga Fae ned a FOR CONSTANT WEAR BY getting more and more irritated 








Postage 3d. extra, Overseas Bd. E VERY MAN. 


-FRED C. HURTLEY LTD., 17 Victoria Park Mills, KEIGHLEY | °F dial. The Dictograpi 


you without delay by immedi hall 
| departments. Just flick a yi for art a instantaneous ee 
| 7 | | | tour of your buildings and | bring your man vig eo ee a 
| Facts and Ideas f Of | | into your very room. There are no exchange, no 


dialling, no preliminaries to contact, no numbers _ Be 


Advettiser S that | You | to remember, and no intermediaries. 


can Use with | Profit 


[F you could gather for yourself all the latest news, 
| developments, and the most successful plans in 
| the advertising field, and those selling ‘methods 
mp. Proved soundest in actual practice—— 




























l _ How much would it be worth to you? 





, younds and Pounds! For it would help you to get more out of your 
g. advertising: and to increase your turnover and profits. But the cost, 
a | if you did it yourself, would be prohibitive. 


: Here is a way you can do it for less than a penny a day 


‘or in the pages of the ADVERTISER’ S WEEELY there comes to your 
k every Thursday just such a complete report as you conid wish for, 
‘the most recent news and developments in advertising and selling and 
the latest ideas in Press, Poster, Direct-Mail. Outdoor, Sign, Film, Novelty ~ 
d every other branch of advertising. In addition, you also get Marketing 
EVEYS, both regional and overseas, which show you the sales possibilities 

fi facilities in all the markets covered, 


: To secure all these sales and advertising ideas, facts and 

ata regularly every week, you need simply order your 
wsagent to deliver “ADVERTISER'S WEEKLY” 
ry Thursday morning. Or, if you prefer, first send a 
com for a specimen copy TO-DAY to the Publishers :-— 
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We Have Finger-Tzp Control of Our 


Hire-Purchase Accounts 


In 12 Retail Stores 


By J. LIPERT 





HE rapid growth of this business 
from four retail centres to twelve 
in roughly four years, with an in- 
crease in total turnover of more than 
300 per cent, has, to a large extent, 
been due to the modern systems of con- 
trol and management that we have 
introduced. 
Outstanding among these has been 
the mechanized control of the account- 
ing side of the business. 


Decentralization Demands Most 
Effective Type of Control 


In an organization such as ours a 
very great proportion of the business 
is done on a hire-purchase basis, and 
when these types of accounts, many 
thousands of them, are decentralized in 
branches spread over a wide area, sen- 
sitive and close-up control at head- 
quarters is absolutely essential. 

I might interject here that, under our 
old system—and before we expanded— 
it took two people a full month to 
balance our sales ledgers by hand 
methods. And we had then—in 1933 
—only four branches. It also took a 
month to get out a full profit and loss 
account. 

To-day, with twelve very active 
stores, we have a complete balance of 
sales ledgers the same day as the final 
delivery notes come into head office 
from the branches. This is, our sales 







balances for the whole organization are 
close up to within twenty-four hours, 

Our bought ledgers are balanced 
within a quarter of an hour of final 
invoiees arriving from branches. 

It is with such control as this that 
we have been able to plan much further 
ahead, to use our finances more effectu- 
ally and so reduce, in proportion, our 
overhead costs. 


Many thousands of H.P. ac- 
counts at twelve active stores 
are automatically balanced 
every twenty-four hours: as 
contrasted against the old 
method — before mechaniza- 
tion—of a whole month to 
balance only four Stores’ 
accounts 


The equipment we installed for this 
comprehensive control of our hire- 
purchase business consisted of two 
Burroughs’ automatic book-keeping 
machines in conjunction with the 
Copeland-Chatterson system of Vertical 
Visible Mechanized Accounts Records 
housed in Cope-Chat Fire Files. 

The outstanding feature about our 
system is its simplicity. From the 


guga 
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Managing Director, Easterns Ltd., 


Furnishers 


time a customer opens a hire-purchase 
account with us until the final payment 
is made the keeping of all records of 
cash received, cash overdue, and so on 
is a matter of daily check and balance. 

Briefly, what happens is this. When 
a customer comes into one of our 
branches to open a hire-purchase 
account, the details of the goods 
bought, the conditions of their pur- 
chase, the amount of the deposit paid, 
and the amount of the instalments are 
entered on our records. 

Now each branch is divided into four 
sections for the sake of simplicity and 
easy working of the system. Each of 
the branches, too, have records of a 
special colour. For example, one will 
have yellow records, another pink, a 
third white, and so on. This helps to 
keep our records distinct in our files. 


Here is the Detail of the 
Routine 


But to return to the customer. When 
a payment is made, a receipt for the 
money is written out in triplicate—the 
original for the customer, a copy for 
head office, and the final copy for use 
in the branch. 

The record of the receipt of cash is 
posted to the branch’s own accounts 
for the day. By use of an ordinary 
type of summary card, the branch’s 
accounts are kept balanced at the 


These two Burroughs’ auto- 

matics handle the whole of the 

book-keeping side of the busi- 
x ness 
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New 
— LEDGES... Ææ 
POSTING 
EQUIPMENT 


by 


“POST-HASTE” SMOOTHLY SPEEDS POSTING because 

* THE UNBROKEN FEEDING EDGE KEEPS PACE 

WITH THE MODERN FRONT-FEED ACGOUNTING 
MACHINES 


Advisory department renders free advice on all posting problems 


PERCY JONES [ /24cé| LTD. 


Chansitor House, Chancery Lane, London, W.C.2 


Chancery 897!|—Ex. 7 
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How many Departments would you like to have 


AT INSTANT GALL 


E Lare there 5,10, 15 or 202 


How much time could be saved on communicating between your 
office and the department you wish to make contact with—or if 
not your time, that of your messenger? 







u y 


SIEMENS 


NEOPHONE I/ntercommunication System 


Private Telephone Dept. 
Siemens Brothers & Co Ltd, 38-39 Upper Thames St, London EC4 


Phone - - - CE Ntral 2332 


In either case, the Neophone Intercommunication System saves you 
inconvenience and delay. 


By just pressing a button you can be talking to the man you want 
with just as much comfort as though you and he were in the 
same room. 


For SALE or RENTAL 
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branch and, therefore, provide a second- 
ary check against the balances achieved 
at the head office. 

At the end of each day all the head 
office copies of receipts, both cash and 
hire-purchase, are mailed to the head 
office by the branch. 

The information on these receipts is 
sufficient to guide in selection of the 
appropriate accounts cards. For instance, 
every customer is given a file reference 


code. Say Mrs. P. Smith opens an 
account. She is given an alphabetical 
coding—S. This is followed by the 


date on which the account opened, say, 
the zoth. Thus, the file reference be- 
comes. $20/ (whatever the numerals 
allotted that type of account may be). 

Thus, when these receipts come to 
head office with this information on 
them, they are handed to juniors, who 
simply walk to the visible mechanized 
account records and pull out the cards 
needed. 

An ordinary type of ‘‘Sortagraph’”’, 
but numbered 1 to 31, the days of the 
month, instead of being in alphabetical 
order, is used. Record cards pulled 
from the files are grouped in dates in 
the Sortagraph and handed to the 
operators of the two book-keeping 
machines. 

In this apparently insignificant action 
much time is saved. The machine oper- 
ators, you notice, never have to move 
away from the machines in order to 
get their work. It is brought to them. 
Later, when they have posted the cards 
by extracting the information from the 
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Some of the Cope-Chat Fire Files ; each cabinet houses approximately 2,000 live account 
resords, all visible for instantly checking their full histories up to the last 24 hours 


receipt slips, the juniors collect the 
cards grouped in the Sortagraph and re- 
distribute them in the files. 

This means, of course, that the post- 
ing has brought the individual records 
right up to the minute and, at the same 
time, has ensured correct posting to the 
general accounts sheets. Thus, at the 
end of each day’s posting, complete 
detailed figures of the standing of all 
hire-purchase accounts and of the total 


hire-purchase business, credits and 
debits, are available. ; 

The point will likely occur to you: 
How about the reference code to the 
accounts? Do the customers have it, 
or is it kept at head office or at 
branches ? 

As I mentioned before, when an 
account is opened, full details are re- 
corded. Conditions of the agreement, 


(Continued on page 45) 





Modern Business Methods demand a high standard of Effictency 


and so 
THE 


PRIMUS 


AUTOGRAPHIC 
REGISTER 


has been designed to provide the means 
by which Continuous Stationery with all 
its advantages can be used for all kinds 
of handwritten multiple forms. All the 
operator does is WRITE—then a turn of 
the handle ejects the completed forms, 
files a copy under lock and key and 
automatically sets a new set of forms in 
You can readily see the 


position. 
enormous saving of time. 
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The illustration shows 
also Interfold continu- 
ous form as used with 
the Primus Register. 
It is an unbroken 
chain of 250 or more 
form sets. Each set 
is written as though 
it were a single sheet. 


CARTER - Davis LTD 


Queen Elizabeth Street, 


London, -S sbi 


ess 8} x 54 ins. s 
= FORM : 








COPIES > 
Without Carbons 





HE need for carbon paper has 
been much reduced by the inven- 
tion of an appliance which can be 
attached to any make of typewriter. 
The attachment is simple to put on any 
machine and consists, fundamentally, of 
an extra ribbon. (See above.) 

Apart from the saving in carbon 
paper, use of the appliance for normal 
work also (1) saves time; (2) enables 
two “‘originals’’ to be produced at one 
typing; (3) keeps typists’ hands clean; 
(4) does not interfere in any way with 
the working of a typewriter. 

The fact that for ordinary corres- 
pondence there are no carbon papers to 
be handled is itself a means of saving 
time. So also is the ‘‘no dirty hands’’ 
factor. Waste of paper through soiling, 
too, is cut down. The present price of 
the equipment is £3 3s. 


O 


Keeps Office Machines 
Properly SERVICED 


OME of the more complicated office 
G machines need expert attention 

periodically. To ensure regular in- 
spection by the manufacturers’ skilled 
service men one company keeps a 
special tickler file which indicates the 
correct dates for the visits of all 
maintenance men. Coloured signals 
call attention of the clerk to ‘‘service 
visits” due. 
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The New 
General Manager - - 







“From my actual experience Rotaprint will 
save us 50% of our Printing and Publicity 
costs with exactly the same quality” 


DOES 
nl SAVE You 30° |. 


Write or Phone for Particulars to-day 


KAYE’S ROTAPRINT AGENCY LTD. - CECIL HOUSE -° Holborn Viaduct, LONDON 
Telephone: CENtral 5655 (5 Lines) Telegraphic Address : ROPRINTLIM, CENT, LONDON 














ATENT OR 
NESTING SPACE 
CHAIRS ECONOMY 


Ideal for canteens, concert halls, etc. 
Large numbers of these chairs can be 


rapidly stored away in very small 
floor space. 


Catalogue B, with full details 
gladly sent on request. 


Pat. No. 344159, 
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‘Mechanized Accounting’ to This Firm 
Means Fitting T HEIR Machines 
To YOUR Systems 


ECHANIZATION has speeded 
Me business routine work by hun- 


dreds per cent, released labour 
for other and more creative effort and 
lowered costs to a fraction of their 
former proportions. Yet such mechan- 
ization is frequently piecemeal. Often 
the broad view is absent. 

The most simple illustration of this 
is the firm which uses typewriters but 
still posts ledgers and other business re- 
cords by hand. Then there is the type 
of firm that has got to the book-keeping 
machine stage but has not investigated 
the savings possible by using machines 
for getting out statistics, sales analyses, 
for cheque and receipt, writing and 
so on. 

Normally this ‘‘little by little” condi- 
tion is the direct outcome of not ex- 
amining the whole of the routine and 





special needs of the business. Thus the 
inconsistencies arise. If you dressed 
such firms’ staffs according to the date 
of the methods they use at work some 
rare sights would meet the eye. Beside 
the slick, modern girl manipulating the 
keyboard of an adding machine would 
be a crinolined miss, busy (to make the 
picture complete) with a quill pen! 


Your Time Is Taken Up Once 
* Only, This Way 


This month I called at the offices 
of Burroughs Adding Machine, Ltd., 
Regent Street, London, and was shown 
how piecemeal mechanization in ac- 
counting and business routine work can 
be avoided. For one of Burroughs’ 
outstanding features is the completeness 
of their range of business machines. 


A A BER RE 
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Accounts completely mechanized by Burroughs’ equipment in the office of N.iKilvert & 
Sons, Ltd., lard refiners, Manchester. No. 1 is a Duplex machine for sales analyses and 
other statistical records ; 2, 3 and 6 Automatic book-keeping machines for sales ledger 
and statements, also for purchase ledgers and remittance advices ; 4, two Electric Carriage 
Typewriters for invoicing ; 5 and 10, Desk Adding Machines ; 7 and 8, Electric Cal- 


culators ; 9, Typewriter Accounting Machine for cheque and receipt writing. 


Operators 


2, 7 and 8 are seated on Burroughs’ Correct Posture Chairs 


By C. E. DAY 


They have a machine for every phase 
of work, for all accounting and book- 
keeping from the receipt of orders to 
the payment of company dividends, 
and for all those other vital needs— 
statistics, analyses, costings, and so on. 

This completeness in equipment is a 
point worth considering when you 
mechanize routine and other work. It 
means that the investigation of your 
needs, the training of employees and 
the actual installation of equipment is 
done all together. The interruption to 
business is, therefore, cut to a minimum. 

The need for machinery in the office 
and administrative side of a business 
can rarely be met without thorough in- 
vestigation. That is where the trained 
specialists of the Burroughs Accounting 
Service help you. The specialists are 
men who do no selling. Their job is to 
investigate the office routine of any 
business and submit detailed plans for 
handling the work more efficiently and 
at lower cost. Any business, big or 
little, can have the service of these men 
free of charge or obligation. 

A point worth keeping in mind is 
this: specialist investigation is a de- 
tached, impartial work. The specialists 
are interested only in preparing detailed 
plans for doing, in the quickest way at 
lowest cost, the routine work. The idea 
isn’t to sell as much and as costly equip- 
ment as possible; quite the reverse, be- 
cause the firm wants to build business, 
not to snatch profits. The fact that the 
company has been in existence 50 years 
is proof enough of this policy. 


Over 400 Different Machines 
Are Available 


Many people are misled by the name 
“Burroughs Adding Machine, Ltd.” 
Adding machines are only one part of 
the firm’s 400 odd lines, which include 
book-keeping, typewriter accounting, 
typewriter calculating, non-listing, cal- 
culating, statistical and cash registering 
machines, as well as their new range of 
electric carriage typewriters with special 
models for invoicing, cheque and receipt 
writing, etc. There is also a supplies 
and service department. Supplies in- 
clude ribbons for all machines, carbon 
papers, rubber cushion key-tops, chairs, 
journal sheets, rubber pads, roll paper 
for machines and so on. The service 
side is carried out by specially trained 
inspectors. These men give a check, 
maintenance and repairs service to all 
users of the machines. Your staff is 
also trained, free of charge, in the use 
of the equipment. 


Some of the mass of interesting equip- 
ment I saw included desk adding 
machines. They were of a variety of 
styles, with six, eight or ten columns’ 
Capacity, wide or narrow carriage, hand 
or electric operation. Such machines 
are very easy to use. Even juniors do 
not need special training to become 
operators. Moreover, they are really 
“desk adders’’, for they take up less 
space than a typewriter and are 
portable. 

Similarly, space-saving are the desk 
book-keeping machines which give even 
one-man businesses the advantages of 
machine-posted accounts and records. 
The ‘‘desk book-keeper’’ enables all 
ledgers to be posted and balanced daily, 
correct statements to be posted on time, 
figure work to be kept up to the minute, 
and vital daily figures to be known each 
day. 


Book-keeping Machines for All 
Businesses 


During my visit I saw book-keeping 
machines suitable for every type of 
business. These are the chief points 
about them: all ledgers are posted and 
balanced daily; accuracy of each post- 
ing is automatically proved as it is 
made; additions and subtractions are 
automatically controlled; debit or credit 
balances are calculated automatically 
and printed by depression of one key; 
totals of all postings are automatically 
accumulated; statements or remittance 
advices are automatically prepared as 
by-products of posting and are ready 
for dispatch at any time; front-feed car- 
riage enables detailed journals to be 
prepared automatically. 

The work done on these machines in- 
cludes sales, purchases and general 
ledgers; stock records; costing; analyses 
of sales, purchases and expenses; peri- 
odical financial and trading statements; 
dividend warrants and summaries; pay- 
roll work—preparing wages summary, 
earnings record and pay envelope 
simultaneously. 


Typewriting and Accounting 
On One Machine 


One of the most useful pieces of 
equipment is the typewriter-accounting 





brings the strong-room into the office. 
Actual test shows 30 per cent safety 
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The “Maybee” High Speed Posting Tray. 
Adjustable ends securely clamp 100 cards 
or give generous posting Vee when fully 
loaded. Simple. Light. Portable 





t“ Maybee” Trays are equally suitable for 
ordinary cards or Vertical Visible, the 
Perfect Accounts Control System. This 




























suit all Cards. 
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is right. 


is the Ideal Combination 





The Cope-Chat 
range is compre- 
hensive. There 
is no need for 
us to push any 
one type and our 
advice is there- 
fore absolutely 
unbiased. Ex- 
pert advice or 


service is avail- 
able throughout 
the provinces 





This type of Tray and Trolley is made in sizes to 
Fitted with three-way ball-bearing 
Strongly made of best British steel 


For nearly half a century we have not only 
kept abreast of the developments in Ac- 
countancy methods but have created many of 
the ideas on which that development depends. 
We have for years worked in close association 
with the machine companies and our experience 
No one type of equipment will meet 
every need. Our range embraces several alter- 
natives in each type and we are therefore in an 
exceptional position to meet any requirement 





The “Express Posta” Combination 
Binder Tray. One simple lever move- 
ment converts Loose Leaf Binder into 
Copi Spond Posting Tray. Allows for 
offset 





The “Fast Grip” Combination Binder 
Tray securely grips one sheet or one 
thousand, Instantly convertible by 
simple Trigger movement. Permits easy 
off-setting 


The “D” Binder is the Speediest 
Operating Ledger made. A quarter-turn 
of the key and the Binder springs full 
one instantly. Fitted with Seal Pattern 
oc 





“Modern Machine Accounting”, our latest 
booklet, will be sent free on request 


File gives convenions saa! Fire THE COPELAND-CHATTERSON COMPANY LIMITED 


EXCHANGE HOUSE, OLD CHANGE, LONDON, E.C.4 
BRANCHES THROUGHOUT THE PROVINCES 


margin Works : STROUD, Glos. 
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Photograph reproduced by courtesy of the Coronation Accommodation See a NS 
Committee 


Unique occasions also bring unique opportunities for the services 
of Kardex Visible Records. 

At the Olympic Games last year the whole of the details respecting 
each competitor were recorded in Kardex. Instant selection through 
visible titles and sight classification by signals did much to aid the 
smooth organization of the Games. 

Now, once again, a unique occasion—the Coronation—brought 
problems and found a solution via Kardex. F 

The problem of finding accommodation for the thousands of visitors 
to the Coronation—some prepared to pay a thousand guineas a week, 
and some half a crown a night, was solved by the battery of Kardex 
illustrated above—where inquiries were often satisfied in five seconds. 

Just one of the many examples of Kardex service. 





Simplify Organization 


Visible Record Systems 


| LEADENHALL ST., LONDON, E.C.3 
MADE IN ENGLAND 


Represented in all principal Cities in Great Britain and throughout the World. 


WU 
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machine, which combines the automatic 
features of the electrically worked add- 
ing-subtracting book-keeping machine 
with the function of a standard type- 
writer. It is particularly useful for all 
accounting which requires detailed de- 
scription. The collating front-feed car- 
riage allows quick, sure alignment of a 
number of forms, say, ledger account, 
statement, journal or audit sheet. Post- 
ings are analysed on the journal and 
complete proof obtained of postings and 
analysis. 


Typewriter-Calculators That 
Do Multiplication 


The typewriter-calculating machines 
I saw were unique in that they do 
multiplication. They print the results 
of their own calculation by depression 
of a single key. Other features about 
them are: automatic adding-subtract- 
ing; full typewriter keyboard; auto- 
matic accumulation of balances. 

For jobs where you need to combine 
extensions and additions in one opera- 
tion and accumulate results, these 
machines are valuable. They function 
perfectly on work such as stores records, 
labour and material costs, inventory 
and the like. 

Non-listing calculators for adding and 
calculating without a printed record, 
and statistical machines for handling all 
kinds of analysing, statistical and tabu- 
lating work, are two other varieties of 
the scores which I noticed. But there is 
not space here to mention them all and 
their uses, nor to deal with any par- 
ticular machine in detail. I can only 
give a broad outline of Burroughs equip- 
ment. There is, however, one point 
shown by this outline: you don’t have 
to adjust your needs to meet the 
capacity of any one machine. 


O 


ASSENGER carriages with an improved 

appearance and semi-streamlined bodies 
are to be introduced on the surface lines 
of the London Transport Board. An order 
for 401 of these new type carriages, which 
will cost £1,500,000, has been placed with 
the Gloucester Railway Carriage and 
Wagon Co. 





O 


N order for 32 aeroplanes for the 
Swedish Royal Air Force has been 
placed with the Gloster Aircraft Co. 
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“VELOS” LETTER OPENER 


PRECISION MODEL 
WITH LATEST IMPROVEMENTS 


Made in England. 





Retail. 


Write for List of 
“VELOS” Office 
Appliances. 


FRANK PITCHFORD & Co. Ltd., “Velos” House, Well Street, 
Please menticn ‘*Business.’* LONDON, E.C.I. 


in the 
morning... 












SPEED UP THE 
OPENING OF YOUR 
MAIL BY SAVING 
20 MINUTES IN 
EVERY 30 NOW 
TAKEN— WITH NO 
FEAR OF DAMAG- 
ING CONTENTS. 
















in the evening. . - 


FOR AFFIXING YOUR 
STAMPS AT THE RATE 
OF 150 PER MINUTE 


USE THE “VELOS” 
“LIGHTNING” 


STAMP AFFIXER 


WITHOUT COUNTER 
; 4 Gns. 


WITH COUNTER 
4} Gns. Retail. 


Made in England, 
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<: We bear the costs of producing the 
olders. The dealers can obtain them 
rom us at a rate of 12s. 6d. per 1,000, 


Dealers bear the cost of delivering the 
ers. This delivery can be effected 
their own private arrangements or 
rough a firm of distributors with 
m. we have an agreement, whereby 
, will distribute any dealer’s folders 
8s. 6d. per 1,000. and upwards, 
ording. to- district. 

“a dealer decides to take up the 
ircularizing scheme, he first discusses 
he. matter with our representative. 
etween them they decide on the num- | 
er of folders to be distributed and to 
which district and to what houses the 
olders must go. Then, for the follow- 
ng six months, a folder is. covers to | 
hose houses- -once a month.. 

=o You may be interested to know that 
since we started this circular scheme 
dealers have been able to trace direct 
results. “Customers have come in with 
the folders in their hands; often they 
_ find their way to the shops by means 
F of the small street plan on the back! 
“More than 150 of our dealers are now 
using this scheme. Hi 





The Representatives Help Dealers 
In These Things, Too 


As I have said just now, the repre- 
sentatives play a big part in the whole 
-scheme. Their suggestions guide the 
department in its service to dealers. 
-Display and advertising materials, num- 
bers of sets, and a thousand and one 
things that crop up in dealer-manufac- 
turer relationship are under their guid- 
ing hand. So it is with this advertising 
service scheme. In tackling the prob- 
lem of Press advertising, for instance, 
«the representative discusses it with the 
dealer. Between them they decide such 
_ problems as: (1) what local papers are 
„available; (2) which paper or papers it 








~-is necessary to use; (3) the size and fre- | 


< quency of the advertising; (4) whether 
=the cost of this matches up with the 
estimated turnover. | 
- If, in these discussions, problems a arise 
“that cannot be handled except by an 
sexpert, or the dealer wants to discuss 
< points and problems that call for 
special knowledge, then the representa- 
< tive passes through a request for the 
galer. Publicity Department to take 
) the matter with the dealer. The 
eee then sends around a special 
„who goes into the problem in 
al ‘with the dealer. 

“here is one other point before I close 
article, and that is the individual 
lealer advertisements. Natur- 
eme, such as I have out- 
ot allow a lot of small local” 
be brought in, nor does it 
ty. Preen advertisements : 


























The actual cost to us is zos. per 1,000. | 
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We have helped 


these 


ADMIRALTY | 
AIR MINISTRY 
WAR OFFICE 


ALM. OFFICE OF WORKS 
HOUSES OF PARLIAMENT 

SOMERSET HOUSE 
BRITISH MUSEUM, ET 


E GENERAL POST OFFICE P 4 


AMS. 


GWAR. : LNER.; 
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l BANK OF ENGLAND _ 
= ong ether lead anks 





“IMPERIAL CHEMICA 
INDUSTRIES LTD. 


* 


KODAK LTD. = 


+ 


HUNTLEY & PALMERS LTD. 


+ 
j. LYONS & CO. LTD; 
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CARRERAS LTD. 


DUNLOP RUBBER CO. 


MORRIS MOTORS LTD. 


IMPERIAL TOBACCO CO. 
{of Gt. Britain & Ireland} 
LTD. 


STEWARTS & LLOYDS LTD. 


HARRODS LTD, 


and we can 


Telephone. 


will ask to have a dln: dasseted in his : 
advertisement, saying that he supplies, 
say, electrical equipment. 
does not allow this to. be done. : 
does it enable the dealer to say: “ I: i 
think I'll advertise this set next week.” + 
The sequence and content of the adver- 
tisements are out of his hands. 
size, style, copy, blocks and all the rest J f Alt 
are entirely the decision of the advertis- make 
ing agents once the dealer has agreed to 


take the service. l 
There are, of- a 





illustration I can. give is in the case of 


| Organizations 


of materia s 4 
-tion and offi 





can hold up entire organizations, € 






help yours f 


LAMSO 


SUCCESSORS TO LAMSON STORE SERVICE CO. LTD. & LAMSON PREUN 
132, CHEAPSIDE, LOND 


NATIONAL 0202 


e one or two ex- 
ceptions to this general rule: 
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reduce risks of loss 
by fire or vermin 








Install “VALOR” 


Steel FilingCabinets 
To-day 


HOUGH low in cost these 
Cabinets are made of best 
British Materials throughout 
and to the usual “VALOR” 
high standard of workmanship. 


“VALOR” Cabinets are easily 
handled and have none of the 
disadvantages of wooden Cabi- 
nets which are liable to warp or 
crack and do not offer complete 
protection against vermin. 


They can be supplied in quarto 
and foolscap sizes with from 1-5 
drawers, and are attractively 
finished in olive green stoved 
enamel. (Special finishes can 
be arranged for.) 

Write to-day for List 29, V 55, giving full 
particulars of these Cabinets; also Steel Cup- 


boards, Shelving, Clothes Lockers, etc., to meet 
all office requirements. 


We are also manufacturers of Fire 
Extinguishers for the complete protec- 
tion of Offices and Works. 


The VALOR CO. Ltd. 


BROMFORD, ERDINGTON 
BIRMINGHAM 
S.W.i 


London: 


120 Victoria Street, 





are now investigating the question. We 
want to find out how many of our 
dealers want to include some small, 
specific point in their advertisements. 
A case I have in mind is that of weekly 
instead of monthly H.P. terms. Most 
dealers use the latter arrangement, but 
some like to use the former. If we find 
a sufficient number of dealers wanting 
to offer weekly H.P. terms, then we will 
prepare a special series of advertise- 
ments incorporating that point. 

It is obvious, however, that in any 
standardized scheme every whim and 
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fancy of the individual cannot be 
granted. Therefore it is safe to say 
that we are not normally willing to 
break our rule that standard advertise- 
ments are unalterable. 

Naturally, as I have explained, the 
genial and efficient working of our 
dealer advertising scheme depends 
largely on our representatives. With- 
out them the scheme would probably 
be ineffective, possibly useless. ‘That, 
however, is conjecture. What we do 
know is that our present organization 
and plans do a thorough job of work. 


Marketing TRENDS... 


Fashion-Minded Millions 
Revitalizing The Markets 


EYNOTE to April selling is upsurge 

in fashion goods buying. This, 
added to Coronation sales of high-class 
souvenirs, is revitalizing markets beyond 
expecéations. 

Latest retail sales, February, showed 
a total gain of 7.8 per cent over cor- 
responding month 1936; employment 
figures at 11,242,000 revealed that 
553,000 more are at work to-day com- 
pared to a year ago; latest wage in- 
creases total {29,900 a week, affecting 
243,900 people and bringing the figures 
for 1937’s first three months to 2,159,700 
people getting {191,700 a week more. 
Building plans passed in March exceeded 
those of March, 1936, by 5.2 per cent. 
Exports and imports showed a rise of 
£7,000,000 and £14,000,000 respectively. 

Cheerful pointers, these figures, and 
backed by reports from big store chiefs. 

Says the manager of London’s biggest 
fashion house: “‘All fashion goods, 
dresses, gowns, sports wear and so on, 
are selling far better than we antici- 
pated.” 

Other provincial and metropolitan 
big stores tell similar stories. Home 
markets are buying higher-priced goods, 
judging from style and fashion angle, 
not price. Coronation visitors only swell 
this market. - 

O 


More ‘Whoopee Cash’ For 
North’s Annual Joy Trek 


TARTING 12th June, closing 11th 

September, millions in the North 
seek joy, spend millions of £s. Generous 
spenders, too, hitting high spots with 
spot cash—yours for the planning. 

Blackpool, mecca of mass revellers, 
holds place one as holiday-makers’ host. 
But higher wages, easier travel, broaden- 
ing influence of modern life, has aroused 
migratory instincts in Northerners. Very 
popular are Isle of Man, Scarborough, 
Channel Isles and pleasure cruises. 
Resorts south also attracts nowadays 
those pleasure bent for a week. Keep 
all these places in mind when planning 
sales to Lancashire/ Yorkshire factory 
workers. 

Remember, also, money’s more plenti- 
ful this year among such markets. 
Lancashire holiday savings clubs in 21 
towns paid out {1,500,000 last year 
between June and September. This 


By The 
MARKETING EDITOR 


year plus money swells spending power. 
Every one of over 100 cities and towns 
listed on this page has benefited by 
recovery and wage rises, adding to holi- 
day money by scores of thousand fs. 


F Here 
Are The ‘Wakes’ 


June 12: Kirkham. 

June 26 to July 3: 
Astley Bridge, Barrow- 
ford, Bolton, Farnworth, 
Nelson, Turton. 

July 3 to July 10: 
> Atherton, Brierfield, 
Burnley, Hindley Green, 
Kirkham, Leigh, Rad- 
cliffe, Tyldesley. 
Crompton, Freckleton, 





July 10: 
Lees, Failsworth, Hollinwood, Middle- 
ton, Oldham, Royton, Shaw. 


July xo to 17: Darwen, Earby, 
Great Harwood, Hebden Bridge, Hor- 
wich, Rishton, Todmorden. 

July 17 to July 24: Barnoldswick, 
Blackburn, Chorley, Clitheroe, Colne, 
Heywood, Padiham, Stalybridge. 

July 24 to July 31: Accrington, 
Bacup, Church, Compstall, Mossley, 
Oswaldtwistle, Waterfoot, Bollington, 
Clayton-le-Moors, Haslingden, Newton 
Heath, Rawtenstall, Skipton. 


July 31 to August 7: Coppull, 
Manchester, Pendlebury, Swinton, 
Wigan. 

August 7 to August 14: Bamber 


Bridge, Bury, Denton, Elland, Freckle- 
ton, Greetland, Halifax, Huddersfield, 
Leyland, Marple, Preston, Rams- 
bottom, Reddish, Ripponden, Royton, 
Sowerby Bridge, Stockport, Totting- 
ton, Woolfold. 

August 14 to August 21: Brad- 
ford, Brighouse, Crompton, Edenfield, 
Littleborough, Rochdale, Shaw. 

August 21 to August 28: Ashton- 


u.-Lyne, Broadbottom, Droylesden, 
Glossop, Hollingworth, Duckinfield, 
Hadfield. 


August 28 to September 4: Fails- 
worth, Hollinwood, Lees, Middleton, 
Oldham, Springhead. 

September to September 8: 
Hebden Bridge, Radcliffe, Kirkham, 
Todmorden. 

September 4 to September rr: 
Facit, Gorton, Hyde, New Mills, 
Shawforth, Whitworth. 


250,000 From Overseas 
Still Seek Souvenirs 


ELIABLE estimates put overseas 
Coronation sightseers at 250,000 for 
Crowning week alone. For the season, 
numbers will be bigger than that, say 
official estimators. 
Bigger in mass, more important in 
money terms, is the home crowd for 


Coronation. In provincial England, in 
Scotland, Wales, Ireland, millions are 
spending special celebration money, 


hundreds of thousands are making trips 
to metropolis. 

London retailers say that overseas 
buyers are numerous, home customers 
multitudinous. 

Apart from fashion goods mentioned, 
people are buying good-class souvenirs 
of glass, pottery, similar goods, and 
household articles. Particularly im- 
portant is the vogue for bright colours. 
The head of one famous store summed 
up this way: ‘“‘British homes are going 
gay.” 

This colour craze shows in all classes 
of goods. Example: Heavy selling of 
coloured linens. 

Another factor stressed is uptrend in 
tastes and prices. Noticeably, people 
have more money to spend, are spend- 
ing it. Moreover, retailers express confi- 
dence that rising prices of all goods will 
not dampen market. 

These are points to bear in mind for 
marketing schemes this summer and 
autumn. 
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Two-Stroke Sales Action 
That Will Get Results 


AKES” provide openings for two 
sets of sales : (a) before, (b) after 
holidays. 

Special sales drives in towns listed 
two weeks or so before holiday date 
should be slanted: ‘‘You need these 
goods for your holidays.” Particular 
needs of these holidaymakers—clothes, 
shoes, trunks, sports outfits form main 
body of buyings. There are openings, 
too, in toilet goods, especially women’s 
hairdressing lines’ Everyone is slicked 
up to go away. 


Spree-time mostly goes in entertain- f 


ment, sports, sightseeing. Some food- 
stuffs are sold outside rooms, boarding- 
house, hotel or what you will. Best 
general market at resorts is for presents 
bought for people back home. Especi- 
ally good sellers are articles with local 
angle to them. 

Sales efforts for foodstuffs, household 
goods, don’t pay immediately before, 
but worth while immediately after holi- 
day week. Time-lag of one week sug- 
gested after holiday, to allow families 
to get cash in hand. Campaigns, town 
by town, on these lines pay well. 


O 


Seaside Dull Days Have 
This Very Bright Lining 
F you sell furniture, crockery, cutlery, 
furnishings—any article that’s used 
in the home—there’s a market to be 


(Continued on next page) 
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ORDEAL OR 
OPPORTUNITY ?_ 





C. K. BRIGGS 


How the New Salesman 
Quickly Won Promotion 


How would you react to the invitation 
to “‘say a few words”? Would you decline 
the invitation, or mumble a few incoherent 
phrases and sit down in confusion; or could 
you say your say clearly and confidently 
and finish in a burst of sincere applause? 
Do you dread the ordeal or welcome the 
opportunity? Read this typical story of 
George Roberts—a man who was ready for 
the opportunity of his lifetime. 

Every year a certain large manufactur- 
ing firm holds a dinner for its staff. Every- 
one is there, from Directors to Clerks. It 
is the custom of the Chairman to call for 
a short speech from someone in every 
department. On this occasion Briggs, the 
Chairman, expecting to get a laugh out of 
the Sales Department, called on George 
Roberts, the latest recruit to the sales 
force. But he didn’t know that this was 
the very opportunity Roberts had been 
waiting for. 

Instead of the stage-fright, ‘“‘catcalls’’ 
and jeers he had been expecting, he 
received a brilliant little speech in which 
the hard kernel of knowledge and confi- 
dence was unmistakable. Roberts’s speech 
won the applause of the evening. 


BRILLIANT SPEECH BRINGS 
COVETED REWARD 


Tom Ellison, the Sales Manager, 
was amazed. “ʻI never knew you 
could speak so well,” he said. 
“Why, you are just the man I’ve 
been looking for. How would you 
like to come with me to the London 
conference?” The most eagerly 
sought after privilege in the depart- 
ment his for a three-minute speech! 
All because he was ready to grasp 
his chance. He had trained him- 
self in the art of Effective Speech, 
conquered stage-fright and ner- 
vousness, developed the hidden 
“knack” that lies buried in seven 
out of every nine of us. Twenty 


GEORGE ROBERTS 
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ave ai ANNUAL DINNER 


TOM ELLISON 


minutes’ simple study each day in the 
privacy of his own home had quickly lifted 
George Roberts out of the rut and made 
him a man that mattered. 


REMARKABLE SUCCESS OF 
HOME STUDY TRAINING 


You, too, can do the same—overcome 
embarrassment, _ self-consciousness and 
stage-fright. You can rapidly learn to 
speak easily, convincingly and com- 
pellingly and rise to the heights of your 
ambition—to leadership, power and 


success. 


GET READY FOR YOUR 
OPPORTUNITY—NOW 


No matter who you are or what you are, 


get ready now to grasp life’s golden oppor- 
tunities. Don’t delay another day. Send 
at once for a brilliant little book, “‘How 
to Work Wonders With Words’ It tells 
you all about the training which gave 
George Roberts, and thousands of others, 
the chance of their careers. No cost. No 
obligation. 

PSYCHOLOGY PUBLISHING CO., LTD. 


(Dept. B/ES15), 3, 5 and 12 Queen Street, 






Manchester, 2 
POST COUPON 
IMMEDIATELY 


FOR AMAZING BOOK 






PUBLISHING CO., 
3, 5 and 12 Queen 
Manchester, 2. 


LTD. 


Street, 


PSYCHOLOGY 
(Dept. B/ES15), 





FREE 
Words” 


Please send immediately my 
“How to Work Wonders With 


copy ot 


Pr T E EA : 


j------------—- 








plenish all stocks. depleted by wear, te: z 
breakages, ee 

Fashion, too, is pl: aying a hand į m i 
market. Boarding-houses are becoming 
modernized, thus getting more trade 
better prices. Up-to-date furnishings 
and furniture will, experts say, sell well. 
this coming “‘replenishment season’. — 
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Dairies to Skim Cream In 
New Orange Juice Market 


RANGE juice as a dairy line is the. 

keynote to the new Green Spots 
orange juice marketing scheme planned ` 
to open this month. Dairies are the >- 
retail outlets, instead of grocers, con- ~ 
fectioners and similar retailers. ae 

This development points ways to new ~ 
marketing ideas. By picking on dairies, 
distribution and advertising plans are ~~ 
moulded to suit outlet. The orange = 
juice is bottled by dairies that distribute ._ 
it. The type of container used is similar 
to normal milk bottles. 

As local dairies take up retailing the 
product, display materials and other — 
dealer help is given, local newspaper =. 
advertising is started. National adver- 
tising is to be launched later. ‘ 

Use of unusual retail outlets is the 
feature of Green Spot’s plan. It raises. 
suggestions that manufacturers should 
examine without bias. possible outlets <> 
for their goods. Chains of milk bars, 
countryside libraries and similar modern 
store developments provide new, some- 
times novel, stepping-off places for. 
thrusting at record sales figures, opening . 
fresh territories. 


ciae e Hf their office was suddenly deprived 7] 
of the telephone and typewriter the 
result would be an impossible situation. 
And so with Shannon Visible Records, 
Once they have been initiated into 
your office they become as equally 
indispensable. The Shannon method of 
recording is not merely a newfangled 
- -presentation of an old idea, it is a vastly 
_ superior system of recording facts and 
_ > data in.a form which is instantly available 
o> and can be assimilated in a flash. Why 
fot make inquiries now and make an 
honest comparison with your present 
rethods— if. you do may we predict 
vat you wont be long before you 
non x bible Records, 
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Workers Hack More Coal, 
Stack Up The Wage Chips 


OAL mining, ground floor and partooo- 
foundation of Britain's industrial. < 
house, paid miners {9,000,000 morei o 
wages during 1936 compared with 1935. 
Marketing directors should re-line 
plans for mining areas. Time now to. © 
open up local schemes, push new food-. _ 
stuffs, furnishings, furniture, clothes, 
all personal goods. With wage. rises 
continuing, employment improving, p 
districts are worth special marketing 
plans. a 





























15-17-19 Kingsway, W.C.2 
Bristol Liverpool, Manchester, 

“Glasgow (Agents), Cairo 
AEgyet) 
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Generosity Money Makes 
Group Spending Elastic 


G the country for. localities 


WHEELS are WHIRRING! 
where groups get spending fillips by 


Better trade often results ina greater degree of unpunctuality— way of bonuses, restored pay cuts, cele- 
which eats into your profit. Time is a vital factor — never was pranon money and the like. In Ma 


it so valuable — and it can be made fully productive by the 
$ a chester, Birmingham, Bristol, Glasgow 
G.B. System” which encourages punctuality and induces ane other cides thousands ot employe 


efficiency by its fairness and impartiality. are finding windfalls of cash. Instance 


Albion Motors, Ltd., Glasgow, are re 

GLEDHILE. ROOK funding total sum of pay cuts enforced. 

, | two years back. This means several 

- hundreds of men will divide up over five 

3 TIME RECORDERS LTD. figures ae ia them, nf oe 

| old-lined market for many types of 
(38, EMPIRE WORKS, HUDDERSFIELD |, 


| Sass". per in the “presents. 
















Facts That 
Increased Our Profits 


(Continued from page 26) 


than one page, though if the subject 
and the skill of the writer will carry 
a longer letter a page and a half might 
sometimes be ventured. 

We have never made a test of the 
comparative pulling power of colour 
in a folder compared with black-and- 
white, but this is because I believe that 
if the job can afford colour it should 
be used for its greater attention value. 


You Must Devise Your Own 
Checking Methods 


Now a word about checking results. 
Every business must evolve its own 
methods according to the conditions of 
its trade. If mailings follow closely on 
top of one another there is the obvious 
danger of the tardy results of one mail- 
ing being attributed to its successor, 
which may just have been sent out. 
Generally, however, I should say that 
in our business the effective life of a 
letter is under three weeks. 

You will see from the tables that 
actual sales results vary enormously. 
Take Test No. 5. Letter No. 6 (re- 
corded in the first column) produced 
two sales, one of £6 16s. 6d. and the 
other {1 1s. Results from letter No. 1 
varied from half a guinea to £6 15s. 
On what basis should the results of the 
letters be evaluated? We reckon that 
a new customer is worth £6 a year for 
three or four years, regardless of the 
amount of his first purchase induced 
by the letter, but of course he has to 
be followed up. 

But it is not safe to imitate another 
firm because they have the same class 
of customer. Even two firms selling the 
same product are so different that it is 
never safe to say that both would suc- 
ceed with the same direct mail policy. 

Don’t make one test and assume you 
have the right answer. I recollect a 
direct mail campaign to prospects which 
was very successful with the exception 
of one letter. This is letter No. 2 on 
facing page, giving mixed results tabu- 
lated above, depending on test in which 
it was used. If I hadn’t had a history 
in past campaigns, it would have been 
scrapped; but these past records showed 
generally that it was very successful. 


O 





Whatever the size of your 


OUTGOING MAIL... 
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FACTORIES 


25 Minutes from King’s Cross to Welwyn Garden City Station 


INDUSTRIAL DEVELOPMENT DEPARTMENT 
WELWYN Telephone: Welwyn Garden 248 HERTFORDSHIRE 








you can safely leave the 
question of franking to a | 
UNIVERSAL Postal Franker. 
This machine not only franks 
your mail hundreds per cent 
quicker than the job could | 
be done by hand, but it | 


provides a much closer check — ' 
The Universal 





on your postal expenditures. 23 posta; go, Junior which 


°MInations fr ives you any of 


bi n 


ë 
pa 


Universal machines are made om 4d. to Iiġd. 


How To Cut Down! to give, in one impression, any postal value from id. to 


. . 29s. 114d. Moreover every letter you send can be a free 
G ? V 2 
Idle ehicle Time advertisement for you as well. Let us send you free of 


obligation an illustrated brochure by return. 


during the day. In this way all neces- 

sary. parts are prepared in readiness 

for the night staff to assemble on the 

vehicles when they return to the depot : 

at the end of their day’s work. VICTORY HOUSE, 99/101 REGENT STREET, W.!. 


- Do not allow vehicle overloading. | Universal Postal Frankers Ltd. Head Office & Works l-7 Canonbury St., London, N.I. Clissold3613/5 


Although at first sight it may appear | qqgg—guaer sen 


(Continued from page 30) 
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economical to carry an extra amount 
of pay-load, the practice will eventually 
result in the loss of working time. 
There is a risk, also, that in over- 
loading any vehicle beyond its rated 
carrying capacity the manufacturers 


More work 
in less time, with re prar 


Let us now assume that our operating 






methods are right and that all mainten- 


° ance work is conducted on highly effi- 
cient lines. Are we now immune from 
any troubles that may result in the loss 


of vehicle working days? 
ADDING MACH i N ES Unfortunately, no. We have still to 

face the bugbear of all maintenance 
work, i.e., the inadequate standardiza- 
tion of chassis parts. Here is where 
motor vehicle manufacturers can do 
much more to assist the operator. 

The running shed stores may be full 
of replacement parts, but if one parti- 
cular piece is missing nothing else will 
do. An adequate standardization would 
ensure interchangeability between simi- 
lar accessories made by different manu- 
facturers without any restriction of de- 
sign or development. 





Greater Standardization Will 
Much Improve Efficiency 


The Society of Motor Manufacturers, 
and Traders, in collaboration with the 
Institution of Automobile Engineers, 
have gone deeply into this matter, and 
the result of their deliberations are dis- 
tributed to all manufacturers in the 
form of data sheets. 

In practice we find that their recom- 
mendations are seldom adopted. No 
two makers have the same ideas as to 
the standard dimensions for such simple 
component parts as brake drums, brake 
linings, clutch fabrics, wheel races, fan 
belts, and numerous other items. 

I have collated a mass of data to 
prove how this lack of standardization 
reacts to the disadvantage of maximum 


LI HOURS WORK IN | HOUR 


aM er . vehicle availability, but just one rough 
British Made From 13 GNS. only sxpatipioa Which 1 vive hors E Fae 
By Demonstrated and sold by will indicate the seriousness of the posi- 
BELL PUNCH COMPANY BULMERS, 9! Queen Victoria Street, LONDON, E.C.4. tion. The figures are self-explanatory 


LTD. JOHN MACLEOD, LTD., 116 Hope Street, GLASGOW, C.2. 


Also at 13 South Charlotte Street, EDINBURGH, 2. and will provide ample food for 


39 ST. JAMES’S STREET CALCULATING SERVICES, | Albert Street, BIRMINGHAM, 4. | reflection. : 

LONDON - S.W.! BRANSONS (Office Equipment) LTD.,5 Halford Street, LEICESTER, Apart from accessories l and com- 
GILBERT WOOD (Arithmetical Machines) Ltd., 4 Albert Square, ponents, the lack of uniformity in 

Rey REGENT 153% MANCHESTER. vehicle design is a serious disadvan- 





tage to the operator. Variations in 
the positions of control pedals consti- 








107G t Effi . F y F t 9 tute a grave danger and may imperil 
the lives of other road users. Seventy- 
O rea er ICIENCY or our d d Ojue a five per cent of driving skill is intuition, 
but remove a driver from his accus- 
@ Does your catalogue gain for you all the orders it could? tomed vehicle and place him in charge 
@ Does it make the most of the advantages of your products? of another with the controls arranged 
iar sng age oh Re differently, and he becomes a menace 
od on the road until he has mastered the 
@ Does its physical appearance suggest that yours is an new control positions and can work the 
enterprising, up-to-date firm ? pedals subconsciously. 
@ Years of specialization in catalogue production has given us How many accidents have occurred 
a fund of knowledge which might be useful to you. Would as a result of stepping on the accelerator 
you like our suggestions in connexion with your catalogue instead of the brake, or getting into 
(without obligation of course) ? reverse when the intention was to go 
W ahead ? 
J. . RUDDOCK & SONS There is no disadvantage in these 
Catalogue Specialists LINCOLN alternative control lay-outs, which 


should be standardized by legislation. 
Every operator in this country is 


and at 3 Old Jewry, London, W.C.2 





THIS BOOK i 
oe of course, we as operators can : 
o much to reduce the cost of idle a CH ALLE NG E 
ehicles, the ideal state of affairs will | | | ww k 


nly materialize when legislation and 
nanufacturing progress advances hand- 
n-hand for the amelioration of indus- 
tial road transport problems. 















We Have Finger-Tip 
Control of Our 
‘Hire Purchase A/es. 


(Continued from page 34) 


complete with details, are also set forth 
on a hire-purchase card handed the cus- 
tomer. On this card is placed the refer- 
ence code, so that when a customer 
comes in to pay an instalment; the clerk | 
making out the receipt can take down 
the code. 

- Sometimes it so happens that a cus- f 
-tomer comes into a branch and has not 
with her the hire-purchase card. This, | 
_ however, does not lead to any confu- | 
“sion. The money is taken and a receipt 
issued. Qn the receipt is the customer's 
full name and address. 

That evening the receipt is posted 
with the rest of the batch to head office. 
There, when the junior pulling the cards 
“notices that no reference.is given, the | 

visible panel strip file is consulted. On 

this file is kept the names and addresses 

and the reference code of all hire-pur- : A copy of this fascinating | book , 

chase accounts open at all branches. |§ ‘‘Lost Motion’’ will be sent too — 
That is all. Thus, the junior takes the | J principals on receipt of business card. =c 
codeless receipt, consults the appro- | $ 
priate panel of strips, finds the name 
and address of the customer concerned 
zand there is the code reference, which 
vleads the searcher straight to the right 
file cabinet. ms AATA SABA 

In our tens of thousands there are | E- ee 2 ae ee. 

‘some accounts that need following up | E THE SHANNON Ltd., Imperial House, 15-17-19, Kingsway, W 





Only neglect and prejudice stand = 
between many a firm and a lowering — 
_.. of its office costs. This booklet turns — > 

= a floodlight of attention upon office 
= planning, equipment and systems. It — 
places a finger upon many wastes, ~ 
leakages, and losses, and indicates | 
how much money can be saved in the -o 
office when space and equipment are 
planned for production. It is the first 
Step to a more profitable under- 
standing of office management. — 

















> or call for some investigation. For that Birmingham, Bristol, Liverpool, Manchester, Newcastleon-Tyne, tslas gow (Agents), Caird i 
job the visible signalling system of the 
“mechanized account records makes 


‘checking and following up a very easy 
matter. | 
“<The visible system cards, as you 
likely know, have a date line strip at R d 

‘the top. This is covered by a strip of C tie’ LEAFLETS, FOLDERS 
-celluloid-type material, under which is | § A f, BROCHURES, SHOWCARD 


IDE A S, 
DRAWINGS, 








.* 


slid a red signal tab. The date strip < | 
id. tabs are visible for every account $ xe j LABELS, PACKAGES 

a file. By setting the red signal at BOR a PRESS ADVERTISEMENTS | 
e date when payment is due, a con- O- QT | oe he | 
stant reminder is on hand. For ex- ILLUSTRATIONS FOR 
‘ample, all accounts due on the 2oth of >t. GR ADVERTISING 

the month are thus signalled. When 
that. date arrives and passes, those Mte Gr hone 
counts not settled stand out clearly, | fer Tarif No. 


d action can be taken immediately, een 

the. ogee the day of the 2oth if C R I C HT O N 
essary. There is no time-lag between STUDIO S LTD. 

pay o S of this | fs Chancery Lane, w.c2. Phone: Hot. 8400 





















| methods and using the m y] 
-| of hire-purchase book, the job. took 
. | several weeks. Moreover, the busi 
then was a third of its volume to-da 

As I said previously, all our accoun 
ing is now carried out in this manner, 
and every type of account is kept poe 






























and so on. Not only does it mean vast 
saving in time, money, .labour and 
space but we have freed i ourselves 0 
the. interruption and disorganizatio 
that once was associated with the 
annual auditing of accounts. 













C HAVE YOU CONSIDERED 

E A TEST CAMPAIGN 
IN NORTH LINCOLNSHIRE 

THROUGH THE A 










New Products—N sw 


| Markets 
J MARKETING FACTS & FIGURES “BOOKLET 


: ee ‘exhaustive data regarding $ the e Grimsby. op sow. furniture is being manu . 
: factured in premises which. were. 
formerly part of Palmer’s shipyard. After 
a year’s working 60 hands are employed, 
and this number is expected to be doubled 
at the end of 1937. Some of the mens... 
although new to the industry, are already 
earning as much as their fathers earned as oo 
Se eee ee | ot skilled workmen in the shipyard ten years 

The NEW me WEVA | ago. -The firm is Greaves & Thomas: oe 


at N O R B R E j | Tyne Street, Ow 









Northcliffe ewaahen Orme Limi leod. 
carmen pagent: London; Ẹ, CA 4. Phone Cen. 6000 


O 





T Pelaw- aniy né, a cabinet-making Cae 

factory is under construction, and thes 
first wing of a mass-production chair. 
factory for Chairs, Ltd., at Sunderland, 
has just been completed. When the — 
factory is fully built and equipped it will 
have an output of 50,000 chairs a year: —— 
of every type, including dining, fireside, ee 
arm-, bed- and reclining chairs. ae 













“Most wonderful family Hydro in Europe. ÀA self- 
contained Resort for conferences. Right on the 
edge of the sea at the best end of Blackpool. 60 
acres of finks. Room for 800. 2 Ballrooms. Cinema, 
23 Tennis Courts. Bowls. Gym. Billiards. Covered 
warm Swimming Bath. Sun-ray, Tonic and Medicinal 
Baths, Tariff and Terms from}. H. Shorrocks. 





id the ROBIN Record-keeping system 
ime and. money in your office as it has 




























ti because indexing and reference 
ples No ‘‘dead’” matter need 
‘Saves space too-——-compact. 


O 


Book now for Coronation and Whitsun 


NORBRECK HYDRO, BLACKPOOL HE establishment of E on 
ms factories in South Wales - 
announced by the Minister of Labou 

March. : 
Negotiations between. the Govern 
‘the frm of Low Temperature Ca 
tion, Ltd., and the trustees of the. 
Trust have resulted in the selec 
site at Llanharan, Glamorgar 
“‘coalite’’ carbonizing plant. | 








) oney—because: economical to install 


maintain. There are years of wear in 
outly- -built ROBIN Locsaleaf Book. 


oupon for “ROBIN” Outfit on 7 days’ 
at special price. 


RUDDOCK & SONS 
leaf Book Manufacturers 
o ‘LINCOLN 


3 OLD JEWRY, LONDON, E.C.2 


ROBIN’ Outfit on] days’ approval 
nd “ROBIN” Book, 5° x 8, ene 
et bound full maroon. buckram, A-Z index 


“feint Tr (please tick | 
“4. Gash or ruling res 9 6 
: . double ledger quired} post free. 


































A FREE SERVICE 
TO “BUSINESS” READERS 
We maintain a Service Department 
ready to serve you with informa- 
tion on Machines, Equipment, or 
any Office Appliance. 
We will advise, secure printed 
particulars, and, if desired, put 
you in touch with firms supplying 
services or products in which you 
are interested. 
a Service Department, BUSINESS 
E vioki at Whitefriars House, Tallis Street, =o 
cbt : E.C.4 Pes oS 

















W ING to high: volatility, coal i 
7 Lianharan_ (Glam). -area is “special 
adaptable for by-product and ail- ‘from 0) 
processes. > 
The new works will absorb - somè“ F30 
tons of coal. daily. 7 
Other new. enterprises include: 
A sewing-machine factory. at.” Mei 
An engineering. works at Aberdare 
“A reinforced- concrete works. at. 






















‘HE Government has selected sites in 
< Glamorgan and Pembrokeshire for a 
filling factory, a bomb factory, a 
ines depot, and a military aerodrome, 
timated cost of all these developments 
between three and four million pounds. 
Development of three collieries in the 
th Valley, also in Glamorgan, is likely 


absorb ‘several hundred unemployed | > 


aa 


A QUICK-RELEASE hand magnet, to 
be used for separating ferrous parts, 
separators, testing ferrous inclu- 

n foodstuffs, and collecting small 
articles, such as pins, tacks, etc., 


orkshop and warehouse floors, is | 
= product of a Sheffield firm, James | 


& Co. Operation is by means of a 


mntrol lever fitted to the body, and after- 


‘ork has been picked up, a single 


ovement of this lever de-energizes the 


“limbs which release the load. — 
| a 


Di ART of a mill in Blackburn has been | 
"taken over by a new company formed | 


to manufacture men’s protective clothing. 
_ Machinery is being installed and produc- 


vill eventua 


hundred people. oo) 


The town formerly © 
__ Dut there are now many other trades, most 
of which have been accommodated in 
_ former cotton mils. ` : 


Q 


HE Coltness Iron Co., in co-operation 


< A with Imperial Chemical Industries, is 
-to erect works in the Clyde area for the 
< production of non-ferrous metal tubes for 


_the shipbuilding, housing and general | 


“engineering trades. 


O 


( LARGE engine-testing plant is being 
installed at a 45-acre site on the out- 


, skirts of Coventry which the Morris 


tganization has planned as an adjunct | 


{its main engine factory in the centre 
‘Of the city. 


PENCILS 


ENUS PENCILS are 
omparably smooth 
d long lasting, their 
ndard of quality never 
varies. 
‘MADE IN ENGLAND. 
N THROUGHOUT THE WORLD 


oy re begin in July or August. Work 
lly be provided for about two 
a had few industries | 
_ other than those connected with cotton, | 


You have to use stationery for ir 
similar repetitive tasks. There is 
be Primus Continuous Stationery 
why it should. o E 
Primus forms save time—as much J ; ne hour in three 
because they eliminate non-productiy ration é 
sertion and removal of sheets and 

Greater accuracy is assured. 
Tediousness of routine-work is eliminated so 
tempers and flagging energy are displaced. _ 


FOR FULL PARTICULARS WRITE OR PHONE 


If you desire information from the Editor or from Advertisers at 


| and post to s= 


BUSINESS Service Department, Whitefriara House, Tallis $ 


NA ao nk s amama. e KK a ie a anon v anman.. ai. 


Please send, without obligation, more information in connection with: 


ment {or advertisements) in the May, 1937, issue of Buen: 
below. me Side 


MAS deem cells E Reet Met ee Ee ee ee sa mince e aibi e e E 


Numbers (see Index, page 5)......... PEET E lane: PaT 


TPR Fe ee eset eke an x we eet 


ee AAP OSS oo His eee 
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ite ‘Sartoughs 9: ‘Column 
oo AB column Sterling Calculator 445, Portable State- 
enmen Machine 

“pains. Dixon 




















A Career in oe for you 
Achieve success in Advertising by spare-time 
ady, Secure a post of influence with 
prospects for the future. The British College 
E Advertising course constitutes a thorough 
raining for ambitious men and Women who 
ant to PROGRESS. Write to-day for 
eo” FREE brochure. 


THE BRITISH COLLEGE OF ADVERTISING LTO. sept. 357 


. é Carmelite Street, London, 
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FFICE EQUIPMENT FOR SALE 


overnment and other Steel and Oak Card 
x Cabinets by Ronco, etc. Filing Cabinets, Desks, 
Also. PLAN C ABINETS, New. and Second-hand, 
jw prices, Write for Catalogue.-~The Miscetlaneons 
Ltd., 13 New Oxtord Street, WCL 





BRAVON 
ALL-STEEL 
CABINETS 


For Account 
Books, Records, 
Documents, &c. 


MODEL “A” 


30/- 


Carriage Paid. 





; List Free i 
- BRAVON OFFICE EQUIPMENT CO. | 


7% Victoria Street, LONDON, $.W.1 
phones: vistors oe and 6374 





+ Senne a asanarea moema etenisi roren ati 


Calculator £20 0 0. 


ZOR aud many other guaranteed bar- 
Matthews & Co., 46 Pilgrim Street, 
Newcastle-on- T yne, L tog es s 


` Serre etn nes 


IDDI MACHINES 
















S "Trade Enasires invited 
fo ly. descriptive illustrated Leaflet “A” from 
SET. & CO. LTD., Grand Buildings, 
s London, W.C.2. (itoke a) 


troughs Moonhopkins Typewriting Accounting 
è Class 7, Movable Carriage, Serial A.8046, 
Condition, Particulars from- Dunlop. Rubber 
td Buying Dept, Fort Delon, Birmingham. 


Ilene Mariman at heehee th siete there eestor in viremia Death aoe 
reinas X nM nh mwi L NNSA a a e 


; often : surprised at the excelent | 
panate from a smali advertisement in 
ut, after all, the Classified Section is read 


MONTREAL | 
TORONTO 
WINNIPEG 





Send for aa * f 


| 
| 
| 
| 
i 
| 
| 
| 
| 
| 
| 
Z| 
| 
i! 
| 
| 
| 
= 
| 
4 
| 
| 
| 
a | 





RATE—2/6 a line (average 7 words fo @ ime)... 
Minimum 3 lines costing 7/6; each additional Ene ~ 
or part of a line 2/6. Bos No. counts as one line 
and is to be paid for; replies are forwarded free 
of charge; 2% discount for 3 tusertions, 5% for 
6, 10% for 12. Payment with order for single 
insertion: Display paneis 24/- per single column 
inch, Discounts as aboue. Special rate for 
“Appomiments Want ted’ B insertions for the 
price of 2, 
Announcements for the nexi issue should reach 
Business, Whitefriars House, Tallis Street, ECA 
(Phone Central 9804), not later than May. 24. 


APPOINTMENTS WANTED 


Accountant (qualified) desires part time employ - 
ment. Special knowledge of income-tax, transport 


accounts and costing. 
Box 363, Business, Whena Hee., Tallis St., EC, 4. 


aika 








memiro hte enar aannam LARA A a pM apama nanana eme emee Re 


Salesman (28) definitely interested. office’ and 
factory equipment, experienced in part, desirous. of 
making this field his career, wants a bigger: job. 
Method of selling is “Translating the word SERVICE’ 
into reality’. Used to contacting and selling ta ‘big 
men. Very successful in present position (£500).— 
Please write: 
Box 8 Business, Whitefriars Hse., Tallis St., E, ECA 


Accountant (32) with good camme ‘exp. 
{including mech. bk.-kpg.) and certifications. seeks 
administrative post, 
Box B59, Businsss, Whitefriars Hse., Tallis St EC. 4. 























printing and office requirements. 
Ihave the best markets forme o S 
SUPERIOR LETTER-HEADS & BRO- 
> CHURES. MULTIPLE PRINTED 
<o FORMS {continuous or separate styles}. 
PRINTING BLOCKS & LEY-QUTZ. 
LOOSE LEAF BOOKS. 
FURNITURE (cupboards fiom © 30/- 5 
cabinets--drawers or visible systems 
from 17/6). 


SEA PINE ESSENCE, the new me 
disinfectant, approved by G. PO. z 


H its anything unusual let me find: i 


for you 
PERSONAL SERVICES; 
TRANSLATIONS. PROOF-READING 


(English & Foreign), COPY-WRITING. 


‘WILLIAM J. BRITTON 


_ 86 WROUGHTON ROAD, LONDON, 5.W.11 





MISCELLANEOUS 


Cyce Storage Problem Simplified. ‘‘Parwinac’’ 
Cycle Racks take any number of cycles. Sturdily 
made in solid steel. Stand alone, back to back, or 
against wall as required. Sheds and shelters also 
supplied. Wonderfully compact. Write today for 
list CYRS, 105,—-PARKER, WINDER & ACHURCH, 
LTD.. 105 Broad Street, Birmingham, 1. London: 

Gt. Marlborough Street, W.L 





Quietly Cleses the Door. Neat too. Your 
Tronmonger sells it. Its called the “Page” Door 
Closer. © heapest OIL CHECK pattern obtsinabie. 
“PAGE ans for light doors, beautifully Chrom- 
ium-plated, 12/6; "PAGE MAJOR”, for heavy doors, 
Bronze finish, 25/-, Chromium-plated, 27/6. 80,000 | 





arte 


in wuse.-——Sole Makers: PARKER, WINDER La 
Sere yee H, LTD., 105 Broad Street. Birmingham, 1 
ondon 


Great Mariborough Street, W.1. 


e you do the same about your i 


guineas). DUPLICATORS. (rom 3 
guineas). 
LABELS. CARTONS. WRAPPINGS. : 




















CALCULATING MACHINES. (trom 13) 


a: Cnn = ARE TEE Š : sae 
antere AAAA AANA AANEEN EATA AEA AAAA s ~ jereearmivaanypimk rf Armia ALAAN Aire a wht i i aen i hirer el 
7 a kaaf S ras manalaan inia Nimaa a ed A iN rete eenia «f/m A A AAA RAND 


* 
mimma ann SY Rit ini net MAR ROMA RY RAR cham 


To ta TE ri SPARE TI 
TO START A MAIL ORDER BUSINESS 


that quickly brings yon a full-time income, ~ 

Few pounds capital only needed; no samples _ 

or outfits to buy. No rent, rates Or Canvass~ 

ing. New method makes success certain. 
Send to-day for free booklet, 


Business Service Institute (Dept. 2400) 
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TIME RECORDERS 


Time Recorders and Electric Clocks. We have 
new machines of all systems in stock; rebuilts at oiei 
half price, fally guaranteed. Supplies, repairs.— Time ee 
Recorder Supply & Maintenance Co, 159 Grange 9 6: 
Road, London, S.E.1 ae 
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A weli-edited and interesting Staff Magazine 
will foster co-operation and loyalty in your staff. | 
Send for specimens—you will be interested.—Arthar 
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Be a Master of English. Learn to speak and. 
write well. Booklet free—Regent Institute (Dept. 
836L), Palace Gate, W.8. 


Lannie uel n in nana aanas vone tmt aaam RARER FES eel al eae 


aera Shorthand using ordinary letters- 


is bes High Speeds. “Most simple”, “Eastin 
| canid * —-ABBREVIA {B}, 28 Donald . Street,’ 
ardi 


| HOW TO TEACH 
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CORRESPONDENCE 


A pook brimfal of ideas and methods that a 
“have secured for many teachers, directors ard 
chief correspondents effective resulis in training 4 
people in the prodaction of really efficients 7. 
Business: me correspondence, lt aims to. show 
“how” rather than “what” to do, making df”: 
equally valuable to the student or junior cor 
respondent desirous of attaining perfection. an 
the art of letter writing. 

A few of the varions subjects dealt with 
The Psychology of Effective Letter W 
Clear Thinking, Personality in Writing, I 
ing the Reader, Personality in Correspa 
Finding the Word that Sells, Pu 
Function of the Dash, Words ta pe- 
or. Used with > ‘Judgment. Faults in Phrasing. 
There are also General Information. 3 
Exercises and Examinations. 

Make sure of getting your t 
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& Carmelite Street, London, EC 
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; OME and see for yourself what 
~ are the industrial facilities at 
Trafford Park and the Man- 
chester dockside estates’’ is the spirit 
of this supplement. 

Better still, the invitation is to see 
and investigate facilities in company 
with a business man who has come 
to England to select sites. He repre- 
sents several overseas firms that 
intend to manufacture goods here, 
and he comes with an impartial mind 
to probe the possibilities of Trafford 
Park and the Manchester dockside 
estates. 


Why This Report is 
Quite Impartial 


All information in this supplement 
is based on the findings of our foreign 
industrialist. Whither he went, BusI- 
NESS went; what he discovered and 
learned, we recorded. Thus the 
supplement becomes the impartial 
report of all industrial facilities of 


Manchester dockside area. It is a 
report by a manufacturer for 
manufacturers. 


Now this is a development of the 
work on factory site location carried 
out by Business during the past two 
years. In our article we have 
sketched for business men the main 
advantages of each industrial district 
as a home for a new factory. This 
and any subsequent supplement 
extends the service to a comprehen- 
sive survey. 

You may wonder why we start 
with Manchester dockside estates. 
The most complete answer to that 
query is the supplement itself. But 
there are two other reasons. One is 
that our manufacturer, when we con- 
tacted him, had already decided to go 
to Trafford Park because ‘“‘it is the 
most famous industrial estate in the 


we PLANNED 


with a Manufacturer 


By C. E. DAY 


world’’ (to quote his exact words). 
Secondly, the estate is, in some 
respects, unique in the facilities it 
offers and is certainly the longest 
established of its kind. It was a 
pioneer in trading estates when it was 
founded 40 years ago. 

The interest we've aroused by 
Business factory site articles is proof 
enough that managements realize site 
selection is a many-sided, live issue. 
Particularly is this so. to-day, when 
the Government are toying with the 
idea of telling manufacturers where to 
go, what to build and when to do it. 

But apart from that aspect, factory 





jf, 
H 
f 





4 


this Survey 


site selection is one of the cross-roads 
of a manufacturer’s life. Choose 
right, and you’re travelling along the 
path to success; choose wrong, and 
you may be on the high road to 
disaster. Such, to a degree, has 
always been the case but never so 
much as in this present time. That’s 
why the type of survey contained in 
this supplement is of value to every 


kind of manufacturer, except the 
“’stick-in-the-mud’’. If you're not 
thinking about building a new 


factory to-day, you may be to-morrow 
—or the day after. When you do, 
the possibilities of Trafford Park and 
adjoining estates must be considered, 
and here they are as found by one 
of your own kind, a manufacturer in 
search of a site. 





On Other Pages You Will Find— 


This Work Centre of 200 Firms is PLANNED for Industry 
Cheap Land in Any Size Lots Available on These Estates 
Short Cuts that Mean Cash Cuts in Handling Goods 
Distribution Problems Solved by Private Railroad : s 
Heating Engineers Here Study and Suit Your Special Needs .. 
Electric Power is Cheap Whatever Amount You Consume 
Three First-class Sources of Water at Cheap Rates 

Over 50% of Workers are Skilled, All are Machine-Minded 
Plant, Supplies, Equipment Repairs on the Spot 

Shipping from Manchester Saves You 5/- Per Ton 

Can Be Built, Bought or Rented—Any Factory 
Articles on Markets and Amenities 
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INDUSTRIAL SITE SURVEY 


This 


Éi HAT,” shouted the pilot of 

| the ‘plane that flew me from 

London to Barton aerodrome, 
Manchester, ‘‘is Trafford Park.” 

The morning sunlight fell in patches 
over a network of rails and roads cut- 
ting across open spaces, thrusting be- 
tween masses of buildings. And there, 
on every side of the estate, lay the 
ocean and the inland canal communica- 
tions, broken by ships and docks. On 
land and water everywhere there was 
movement; puffs of steam and smoke 
from the factories, from the trains that 
crawled like small, black worms along 
the lines, from the docks and wharves. 

In the brief moments I saw Trafford 
Park from the air I got a vivid impres- 
sion that the work which men did on 
it was well planned. There was no 
higgledy-piggledy conglomeration of 
buildings, roads, railways. It was like 
looking down on a blue-print. 

When, later, I toured the Park, 
looked over sites and went through a 
number of factories, my impressions 
were confirmed. These arteries of the 
estate, rails and roads, linked every 
factory to the docks and to the outside 
world. 

My tour was made before I got down 
to the detail of investigating facilities 
and sites: I wanted to get a firm 
opinion of the whole estate, whether I 
liked it or not. 


Bounded Every Side By 
Canal Water 


The actual shape of the Park is like 
a diamond, about 3$ miles long and a 
mile broad at the widest part. On 
every side it is bounded by water. The 
Manchester Ship Canal bounds the 
estate’s 1,200 acres on the north-west, 
north and north-east, while on the 
south-west, south and south-east 
boundary lies the Bridgewater Canal. 

A number of factories are located 
beside one or the other of these canals, 
but, as the management pointed out, 
all the factories on the estate are, in 
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effect, ‘‘dockside’’ locations. Rail and 
road connect them, and haulage costs 
are so low that, unless you have a vast 
import and export trade, it is as cheap 
—if not cheaper—to transfer goods be- 
tween ocean steamer and factory by 
rail rather than have your own wharf 
on the Ship Canal. 

One point that struck me forcibly 
was the flatness of the land. Building 
costs are kept low by this sort of advan- 
tage, particularly when you are erecting 
factories of considerable size. 


Unusual Warehousing Is A 
Big Feature 


My air-view of the estate, plus what 
I had learned from friends and by 
reading before I came to England, led 
me to expect to see some big factories. 

What I did not expect was (1) the size 
and extent and storage facilities and (2) 
the development of small industries. 

The Port of Manchester Warehouses, 
Ltd., own many storage warehouses on 
the estate, with a total capacity of 
250,000 tons of merchandise. In addi- 
tion, there is open storage available for 
an almost unlimited tonnage. 

There is also a cold-storage plant for 
meat, butter, cheese and all perishable 
produce, belonging to the Trafford Park 
Cold Storage, Ltd., with a capacity of 
about 1,000,000 cubic feet. 

To me a most interesting aspect of 
the Park’s industrial life is the presence 
of very small firms. They exist along- 
side vast international concerns with 
millions of capital and thousands of 
employees, yet they can obtain similar 
services to those given the big firms. 
Rail sidings alongside the little factory 
or workshop is an example which is 
typical. And while, for example, the 
little man is turning out such articles 
as table-legs that go to a local market, 
his big neighbour is making power- 
station equipment that is to light up 
the main streets of an old Chinese city 
a thousand miles from Shanghai. 

Cataloguing the output of the 200 


Work Centre of 200 Firms DESIGNED 


for Industry 


factories in Trafford Park would provide 
an interesting job. The types of goods 
produced are as varied as the number 


of industries. But more absorbing still 


is to see the men who produce these 


goods. 

In the dusk of a March evening I 
saw the army of over 40,000 come 
surging from the factories, a number of 
men not much less than half the present 


strength of the British regular army. 
Here is the true productive force that 
brought to Trafford Park that sense of 
effort and strength. I watched them 
hurrying away on cycles, on foot, 
crowding the buses and trams, leaving 
a day’s work that had put many hun 
dreds of thousands of fs on the credit 
side of Britain’s balance-sheet. 

These workers were of real interest t 
me, for if the business groups I repre 
sent eventually choose to build a fas 
tory at Trafford Park or at one of the? 
Manchester dockside estates shall 
have to know and understand the 
labour. During the day I had watched 
many of the men at work, giving prac- 
tical proof of their skill. But perhaps 
better evidence of their work is th: 
finished products and the satisfaction 
expressed by their bosses. 


These 700 Houses Are 
For Key Men 

The exclusively industrial nature of 
the estate is emphasized when you see 
this army of labour homeward bent. 
There are only 700 houses in the Park, 
and these are reserved for key men, 
those whose job it is to live by the fac- 
tory. Labour comes in every morning 
and goes home every night to the sur- 


rounding residential areas. 

This idea of specific planning for in- 
dustry sums up my general impression 
of Trafford Park and adjoining estates. 
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HEN I pointed out that one of 

W the sites for which I am search- 

ing must be at least 200 acres, 

the Trafford Park estate management at 
once referred me to the Manchester Ship 
Canal Company. This concern, they 
said, possessed thousands of acres of 
land ready for industrial development. 


Partly Developed Land Is 
Now Available 


An official of the canal company told 
me of the sites and facilities available. 
It appears that there is land partly de- 
“veloped and ready for further develop- 
ment all along the course of the canal. 
But I was particularly anxious to keep 
as near to Manchester and Salford as 
I could, so the land I inspected lies 
at Barton Dock Estate, Irlam and 
Partington. 


The Manchester Ship Canal Company 
own the Barton estate, which is located 
three miles or so from the centre of the 
city. Actually it adjoins Trafford Park. 


The fact that the Ship Canal Com- 
pany owns the estate has this signifi- 
cance: the company is more interested 
in the freights earned on the waterway 
than in any chance of money-making by 
trading in land. A firm which brings 
considerable water-borne traffic obtains 
land on exceptionally favourable terms. 


At present there is one big factory on 
this 1,000-acre estate, and land, there- 
fore, is plentiful and low in price. I 
noticed, during my tour, that the estate 
has frontage on both the Ship Canal and 
the Bridgewater Canal. There is over 


three miles of this deep- 
water frontage. 

Local and main line 
railways, too, service the 
estate, while a main road 
runs its entire length. By 
these means Barton is 
linked to every part of the 
United Kingdom and by 
the Ship Canal to every 
part of the world. There 
is even a Barton airport, 
the final link in this chain 
of communications. 

All the points which I 
bring out concerning Traf- 
ford Park are present at 
Barton, or potentially so. 
That I could see. For 
instance, the factory which is now on 
the estate has its own railway sid- 
ings and can enjoy similar favourable 
charges in trade either at home or over- 
seas. Raw materials can be brought in 
by the Ship and the Bridgewater Canal 
at similar low cost. Rates and taxes are 
also similar; the cost, too, of building a 
new factory is comparable. Water sup- 
plies from artesian wells are ample in 
the Barton neighbourhood. In the case 
of large sites a number of boreholes may 
be sunk and the supply multiplied. A 
water flow of two million gallons per 
day are quite practicable. 


Two other important points come to 
my mind and are worth mentioning. 
Factories on Barton estate could draw 
upon the same pools of labour as the 
200 or so firms established on adjoining 
land. Then, as far as markets are con- 
cerned, the estate is in just the same 
relation to centres of population. It 
has been calculated that the Manchester 
Ship Canal Company has _ 10,500,000 


population in its ‘‘port zone”. 


Estate Specially Suited For 
Big Factory Sites 


But I have gone into details of these 
points in dealing with various factors 
concerning Trafford Park in particular 
and the dockside estates in general. To 
repeat this serves no useful purpose. 
So far as I am concerned, Barton estate 
provides a way to get a big slice of land 
that carries with it the services, actual 
or potential, that I need. 

One aspect of the Barton location im- 
presses me firmly, and that is the value 


CHEAP LAND 


any size lots AVAILABLE 
on these Dockside Estates 
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of the waterside sites for manufacturers 
who have big import and export trade. 
Facilities for building private wharves 
or landing places with side-basins or lay- 
bys are granted by the Manchester 
Ship Canal Company. 


Coal Can Come By The 
Bridgewater Canal 


The Bridgewater Canal provides econ- 
omical means of bringing coal right up 
to factory sites in the Barton Dock 
estate. It is also possible to unload 
ocean-going vessels in the Ship Canal 
into barges and send the barges round 
to destinations on the Bridgewater 
Canal. This is an alternative to a 
private deep-water dock. 


Through the estate runs a popular 
North-and-South by-pass road, which 
avoids the congested city area. Road 
transport, therefore, enjoys Man- 
chester’s convenient location and yet 
can be sure of a quick “get-away”. 


Here Are Two More Centres 
With Canal Sites 


What I have said about the Barton 
estate goes, too, for the other canal-side 
sites at Irlam and Partington. Both are 
dock centres. Partington is to-day an 
important coaling point provided with 
all modern coal tips and similar equip- 
ment. The docks are 27 miles up the 
canal and about seven miles from Man- 
chester docks. They are the nearest 
point of shipment for the Lancashire, 
Derbyshire and Staffordshire coalfields. 


The Port of Manchester itself and the 
shipping facilities offered I deal with 
separately. These other docks on the 
way up the canal share, of course, in 
the advantages that Manchester’s huge 
volume of shipping brings. 


This is quite an important fact, for, 
as Manchester grows, they grow. Thus 
they are being developed constantly. 
Their present facilities are expanding 
and new facilities are being developed. 
Such growth does not affect the purely 
shipping side of these centres and leave 
untouched the industrial and residential 
sides. All develop together. 


It is quite easy to visualize the day 
when these expansive acres will be as 
crowded with industry as is Trafford 
Park to-day. 






Y first questions concerned trans- 
‘port problems, for the move- 
A VA ments of raw materials and goods 
are of more importance than the mere 
act of buying or leasing land. I wanted 
to. find out what the costs would be for 
1) getting raw materials from ship to 
factory, (2) getting supplies from other 
parts of England, (3) exporting finished 
goods and (4) distributing products on a 
national basis. 

The estate management gave part of 
‘the answer by showing me the diagram 
reproduced on this page. It summarizes 
‘typical costs incurred by traffic from 
‘Ship to factory and on to consumer. In 
‘this comparison Trafford Park shows up 
very favourably, but when the saving 
illustrated is put into cash terms the 
answer is even more convincing. . 





















Charges Can Be Brought 

ar : Still Lower 

_ Facts show that a major saving 
occurs in either inward or outward 
traffic between ship and factory. The 
cost to carry goods from an ocean-ship 
in the Manchester docks, which adjoin 
the estate, to any factory on the estate, 
is Is. 5$d. per ton in sheeted wagons. 
Unsheeted wagon loads cost less, 1s. 14d. 
per ton. This represents a very con- 
siderable saving compared with the cost 
between ship and factory at other loca- 
tions in Great Britain. 

On traffic from factories to ships costs 
drop to rołd. per ton sheeted, 6d. per 
ton unsheeted wagons. 

These figures seemed good to me, 
especially as I found that costs of im- 
port trafic could be reduced further by 
discharging direct from steamer to rail- 
way wagon. Where this procedure is 
possible, quay porterage charges are en- 
tirely cut out. But what about the rate 
of freight on import traffic to Man- 
chester Docks, in view of the fact that 
the Ship Canal is 35 miles long? That, 
I suggested, might offset savings made 
between docks and plant. But I was 
told that freights were, generally speak- 


ing, no higher to Manchester than to 


Liverpool, on the seaboard, for this 
reason: that the ships’ dues payable 
by the shipowner are less at Manchester 
than at Liverpool. 


Toll Covers 35 Miles 
oe of Carriage 
_-The owner of goods imported up the 
Manchester Ship Canal to the Man- 
chester Docks pays a Ship Canal toll, 
which varies on different commodities. 
This toll corresponds with the port dues 
- On goods at other ports. At 
ight these tolls appear to be high, 
ealize that.they cover the 
goods 35 miles inland 
of distribution. It 
ibution of manufac- 
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Handling Goods 


tion, coupled with the toll paid on the 
raw material, that you can appreciate 
the large savings to be made by pro- 
ducing at Manchester Dockside Estates, — 
as compared with manufacturing on the :« 
natural seaboard. | 8 
While following this line-of-fact hunt- a 
ing I was told another notable bit of 
news: it is possible to obtain “through” -we 
rates, inclusive of Ship Canal toll on ing 
goods which are not altered in nature all 
after importation before being distri- the 1] 
buted by rail to inland destinations. 
For example, goods that are merely 
stored in Trafford Park and then distri- = 05 cocu. 
buted are given this concession, = Chee 
Incidentally, I learned that Man- °° 
chester was the fourth largest port in 0 002o 
the United Kingdom, that the 6hip This s 
Canal was uniformly 28 feet deep, pos- poi 
sessed locks 600 feet long, 65 feet wide, chea 
and took vessels up to 15,000 tons size. Jarly 
The actual dock area covers 406} acres, eler 
which includes water space of 120 acres. ant: On 
There are nine docks. The largest is the cana 
2,700 feet long, 250 feet wide. the 
Next I was curious to know just what 
benefit a manufacturer got from the 
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‘three or four miles dis 
estate. 


HOW TRAFFORD PARK FACTORIES 

TRANSPORT CO: Sue 

The first diagram indicates the charges incurred on imported inward trafie 

to a factory in Trafford Park, and on the distribution of the manutac 

product from factory to consumer. Under certain conditions No. 2 (Q 

Porterage) can be avoided. 7 . 

The second diagram indicates the charges which `. may be incu 

imported inward traffic to a factory in Great Britain located elsew 

in Trafford Park, and on the distribution of the manufactured - 
factory to consumer. 
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By Private Railroad 


ITH this ship-factory matter 
cleared, the next question we 
turned to was that of rail costs. 
his spotlighted a unique feature of the 
state: it is served by the railways of 
ië Trafford Park Co. These are statu- 
tory railways authorized by special Acts 
Parliament. 
The reason for railway sidings at 
ary factory door became clear when 
grasped the facts about the private 
railway. None of your usual, irritating, 
long-winded agreements here about 
< sidings! That’s the gist of the situa- 
tion, for I am told that the railroad is 
laid to alongside any site on the estate. 
The only cost to the manufacturer is 
that of construction and maintenance of 
the junction with the private railway 
idings he constructs on his own land. 
“There are already 30 miles of railway 
in this 3}-miles-by-1-mile estate. 
Moreover, this local railway connects 
nain-line railways in the coun- 
vith the lines of the Manchester 
inal, < which operate alongside 
berths.” | oy ae a eas Dt , oat 


® 
costs of distribution per ton by rail. In 
34 instances the charges worked out in 


favour of Trafford Park as compared 


with London and Liverpool; in 11 cases 
either Liverpool or London showed 
better rates. 


From premises in 
~London Liverpool Trafford 
Park 


3 “per ton 


per ton per ton 
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| Birkenhead 


Birmingham 
Blackburn 
Blackpool 
Bolton... 
Bournemouth 
Bradford 
‘Brighton 
Bristol 
Cardiff 
Coventry 
Derby 
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Edinburgh 
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Glasgow 
Pudcn pee 
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Leeds 
Leicester 
Liverpool 
London | 
Manchester 
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Norwich we 


y Nottingham 
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‘Plymouth 


oes pce 


‘Pres 
Rhondda (Ystrad) 
st. Hele 


Southampton 


' Southend 


‘Locomotives deliver and collect 
agons from factories twice a day, 
hich keeps freight moving swiftly over 
hose 30 miles of track. Indeed, I 
ound out that the total annual tonnag 
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South Shields 
Stockport oe 
Stoke-on-Trent 
Sunderland 
Swansea 

Walsall see 
Woiverhampton 


Now what about distribution 
ad? 
ion comparable to the rail figures? 


But a better way to judge such distri- 


by 


D tion costs is to work out t the dist nees 


iS F to every I ,000-  inhabitan 


; to get the. ton mileage for 


Are there savings in this e 


DISTRIBUTION FROM - 
MANCHESTER TO LONDON 


There are 45 towns in Great Britain which as 
populations of over 100,000 inhabitants, The follow 
ing table shows that if one ton of produce was. sent. 
to every one thousand inhabitants in every one of: 
these towns, including London, the ton-mileage dis- 


tribution from London would be 2,410,000 ton-miles, $ a 
2,000,000 ton-miles from <4 
Manchester, a saving of 18} per cent in favour of 


as compared with only 


Manchester. 


If the smaller towns were taken into consideration me 


the saving in favour of Manchester would increase. 


A B C AxB 

Road Ton- 
Thistance Popula- Road Miles 

from  tionin Distance from 

Man- thon- from Man- 

chester sands London chester London 

345 187 
Birkenhead 148 
Birmingham ... 1,008 
Blackburn... 34 133 
Blackpool 102 
Boiton se i) ome Y 
Bradford fs 238 
Bournemouth... 137 
Brighton 7 
Bristol 
Cardiff 
Coventry 
Derby 
Dundes 
Edinburgh 
Gateshead 
Glasgow 
Huddersfield . 
Hell... 
Leeds 
Leicester 
Liverpool wh 
London (Met. 

Boroughs) ... 
Manchester .. 
Middlesbrough, 
Newcastle-on-T. 
Norwich .. 
Nottingham ... 
Oldham 
Plymouth 
Portsmouth 
Preston 
Rhondda. 
St. Helens 
Salford 
Sheffield 
Southampton... 
Southend me 
South Shields .. 
Stockport. 
Stock-on-Trent. 
Sunderland 
Swansea 
Walsall . 
Wolverhampton 


Totals 


Town. 


Aberdeen 


5,228 16,121 
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HE first fact shot at me by the 
Stretford & District Gas Board’s 
managing executive was that the 
pplied has a calorific value of 500 
tish thermal units per cubic foot. 
econdly, the total gas sold to indus- 
HY. in Trafford Park alone is about 
0,000,000 cubic feet a year! Then I 
saw the graph, which clearly marks the 
upswing in gas usage by Manchester 
dockside factories. 


‘Why this gas sales increase is taking 
place is explained by the Board’s go- 
ihead policy. An outstanding feature 
of that policy is the attention paid to 
odustrialists. 


Speciat Investigations Carried 


The Board has actually set up an 
ndustrial department, staffed with im- 
partial experts who give their services 
-and advice free on all heating problems. 


Now I prepared to put this service 
to-a test at once, for there are two prob- 
lems to do with furnaces that I have to 
settle. I cannot disclose what they are, 
but to obtain trustworthy information 
on them it is necessary for an indus- 

trial heating engineer to make a trip to 
5 ‘Europe, possibly to America. To my 
`= surprise, I learned that the Gas Board 
< would, if I became a customer, send 
+: their engineers to any part of the world 

-to investigate latest methods and pro- 
esses which might be of use in my 
lant.. 
l This s sort of action is in addition to 
he free consulting service whereby 
engineers will take up a manufac- 
urer’s heating problems in an impar- 
ial, scientific spirit. Reports on such 
vestigations show precisely the type 
leating equipment needed in a par- 
lar factory : 
ë many cases quoted where the 
had. saved new manufacturers 
id money and have increased 
pues I need mention only 


consumer in : ford Park of the 


Board considered the installation of 


ore plant. He also wished to modify 
sting plant for the bright annealing of 
m-ferrous metals, and the gas equipment 
í in existence did not accord with his 


Board made special investigations 
that plant in operation in 
med- to. be exactly in accord- 


with American practice. They felt that 


conditions under which plant could oper- 


ate, and the standard of quality expected, 
could vary meaty as to rule the plant out 
of consideration. z 

Thus a BN N went to Chicago 
to make full tests and investigations and 
submitted a detailed” "report to the con- 
sumer. As a result of these investigations, 
the consumer has ordered this plant for 
the bright annealing of non-ferrous metals, 


mately 1s. 6d. per ton; as compared with 
its nearest competitor. of 48. 6d. per ton. 

Such service, I think, is first-rate, but 
what about normal conditions when an 
installation has been completed? Here, 
too, I found the Gas Board anxious to 
maintain its good impression. Free in- 
spection of plant and equipment, adjust- 


depends on the quantity 
the article being prox 

In any case, gas is ab 
at economical rates to the 
using it. . 
_ Distribution of gas thre 
Park is by high-pressure 
through pressure-rec 


governors, to 


and the costs with gas firing is approxi- ' Adequate supplies are 


hour, day or night, at pes : 
otherwise. 

The Board's development: 
trial use of gas provides 3 
proof of the effici iency of ga 
matic furnac Phus 
ences of : 


ments, heat balance tests, checking mt fae 
automatic equipment, and so on, are N 


merely a part of this all- -embracing 
service. 

It would be a pity, I felt, to spoil 
such organization with red tape usually 
associated with public bodies, but there 
is no “officialdom” in the business 
methods used. Each factory is dealt 
with as an individual case. The ser- 
vices and charges are adjusted to meet 
its special needs. 

The cost of gas, vital to manufac- 
turers, is the lowest in the United King- 
dom. An idea of the price can be 


gathered from these figures which the, 


Management quoted me: 
Prices range from 2}d. to 83d. per 


therm net for gas used for industrial 


purposes. The price charged naturally 


. CHART OF GAS SALES 
(Millions of cubic feet} 


mers | requirements. 


4328 1930. 


e For various 
nace temperatures must b 
ing, neutral or pierce im 
is to find the fuel w 

of these require ents. Lag 
heating engineers are able to) 
gas is used for every situation. 


Here’s The Reason Fi 
Unusual Service 


For example, they showed 


stepped control makes use of- 


inherent features of gas all ai thi 
time. | M 
Moreover, by new advance in i 


tion, construction, automati pi 


mt and isch bone! S; 


abae problem is treatec ; 
A ea viewp 3 


facturer taking g gas a 
take more gas if hei 
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ELECTRIC POWER is CHEAP 





LLOW me to admit a bias. I 
A ane to Britain with a belief that 

the cost of electricity is far in 
excess of the price in my own land. 


Well, the charges quoted me by the 
Stretford & District Electricity Board 


dispels that idea. It is true, I believe, 
that they are among the lowest charges 
in Britain. Certainly they compare 
favourably with the rates I have been 
getting at home—and this despite the 
fact that here you generate by steam, 
while, overseas, water power is the key 
to cheap production. 


Engineers Help You With 
Special Problems 


As with other official bodies in the 
Trafford Park and Manchester dockside 
area, I found the electricity people go 
out of their way to tell where and how 
they can help. For instance, laying of 
cables and switchgears connecting cables 
to factories is part of the work which is 
done free of charge. The engineers do, 
however, give help and advice if invited 
to do so, and that means a lot to a 
manufacturer coming into the district 
for the first time in his life. 

A good basis for judgment of any 
service is its usage. In this respect 
I found that the electricity supply 
measured up well. Figures given show 
how the number of units sold since 
1931 has increased, year by year. Fur- 

& 


40,677,604 






38,800,258 


52,357,708 


321418498 sme 


. For the first 50 kilowatts of the re- 
corded maximum demand. 


For the 
. For the 


next 50 ditto 

next roo ditto 

. For the next 300 ditto 

. For the next 500 ditto 

. For all kilowatts over 1,000 kilowatts 
of the recorded maximum demand 


OUA U N 


These charges are subject to an increase of 22$%, which will vary 


LOW TENSION 


o per annum per kilowatt of de- 


mand registered by meter and o.28d. 


£4 5 

per unit. 
£3 15 o ditto 
£3 10 o ditto 
£3 5 © ditto 
£3 o o ditto 
£2 15 o ditto 


and o.28d. 
and o.28d. 
and o.28d. 
and o.28d. 
and o.28d. 


per unit. 
per unit. 
per unit. 
per unit. 
per unit. 


in accordance 


with the increases or decreases granted to the general body of consumers. 


Subject to a discount or addition on account of power factor. 


CHARGES FOR HIGH-PRESSURE 


1. For the first 50 kilowatts of the re- 


ta 5 


SUPPLY 


o per annum per kilowatt of de- 


corded maximum demand mand registered by meter and o.28d. 
per unit. 
2. For the next 50 ditto £3 15 © ditto. 
3. For the next roo ditto £3 10 o ditto. 
4. For the next 300 ditto £3 5 © ditto. 
5. For the next 500 ditto £3 O © ditto. 
6. For the next 500 ditto {2 15 o ditto. 
7. For the next 500 ditto {2 12 6 ditto. 
8. For the next 500 ditto £2 10 o ditto. 
9. For the next 500 ditto $2. 49 6 ditto: 
10. For the next 500 ditto £2 5 O ditto. 
11. For the next 500 ditto f2 2! O ditto: 
12. For all loads over 4,000 kilowatts £2 o o ditto. 
POWER FACTOR DISCOUNTS. 6,600 VOLTS SUPPLY 
Not less than .95 and under Unity Discount of 12%. 
Not less than .g and under .95 Discount of 11%. 
Not less than .85 and under .9 Discount of 9% 
Not less than .8 and under .85 Discount of 7% 
Not less than .75 and under .8 Discount of 5%. 
Not less than .7 and under .75 Discount of 23%. 
Not less than .65 and under .7 Net. 
Not less than .6 and under .65 Advance of 3%. 
Below 6 Advance of 3%, plus a further advance 


ther, figures of quarterly sales, starting 
with June, 1935, are also provided. 
These I have turned into the small 
graphs, which you see on this page. 
They certainly show that business is 
good at Trafford Park and that the 
electricity supply meets manufacturers’ 
needs. 


- Station Generating 122,500 K.W. 
To Serve You 


When on the subject of quantities I 
did raise the point about big loads. I 
am told that the supply is adequate at 
any time, night and day, to enormous 
additional demands. This statement is 
substantiated by the fact that the cur- 
rent is now taken from the grid, actu- 
ally from the new Barton power station 
which stands inside the western bound- 
ary of the estate. Barton is one of the 
biggest stations in the kingdom. Its 
present generating capacity is 122,500 
kilowatts. 


of 1% for every 1% of unity by which 
the power factor falls below 0.6. 


19,689.100 


| ila 


1931- 32 |1932- 33 


123,950,812 


93,721,862 


1933-34 





Estimated 
164,00Q000 










143,977,418 


1934-35 [1935 -36 |1936 - 37 


al > 





In the Heart of Manchester 


Offices, Showrooms- and Warerooms, suitable 


For full particulars apply :— 


for all trades, available in these magnificent 
buildings, situated in Whitworth Street, 
Manchester. Rents quoted to include rates 
and all services. Warehousing and distribution 
services if required. Resident Management and 


Maintenance Staff. 


Lloyd’s Packing Warehouses Limited 
20 PRINCESS STREET (Telephone CENtral 4400) MANCHESTER 





rY first contact with Manchester 
water was in a washroom. As it 
-flowed over my hands I noted its 
kable  silkiness 
rater. 
me of the industries, for which I am 
king for a site, needs particularly soft 
ter for certain of the manufacturing 
cesses. When, therefore, I discussed 
te supply I asked for a full analysis. 


Three Sources Of Water 
- Supply Available 


e estates: (1) town’s supply; (2) 
; wells; (3) canal water. 


n- from Thirlmere, 80 miles distant 
Segre district. One of the main 


Artesian wells — on your sit 


Canal water — for condensing 


ANALYSIS OF WATER | 
The following table gives a full 


analysis of the town’s water, artesian 


water and canal supply : 


Parts per 100,000 
Town’s Artesian Canal 
wW ater Water Wi 


8.33 


Analysis 


Calcium Oxide, CaO 
Magnesium Oxide, MgO 4.29 
Sodium Oxide, Na,O _. 1.90 
Iron and Alumina TA 14 oo 
Silica, $, 0, 7 p 2.40 
D hlorine. in * Chiorides ae 2.66 
Sulphuric Anhydride, | 50, 1.34 
: 10.487 
ed $ io BG 82.80 
Nitrogen in Nitrates .... 


Canal water, I was informed, is used 
mainly for condensing purposes. Firms 
can arrange to draw it from either the 


= Ship Canal or the Bridgewater Canal on 
condition that it is returned after use. 


The standard charge for water from the 


perp 


sian wells particularly inter-. 


as in some cases we would 


"i constant big supply of water. 
sis of the water showed that it. 
but the gece 


€+ suitable, 


k any 


You Can Draw On Ther 


Ship Canal is $d. per 1,000 gallons up . 
_ to 500 million gallons per annum, and 


less for greater quantities; and for water. 


from the Bridgewater Canal the price is. 


1d. per 1,000 gallons up to roo millior 
gallons per annum, and less for greate 
quantities. 


Saving On Coal D 
4j- Per Ton 


When I made inquiries about supplies. 
of coal I found that Trafford Park re 
ceives coal from the Lancashire collierie 
near by and also from the Yorkshire 
Derbyshire and Staffordshire collieries 
Coal can come direct by rail on to the 


‘9 private sidings at the factory in Trafford 


Park. As compared with the South of. 
England any given quality of coal is 
about 3s. 6d. to 4s. per ton cheaper in 
Trafford Park. | 
I also found that oil fuel is available. : 
In fact, most of the large oil companie: z 
have storage tanks for fuel oil on th 
Trafford Park Estate into which oil 


is pumped direct from ocean tank 


steamers in the Ship Canal. 


Pool o y Takau 


` Thé workpeople shown in TA table as unemployed provide a 


: ibr on which you may draw immediately. re 
take is that of wholly unemployed. Of the total thus registered 50 per cen 


of the males and 75 per cent of the females are highly skilled, the remainde 
semi-skilled except for a small residue, 


MINISTRY OF LABOUR 


The most reliable figur iN: 


(See article on labour on page I2. 


NORTH-WESTERN DIVISION 


Number of persons recorded as unemployed in the Manchester and Salford areas : 
ne at the 22nd February, 1937, and at the corresponding date in 1936 =-= | 


MANCHESTER AREA ‘(mainly City of Manchester) 


(i) Total numberof persons registered 


Dates Men 


22nd Feb., oo a7 : 389 


SALFORD AREA 
(ait) - Total M 


Boys 


re 7 


Percentage — 
of Un- 
employment 

36,653 10.1 


W omen Girls Total 


8, 568 A 





HIGH PRODUCTION — NO REJECTS — UNIFORM HEAT DISTRIBUTION — 
IMPROVED QUALITY — PRECISION CONTROL — INSTANTLY AVAILABLE 
— LOW MAINTENANCE COSTS è èo èo e INVESTIGATE GAS FOR 
YOUR HEATING PROBLEMS 










Vertical Two-cell Recuperative 
Gas-fired Furnace for Pot Annealing 


of Steel Wire or Strip 


Photograph by courtesy of 
[he Lancashire Wire Compa 
Trafford Par 


Continuous Gas-fired Bright Annealing 
Furnace for Copper Wire. Fitted with 


Automatic Control 


It is no longer necessary to use a 
Muffle for Bright Annealing Copper 


when using town’s Gas as fuel 


Photograph by courtesy of 
Messrs. W. T. Glover & Co., Ltd., 
Trafford Park 


STRETFORD & DISTRICT GAS BOARD 
STRETFORD, Nr. MANCHESTER 


Telephone No.: LONGFORD 1133. J- CARR, M.I.G.E., A.M. I.M.E Engineer, Genero) Manager 


Over 50% of Workers are Skilled .. . 





HERE the furnaces glow, the 
W fierce heat beats on men naked 

to the waist. By the scorching 
path of molten metal, white and red 
and plopping when it slops over, stand 
men. Before intricate machines that 
toss out metal caps or stamp and cut 
and hammer metals and other materials, 
there are men. They bend, intent, to 
fix delicate wires, to bake and cook con- 
fections, to set in motion and attend 
the machines and processes that pro- 
duce the manufactured goods of the 
earth which they and their kind 
consume. 

This is the kind of picture I keep in 
mind when I consider labour problems. 
Men are the units which make up the 
indispensable force behind industry. 
They are always needed. For no matter 
how well men make machines, nor how 
puny the individual workman appears 
beside the machine, the human element 
is the first and most vital factor in any 
business. 

The one sure fact I knew about Lan- 
cashire when I came to England con- 
cerned its labour. I knew the workers 
turned out first-class jobs in engineering 
and textiles. Since, I have found out 
that they do as good work in a thousand 
other trades. 

The 40,000 to 50,000 people employed 
by tħe 200 firms at Trafford Park repre- 
sent only a part of the diversity of skill 


Weaving 
350,000 


Engineering 
255,000 





















Spinning 
180,000 


Coal 
125,000 Clothing 
115,000 
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and ALL are Machine-Minded 


shown by these Lancashire workmen. 
In 20 industries, for instance, over 20 
per cent of the total workers in these 
industries are employed in the county. 
In a further 20 types of manufactures 
Lancashire employs from Io to 20 per 
cent of the total in the country. An- 
other indication of the strength and 
variety of the labour is shown in the 
number of new factories opened in the 
past five years—64o. And as for the 
old idea the Lancashire workers are all 
cotton mill operatives, why there are 
18,000 non-textile factories in the Man- 
chester industrial area alone, plus a 
further 8,000 workshops. 


These Are Typical Of 
Wage Rates 


It is quite clear that this area is rich 
in human material, skilled and semi- 
skilled. What is more, the cost of em- 
ploying the best skilled labour appears 
to me to be reasonable. These hourly 
rates are typical: mechanic, Is. 4łd.; 


joiner, 1s. 54d.; electrician, Is. 6#d., 
and so on. 
The fact, however, that there are 


pools of labour all around Trafford Park 
and the dockside estates does not mean 
that labour is available. That is a 
question always to be taken up, and I 
went along to the local offices of the 
Ministry of Labour to find out what is 
now available. The figures they gave 
me for purely local area unemployed I 
pass on to you. 

The figures stated for the wholly un- 
employed are, I am told, the safest to 
accept. In any case, they represent a 
tidy reservoir of labour. But what 
kind? I can tell you: 50 per cent of 
the males and 75 per cent of the females 
are highly skilled, the remainder semi- 
skilled except for a residue of just 
ordinary labouring types. 





This Chart Shows Roughly The 

Number of Skilled Workers In 

The Chief Industries In The 
Manchester Area 


Transport 
110,000 


Building 
80,000 i 
Tailoring 
60,000 Bleaching 
55,000 


Electricity Iron & Steel 


35,000 35,000 Chemicals 
30,000 


Certainly these facts opened my eyes, 
for I thought that the unemployed 
likely had little or no skill. Even so 
there is no analysis of what these people 
are skilled at available, and this is an- 
other snag. But here, again, I found 
there is a way out of the difficulty. An 
official at the Manchester Labour Ex- 
change told me that the department is 
always willing, even anxious, to con- 
duct a survey of the available labour 
for any new industry. 

Now this is a real service. If I want 
one or 10,000 men of any type—machin- 
ists, shop foremen, puddlers, electri- 
cians, motor engineers, or any kind of 
skilled workmen you can name—the 
Ministry of Labour will provide detailed 
facts and figures which set out the exact 
number and qualification of men or 
women available. Moreover, they get 
the information through to you in 24 
hours. 

It appears, too, that there is a system 
of exchange between the 1,200 employ- 
ment offices in Britain, and if a man is 
not available in the local area an SOS 
for him is sent out through all districts. 
By this means workers are brought or 
sent to jobs all over the country. 


All Labour Here Is 
‘ Machine Minded’ 


But, as I see it, one of the main 
features about the labour in the Man- 
chester area is that those men not 
highly skilled are semi-skilled. They 
are ‘‘machine minded’’, and that is a 
big asset at all times, particularly when 
there is a labour shortage. Most men 
and women in these parts have at least 
been in a factory of some kind, and 
the majority of them have worked in 
a factory over some period. 

Such facts as these I have jotted 
down in my note-book as really big 
points in favour of Trafford Park and 
its neighbouring estates as places for 
new factories. And as for the housing 
problem—well, that cannot be tackled 
on the industrial sites, thank heaven. 
The workers live in all the near-by resi- 
dential centres, and I found out that in 
the past 15 years or so the Manchester 
Corporation has built about 25,000 new 
houses. Many thousands more have 
been, and are being, built by the vari- 
ous local authorities in the neighbouring 
towns, and by private enterprise. 


Water, Gas 
Food. Ete. Motor Cars 
25,000 25,000 24,000 


Boots & 
Soap Shoes 
15,000 15,000 


13 





The Home of 
E Asbestos-Cement 








Twenty-five years ago when the industrialisation 
of Trafford Park was in its infancy the manufacture 
of Asbestos-Cement had already been established. 
It developed rapidly and to-day, with ramifica- 
tions extending far and wide, the organisation of 
Turners Asbestos Cement Co. Branch of Turner 
& Newall Ltd., is the home of a large industry 
with works in many parts of the country. 


From these works emanate the well-known 
“TURNALL” Trafford Tile; the ‘“EVERITE”’ 
“BIGSI X”’ Asbestos-Cement Corrugated Sheet 
and the “EVERITE” STANDARD Corrugated 
Sheet. Many who are familiar only with the 
asbestos-cement roofings and wall coverings will 
be interested to learn that a vast range of decora- 
tive materials is produced in asbestos-cement. In 
addition there are the “EVERITE’’ Asbestos- 
Cement Rainwater Goods, Soil Pipes and Flue 
Sole Manufacturers Fittings which have earned popularity largely by 
TURNERS ASBESTOS reason of the fact that they never require painting 
and upkeep costs are nil. Then there are also the 

CEMENT CO. “EVERITE”’ Asbestos-Cement Pressure Pipes for 
ana sige hake ah y tao Gas and Water which have received universal 
TRA FFO RD PAR K recognition owing to the unique advantages they 
MANCHESTER enjoy in being immune from corrosion, incrusta- 

a ORS ‘tion and electrolytic action. Leaflets upon any of 

ASBESTOS HOUSE - SOUTHWARK ST., S.E.1 these products will gladly be sent upon request. 
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OCATION in or near an industrial 
centre has always seemed to me 

desirable, for it becomes in itself 
an asset. 

When I say this my thoughts turn 
chiefly to machine tool makers, manu- 
facturers of plant, firms that provide 
factory maintenance services, and the 
magnetism that factory centres exert on 
all types of skilled labour. 

Local production figures always pro- 
vide some sort of index to this angle 
of site selection. Trafford Park, for 
instance, can show that over 2,000,000 
tons of goods are carried over its own 
estate railways each year. Now in that 
bulk of raw materials and finished pro- 
ducts there must be some proportion 
that affects most factories located there. 
By that I mean there are factories 
on the estate that are in some sense 
‘feeders’ to other factories located 
there. 


This ‘ Magnet’ Attracts 
Skilled Men 


Such, I found, is the case. Certain 
of the engineering companies provide 
service for factory plant; some manu- 
facture plant. There are two machine 
tool firms on the estate and a number 
of them in the immediate neighbour- 
hood. Likewise, the 40,000 to 50,000 
men and women that swarm into the 
Park each working day bring with 
them friends who are seeking work, 
apart from those who turn to the estate 
to look for a job because they know 
there are 200 firms to which they can 
ae | 

My inquiries along these lines led me 
to some interesting production figures. 


Although the Manchester dockside 
estates as a whole hold a wealth of 
industry, 


total industrial area. Thus, when I 


PLANT 
SUPPLIES 
EQUIPMENT 
REPAIRS ... 
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Are All Available on the Spot 


assess this production value I look at 
the Manchester area. 

Let’s start with chemicals. I am 
particularly intrigued by that industry, 
as it provides a source of supply to one 
of the factories I have in mind. Man- 
chester dockside estates have chemical 
plants, but the biggest chemical centres 
in the district are in these towns in the 
order given: Northwich, Widnes, War- 
rington, Manchester, Liverpool, Stock- 
port, Bolton, Accrington, Church, Bury 
and Lancaster. Moreover, this group, 
which ring round Manchester, total 
the heaviest single chemical-producing 
centre in Britain. Total yearly out- 
put of the country is worth about 
£160,000,000, and of this the towns I 
have mentioned produce chemicals 
worth about {50,000,000 a year. Total 
employment in the industry is around 
175,000, of which Lancashire employs 
50,000 men and 13,000 women. 

As only {20,000,000 or so of chemi- 
cals are exported, of which Lancashire’s 
share is about £6,000,000, it is clear 
that the home market absorbs most 
of the production. An enormous part 
of it is taken by local factories that 
use chemicals in various process works. 

Engineering is another instance I 
have mentioned as being of value to an 
incoming manufacturer. There are over 
600 engineering firms in the neighbour- 
hood, and they employ anything from 
20 to 13,000 men. I do not say all of 
these firms are of use to a factory owner, 
but a big number of them are. Hav- 
ing them on hand means time and 
money saved in many directions when 
technical skill and advice are needed. 

The non-ferrous metal industry is 
very strong. There are firms in Traf- 


ford Park and throughout the area who 
make hosts of articles from copper, 
zinc, tin, nickel, lead and other alloys. 
Aluminium castings, for example, can 
be found on the spot. 


Many of these metals, of course, are 
the semi-raw materials for lots of 
factories. There, again the back-door 
supply counts in assessing the value of 
a location. One example brought to 
my notice (perhaps not the best for this 
purpose) is that of the factories making 
electrical storage batteries. This area 
seems to be the headquarters of such 
work in Britain. Why? The answer 
lies, I am told, in the lead supply from 
mines not 50 miles from Manchester 
City Hall. 


Diversity of Trades Is 
A Big Asset 


The point that impresses me is the 
diversity of industry in the Manchester 
dockside estates and the neighbouring 
industrial area. For instance, over 
90,000 people are employed in various 
work in the clothing industry; 10,000 
make shoes and slippers in Rossendale 
Valley; 20,000 are busy turning out 
every kind of rubber goods; 8,000 earn 
a living in leather tanning and dress- 
ing; 7,000 produce clay, bricks, fireclay; 
thousands of others are at work in other 
building-material industries, in manu- 
facture of every type of glassware, in 
production of buttons, laces, woollen 
goods, edgings, cords, wire, rope, a hun- 
dred iron and other metal products, 
household utensils, furniture, enamel- 
ware, and so on, indefinitely. This 
diversity, I might add, came as a sur- 
prise to me, a stranger, who thought of 
Manchester and Lancashire in terms of 
cotton, coal and engineering. I found 
out that these ‘‘big three’’ gave work 
to less than half the people employed. 

Looking over this dense, industrial 
area, I see quite well how one industry 
attracts another. 

These are points I jotted down in my 
note-book, together with specific in- 
stances of the progress of new firms in 
the neighbourhood. 





Concrete, steel, brick, asbestos-cement, and other materials are produced in Trafford 


they are but the core of a Park, hence erecting extensions and carrying out building repairs is cheap, quick and 


easy. This picture shows the latest addition to the Hedley factory 


THE STRETFORD & DISTRICT ELECTRICI BO 
TRAFFORD POWER STATION 
| TRAFFORD PARK 
STRETFORD 


Full Particulars and Tariffs can be obtained from the Chief Ene 





FIGURES ON 
MAP DENOTE | 
PURCHASING . 
POPULATIONS | 
COMPILED FROM 
CENSUS OF 1931 


TRAFFORD PARK BUSH HOUSE 
MANCHESTER, |7 me LONDON, W.C.2 
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SHIPPING 
ADVANTAGES 


Docks 
Per Ton 


From Manchester 


You Save jl- 


Here.is the most up-to-date Loading and Unloading 


Equipment 


in any 


WO outstanding points were 
brought to my notice when I went 
into the question of dock facilities. 
The first of these, and the one of most 
immediate concern to all manufacturers 
in the Manchester dockside estates, is 
the big advantage gained by shipping 
via Manchester docks instead of Liver- 
pool or elsewhere. The saving is mate- 
rial and in many cases reaches shillings 
a ton. 

Practice has been, lately, however, 
for manufacturers to quote F.O.B. 
United Kingdom ports or ex-warehouse. 
I am told that the tendency is to ignore 
the considerable saving available in 
quoting specifically via Manchester 
docks. 


‘F.O.B. Manchester’ Means 
More Orders 


Now this, to my mind, is a surprising 
fact, and I quite appreciate the sug- 
gestion of a shipping authority, who 
told me that manufacturers in the area 
would find it well worth while to make 
a special note on their quotations of the 
savings available by using Manchester 
docks. By quoting F.O.B. Manchester, 
as against United Kingdom ports, the 
economies of money and time would be 
sufficient in many instances to secure 
export trade that would otherwise go 
elsewhere. 

The second point embraces a wider 
subject. Britain’s need to keep her 
mercantile marine at full strength. In 
this case I was told that the habit of 
recent years to quote F.O.B., instead 
of C.I.F., was felt adversely by British 
shipping. The reason, of course, is that 
F.O.B. leaves the matter of transit in 
the hands of the overseas buyer, where- 
as C.I.F. contracts are in the control 
of the manufacturer until the goods are 
delivered. Thus, business men can, 
through C.I.F. contracts, direct that 
goods shall be carried by British ships. 

The extent and efficiency of the Man- 
chester docks did, I confess, impress me 
when I made my tour of them. The 
total length of the quays and wharves 
is about 12 miles. Transit sheds cover, 
roughly, go acres, warehouses 27 acres. 
There are 29 warehouses, 13 of which 
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are seven-story buildings, the remainder 
single-storied. Open storage space 
amounts to 300 acres, while there is 
a cold-storage plant of 300,000 cubic 
feet, into which ships can discharge 
cargoes direct. 

Vessels up to 15,000 tons deadweight 
travel up the Ship Canal to berth at 
the Manchester docks. Traffic exceed- 
ing 6,000,000 tons of merchandise, 
valued at £50,000,000 or more, uses 
the canal yearly. This multitude of 
ships make up a fleet that sails all the 
oceans of the world, for, I am told, up 
to 250 overseas ports are in direct com- 
munication with Manchester docks. For 
instance, in 1933 ships entering the port 
numbered 1,839. They came from these 
places: 607 from North Europe; 32I 
from Irish Free State; 288 from the 
Atlantic coasts of North and South 
America; 117 from South-west Europe; 
111 from Eastern parts of the Mediter- 
ranean. The rest came from India, the 
Pacific, Australia and other dominions, 
and so on. And the outward-bound 
traffic is of similar diversity. 

The facilities for handling the vast 
import and export traffic are, to my 
mind, among the most up-to-date in the 
world. Over 200 track-miles of railway, 
more than 70 locomotives, and over 
2,500 freight wagons are available at 
the dockside. 


Dock Equipment That 
Saves Time 


The dock equipment at Manchester 
includes 52 hydraulic, 44 steam, 126 
electric jib cranes, with a radius of 
from 16 to 4o feet, capable of lifting 
from one to seven tons to a height from 
rail level of from 13 to 80 feet; six elec- 
tric grab cranes, each of five tons 
capacity (fitted with Priestman’s grabs) ; 
16 electric overhead travelling cranes, 
36 electric hoists; a floating self-pro- 
pelling, derricking and revolving crane, 
with a lifting capacity of 60 toms; a 30- 
ton steam crane; a pontoon sheers with 
a capacity up to 250 tons and a lift of 
21 feet; a coaling crane, manipulating 
12-ton wagons, and other modern appli- 
ances for quick handling, including a 
fleet of lighters. 


BUSINESS for MAY, 1937 


Ships can unload direct to railway- 
trucks, road vehicles or barges, as well 
as to the warehouses and sheds. There 
are eight terminal docks, four of which 
are for taking ocean steamers. The 
largest dock is half a mile in length. 
The other four docks are for coastwise 
vessels. There is a heavy coastwise 
trade to and from all parts of the 
British Isles. 

Other equipment at the docks, apart 
from the electric cranes and similar 
machinery, includes three graving 
docks, the largest of which is 535 ft. 
in length and has 22ft. of water; a pon- 
toon dock of 2,000 tons lifting capacity; 
and six floating pontoons, each of 800 
tons burthen, which are used to speed 
up discharge of timber cargoes. 


How Silos Handle 
Grain Cargoes 


The port does a big trade in grain. 
It has two dockside silos, each with a 
capacity of 1,500,000 bushels. No. I 
grain elevator can discharge from a ship 
to any of its 268 separate storage bins 
at the rate of 470 tons an hour. The 
delivery rate to ships is 450 tons hourly 
or, into bags, 100 tons an hour. Grain 
from this elevator can be sacked, 
weighed and loaded on to 40 railway 
freight wagons and 10 road trucks at 
the same time. The silo’s drying capa 
city is 59 tons of grain ata time. 

No. 2 grain elevator has 341 separat 
bins. Grain can be discharged from si 
ships at the same time by means of con 
veyor bands running in subways be 
neath the quays. The capacity of th 
plant is 900 tons an hour, includin 
weighing. Grain is delivered in bul 
into barges or coasters at the rate o 
300 tons an hour and, at the same time 
sacked, weighed and loaded into 30 rail 
way freight wagons and 20 road trucks 
Cooling bins, in one operation, deal wi 
zoo tons. Another interesting point i 
that it is possible to discharge grai 
from ships to the elevator and to barg 
at the same time as general cargo 1 
being worked. Three floating pne 
matic elevators of up to 250 tons cap 
city an hour are available. 



















Unrivalled for Industrial Facili 
Residential Amenities 


an way facilities and effici iently administered public services. 


Then here—at Urmston—you have it. Restricted building denit ity ; generously 


tributed public open spaces ; ee planned roads ; conveniently situated sh i 
and schools, AND a low rate in the £. | 


here is no need to live miles from your works or business. 
Come to Mrmston=a district that is developing according to} an. 


Address your enquiries to The Clerk of the Council, Council C fice ge 


Telephone: TRAfford Park O80 








Takes Pressure Off Your Own Stores 


our executives were shrewd enough 
“to foresee price risings and shortages 
of certain raw materials, so they bought 
vast. quantities. Now this act put a 
- strain on each factory’s storage space, 
and we had to take over central pre- 
mises as a main storage depot. 
_. With this situation in my mind I 
opened the talk about raw materials 
and storage. Already part answer I 
knew, for discussions around ship and 
other transport facilities revealed the 
facts about any imported raw goods. 
It is plain that steamers from all over 
the world do, so to speak, discharge 
_.- their cargoes on the back doorstep of 
any factory in Trafford Park and the 
- Manchester dockside estates. It is also 
true that coal, iron, salt and other pro- 
ducts taken from British mines or farms 
is brought to the factory by rail, road, 
canal or coastwise shipping. 
But until now my inquiries into the 
warehousing and storage facilities 
-- Jacked thoroughness. What, for in- 
<: stance, kinds of goods can be stored? 
Under what conditions? How are they 
handled? What are the costs? 


Here’s 50%, Saving On 
Fire Insurance 


< Insurance rates are always a good 
test of the efficiency of storage. The 
tisk of damage or destruction by fire 
or any other agency is shrewdly 
assessed by those companies that carry 
the risk. It came, therefore, as an eye- 
‘opener to me to learn that in some cases 
‘saving on insurance totalled 50 per cent. 
As I proceeded, the reason for these 
very favourable rates became apparent. 
‘Let us take the Port of Manchester 
‘Warehouses as examples as I looked 
-.them over with some care. 
| O There are buildings capable of hold- 
-cing over 250,000 tons of merchandise. 
_.. In addition, of course, there is almost 
-o unlimited open storage facilities. 
. A noticeable feature is that the ware- 
houses are of one type, single-floor 
buildings. This design simplifies much 
‘work and lowers costs in many direc- 


I: several of our overseas factories 




































tions. From the warehouse company's. 


Besides which you:— 
i. Save 50% On Fire Insurance 
2. Save Time In Moving Goods 
3. Cut Costs In Handling Geods 


Store Raws at Your Back Door 


$ 


. Get Twice Daily Rail Delivery 


viewpoint there are savings in cost of 
construction, of lighting, of operation 
and of maintenance. These savings are, 
in a measure, passed on to business men 
who use the buildings. Moreover, 
goods are moved in and out of single- 
storied, easier than in or out of malti- 
stories, buildings. Such facts, it is 
clear to me, contribute towards lowering 
storage charges. 

One of the features that impresses me 
is the absence of men about these ware- 
houses. Everywhere there is sign of 
mechanization. Up above, electric 
cranes move out from the roofs and 
over the long line of waiting freight cars. 
Loads are grabbed by the cranes and 
carried into store or, as the case may 
be, carried out of store and dumped 
into waiting rail-trucks, motor-vans or 
barges on the Bridgewater Canal. On 
the floor electrically-driven trucks, tow- 
ing several trailers, swiftly transport 
goods to and fro between railway wagon 
and warehouse. At other points con- 
veyors are hitched to the freight cars, 
and a continuous stream of goods flow 
into store. 

In all these cases very few men are 
needed, but they do the work of huan- 
dreds of men. 

Inside the buildings it is possible to 
see how effective mechanization has 
become. The cranes, for example, are 
able to travel down the length of the 
building and then sideways to the point 


where the goods are to be stacked. 


Goods are then lowered into place, and 
immediately the crane is off on a re- 
turn journey. In a few cases I saw the 
cranes doing two jobs together: 
and unloading. 


loading on Trafford - 


Such an attack as this on transport 
of goods made light of what once would 
have been days of toil. 

One interesting machine I saw at 
work is an electrically-driven stacker. 
It takes the goods from the trucks and 
trailers that run into the storage. 
Loads of 224\lb. to 2,2401b. are thus 
lifted into positions as high as 30 feet 
from the floor Lifting speeds vary from 
30 ft. to 8oft. a minute, so that little 
time is lost in stacking the goods 
brought in by the warehouse trucks. _ 

The electrically-driven conveyors are. 
used for shifting bagged goods to and 
from the warehouses. Sugar, fice, 
coffee, grains, cattle foods and such 
stuffs are the normal goods in transit 
here. Indeed, the conveyor can shift 
500 tons of goods from rail trucks in 
an 8-hour day. Further, by means of 
ramps the goods are systematically 
stacked to a height of 40 feet. o o 


Another type of equipment I watched 
is the gravity conveyor. This is used 
for loading from warehouse to railway- 
wagons or motor-trucks. It looks like 
a ladder with the rungs set on ball- 
bearings. 


Two Men Load 1,500 
Cases A Day . : 

Gravity conveyors are used in sections. 
so they are very flexible. Goods are 
merely placed on them and slide over 
the rollers down and out to the waiting. 
trucks. Two men, one at the starting 
end and the other at the receiving 
end of such a conveyor, can load 1,500 
cases of goods in an 8-hour day. oo 

The examination I made of the ware- 
houses answered my questions. It is 
obvious that the range and variety of 
goods that is, and can be, stored, is 
limitless, from barbed wire to peaches. 
Indeed, I saw vast stocks of canned 
goods, tobacco, cotton, chemicals, ply- 









wood, and wallboards—all kinds of 


raw and semi-raw goods. 

One other point I wanted to clear up; 
How much will it cost me to move 
stocks from the warehouses to a factory 
on Trafford Park estate? The answer 
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Contracts comple eted 
Trafford Park : 


Offices and Works Extensions for Messrs. Turners ; 
Asbestos Cement Co, Ltd k 


Works Extensions for Messrs, - Inger 


“Cerperation. 


New Works and Extensions for Messrs. Thos, 
& Co. Ltd. 


Offices and Timber Sheds for Messrs, Watson & To 


Office Building for Metropolitan Vickers Elec 
Co. Ltd. i 


Telephone Exchange for H.M, ERIE Works. 
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CAN BE BUILT, BOUGHT OR RENTED IN ANY 
Size: 10 to 10,000 Man Power 


to my mind, among the least im- 

portant acts in acquiring a factory 
site. Whatever you pay is based on all 
the facilities and services that are pos- 
sible on the site. Some land is cheap 
at thousands of £s an acre. If, as in 
cases I have known, the land is sold at 
ridiculously low figures or even acquired 
for a nominal sum, then I look for 
snags. If it isn’t worth a fair price 
there is something wrong. 

Now, at Trafford Park, there are still 
some 300 acres to be let or sold as 
factory sites. At the Barton and the 
neighbouring dockside estates of the 
Manchester Ship Canal Co. there are 
many hundreds of acres. 

These facts are of interest, for if you 
want, say, a 200-acre or so site you will 
have to go, as the Trafford Park man- 
agement informed me, to the Coast or 
Dock Estate. 


T purchase or rental of land is, 


Building Is Cheap On 
This Ground 


Earlier I mentioned the flatness of 
the land about the Manchester dockside. 
This is, of course, a good feature from 
. the building viewpoint, provided the 
land is sound for digging foundations. 
Reports of the land, handed to me, 
show that, generally speaking, the 
ground is composed of, roughly, two 
feet of agricultural soil on top, under- 
neath which is sand and gravel. Not 
very far below these materials there is 
red sand, which quickly becomes sand- 
stone rock. Obviously, then, prepara- 
tory work for building is cut to a 
minimum. 

It is possible, of course, that a manu- 
facturer doesn’t want to build his own 
factory. In that case a suitable build- 
ing may be found in Trafford Park. 
Those I saw ranged from small work- 
shops about 100 ft. long and 24 ft. wide 
to large factories containing thousands 
of square feet of floor-space. 

The next point I asked about was in 
regard to the price of land on the Traf- 
ford Park industrial estate. 

It was explained to me that I could 
acquire the land by either of two 
methods : 


(a) By purchasing the land outright 
for cash payment, or 

(bj) By taking Conveyance of the 
Freehold of the land, subject to 
an annual chief rent. 


In the case of method (b) the land is 
fully conveyed for all time and not for 
any limited period of years. The chief 


rent is payable in perpetuity. This 
method of acquiring land gives all the 
security in the land which is obtained 
by purchasing it outright, but saves the 
immediate capital outlay which is neces- 
sary to do so. 

It is possible to take the land under 
method (b) and have an option for a 
few years of buying the land outright 
under (a). 

The purchase price under the method 
(a) and the annual chief rent under the 
method (b) is dependent upon the area 
of the site taken and to some extent 
upon its location on the estate. 

In the case of taking land on an 
annual chief rent an arrangement can 
be made whereby the full chief rent is 
not paid during the first few years, 
while the new factory is in course of 
erection and getting on to its feet. 

I found, of course, that land in Traf- 
ford Park costs more per acre than it 
does in many other districts, but the 
estate authorities boldly say they do 
not want purchasers to come to them 
unless they can satisfy themselves that 
even at the price they have to pay for 
land they are better off with the faci- 
lities they obtain in Trafford Park than 
if they got their land elsewhere for 
nothing. I do not think they are over- 
stating their case in making this 
statement. 

On the Barton estate and the other 
dockside areas the cost of land is much 
lower, but there are not the same stand- 
ing services and factories available. 


Signed, Sealed, Delivered 
In A Day 


A point that registers with me is this : 


Within 24 hours of opening negotiations. 


you can take possession of the land or 
buildings in Trafford Park. There is 
no red tape or committee meetings. If 
you are in a hurry the estate manage- 
ment will hurry with you. 

Another fact brought out in this 
particular conversation is that sites 
alongside the Ship or the Bridgewater 
canals are available, but they carry no 
special advantages unless your ship 
traffic is vast. A firm can build its own 
wharf in compliance with the canal 
company’s regulations, but the cost of 
constructions and of maintenance needs 
careful calculation. It may not be 
worth while. Firms with normal in- 
ward and outward flow of materials and 


goods to and from ships find the haul- 
age by railway of import and export 
traffic from and to the Manchester 
docks more economical than handling 
the traffic themselves at their own 
wharf. 

Rates, of course, are always to be 
considered. Trafford Park and its neigh- 
bouring estates are under two councils, 
those of Stretford and Urmston. In 
each case the rates at present are 
11s. 7d. in the £. 

It so happens that I am not particu- 
larly interested in renting a building. 
The factories I have in mind will be 
put up especially for their jobs. 


Materials Ready On 
The Spot 


My inquiries along this line showed 
me that not only are there manufac- 
tured throughout the area all kinds of 
building materials, but that many are 
produced in Trafford Park. Edward 
Wood & Sons, Ltd., for instance, make 
structural steel. There are other firms, 
too, that produce steel building goods, 
wood products and similar equipment.. 
Reinforced concrete, roofing, felting and 
such like materials are made in vast 
quantities. Turners Asbestos Cement 
Co., one of the biggest plants of its 
kind in the country, is located in 
the Park. Their roofing and other 
materials are widely used by factories 
on the estate. 

Another good instance of materials 
being manufactured on the spot is seen 
in the Lancashire Wire Co., Ltd. This 
well-known firm supplies ail classes and 
sizes of iron and steel wire, which are 
not only used in factory construction 
work in many cases but are often part 
of the materials used in manufacturing 
processes. 

Then, naturally, there are the actual 
builders to be considered. Here, again, 
I found there are firms available locally 
who are capable of handling big factory 
jobs. One, for example, is Gerrard & 
Sons, Ltd. This firm puts up many of 
the big factories, public buildings and 
housing schemes in the area. The 
Thomas Hedley & Co., Ltd., factory 
is their work, and so is the new Barton 
Power Station extensions. The firm can 
handle a {1,000,000 building job and, 
as several factory owners for whom they 
have worked told me, get the work done 
ahead of schedule. 
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ø DO YOU KNOW THIS MAN? 


He has done the Advertising and Printing for the great 
Trafford Park Estates, Manchester, for |4 years. 


Trafford Park is the first and greatest British Trading Estate. > 





Edward R. Cross has planned and produced some of the 
most successful Publicity ever launched by famous firms in 
the Provinces. His attitude is not—‘‘What can | get out of it", but ‘“What 
can | put into it”. 


Edward R. Cross 


If you wish to sell more to the teeming millions of consumers in the North— 
it will pay you to consult the man on the spot—who knows the habits and 
mentality of the people. Here is the best informed and most alert Creative 
Advertising and Printing Agency for the Provinces. 










Why not talk things over with Edward R. Cross? C 
MANCHESTER OFFICES OF 
CROSS — COURTENAY LTD. 
TOP FLOOR OF FINNIGANS CROSS acres COURTENAY LTD. 
Corner of Deansgate and Brazen- ADVERTISING - PRINTING - MARKETING 
nose Street, near Town Hall, 
Manchester | BRAZEN NOSE STREET, MANCHESTER, 2 


also 125 HIGH HOLBORN, LONDON, W.C.! 











Successors to 
NORMAN E. BOX Ltd. ' K 


TRANSPORT CONTRACTORS 
ENGINEERS - BOILER SETTERS 
CONTRACTORS FOR THE 
CONVEYANCE OF ABNORMAL 
INDIVISIBLE LOADS 
FACTORY REMOVALS 
LIFTING of every description 
Head Office: 


ISI TOWER BRIDGE ROAD, 
LONDON, S.E.!. 


BIRMINGHAM - BRISTOL - COVENTRY - LEICESTER 
LINCOLN - SHEFFIELD - SOUTHAMPTON 


40 MASKELL STREET, ARDWICK, MANCHESTER 


Telephones : ARDWICK 2735/6 Telegrams: “HAULING, MANCHESTER” 
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drinking one cup of tea a day about 

10,000,000 years ago he would have 
consumed by this year about the total 
number of cups of tea the population ol 
Greater Manchester drinks every year. 

Perhaps because I like figures this 
comparison pleases me. But it is more 
than a strange and amusing fact; it 
emphasizes the importance of the door- 
step market to the Manchester dockside 
manufacturer. 

People abroad are apt to be over 
whelmed by the density of the London 
Market. The surprise to me is to learn 
that, in comparable areas, the Man- 


I: a man in Manchester had started 








chester industrial district is more 
EAMES EE 

Re Ut ON eee Se 
The largest adver- 


tisement in Trafford 
Park—size 157 ft. 

27 ft.—Executed by 
our Signs Depart- 
ment and specially 


treated to withstand 

the effects of local 

atmospheric 
ditions. 


? 
ave | 
> ii o 
p 


ie 


con- 





Wie E EE 


AY 


1937 





BUSINESS for MAY, 


AN 18,000,000 DOORSTEP MARKET 
the densest in Britain 


densely populated than the metro- 
politan area. These were the figures 
quoted: Population within 100 miles 
radius, 18,500,000—or nearly half the 
inhabitants of England and Wales, 
within 50 miles, 10,500,000, in the 
Manchester area, 4,500,000. 


Six Towns Each Have 
Over 100,000 


There are 2,000 people to the square 
mile living in the immediate market of 
Manchester dockside factories. In this 
market are six towns of over 100,000 
inhabitants—Blackburn, Bolton, Burn- 
ley, Preston, Oldham, and St. Helens. 
Places such as Bury, Rochdale, War- 
rington, and Wigan have populations a 
little under this figure, while towns 
housing about 50,000 people are 
Accrington, Ashton-under-Lyne, Bacup, 
Chorley, Lancaster, Darwen, Haywood, 
Colne, Leigh, Middleton, Nelson, 
Widnes, and others. 

When these facts came to my notice, 
I thought: ‘‘Fine, but what sort of 
quality is this market?’ 

There are, roughly, 11,000,000 in- 
sured workers in Britain, and of these 
Lancashire claims nearly 17 per cent. 
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TOBACCO & CIGARETTES 


It is clear, therefore, that the area pro- 
vides a mass market of, roughly, 
1,900,000 insured workers and many 
additional thousands of uninsured 
workers. And, as unemployment has 
dropped by 100,000 or more in the 
county during the past year and wages 
in almost every industry have risen, it 
is obvious that this market is expand- 
ing rapidly. 

But there are other signs of good 
market conditions that I unearthed. 
For instance, out of every 1,000 women 
432 are employed in profitable work; 
building plans passed are rising at the 
rate of over 28 per cent a year; electri- 
city consumption is increasing, and last 
year the Manchester electricity under- 
taking sold 10 per cent more current 
and gained 13,074 more customers, 
making a total of 116,163. Bank clear- 
ings is another indicator, and in Man- 
chester the trend is upwards. Clearings 
last year totalled over £530,000,000— 
more than any other three provincial 
centres combined. 

These figures looked good to me, but, 
having heard of Bury black puddings, 
tripe, cow-heels, pigs trotters, sage 
cheese and other local traditional dishes, 
clogs, shawls and similar styles of dress, 
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Our Offices and 
Works are within 
20 minutes’ journey 
off Trafford Park. 


Telephone : 
Rusholme 1471/2 


Telegrams : 
‘Markads, 
Manchester.’ 








NATIONAL ADVERTISING SERVICE 


A comprehensive 
organisation cover- 
ing Package Design 
to National Distri- 
bution. 


HEAD OFFICE 


ESTABLISHED 1898 


HAMILTON ROAD 


PRESS, 
POSTER, 
DISPLAY, 

and 
DISTRIBUTION 


MANCHESTER., 13 
Branches throughout Gt. Britain © Ireland 








INDUSTRIAL SITE SURVEY 





it made me wonder what chance just 
ordinary goods have in this market. 
The facts, however, are reassuring. 
But, apart from statistics, it seems to 
me, from personal observation, that 
Lancashire is modern in its tastes and 
habits. 


Modern Eats Oust 
Old Dishes 


Figures given me show that the ex- 
ample of endless cups of tea is not a 
solitary market possibility. The mil- 
lions on the Manchester dockside door- 
step do eat and drink, clothe and house 
and amuse themselves in the up-to-date 
fashion and, consequently, buy millions 
of fs’ worth of goods. 


SPENDING POWER GRAPH 
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This spending power chart is a first- 
class guide to provincial Britain's markets. 
Lancashire and Cheshire, as you see, stand 
highest in the number of families with 
over {10 a week to spend. The counties 
are second in the £4 to £10 a week class. 





How even the small factory is ideally served by railway to the doors is 


shown in this illustration. 


The small, modern factory depicted can load 


goods right on to wagons from its works and send them away to any part 
of the United Kingdom 


HERBERT WATSON & CO. LTD. 


2 BANK STREET, MANCHESTER, 2 
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Now these facts give a broad outline 
of the trade, but, to be more specific, 
I got hold of an analysis of what the 
families in the Manchester industrial 
area edt each week. This is an import- 
ant indicator, for, I understand, ‘‘the 
family’’ is a vital unit in Lancashire. 
And there are well over 900,000 families 
averaging just over four persons per 
family in the area about which I am 
talking. 


Lancashire Menus Spotlighted 
By This Table 


Consump- Consump 


tion per tion per stimated 
Commodity family family ynsumption 
weekly annually f the area 
Bread and Flour 29.14lb. 1,515.28lb. 12,674,000cwt. 
Rice, Tapioca and 
Oatmeal 1.881b. 97.761b. 818,000c wt 
Potatoes 13.781b. 716.56!b 5,903,.000cwt 
Meat ; 6.181b. 321.361b ' 688,000cwt 
Bacon 1.541b 80.08Ib 670, 000cwt 
Milk 4 , 9.28pt 182.56pt. 452,047, 000pt 
Cheese 0.581b. 35.361b 206. 000cw! 
Butter 2.411b 125.821b 048,000c wi 
Eggs 12 (324 584 548,000 
Currants and 
Raisins 0. 86Ib. 14.72 b $74, 000cwt 
Tea 0.571b 20.64)! 247 910cwt 
Sugar 5.631b 2092.761b  449,.000cwt. 
Coffee and Cocoa 0.261b 13.521b 118.08icwt 
Oranges - 668,000cwt 
Apples 100.000cwt 
Bananas - - 080,000 
bunches 
Pears 8,800.0001b 
Plums —- 040.0001b 
Cherries ! — 1 640,.0001b 
Currants (raw) i 120,.0001b. 
Strawberries - 040,000Ib 
Gooseberries 6,800,000Ib 


AFRICA HOUSE, 44-6 Leadenhall St., LONDON, E.C.3 


Steamship and Forwarding Agents e Insurance Brokers 
Coaling Contractors e Passenger Booking Agents, etc. 


AGENTS FOR THE FOLLOWING REGULAR STEAMSHIP 
SERVICES SERVING THE PORT OF MANCHESTER 


ORIOLE LINES 


MANCHESTER/BOSTON, NEW YORK, PHILADELPHIA, BALTIMORE, NORFOLK, Va., NEWPORT 
NEWS, and Vice versa. 


DIXIE LINES 


MANCHESTER/NEW ORLEANS, HOUSTON and GALVESTON, and Vice versa. 


MOBILE OCEANIC LINES 
MANCHESTER/MOBILE, PENSACOLA, GULFPORT, Etc. 


CURRIE LINE 


Regular Sailings. 


MANCHESTER/HAMBURG and BREMEN and Vice versa every Five Days. 


LAURITZEN LINE 


MANCHESTER/GENOA, LEGHORN, CARRARA, NAPLES, CATANIA, MESSINA, PALERMO and 


SPANISH PORTS. 
KNUTSEN LINE 


Fortnightly Sailings. 


PACIFIC PORTS TO MANCHESTER. Monthly Sailings. 


“CLUTHA,"' Manchester 


Telegrams: 
i “REDESMERE,"’ Fen, London 


Telephone: BLAckfriars 588! (5 Lines) 
a MANsion House 536! 
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Living in’ the factory 
area means living in 
dirt, smoke, grime and 
all the unpleasant con- 
| sequences of industry... 
“Such conditions breed 
squalor, 


keep work- 
people depressed and 
unhealthy . . . 


But These Are 


HEN I went into this question of 
W residential amenities for labour 

and executives alike, I found a 
satisfactory answer. Around and about 
Manchester there are stretches of beauti- 
ful country within a few miles’ drive 
of the city. Especially to the south- 
west there is an attractive stretch of 
unspoiled agricultural country. 

But my immediate concern was with 
homes, in the district adjoining, in the 
Borough of Stretford and the Urban 
District of Urmston. As Trafford Park 
itself lay partly in one and partly in 
the other of the territories of these 





“DORMITORY” 


Areas 


That Give Fresh Air Homes 


two local authorities, 
logical ‘‘dormitories”’ 
estates. 

Stretford has a population of nearly 
60,000 living in about 15,000 houses. 


they provide the 
for the dockside 


150 Acres Of Open 
Spaces Here 
Although it is a well-developed area 
it is also well planned. There are 150 
acres of parks and recreation grounds 


within its bounds, which will always 
remain open space and provide excellent 
lungs for its population. 

At the town hall an official told me 
something of the health services main- 
tained by the council. Milk is tested, 
food supplies are inspected, slaughter- 
houses and the like are under civic 
supervision. Housing, of course, is 
thoroughly supervised and inspected. 


(Continued on page 28) 
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The Lancashire Wire Company Ltd. 


Head Office & Works: Trafford Park, Manchester, 
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general usage. 
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is the registered trade name of Galvanized 
Wire manufactured to conform to the 


2 





British 


Specifications for Cable Armouring, 
Armouring, 


Fencing, and 


|7 


AND AT LONDON, BIRMINGHAM AND GLASGOW. 


AGENCIES 


IN BRAZIL, GREECE, NEW ZEALAND, PORTUGAL & SOUTH AFRICA. 













Jekylland Mr. Hyde 


















live in every Home 


D.. Jekyll serves you faithfully, bringing comforts, efficiency or pi ogress in 
the form of electricity, gas, domestic fire and, if you indulge, tobacco. 
Very occasionally, and without warning, Dr. Jekyll is Mr. Hyde—no lon 
a willing servant but a fiendish tyrant. 
This is evidenced by the fact that over £24,000,000 was wasted in un- 
controlled fire in 1936 (in England alone), BUT the more tragic 
this Mr. Hyde claimed an average of EIGHT LIVES PER DAY TI 
THE YEAR. If Hyde selects you as a victim, what can you do ae ET 
Completely defeat him if you are NUS WIFT Protected : | if not, NOW is surely 
the best time to ask 


The NUSWIFT ENGINEERING Co. Ltd. Protector Wor 


to send you particulars of NUSWIFT dependable Fire Protection : Sparatus 
NUSWIFT is safe even for a child to use—cannot cause dam ge and i? 
guaranteed for ten years. 
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WALMGATE BAR 


= Transport san aaieae | G 













A staff of competent drivers—a fleet of up- 

to-date vans and lorries—-safe, speedy and 

trouble-free transport ~- that’s how we can 

solve your haulage problem. Get in touch 

with us for details and estimates, you’ll be 
under no obligation. 






Vehicle Hire Specialists) 






MANCHESTER'S TRAL DE AND T 
FAC ILITIES © 






Manchester Address: 


SHBURTON ROAD, TRAFFORD PARK, MANCHESTER I7 
Trafford Park 1885 















LONDON {South}, 6-12 Tuke Hill, S.W., Tule Hill 4056. . LOLA COT LP ee ee ew ORR Ew 
BIRMINGHAM, Tyburn Rd., Erdington. East 0104/5. HULL, M A N Cc H ES T we i E 

a [Cleveland St. Central 31309. LEEDS 4, 13 Crown ey ; eag pee p O 
1997/8. LIVERPOOL i, 25 Greenland Street. Royal a Com Mi TTEE, Ci 
DFORD, CAMBRIDGE, ROCHDALE, BRISTOL, : -F o cewek CATA s 













































































HAULAGE CONTRACTOR 


UPERINTENDENT AND 
RECEIVER OF CARGOES 


FORWARDING AND 
CUSTOMS AGENT 


GOODS RAILED EX-WARE- 
HOUSE AT MANCHESTER 
HIP CANAL COMPANY’S 
RAILWAY RATES” 


j, À , | arehouse, Westinghouse Rd. 
afford Park, Manchester. 


Telephone 0602 Trafford Park 
‘Telegraphic Address: “Outports, Manchester” 





Pon 7 M Tra fford Park 







T rams: Piinth, Mener. 
/ Phane: Trafford Park i84i 


ERAL WAREHOUSEMAN 









| tial areas. 


per 1,000 in 1901, 11.0 per 1,000 in 1932. 
= There are 
borough, elementary and higher grades. 


many schools in the 
These latter include a boys’ grammar 
school, a girls’ high school and a 
technical school. | 

Stretford’s neighbour, Urmston, com- 
prises an area of 4,799 acres and in- 
cludes Flixton and Davyhulme. 
population is 30,000. The council 
owns 481 dwellings, which are let at 
rents ranging from 4s. 3d. to 15s. 6d. 
a week. There are about 9,000 dwelling- 
houses in the district. An interesting 
point is that the density of population 
is about six persons an acre'in Urmston, 
while in adjoining districts the density 
is 16, and in the city areas 40 persons 
an acre. 


A Limit Of 12 Houses 
To An Acre 


From what I saw, the area seems to 
| be ideal for business executives. 


The 
number of persons per house, for ex- 
ample, is low: 3.7 in Urmston, 3.3 in 
Flixton and Davyhulme. The district 
is, I was told, one of the few where 
there is a limit of 12 houses to the acre. 


| There are spacious roads and planned 


shopping centres. 
One point E noted was the amount of 


| open spaces. The council owns some 
| 300 acres which will always remain open 


ground. This includes the magnificent 
Flixton house and grounds, the Worth- 
ington-Wright estate at Flixton. Here 


| 60 acres will be kept open space for | 


ever and will preserve some real coun- 


| tryside in the heart of a residential area. 
| Distributed widely throughout the dis- 
trict are about 35 acres of well-kept 


allotment gardens, which in themselves 


| form valuable ‘‘lungs’' for the residen- 


tial areas surrounding them. 


| As in Stretford, there are libraries, 
baths and every facility for sports. 
deed, in the Urmston district there are | 


In- 


two golf courses, three cricket clubs and 
a number of tennis courts and bowling 
greens. 


_Manchester’s Advantages, Not 
| Its Drawbacks 


Both Urmston and Stretford get elec- 
tricity and gas from joint undertakings. 
Water is taken from the Manchester 
Corporation supply. Transport faci- 
lities, too, are obtained in conjunction 
with the city. Rail services are good. 

Naturally, the city, with its famous 
University, its colleges and other centres 
of higher education, can be counted as 
among the attractions of these residen- 
Indeed, Stretford and Urm- 
ston have the advantages which Man- 
chester, the Metropolis of the North, 
can offer, but escape the disadvantages. 
Certainly, in that important factor, 


e lucky. The prevail- 
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Associated with 


BLACKSTON 
& COMPANY LIMITE 


LARGEST MAKERS 
OF FARM MACHINER 
IN THE | 
BRITISH EMPIRE 


Head Office & Works: peas 
ASHBURTON RD., TRAFFORD PARK | 
MANCHESTER 17 ar 


and at 


LONDON and STAMFORD 










HEATIN 
VENTILATING | 
STEAM PLANTS 
PIPES 















SAUNDE 


PRAED ROAD - TRAFFORD PAR 
MANCHESTER, I7 __ 


. London Office 
BUILDINGS, HOLBORN, 
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The important industrial 
tailways and its docks on the 


largely within the Borough, and the facilities 









co-operation between the Corporation and those e 
developing that area, been provided for industr 


tivalled in Britain. 








All the usual services are available and fu 
industrial needs. Passenger transport for work 
protection are both provided in conjunction with 

orporation, and the Electri i nds 
in public ownership. 
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The benefits of large industrial consumption of electrici 
the low charges to domestic consumers. 
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‘The rates are low, their stability having 
the water supply plentiful and excellent 
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ONE SHILLING 


‘ deas are worth 
no more than the 


you give them 


“= Multilith 


REGD. 
LÍ S TRADS is the Mew way to get things done 





Profit and progress in bu iness are based on the multiplication 
of ideas, information, instructions ... . expressed in words, 
piciures and figures ON PAPER. Bui—compromise with quality 
and you handicap progress . .. . pay more than is necessary for 
production and you put a brake on profits. There is one quality 
meihod of putting things on paper at a cost less ihan you've 
previously known . . .. a method that speeds progress and 


increases profit. 


A METHOD FOR YOUR OWN OFFICE 


That method is by * Multilith'. .. . the new, high-quality and low-cost way 


to print stationery, business forms, communications and literature in your own oflice 


a 
Facts and work-samples of the * Muhilith * Office Printer and Duplicator free on oneal ie Pe 
a e j J , 
application, A personal Demonstration can be arranged to suit your convenience RR: N 
4 
M i 
On 


23, KINGSWAY, LONDON, W.C.2. 
‘Phone: Temple Bar 8474 (6 lines) 

(Head Office & Works : Edgware Rd., Cricklewood, N.W.2} 

Branches at: Manchester, Birmincham, Leeds, Liverpool, Bristol 


Newcastle, Edinburgh, Glasgow, Belfast Nottingham, Dublin 
























Consult: 


THE CHIEF GOODS MANAGER 
Development Department 


GREAT WESTERN RAILWAY 


PADDINGTON STATION W.2 
(Tel.: Paddington zooo. Extension 2465) 


for details of factory sites m 


SOUTH WALES 


meee FACTORY SITES 
apa §=6IN SOUTH WALES 


Proximity of raw 
materials. 


Direct shipping 
facilities. 


Efficient rail 
transport to thickly 
populated areas. 

















o ed? 

while ifs fresh » 
Time lost between the first concep- 
tion of an idea, a plan, a report, a 
letter ... means effectiveness lost. 
: Flick a key in the privacy of your 
office, speak into your neat Ericsson 
master station... and get the thing 
done onthe spot. Key men all over 
“the house” are at your elbow— 
one at a time or fifteen of them 
at once—on your Ericsson Loud 
Speaker Telephone System. 


Here are the advantages :— 







JAMES MILNE 
General Manager 


Paddington Station 
London W.2 


1. Get through instantly to 4. Holdaconference without 
any department without having a single executive 
dialling, calling an opera- out of his department. 
tor, holding an earpiece 
or speaking into a mouth- 

P 8 5. If necessary loud speaker 


2 Pear senlies ALOUD— can be switched off so that 
i p only you hear replies. 


keeping hands free. 
3. Right-of-way over other 
conversations. 6. FULL SECRECY. 


Can you afjord to 
be without these 
unique conveni- 
ences and advan- 
tages? Why not get 
in touch with us? 
Ask for particu- 
lars of our mod- 
erate RENTAL 
MAINTENANCE 
or make an ap- 
pointment for free 


One Machine does the work of Two 


Continuous Form Billing in addition to regular typing 


Your typewriter actually does the work of two machines 
when used with ‘“Fanfold’’ Continuous Form Adapter, because 
the many time- and money-saving methods of the Continuous 
Form Billing Machine are added to all the advantages of 
regular typing. 

d Svation AT “Fanfold” Continuous Forms typed over our Attachment effect 
emonstration savings in Billing time, and costs, ranging from 17% to 18% 


ee YOUR ADDRESS without affecting the operation of the typewriter for regular 


—————— ir correspondence and other purposes. 


“Fanfold” Adapter places no strain whatever upon the type- 
writer carriage; because of the very simplicity of construction 


Ericsson Telephones Ltd., 67-73 Kingsway, London, W.C.2 and operation there is nothing to get out of order. 


Tel.: HOLborn 3271-2-3 f / 
anio 















Teac “ace 


LOUD-SPEAKING 
INTER-CCMMUNICATION NORTH CIRCULAR ROAD, LONDON, N.W.2 
TELEPHONES Telephone : GLAdstone 5477 (3 lines) 
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form of the Chancellor’s new levy 

on business is still a matter of some 
doubt. That it is regarded as a serious 
matter, however, has been shown be- 
yond question. 


Business men have not unreasonably 
taken alarm at the prospect of being 
taxed on the basis originally suggested. 
There were obvious objections to the 
proposal to calculate profits in a period 
of rising trade and use them as a basis 
of taxation in comparison with years 
when many firms were making no 
profits at all. 


The force of the business com- 
munity’s protest has been recognized 
by the Chancellor himself, and it is 
hoped that some more equitable plan 
will finally be devised. 


That the money required to finance 
our defensive rearming will have to be 
found few people dispute. It is a 
burden which all ought to, and must, 
share, and ‘‘business England’’ will be 
prepared to do its part with the rest. 
All it asks for is fair play as between 
the different classes of taxpayers. 


Whatever the final solution of the 
problem may be, it is certain taxation 


Eim oft what will be the final 


will be heavier. How is the extra 
assessment to be met? 
‘Better organization and higher 


efficiency’’ is one—perhaps the best— 
reply to the question, as it has always 
been the best reply to the same ques- 
tion in times past. 


% Also get particulars 
of the new 


DICTAPHONE 
TELECORD 


It records telephone con- 
versations & conferences. 


THE TREND TO DICTAPHONE SWEEPS ON 





By 
THOMAS DIXON 


A famous cynic and wit once re- 
marked that churchgoers invariably 
applied the sermons not to themselves 
but to their neighbours. It might 
almost be suggested that many busi- 
ness men who talk about personal effi- 
ciency are apt to forget that the rules 
that apply to their subordinates are 
just as applicable to themselves. 


If increased personal efficiency offers 
—as undoubtedly it does—a means of 
meeting the extra demands of the tax- 
gatherer, why should it not start in the 
upper ranks of business? 


To ninety-nine principals and execu- 
tives out of a hundred the dictating 
machine does offer a means of increas- 
ing personal output: in other words, of 
securing greater personal efficiency. 
That has been proved over and over 
again. 


The Dictaphone saves time—the 
most valuable time in any business 
house—the time of the principal and 
executives. These are the ‘‘men who 
count’’. Give each of them an extra 
hour a day to think, plan and control, 
and what will be the effect on the busi- 
ness as a whole? The answer is 
obvious: quicker and more economical 
working. 


It is true—indeed, it is admitted— 
that The Dictaphone will save much 
of the cost of actually handling busi- 
ness correspondence. That, however, 
is a minor matter—a make-weight. It 
cannot be too strongly emphasized that 
the chief purpose of The Dictaphone is 
not to cut correspondence cost but to 
make it easy for highly placed execu- 
tives to do more and better work in 
the time at their disposal. 


It is difficult for anyone who has not 
had actual experience of The Dicta- 
phone to realize the amount of time 





Business 
Tax 


saved daily by its instant availability 
for work at any moment. To be able 
to turn to the machine the instant the 
need arises and dispose promptly of 
subjects as they come to the desk gives 
a sense of power and control utterly 
unknown to the man who relies on the 


shorthand-writer for everything he has 
to dictate. The mere fact that he neves 
waits when he desires to dictate letters 
Or memoranda or transmit instructions 


of any kind introduces an entirely new 
atmosphere into the executive’s office. 


That is just as true of the small “‘one- 
man” office as of the larger under- 
taking. There could be no greater mis 
take than to think that The Di taphone 


is only for ‘‘big business’. It helps the 
‘‘small’’ man, in proportion, even more 
than it helps the ‘‘big’’, because it 
enables him to deal more easily with 
routine matters which he must under 
take but with which the executive in a 
larger organization is not concerned. 


It will cost you nothing to investi- 
gate The Dictaphone. Make up your 
mind to do so. Post the coupon to-day. 


EEE 


POST THIS COUPON NOW 


THE DICTAPHONE CO., LTD. (Dept. H.) 
Kingsway House, Kingsway, 
London, W.C.2 


Please send free book “What’s an Office any- 


way?” to 


a TTETTTTTTTTTTTTITTTTTTT TETTO TTT EET 


H. 687 


THE DICTAPHONE CO., LTD. 


(Thomas Dixon - Managing Director) 
Telephone: Holborn 4161-2-3-4 


KINGSWAY HOUSE, 
KINGSWAY, LONDON, W.C.2 


And at Manchester, Birmingham, Glasgow, 
Liverpool, Leeds, Bristol, Newcastlie-on-Tyne, 
Dublin, Belfast. 


Over 260,000 Dictaphones 
Are in Daily Use 
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‘The 


UNDERWOOD SIMPLEX 


ACCOUNTING MACHINE 


provides 


@ Speedier accounting 
© Greater accuracy of control 
® Lower operating costs 


Other outstanding features of this machine are 
its extreme flexibility—making it possible to 
change from, say, invoicing to ordinary type- 
writing at a moment’s notice—and the ease 
with which any typist or other office worker 
may learn its operation. 


May we demonstrate in your own office on your 
own work how the practical and economical 
advantages of this low-priced machine will 
improve your clients’ accounting? 


The Underwood Simplex Accounting Machine, 








WITH COLUMN ADDING & 
SUBTRACTING REGISTERS 


with its Underwood Standard typewriter key- 
board, handles Invoicing, Statements, Payroll 
and Sales Analysis, Cheque and Receipt Writing 
with greatly increased speed and accuracy. 


By providing a register for each column in 
which it is desired to add or subtract, the items 
typed in the ordinary way are automatically 
totalled. In this manner the accuracy of invoices 
may be proved, and control figures established 
for subsequent posting operations. 
UNDERWOOD ELLIOTT FISHER LIMITED, 


Typewriters . Accounting Machines . Adding Machines 
Carbon Paper, Ribbons and other supplies 


120 QUEEN VICTORIA ST., LONDON, E.C.4. Tel. CEN. 1080, 


and 40 fully equipped Branches and Service Depots throughout the country 





To Underwood Elliott Fisher Ltd., 120 Queen Victoria St., London, 
E.C.4. Please send me (without obligation) full details of the Underwood 
Simplex Accounting Machine. 
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Mechanization is as Vital to the Small Firm as to the Large Organisation 
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Incorporating: “The Journal of Commerce”, “Modern Business’ : 
“System”, “Business Organization and Management”, 
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removes possibility of lost documents 


You know how easily important papers, letters and other 
enclosures are lost or mislaid. Most often this is because they 
are insecurely attached. This danger is removed if you use the 
ACE Stapling Machine, which holds securely up to 
40 documents. And it will go on doing this for 2 5 years. 


STANDARD OFFICE SUPPLIES COY. 


9, Lovell’s Court, Paternoster Row, E.C.4 
Tel. CITY 7211 (4 lines) 


FALL -STEEL 
CONSTRUCTION 
Model No. 102 


Triple-plated. Jam-proof. 30 
Guaranteed 25 years. = 


Staples per box of 5,000, G/- 
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NON-STOP TYPING! 


HE preparation of a set of multiple forms for typing 
involves considerable waste of time through the inter- 
leaving of carbon paper and alignment of such forms. 









This unproductive operation is entirely eliminated by Sa. in 
using the EGRY SPEED-FEED Attachment and Continuous ER 

Stationery. The carbon sheets are automatically fed into pate 
each set of forms and withdrawn after typing, thus 
enabling the operator to spend more time in actual 
typing and achieve a considerably greater output with 
more convenience and less effort. 


The Speed-Feed can be unhooked at a 
moment’s notice, thus allowing the type- 
writer to be used for ordinary purposes at 
any time, and by an ingenious method of 
compensation involves no strain whatever 
on the typewriter. 








Ask also for details of the 
EGRY MANIFOLDING REGISTER 


which can be applied in a variety of ways 
for dealing with hand-written records 
requiring carbon copies. 


EGRY Ltp. 


WARPLE WAY, ACTON, LONDON, W.3 


Telephones : Telegrams 
SHEPHERDS BUSH 3377 (3 lines). EGRYCOMPAK, EALUX, LONDON 











“PLUG IN TO 
GREATER 
EFFICIENCY” 


says Mr. Sectric 





‘Sectric’ time means greater efficiency 
and punctuality in your business and 
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The Month’s NEWS in 
Management Trends 


‘NERVES,’ To-day’s Problem in Precision Works è “We MUST 
Raise Prices—But HOW?” e Hand-to-Mouth Buying Again 


Needle Tempers Are 
A Serious Menace 


re ALK about women with home 

responsibilities suffering from 

‘nerves’; believe me, the women 

have no monopoly in that direc- 
Ot. a, 

This remark was made to us at lunch 
last month by the personnel director of 
a well-known firm. We had spent the 
morning touring the factory and dis- 
cussing with him the businesss problems 
that weigh most heavily to-day, and 
this matter of ‘‘temperament’’ among 
skilled workers is certainly one of them. 

“Only yesterday one of the section 
foremen,’’ continued the director, ‘‘was 
telling me about two key men on a 
highly important job—‘good as fightin’, 
that’s what they was’—the foreman put 
it. I had these two ‘scrappers’ in my 
office, not for a wigging—we don’t do 
things that way—but for a man to man 
talk. 

“Well, I found that these lads hadn't 
a thing in the world to fight about. 
They were just ‘nervy’, each in a 
different way.’’ 


O 


Executive’s Personal 
Influence is Essential 


N this firm there are about 4,000 
[ex in the shops, and the personnel 

director spends a big proportion of 
his day walking through the works so 
that he can chat here and there with 
the employees, quite irrespective of 
their rank. 

With so much highly skilled labour 
involved—and the difficulty of getting 
more—he and his colleagues have to be 
ever on the watch against nerves or 
‘‘touchiness’’ causing friction that may 
quickly break out into real trouble 
amongst the hands. 


By The Editors 
circumstances to-day,” 


CTIS- the 
[ continues this executive, ‘‘not 
the men or any firm’s particular 
methods of management, that make 
workpeople so touchy. Everywhere 
there is an increased tempo, a sense of 
‘drive’, a feeling of ‘pressure’, and this 
inevitably causes a reaction. 

‘In most factories work just now is 
going forward at peak load. Moreover, 
tools, equipment and processes to-day 
are so scientific, so exacting, and they 
demand of the operatives such close 
concentration and such continuous 


exercise of the faculties that the strain 
is telling.” 





It Will Help If You 
Study These Rhythms 


A VERY worker has an individua! 
‘rhythm’ to his temperament. 


One man may begin the day full 
of pep and enthusiasm, only to tail off 
as the day proceeds, until by 3 p.m. 
he has become silent and taciturn. 
Another man may be quite the reverse, 
and these two teamed together—per 
haps with others—on particularly exact 
ing work, may grate horribly on one 
another’s nerves. 

“I myself have seen a man, a first 
class workman, but because he was a 
highly-strung, sensitive type, com- 
pletely upset by a blasphemous out- 
burst from a tough, inconsiderate team- 
mate. 

“A single reaction like this may be 
nothing; but in a big works of 4,000 
men the possibilities of their multiplica- 
tion are infinite, since everybody is 
more or less on edge and liable instine- 
tively to exaggerate any kind of 
incident.” 

And the danger to-day is a serious 
one for, while the strain and speed of 
modern precision production are the 
very things that greatly increase this 
tendency to ‘‘nerviness’’, it is in the 
precision industries that upset of this 


sort can be least afforded. The more 
exacting the work, the more compli- 
cated the plant and equipment, the 
more disorganizing and expensive are 
any labour tiffs that cause delays. 
O 

N greater or less degree most manu- 

facturers employing skilled labour 

are faced with this problem. The 


fact imposes an enormous responsibility 
on personnel management. Sir Percival 
Perry, head of the Ford Motor Co., 
Ltd., on this side, in an interview with 
Business has said most emphatically : 
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. . . Men are more important than 
machines ...’’ and “‘to build up a 
contented and efficient staff is a more 
vital need than the acquisition of 
immediate profits. .. .”’ 


O 


Small Firms, Too, 
Have The Trouble 


ND this problem of temperament 
is not confined to the big firms. 


The small concern, too, has the 
same difficulty. In fact, here it is some- 
times even harder to handle. With a 
staff of 20 to 50 or 60 there is not the 
same chance of switching men from one 
job to another or of swapping team- 
mates as there is with a staff of 200 and 
over. 

So in the small works we have “‘shirt- 
sleeve control’’ coming back. 

We met the head of a metal-working 
plant employing about 40 men. Two 
hours at least of every day he spends 
working alongside his men at points 
where pressure is greatest. 

As a practical workman his efforts 
are worth while. As an executive on 
the spot, liked by his men, he smooths 
out sticky points as they arise, soothes 
ruffled tempers. 


O 


Holding Staff Against 
Outside Bidders 


N Lancashire we found several 
[instances of small manufacturers on 

a ‘‘content drive’. The head of a 
small textile machinery business em- 
ploying some 80 people had just 
introduced a canteen, morning and 
afternoon break for tea, and a club- 
room. Unheard-of things, these, in 
small plants. Yet this employer says 
definitely that the expense is worth 
while—“‘If only for the way in which 
it has held my skilled staff against out- 
side bidders,” he remarked. And that’s 
an important point. If you can hold 
all your trained workers to-day, you've 
got a big advantage. 

In another works, where again we 
found the boss in his shirt sleeves 
among the machines instead of in the 





ae 


office, we were told of rest pauses and 
paid holidays. 

All these things are aimed to soothe 
nerves, Management’s very great prob- 
lem to-day. 


True, Your Costs 
Are Piling Up 


ESPITE the fight which industry 
LD ecneray is making against put- 

ting up selling prices, the soaring 
costs of raw materials and labour is 
forcing the hands of many manufac- 
turers. 

It is hard enough to make the 
decision to raise prices, but it is harder 
still to launch the increase and to get 
it accepted by customers. 

A manufacturer can say: ‘‘My raw 
materials have gone up 20 per cent, 
labour is up 10 per cent, distribution 
costs me more, and so on, there- 
fore I’ve simply got to advance my 
prices. ‘2s. ." 

But that is not enough. Customers 
are unmoved by this logic. ‘‘Pay more? 
To h— with that,” they retort, ‘‘we’'ll 
get the stuff from so-and-so.” So-and- 
so is the equivalent of a price-cutter 
since, by holding down his prices, he 
must be slashing his margins to shreds, 
if not out of existence altogether. 


O 


Best Buyers Won’t Pay 
More Without These Reasons 


N a wave of prosperity and in- 
[ereasea purchasing power, buyers 

simply will not pay increased prices. 
It seems an extraordinary situation. 

We have asked about this among 
many manufacturers who are selling to 
the public, through dealers. Opinion 
among them is unanimous that the 
general public to-day are much more 
discerning and critical in their buying. 
If average men and women are to pay 
a shilling for an article that they have 
been used to getting for ninepence; or 
a pound for something that was fifteen 
shillings, then they want a much more 
appropriate reason than that of “‘in- 
creased cost of manufacture’. 
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They demand some appropriate 
reason such as: larger size unit; better 
quality; wider range of uses; more 
handy to use, as in the case of an 
improved package or container; greater 
permanence; better after-sales service; 
firmer guarantee; some quite new 
feature not offered before; and so on. 


O 


Can You Do It With- 
out Raising Costs ? 


T is up to the ingenuity of the manu- 
[iecture to decide how he can, in face 

of his cost difficulties, offer some- 
thing along these lines as justification 
for his price increases. But make the 
concession he must, if he is to raise his 
prices and continue to expand his 
markets. 

This tricky situation, of course, arises 
out of the fact that the number of 
attractions for the buyer’s pound has so 
enormously increased. In fact, it can 
be truly said that the other men in your 
own line of business are no longer your 
most serious competitors. Your real 
competitors are the alluring products 
and amenities offered in a hundred 
other fields. 


O 


Piecemeal Buying, As 
In The Slump 


N our excursions we have been sur- 
[pasea at the extent to which firms 

are covered for their supplies of bulk 
raw materials. It is true that in 
general there is an acute shortage and 
that prices are still rising. But very 
many firms are so well stocked, or con- 
tracted for, that they will not come into 
the market again until September. 

But this does not ease the situation 
of the many hundreds of concerns that 
are not so provided. Rather than 
attempt to make contracts with price 
trends as they are, these firms are 
resorting to hand-to-mouth buying, just 
as they were compelled to do, for other 
reasons, during the slump. 

And this situation is not to the 
advantage of raw material suppliers 
because the policy of manufacturers 
now is to place their small orders at any 
point where they can secure any kind 
of benefit in the way of price and/or 
delivery. 


O 


Small-lot Buying May 
Have Its Advantages 


NE manufacturer told us that 
(ony by searching for small, 

obscure suppliers and by making 
his purchases in little lots could he get 
enough stuff with which to keep his 
output up to schedule. But by doing 
this he is getting any advantage there 
is in the way of prices. 

This policy imposes greatly increased 
work on buying departments, but it is 
worth while as a temporary measure if 
you work it rightly. 
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ages of raw materials, scarcity of 

skilled labour and, at the same 
time, great pressure of orders, manu- 
facturers are racking their brains for 
every kind of specific that: will ease the 
tension at as many points as possible 
in these difficult circumstances. This 
gathering momentum of all-round over- 
head costs is in fact the most pressing 
managerial problem of the moment. 

We have, in recent issues of Busi- 
NESS, described what many firms are 
doing towards reaching a solution; rais- 
ing the efficiency and output of plant, 
getting better results from the labour 
available and generally smoothing out 
routine so that no unnecessary obstacles 
exist. 

But there is one factor of cost reduc- 
tion that does not seem to be exploited 
as fully as it might, especially by the 
smaller firms, and that is the double- 
shift system of working, particularly for 
female labour. 

The double-shift system is an alter- 
native to plant expansion. To-day, 
therefore, this alternative demands 
particular attention because, even if 
firms are ready with the money for 
additional plant and building expan- 
sion, they cannot, in many cases, get 
delivery of the plant they want, nor 
get work started on the new buildings 
to house it. 

In fact, the makers of many types of 
plant and equipment are themselves so 
up against the shortage of materials and 
skilled labour problems that they can- 


F zes o with rising costs and short- 


EXTRA PLANT: Unobtainable; No Room; Too Costly ? 


MORE SKILLED HANDS: Unobtainable; Peaks Spasmodic ? 


DOUBLE SHIFTS 


not, except in a few cases, give any 
delivery dates at all to their customers. 
And even where they can promise to 
complete orders deliveries are so 
delayed that the position of plant 
users is developing into something of 
a crisis. 

This is where the double-shift system 
can sometimes be used very effectively 
by manufacturers to increase the out- 
put of their existing plant. 


It May Help to Cut Costs 
All Round 


But it is not only on this score that 
the possibility of two-shift working is 
worth looking into. There is the factor 
of the general reduction in unit produc- 
tion costs that it may make possible 
through the more continuous use of the 
machinery. 

A word of warning, however, should 
be offered here. The most likely con- 


ditions under which double shifts will 
be profitable are those where the costs 
of plant used are high and the costs 





We tell you here 
How 
4 Firms Use 
The 2-Shift System 










May be the Solution for You 


of labour comparatively low. Where 
the opposite is the case it will probably 
be not worth considering, in view of 
the unavoidable expense. 

Other conditions in which the two- 
shift system is valuable are (1) those 
where fashion cycles have to be met, 
where goods, such as in many sections 
of the textile trades, have to be turned 
out in maximum quantities in minimum 
time in order to catch a wave of public 
demand, and (2) where one compara- 
tively small specialized department in 
a factory has to supply several larger 
departments with semi-processed goods. 
The longer working of the double shift 
can be used to prevent the small 
specialized department from becoming 
a bottle-neck and so slowing down the 
general speed of the whole process. 

There is a misunderstanding, too, 
that exists about the two-shift system i: 
some people think it assists the unem- 
ployment problem. Close observation 
during the past few years has exploded 
this idea as a fallacy. It has no notice- 
able effect on the unemployment figure. 
Most manufacturers draw their second 
shift from departments within their 
own factories which are more slack, as 
it is generally the case that double 
shifts need be worked only in a single 
or very few departments. Not often is 
it necessary for the whole works to go 
on double time. In any case, it is diffi- 
cult enough to secure and hold sufficient 
skilled labour for normal staffing. It 
would be harder still to find still further 
skilled hands for shift working. 














“This is, 




























of a condition opposite to that 
ned in (2) above. Here, instead 
small specialized department 
fing to be speeded up by double 
ts. because the larger departments 
it supplies tend to run away from 
he specialized department in. this 
| ‘when pressure is put on, operates 
: higher capacity than the larger 
rtments can cope with, so the 
je shift has to be applied in these 
ger departments. The beneficial 
t, however, is the same. 


yaved £200,000 on Plan 

| Expansion 

this works the spinning processes 
rm are run, by men, as a con- 
inuous operation. The spun yarn is 
‘hen passed on to women operatives for 
‘ling, bleaching, drying and sorting. 
When heavy urgent orders came in 
cently, 


Operating spinning department, 
there are comparatively few machines 
here and they are of high capacity. But 
ORES toe step up the capacity of the subse- 
quent. women’s operations to keep pace 

- demanded an expansion of plant that 


ie -would cost something like £200,000, as ` 


a much wider range of types of plant 
was involved. 

Now even this big sum would not 
es have been an insuperable obstacle to 
~ the firm concerned, but where they 
were completely stumped was in the 
= — Matter of factory space available. They 
a ‘had no floor space on which to accom- 
ae _ modate any big increase in plant—even 

if they were prepared to spend the 
< money, and even if they could pet 
prompt delivery of the machinery. 

_ Building extension, too, was out of the 

: anestion; the land was not available. 
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ecently, it was fairly easy to arrange- 
ncreased | output of the continuously 
for. 


<- Where 
h demands of fashion, etc., 
| make sudden extra calls on 
output. 
meets them at much less 





e solution was: 


ing well. The firm was able, right from 
the start, to meet the increased demand 


instead of suffering the lag inevitable 


during the installation of new plant and 
the finding and training of more em- 
ployees to run it, because you cannot 
run additional machinery without addi- 
tional skilled workers. 

The expedient of the double shift 
therefore enabled this firm at once to 
meet increased orders, a vitally impor- 
tant consideration where fashion goods 
are concerned. 

In addition, the firm saved its 
£200,000 on new plant expenditure, and 
reports that the shift system is much 
more flexible, from a cost point of view, 
than additional plant. The size of the 
shifts can, without expense, be adjusted 
to. fluctuations in demand; whereas a 


sudden drop in the curve of demand > 
might render idle part of additional 


plant installed to meet the peak of the 
wave; and costly machinery that is left 
idle means a piling ap of »profit-eating 
expenses. 

Shift workers in this case worked on 
a 41-hour-week basis, and were paid on 
a 48-hour-week basis. 


Was Able to Win New Markets 
Without Raising Prices 


The works director at another and 
much smaller rayon factory said to us: 
‘Through the two-shift system in some 
departments we have been able to go 
on increasing our markets without 
raising our prices. We have been able 
to keep strictly to our promised 
schedule of deliveries to our users, a 
fact that we consider of paramount 
importance in these days when so many 
manufacturers are disappointing their 


customers in this respect. 
“The shift system has increased our _ 


The 2-Shift System Cuts Costs... 


Where production is mostly 
machine expense and labour 
cost is low | 
o 


seasonal rushes, 


The double shift 


cost than plant extension 
e 


1ere there are ‘bottle -neck’ departments, double shifts 
cause it gives flexibility to Works Management. Labour 


nt be instantly adjusted to load ; Machinery cannot be 


Where you need to expand your plant and cannot get 
and cannot of it, or one want. additional skilled workers 


a R the 1 men a | chance to. se ct 








ara is, “moreover, 
flexible. coi We can control it exa 
to meet the changing pressure 0 
customer-demand.’ 





2-Shift Working 5 olved Our Rush ER 
Order Problems Pee 

‘A tin box manufacturer said: “Since =. 
we make entirely to order and not for > - 
stock, the two-shift system has been — 
the only means by which we can _. 
instantly put on the pressure whenever - 
we need it. We may work for months =~ 
on a normal basis, then a big urgent 
order of a special nature will come along. 
(we had many to meet special Corona- = 
tion requirements), and we are able to — 
meet the customer only by using two, 


-and sometimes three, shifts. 


“We have, of course, extended our =o 
plant to meet the general expansion 2) eee 
our business, but it would not pay us oe 
to equip on a scale which occasional = = 
high peaks might suggest. sa 
“The increase in labour costs for the 

shift system is more than compensated: 
by the saving we make on plant expam 
sion and the good-will we maintain by c. 
satisfying our customers in the matter ie 


- of deliveries.” 


A famous bouse manufacturing 
branded foodstuffs pointed out another 
advantage. “We use double shifts,” a 
director said, ‘‘mainly in the produc- 
tion of new lines or in the preparation 
of special sales campaigns until demand - 
for the new lines has been estimated - 
with sufficient accuracy to guide us in- 
the amount of new plant, if any, we 
need to install. We thus avoid com- 
mitting ourselves to any big capital 
expenditure while a project is still in 
the experimental stage. 


It Saves Expense in Trying Out 
New Lines 

“Tt is essential, in the case of food- 2605 
stuffs, to launch our trial campaigns on 
a fairly big scale so as to get representa- 
tive results, and, furthermore, these 
trials must be done quickly so as to 7 
avoid our being forestalled by com- ocs 
petitors or by seasonal changes. “Double : 
shifts are therefore the very best way 
of getting this work through in the most 
economical way. 

Other firms find that the two-ghitt 
idea is the only way of getting over the 
shortage of skilled labour difficulty. A 
large woodworking firm in the Midlands 
told us that a sufficient number ò 
skilled hands simply could not be 
obtained. ‘‘We had to make adjust: : 
ments with the staff we had,” said the 2 
production manager, ‘‘drawing from 22 
two or three departments sufficient men | 
to increase output at one concentrated | 
point and then putting the denuded =o 
departments on double time. This) 
called for the most careful personnel- 
handling to arrange the shifts equit- 
ably, and to draw up a schedule. tha 










































































“months ago, Mr. Leslie Walton, 
‘Chairman of Vauxhall Motors, Ltd., 
eferred to the policy of his Company 
- In keeping down costs. As an important 
contribution towards Vauxhall's splen- 
did trading year of 1936, with its net 
profit of £1,214,550, Mr. Walton said: 
“oe the concerted desire by the 
iole. organization, in every depart- 
tv to- keep down costs, eliminate 
ra and improve operating methods 
as produced the results which we put 
efore you to-day, in spite of con- 
< tinuously rising costs in other direc- 
5 k ti ons. ne 
<- That reference calls attention to a 
factor of such vital importance to all 
lanufacturing industry that we asked 
t. Simpson to tell us in greater detail 
ow the Vauxhall Company was able to 
maintain continuously the ‘‘progress 
with cost-saving’’ state of mind among 

















Cost-Watching Not Confined to 
«the Top Executives 
‘Everybody understands that it is 
easy enough for a small group of top 
executives in a company to have this 
< outlook; it is essentially their job to 
have the comprehensive, long-distance 
view. But it is a different thing alto- 
= gether to get such an ideal started at 
_all among the rank and file, let alone 
. to preserve it as a really active force 
among them for all time. 
_ From Mr. Simpson's explanation it 
Seems clear that this achievement 
: hinges on three main factors: 
(1) The Company’s budget, and the 
method by which it is operated. 
(2) The employee profit-sharing 
. scheme. _ 
(3) The democratic, common-sense 
system of personnel manage- 
ment. — | 
_ We will take these factors in their 
<order. 
¿generalities about the budget; modern 
executives know all about the basis of 
budgetary control. The Vauxhall 
‘budget, prepared each trading year, is 
set for the usual broad objectives; but 
in actual operation there are several 
points about it that are different from 
the average application, and which are 
“very interesting indeed. They are 
¿points which lead up directly to the 
~budget-minded attitude maintained by 
-the employees throughout the organiza- 
` tion. 








| Why The Sales Forecast Figure 
3 is “Notched Back” 


n In the first place; the key factor of 
he budget, the sales forecast, is invari- 





YN his address to the shareholders at 
the Annual General Meeting three 


There is no need to go into 


-greater detail, 


araa Poulton, From an Interview Wi 


Director and Factory Manager, Vauxhall M 


T. 


total for the forthcoming year's sales, that will give a higher 
then the budget figure is notched back : 
to, say, 23,000 and the supplementary 
budgets for the whole organization are 


built up from that basis. 
The Company says: We plan a con- 
servative figure that will keep us just 


but, if we sell more (as invariably we 


while the profit value of these extra 
sales naturally assumes a higher ratio. 
In other words, the expenses of the 
extra sales are covered, so far as fixed 
burden is concerned, while the profit 


ratio is increased by each additional. 
The effect of this arrangement is — 
thus very favourable to the Company's 


sale, 


balance sheets. 

It requires a nice calculation, 
course, to determine how low you can 
set a big budget (and therefore your 
fundamental expense) while at the same 
time allowing for all-round progress and 


a properly calculated ‘“‘plus’’ of sales 


MANUFACTURING COST STUDY No. 
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Proposal 





Suggestions for reduc- 
ing costs and improv- 
ing work are constantly 
coming from the staff. 
Suggestions involving 
comparatively small — 
issues are submitted -| 
on this type of form... 
Suggestions of a bigger 
nature are set out in 






Estimated Saving 
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But the checking up of departments, 
course, does not depend solely on 
e revelations made by the monthly 
lance sheet. Departments’ activities 
are subject to a continuous check-up. 
“By this term “check-up” no suggestion 
if tight criticism cr censure is imphed, 
wt constructive, helpful co-operation 
whole time. 





the Vauxhall budget is that literally 
ty body carries his share of responsi- 
lity. for it, from senior executives, 
hrough departmental managers down 
othe rank and file employees. We 
“will show in a few minutes how this 








- ereated. 

A budget, of course, is of little use 

unless it is made continuously active. 
SA i: cannot run itself. 


© These Special Executives are 
Budget Controllers 


In the Vauxhall Company every 
section has its own budget accountant. 
| These officers are entirely independent 
executives; their sole job is to ensure 
that their respective sections keep 
within their budgets, and they do this 
= by generous, friendly assistance and 
wot by any practise of coercion. 
This co-operative work of the budget 
accountants is summarized at the end 
of every month by detailed reports 


» Brown 
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- Robinas 
n Amith 


One of the secrets for the success of 


“universal budget-minded attitude is 





which are studied and acted upon by 
those concerned. 

Now we come to the profit-sharing 
scheme, and it is here that we shall 
show how it is that every employee 
becomes an active agent in keeping the 
budget within schedule and in con- 
tinuously directing his mind to still 
further cost-saving and work improve- 
ment. 


Two years ago the management insti- 


tuted their ‘employee profit-sharing 
plan. While this was appreciated, by 
those employees who were eligible for 
it, as a wage increase of a kind, it was 
not understood in all its significance. 


Profit-Sharing is Now Inspiring 
The Employees 


“It has taken these two years,” said 
Mr. Simpson, “of patient explanation 
to the rank and file of what profit- 
sharing really is, in fact, of explanation 
as to what are profits, how they are 
made, what can be done with them 
and, above all, how the extent of profit- 
sharing is governed by the degree in 
which the recipients of the share-out 
themselves personally co-operate in 
keeping down costs, saving waste and 
improving methods of work, 

“The very size of the organization— 
over 8,000 employees—tends to reduce 
in each individual his estimate of his 
own personal value in a campaign to 





fost Study No. 7. 
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y roéressiv st saving, work improvement and cut c ae 
; ‘interest stimulated: by the Vauxhall policy every manu- z 
at turer should read the principles outlined in this article. 












It is only by constantly talking go 
to the staff, by citing the significance | 
of the increases in wage packets made 
possible by the profit share-out and by 
proving how constant further coste oto 
saving will result in still bigger share- 
outs that we have at last been able to 
establish the idea as an active force. -i 
“The result is, as I indicated a fewo- 
minutes ago, every individual is budget- ` 
minded. He realizes that to co-operate 
with his team mates (we operate on the 
group bonus system) and with his fore- | 
men to keep always within the budget 
is a practice that directly influences his — 
own earnings.’ 


More Effective than any Ordinary — 
“Suggestion Box” Plan 

In fact, as Mr. Simpson showed, the 
men are going further than this. They 
have become so conscious of cost-saving” 
and work improvement that they now — 
use their own initiative to seek and put 
up suggestions for improvements every- 
where. And the spontaneity and con- 
tinuity of these efforts far exceed that 
obtained through any ordinary sugges~- coo 
tion-box system, even when it is backed 
by cash rewards. 

This is probably due to the fact that 
profit-sharing is continuous and accumu- 
lative and has behind it the constant 
stimulus of the budget, whereas under 
the ordinary suggestion-box scheme 
there is no stimulus to overcome initial. 
inertia and rewards are spasmodic. 

(Continued on page 38) 
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This is how major suggestions are submitted. Every proposal is a complete case: the proposal, its cost and the estimated saving 


“set out as in the first sheet shown on the right. 


O.K, and put immediately into effect. 








After critical examination it is, if ‘recommended’, finally given the management's ~~ 
It has a serial number and is thereafter periodically checked. to ascertain if the claimed ~~ 

improvement is being maintained. By this means only the continuously profitable ideas are retained. . 
that the Vauxhall management, do NOT ie propagas on their initial cost, but a on the PROVED. > SAVINGS th 
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` Helps Night Shifts 
To Work Better 


N these days when double shift 
| working is necessary in so many 
_ “factories, the efficiency of artificial 
- lighting plays a very important part in 
helping the night shift to work to its 
illest. capacity with the minimum of 
fatigue. In one North London factory 
we were shown a chart that indicated 
_ how the expenditure of only (25 on 
improved light fittings raised the out- 















«put standard of night shifts numbering | 


_.150 employees, We reproduce the chart 
here. It is accepted that the quality 
and volume of work turned out by 
night shifts is almost invariably below 
hat of day workers, though not always 
along way below. But this inevitable 
lower standard provides all the stronger 
reason why management should give 
-every aid possible. 










Better Stock Control: 
An Urgent Need Now 


ITH the rising prices of so many 

V \ raw materials more efficient 
stock control is one of the vital 
needs of manufacturing concerns. In 
our conversations with a Midlands 
manufacturer of small electrical parts 
last month we were told that £50 spent 
on a new system of stock-checking and 
recording that gave an automatic bal- 
ance of stock as production progressed 
enabled him to cut his margin of stocks 
by 25 per cent, representing a release 
of several thousands of pounds of liquid 
cash. Floor space formerly occupied by 
bigger stocks was also cleared, thus 
providing space for urgently needed 
additional plant. Money required for 
an expansion of the shop was therefore 
saved as well, or at least made unneces- 
sary for a time, allowing turnover and 
profits to go on increasing meanwhile. 


O 


Scouting Fear Bugbear 
Develops Better Talent 





Y AVERY progressive business to-day 
F1 faces the difficulty of finding a 
“sufficient number of go-ahead 
young men to line up for future execu- 
tive positions, It is unfortunately a 
characteristic of some foremen, super- 
visors, departmental managers and 
even higher executives to try to “crab” 
any obvious talent in those beneath 
m: This type of men seem afraid of 
abordinates getting to know too 
£ their getting too much into 







ATERIALS—TIME 


 Sbhort-Cut Ideas and Methods being used by Progressive Firms 















EFFICIENCY CHART 
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Better lighting improved work of the ! 


night shifts. (See first item) 


fear that the young go-aheads will step 4 


over them. 
It takes much careful education and. 


propaganda and example to banish this dep 


sort of fear from a big staff, but one 
firm has an interesting policy which 
helps considerably towards this end. 
They have made it clearly understood 
that promotions in every section will 
be made from inside, or at least that 


|. adequately. 


Ate Saag 













and until that person bas tra 


one- under him to ; 
This plan is ensuring th 
all grades will not withhe 


| tion from their juniors an 
prevent their subordij 





cising all “the abi. 5 7 ar = " 
can. It is building a staf 
enterprising young men. 










tween employees and i 


done, 
This policy is of vital in: 

big organizations where, + 

ations of this sort are gi 





the staff will be given every oppor- may 
tunity before outsiders are considered. ti 
But, in addition, they have made it firm 
an absolute rule that no person, of dan 
whatever rank, will be promoted unless | 










Other Firms Are 
Cutting Costs by— 






Waging systematic war on 
waste of raw materials ; cen- 
stant inspection of scrap—in 
offices as well as in factories 








Installing more efficient plant 
that will combine two or more 
operations in one 






Incentives for workers to stay 
in their jobs: better working 
conditions, bonus payments on 
production, paid holidays, 
labour-saving devices 








Reducing the range of lines 
produced, and increasing the 
usefulness of remainder : saves 
money in production, distribu- 
tion, storage ; simplifies buying 
of raw materials in difficult 
markets ; reduces office work 








Using waste material for mak- 
ing into secondary lines or inte 
small parts formerly bought 





Using double shifts of labour 
(see page 9) 






| (see page 32) — 





forward by the rank and file 






if they are prevented 

















































> The max 
It takes active and 
sonnel management to diss 
in a big concern from, 
thought. But a steady. 
formative explanation | 
morale will be maintained; 
stantially higher level, 
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scheme proved successful, 
The old fear complex again th 
to be dispelled. 


This ‘‘Open Door’’ 
Policy Pays, Too 
-NOTHER poiat 
A resentment amoi 
“closed. door’? - 
management in some. 
ployees at once sense : 
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but they enjoy a subconscious satisfac- 
tion if they know they can see him— 
and without undue formality—if they 
wish. The mere knowledge of this fact 
is a great sedative in these days of 
nerves tightened by the strain of in- 
creased complexity and speed in 
production. 


O 


Saves Time in 
Junk Disposal 


N a large tea-packing warehouse the 
[ enpacking of original teas from 

boxes is done on the top floor of 
the building, as this is where the blend- 
ing starts; other processes work down- 
wards, so that the finished packets end 
up on the first floor. 

On this top floor all the empty boxes, 
iron tape and wire bands, metal foil, 
etc., removed from the incoming cases 
is collected and sold to waste mer- 
chants. All this waste material had to 
be picked up off the floor, carried by 
hand and stacked in a corner. When 
the waste collector's van arrived the 
stuff was packed by hand into empty 
boxes, carried to the lift, then carried 
to the van and tipped out. 

All this labour has now been saved 
by a home-made chute; a boy simply 
sweeps all the waste through a railed- 
off hole in the top floor, whence it drops 
into a bin at lorry height on the ground 
floor. The waste van backs up to the 
bin; the cover is lifted and the waste 
simply forked straight into the waiting 
van. 


O 


We Stop Waste 
Before It Starts 


“wN our factory,” said. the produc- 
[= manager of a radio factory, 

‘‘we find that the greatest waste 

of material tends to occur in the design 
stages. When preliminary models are 
approved by the sales departments we 
translate the designs into working draw- 
ings. From this point the drawing 


MACHINE IDLE? 


N idle machine in the works, no 

matter whether it is a small or 

large works, piles up overhead 
costs. There may be very good reason 
for the non-working of a piece of equip- 
ment, but whatever it is, you should 
know about it—at once. 


S it a breakdown? Is the repair put 

in hand at once? How long will it 
take? Why did it break down: careless 
operator or faulty machine? Do you 
show the operator what his carelessness 
is costing? Get on to the makers if the 
machine is faulty. 


HEN machine is repaired, will it 
break down again? Should it be 
scrapped for a better type? Do you 
know about the latest and best types 




















Eliminate Those ‘ Little 
Bits Over’ 


By using these mechanical measures for 
fabrics it is claimed that a saving of 
£3,500 was made in 6 months by a 
famous London Store. By passing the 
material through the machine lengths are 
automatically measured, correct to less 
than an inch. The figure measurement 
is shown simultaneously in two dials, 
one visible to the operator and one to 
the customer. The machine resets auto- 
matically after each measurement. The 
company handling this machine is The 
Fabricmeter Co., Ltd., Fulbourne Road, 
Walthamstow, London, E.17 


office has much work to do, and, unless 
the most careful attention is given to 


economical designing at this stage, 
undue waste in manufacture is bound 
to occur. 

Saving of time and labour in produc- 
tion can be quite destroyed unless 
economy in material usage is enforced. 
We therefore make it a rule that every 
working drawing, in addition to show- 
ing the quantities of material required 
for manufacture shall: also show the 
amount of material allowed for waste 
in the process. 

“Under this system every draughts- 


of this machine? What would a new 
one cost? Would it save you money 
in the long run? 


HE machine may be still through 

lack of power. If it is electrically 
driven from the mains, do the suppliers 
know they are hampering output? If 
the supply is internal, are the dynamos 
insufficient for the work of the factory? 
A steam-driven machine may be still 
because boilers are overworked. Would 
a different type of power plant give 
cheaper and more reliable energy? 


ERHAPS other departments have 

failed to send work along to the 
machine. Does the routing of work 
through the factory need overhaul? 
Where are the bottle-necks that caused 
the stoppage? 


getting in on you? .. 
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man naturally looks to his laurels and 
tries to show the least possible scrap 
percentage on every drawing for which 
he is responsible. 
us any amount of money, especially 
lately with the costs 
soaring.” 


This plan has saved 


of materials 


O 


us: in several progressive factories 
that we have visited recently a 


i ND speaking of waste reminds 


special point is made of the regular 
inspection of waste materials of all 
kinds, not a spasmodic look-around 
when somebody thinks of it, but a 
properly conducted campaign of eagle- 
eyed search for unnecessary waste. Any 
factory can practise an anti-waste drive 
such as this. 


O 


Saves Executives’ Time 
Hunting the Chief 


N the average concern more time 
ES is generally imagined is spent 
by executives seeking to interview 
their chief on one point or another, 
but: ‘‘None of my executives ever has 
to waste time phoning or walking round 


the building looking for me,’’ said the 


head of a Regent Street firm. “ʻI have 
a simple plan which lets my eight chief 
executives know whether I am in the 
building or not. There is a small green 
electric bulb on a wall bracket in each | 
of their rooms. Whenever I leave the 
building I signal by switching this light 
‘on’. When I return I switch it off. 
Nothing could be more simple, but it 
saves much of their time in the course 
of a week. 

“I might mention, however, that the 
value of such a signal would be spoiled 
if it was used to hoodwink executives. 
The ‘out’ signal is never upon any 
account used unless I really am out of 
the building. When the green light 
shows, my executives therefore do not 
have to waste time wondering if it is 
a ‘stall’.’’ 


Then make this Investigation At Once 


HE operator may be away. If he 

is ill, is he often ill and absent? 
Does he take time off when he thinks 
he will? Is he on holiday? If so, why 
no substitute? Is the department 
understaffed ? 


HERE may be a lack of work. 

What about the sales department, 
is it that more orders are wanted? 
What are the salesmen producing, are 
they up to quotas? Are competitors 
. But this is a 
big subject to investigate. 


HAT is your costing system like, 

can you tell quickly exactly what 
a stoppage is costing you in £ s. d.? 
Knowledge of this precise cost will 
indicate to you the urgency with which 
to get the repair dealt with. 











es P and up and up...’ 
| | the story of the month's 


creases steadily if a trifle alarmingly, 
_but the Coronation fillip was partly re- 





sponsible for April’ s triumph. The 
45,000,000 extra expenditure by 
sitors. and ‘Londoners is the best 


substantiated estimate we have seen. 
But the Stock Exchange house who 
“gave the figures could not allow for 
~ the crash in stand prices nor the tens 
~ of thousands of flats and furnished 
= rooms over-priced and unlet. | 

figure is probably somewhere between 








gift to London’s catering and pleasure 
ndustries. 
„lation by 15,885,327 in three weeks 
zul previous to the Coronation corroborates 
= this estimate. 







No Coronation 
-Hang-over Now 
A LTHOUGH the captains and the 
oe kings have departed, there has 
. been no Coronation reaction. On the 
contrary, the advertising and the selling 
sides of business are quickly making up 
. for lost time: for that the Coronation 
and Whitsun together slowed up selling 
- In some industries is certain. Happily, 
< most order books are so full this does 
=> not affect present production or unem- 
of ployment. Orders are being booked 
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ACTIVITY FACTORS — comparisons with same month last year 
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well ahead to-day- every line, 


work for 12 months or more, while 51 


per cent had been unemployed for less- 


than three months. 

Business activity continues at a 
record for all time level. The Econo- 
mist business activity index continues 
10 per cent ahead of last year and even 
further ahead of the 1929 average. 
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In April there oe oe more. 
| people at work than a year ago: better 
the duration of unemployment 
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maintain their smashing record of a impr 
15.2 per cent rise over last year for a culties 
second month; but bank turnover was p 


up by no less than 22 per cent over 


April of last year. 


Despite Playtime 
There’s A “Plus” 


ká be overseas trade figures, too, are 2 gags O 


among the best for many years. 


Imports are up by 24.4 per cent ona + 4 
year ago (raw materials by 30.3 per- 


cent and exports by 27 per cent). Part 


of the rise was to be expected, since. 
the whole Easter holiday fell in April, 
1936; but the figures are still good, — 
making the necessary reduction. Much 
of the increase in the value of imports — ,. 


is due to rising prices. Wheat imports 
were lower by upwards of 1,200,000 
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Stock Exchange bulls. It succeeded 
dmirably in this and will certainly be 
etained, though modified to avoid its 
resent unequal pressure. 

Despite rumours to the contrary, the 
anks have not eased off on the gilt- 
dge markets to date; but almost cer- 
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has been the Treasury’s policy since 


1931 to get money cheap in order to. 
iron out the bottom of the boom. There 


is ample evidence that the policy is now 
trending in the opposite direction, 1.¢., 
to iron out the top of the boom-—#in 
other words to soften the fall, But can 
anything avoid inflation while the gold 


All comparisons are with 
the similar month in last 
year, except unemployment 
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inflation through a gold surplus, | 


Delting. motors, ge machinery, p 


Dan heave: “three: devices to voiding dan 
central banks can raise their gold cover | 
requirements; they can increase the 


minimum cash requirements of member ` 
bankers; finally, they can put gold into 
circulation, and certainly will, at a 
pinch. The banking brake is still effi- 
cient and will certainly be applied. 

But there are other brakes. The 
shortage of raw materials is one of 
them. This prevents the over-expan- 





sion of many businesses, particularly 
through building and machinery 
purchasers. 


Price Control. Strong Men 
Can Hold Back the Boom 


EXT, the brake of price control, 
dangerous as it can be at times, 


does prevent price expansion. The 
present situation in the pig-iron, iron 
and steel industries evidences this. 


Price rises are sanctioned only by the 
Import Duties Committee. In the case 


„of finished steel products, the rise sanc- 


tioned in May, 1936, was but rọ per 
cent: the new rise is 20 per cent; the 
prices of pig-iron semi-finished steel, 
and almost the entire range of finished. 
steel products, are now regulated in this 
way on a cost basis. This has the 
double advantage of avoiding inflatory 
prices for finished products and of keep- 
ing raw materials and semi-processed 
products as cheap as possible for the 
finishing end of the industry. | 

Finally, the uncertainty as to the 
gold policy of the United States is in. 
itself an extremely useful brake for the 
Treasury: it keeps the Stock Exchanges 
on the jump. Further nervous flurries 
are certain to recur until the price of 
gold has been stabilized. 


Industry to take 
No Rap for 2 years 


ITH all these brakes either al- 
ready working, or available, it is 
clear that the Treasury can do a great 
deal towards ironing out the crest of == 
the present boom, We are certainly ERR 
approaching the crest with an increas- = 
ing velocity, but we continue to believe 
that no serious fall in business activity 
is possible for at least a couple of years. 
The Government's continuous expendi- 
ture of {400,000,000 extra per annum 
on armaments, the 99 per cent peak . 
activity in domestic building, the re-. 
organizing of the steel industry on a 
very efficient basis, and the possibilities 
of hire purchase to keep car, wireless, 
furniture and household equipment 
sales at a high level, are our safeguards. 
Of the industries mentioned the steel 
industry is basic. 























Steel Steps Up 
2,300,000 Tons 


T looks as if steel would soon become | 
as important in our economy as it has — 

long been in that of the United States, - 
for it is increasingly important for 
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-sizes and weights, suitable for all purposes, and is obtainable through any of your 
usual sources of supply. 
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rent rate of British Steel production, 
estimates The Economist, is 13,000,000 
tons a year. Last year it was but 11.7 
million tons. Already the industry's 
capacity is 30 per cent in excess of its 
< 1929 record output, thanks to arrange- 
. - ments with the Continental cartel. The 
“imported quota of 500,000 tons is less 
-than the quota of our imports in poor 
-years like 1930 and 1931. 

> On the export side we have as large 
a quota secured to us as we exported 
1 1929 Or in any succeeding year. 
resent extension schemes will give us 
yearly rate of production in 1938 well 
excess of the present 13,000,000 tons, 
Vhen the slump arrives, the steel in- 
ustry will have so largely modernized 
plant that it can fight far more suc- 
essfully for its share than in either 
g2r or 1930 slumps. Here is another 
safeguard against a crash when the next 
depression comes. 
John Public, Critic 
ramps Profit Monger 
7] URING the past month the 
Adency to rise in prices has con- 
tinued, despite the set-back in raw 
materials. The problem of how to raise 
the price to the consumer is difficult 
to-day, because cut-price competition is 
rampant in so many trades. Better 
organizing within the trade is the only 
answer; and until the cotton, the furni- 
> ture and many other industries take to 
combined action they will suffer the 
consequences. But even in well-organ- 
ized trades the consumer is much more 
difficult over a rise in price to-day than 
he was either in the “after the war’’ 
con expansion or in the 1927-29 boom. 
_.. Only the skilful selling and better ser- 

vice to justify the higher price will 

solve this trouble in many cases. 

The labour situation looks a little less 

difheult. The failure of the London 
=- and provincial bus strikes, the preven- 
tion of a national coal stoppage in time, 
the settlement of the Beardmore dis- 
- pute, have all tended to prove to the 
unions that negotiations generally pay 
better than a strike. 


No Dollar Dumps for U.S. 
Despite Economic Riddle 
FYCHE situation in America is still 
difficult to assess. Prices in April 
were up xo per cent on the previous 
year, and industrial production 20 per 
ent higher, but ordinary shares stood 
‘at the same level. Although the 
~budget is still unbalanced by a trifle 
of {£600,000,000, and although every 
-promise to balance it has failed, Ameri- 
an credit remains sound. Wages rise 
“with prices; unemployment has been 
halved, but there is no building boom 
near, nor the insipient signs of even a 
modest revival. Vast areas have been 
wrecked by the sandstorms in Colorado 
and the floods in the Mississippi and 
Yhio valleys, yet there is no evidence 
foa falling off in the national con- 
sumers’ buying. On the contrary, de- 
Poma store sales are 13 per cent 
bove the 1923-25 average. However, 
he continual injection of government 
ney into the consumers’ pocket ney 
r this. i | 
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ris expanding enormously. Cur- : 


. The question is whether the Am 
can revival will continue to travel so 
fast this summer without any Valer 
Bonus being paid out. Meantime, we 
can simply be thankful that American 
prosperity is increasing. That aston- 
ishing prosperity is encouraging her 
prosperous citizens to spend money 
here and in France. 

In Europe the overdue revival in 
France is still crippled by political diffi- 
culties and rising costs; but in Holland, 
Poland, and through Scandinavia busi- 
ness continues to expand healthily. 
None of these countries has had an 
armament boom superimposed on its 
natural revival. 


Bread “Marks” The 
German Work Hours 


N Germany money is now being 


pumped into industry, in the form of 


government bills, just as between 1923- 
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Empire's Reaping 
Good Cash Harvest 

N the Empire both 

Zealand are experien 
exceptional prosperity. 
of wheat are gradually 
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A Re-Shuffle in The . 


Sales Policy 


EFORE going into details, it will 
Be well first to outline something 

of this organization in which many 
difficulties existed and in which results 
were far from satisfactory. 

It was a concern which did not 
nationally advertise its products, and 
which had to depend to a great extent 
on the efforts of its salesmen, and 
orders had to be secured on the basis 
of their own sales ability. The company 
was not particularly well known in the 
trade, but its product was slightly lower- 
priced than those of other companies 
indulging in national advertising, and 
its fiercest competition came from such 
people. The distribution was not good, 
generally speaking, though it was 
all right in London. In the north they 
had to rely on railhead delivery up to 
a certain point. 


Salesmen Were Paid Widely 
Varying Rates 


The first problem that it was thought 
should receive attention was the ques- 
tion of the remuneration of salesmen. 
There were 15 or 16 members of the 
sales staff, some of whom were receiving 
£4 a week and 5 per cent commission 
on sales above a certain figure, some 
of them being supplied with cars and 
others having to provide their own. 
Other salesmen might have been get- 
ting {9 a week. There was no real 


level of salary which was generally 
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BUSINESS for JUNE, 1937 


Made Sales Control More Flexible 


Exploited Territories 


Gave Salesmen 


Greater 


More Fully 


Incentives 


Made 25°/, More Net Profit 


From A Special Investigation 


adopted throughout the sales staff. 

There was an interesting system 
adopted, particularly in relation to the 
salesmen who were on a low salary of, 
say, £4 a week with 5 or 6 per cent 
commission above a certain figure. 
Those men were allowed to draw 
commission in advance to make their 
salaries up to something like £8 a week. 
Some of them overdrew their commis- 
sion, and the result was that at the 
end of the year they were probably £50 
or {60 in debt to the company, which 
the company found very difficult to 
recover. Again, the company had a 
system of helping salesmen who had 
their own cars, to buy their cars or to 
pay their insurance, the salesmen 
agreeing to pay back at the rate of 5s. 
or Ios. a week. This they did not 
always do, and usually at the end of 
the year there were 
certain debts which 
the company could not 
recover. 


Some Salesmen Cost 
4%, Others 25% 


The first thing that 
it was decided to do 
was to try and work 
out some ratio between 
the actual sales that 
the travellers achieved 
and what they cost, 
taking a flat rate of 
what was actually paid 
to them and working it 
out as a_ percentage 
against their sales. The 
cost of the travellers 
varied from about 4 per 
cent up to about 25 
per cent, which was 
rather an extraordinary 
situation. Incidentally, 
it might be mentioned 
that the salesman who 
cost 25 per cent lived 
somewhere in Kent and 
that he had his terri- 
mi tory in Norfolk. The 
~ situation was obviously 
not satisfactory. 

The first reaction of 


ate 
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the management was that they should 
pay every salesman on a straight-out 
commission basis. My own view was 
that salesmen should be contented in 
their work, and that they should not 
have to borrow money to meet their 
everyday expenses. You must give a 
salesman a certain sense of security in 
his position, otherwise his mind will 
not be entirely on his work, though I 
believe, on the other hand, that sense 
of security can be carried too far. If 
a man feels too secure in his job, he 
may rusticate and not do justice to his 
work. 


Working Out an Equitable 
Payment Basis 


This point of view was placed before 
the management. As you know, if a 
salesman works on a straight-out com- 
mission basis he may earn £50 one 
week and not tos. the next. If he is 
on a salary basis he knows he will have 
a certain amount coming in every week, 
and on that basis he can meet his liabili- 
ties. The management then thought 
they would put all the men on a salary 
basis, and it was necessary to point out 
that some men worked harder than 
others, thus obtaining better results, a 
factor which should be taken into con- 
sideration in fixing the scale of their 
remuneration. 


The management then proposed to 
pay every man £6 a week salary, and 
that for all sales over the rate of £5,000 
a year they would allow him an over- 
riding commission of 6 per cent. Then 
arose the problem that one salesman 
might have a territory where it would 
be easy to get £10,000 a year in sales, 
while another, even though a better 
salesman, might be in a territory where 
he could only get £5,000 a year. One 
man might have a number of very large 
shops in his area, while another might 
have only small ones. 


These Territories Had to be 
Re- Adjusted 
Readjustment of territories then came 
up for consideration, and it was decided 
to work on the principle of a fixed basic 
salary of, I think, £6 a week, according 
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to a quota. Provided that the sales- 
man sold a certain amount of goods, 
then he earned his £6 a week according 
to his quota; anything above that quota 
would be additional to the profits of 
the company, and a percentage of them 
should be given to the salesman as an 
incentive to get the sales above quota. 


This Arrangement Proved Each 
Salesman’s Value 


By that means we levelled out the 
different salaries of the salesmen, but 
when we came to chart out what sales 
they made in comparison with salaries, 
it was found that some of them did 
very much more than they were 
expected to do and others did less. 
Even on the quota basis some were cost- 
ing too much. Therefore it was decided 
that some salesmen should be dispensed 
with and replaced by more effective 
men, a point upon which some com- 
panies are unnecessarily sentimental. 

This meant that the production curve 
could be budgeted for more satisfac- 
torily, and the production staff could 
buy their supplies well ahead and more 
economically, while there was an elim- 
ination of surplus stocks. 


A Concentrated Market of 
2,720,000 


with Purchasing Power of 
£175,000,000 a Year 


see 


THE 
INDUSTRIAL NORTH-EAST 
32-Page Survey in 


This Issue 





It was found that those salesmen who 
provided their own cars usually 
essed an old model and were often 
prevented from attending to their work 
owing to repairs being necessary, the 
delay often amounting to as much as 
half a day per week. It was arranged 
that new cars should be supplied. 


Percentage of Stockists Per Area 
Was Too Low 


The particular line the company was 
selling was confectionery, and it was 
important that as many shops as 
possible in each area should sell their 
products. About 50 per cent of the 
shops in the various areas covered by 
the salesmen did not stock them. A 
list of several thousand such shops was 
compiled. It was thought that by call- 
ing upon them important increases in 
sales might be effected, but when the 
salesmen were consulted they said that 
they had already called upon them 
before and that they could not sell the 
goods. 


There were two lessons to be learned 
from this experience. The first is that 
probably by sending round a fresh sales- 
man, a ‘“‘cleaner’’ or somebody like 
that, to call on such shops instead of 
the regular man, better results might 
be obtained. The second lesson is that 
the traveller who has been on the 
ground a long time feels that he is in 
the best position to judge what shops 
will stock the goods and what shops 
will not. I feel that, in many instances, 
headquarters get too many inspirations, 
although possibly you may not agree 
with me. The salesman, unless he is 
an absolute slacker, is probably just as 
much interested in getting those shops 
to stock the goods as is the company 
itself. 


This new Salesman-Control 
Was Needed 


The next point was: How were the 
salesmen to be controlled? Previously 
they had been allowed to make their 
calls as they wished. On the Sunday 
night probably the salesmen made out 
a list of the towns they were going to 
call at and posted it to headquarters, 
who sent out advice cards to the cus- 
tomers in those towns. It was decided 
to reverse the process, and that a list 
of towns should be furnished to the 
salesmen which they were required to 
visit. It was estimated that so many 
calls could be made per day, and that 
a certain number of orders would be 
the result. 

What actually happened was that 
when a salesman made the calls allotted 
to him for a particular day in a par- 
ticular town, he found that the 
prospective customers were not at 
business, and therefore he just packed 
up and went home. This points to the 
moral that probably the salesman is, 
in many instances, best left to him- 
self; he would probably have gone right 
away from that town to some other 
place where he knew a particular 
customer would be available. 
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The next problem was to try and find 
out some method of stimulating sales- 
men and mainly by an appeal to their 
self-respect as units of their organiza- 
tion. A salesman likes to be considered 
as part of his organization and not as 
a kind of social outcast, as he was in 
former times. 

One method that was adopted was tg 
tell him at the beginning of each month 
what he was expected to sell in that 
month. At the end of the month he 
was sent a statement as to what he had 
actually done, together with a kindly 
or a severe note, according to what the 
circumstances warranted. In addition 
to showing him what he had done, he 
was told what he was costing the firm 
in the way of percentage of salary to 
sales, and his expenses were also shown 
with a red mark against them if they 
were too high. 


(Continued on page 36 


Offering Credit Terms Increased Cash 
Sales by Over 20 per cent. 


FIRM of dyers and cleaners in 

the Midlands have just reaped 

the benefit of a simple scheme 
started by them a year ago. They have 
increased business among their cash 
customers by 20 per cent. 


Last year one of the directors was 
looking through the company’s mail 
order business when he noticed that a 
majority of the customers in this de- 
partment seldom spent more than £2 
or {3 a year but that they always paid 
cash on delivery. This struck him as 
a significant fact, for, if these cash 
customers could be developed, a very 
profitable trade was there for the 
asking. 

After thinking over possibilities it 
was decided to offer these customers 
monthly credit terms. They were obvi- 
ously people who honoured their obliga- 
tions and might, with the inducement 


offered, extend their business. Accord- 
ingly, a letter was written to a selected 
list offering monthly account terms. 
Very few replied. A second letter was 
then sent out, informing the customer 
that he had been put on a monthly 
credit basis. This letter brought many 
replies: most of the people thanked the 
firm for their offer but declined the 
terms; others accepted the new arrange- 
ment. 

The bulk of customers, however, 
made no reply at all. Nonetheless, the 
letters have very good effect, for during 
the past year these accounts have, on 
average, been 20 per cent more active. 
This figure includes all accounts, 
whether or not there was any reply 
to the letters offering credit terms. 

The firm is intensifying the scheme 
this year, as it is obvious from results 
that customers do appreciate the confi- 
dence placed in them. 
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CAUSE Mr. W. Shaw, a director 

» of Castell Brothers, Ltd., stationers, 

-Z had the courage of his advertising 

onvictions, this firm established a 

rowing market for its product Kargo, 

r card golf. 

‘Kargo was first marketed by a well- 

nown manufacturer of sports goods. 

Three years ago Castell’s obtained the . 
opyright. 

: With the aid of a ready-made sales 

rganization, covering most of the 
tationers in Great Britain, 
ecured a wider distribution for the 
ame. Outlets also included the large 
stores, wholesale newsagents and chain 




































best was not being got out of a good 
thing. Surely there was a larger 
market for a product which was selling 
and selling well—solely to customers 


_ who noticed it in a shop. 


The Product Had These Good © 
eo Selling Points 

‘The game had many strong sales 

points. Anyone could play-—even chil- 
_ dren—without any knowledge of golf, 

the price of 2s. 6d. was reasonable, and 

the game could be learnt within 10 


Mr. Shaw’s view was that no game | 


-> eould ever be put across to the public 

en a large scale unless backed by 
planned publicity. This view he pro- 
ceeded to put into practice. 
‘First, however, some reorganization 
was planned in the production of the 
game. Up till that time it consisted of 
3 cards, about 25 per cent of these 
eing printed in colour, the remainder 
in black and white. 







of some of the honours in an ordinary 


ample Idea Put 

er New Line 
MANUFACTURER launching a 
w breakfast food in the United 
States adopted the plan of pack- 
mall sample envelope of the food 
de the carton. A special leaflet 
invited purchasers to try the sample 
and, if they did not like it, to return 
‘the carton to the retailer for a full 
‘refund of the purchase price. | 















| it proved enormously st 
7, the manufacte 
s new product, wni 


of a big advertising campaign 





they 


= For conve 
_tailers a ne 
to hold a doze 
been utilized 


< Each card showed humorous portraits _ 


“This point was used as the main — 








and its prospective market better than — 


pack of cards—Kings, Queens and 
Jacks—busily swinging golf clubs on 
various parts of a golf course. 


Savings Enabled Better Quality 
to be Offered _ 3 


| Estimating a considerable increase in 
sales, Castell’s were able to allow for a 


reduction in printing costs. The money | 
saved in this direction was spent on a 
applying colour to the whole of the” 


pack. 
> In addition the box containing the 
cards was redesigned and produced in 


‘de luxe style with mottled grey cover- 


ing and gold edging. | 
nvenience. in supplying re- 
large pack was produced 
he games. This has 
ze <a window display, 
together with show cards. | 

- On Mr. Shaw’s suggestion is was 
decided to sponsor an autumn adver- 
tising campaign, beginning in Septem- 
ber and culminating at the busy 
Christmas period. | 

O No advertising agency was appointed, 
however, as Mr. Shaw is of the school 
that believes no one knows a product 

























FACTS 


on which to build your 


Marketing Plans 
Read 


MARKETING TRENDS 
on Page 46 


was attractive. The money-back guar- 
antee after sampling, however, induced 
a much bigger buyer-response than is 
usually accorded a new food .. . and 
that is all the manufacturer wanted: 
people to try it. Beyond that point he 
relied on the qualities of his new line. 


i O | l 
Loan Plan Helps 
Dealer Sales | 


| proved but more expensive mo 
-ing machine on the market u 






“an effective dealer-aid idea to boos 





5 FIRM that recently put an i = 


ho ost \ 















the manufacturer, and that he knows - 
exactly what effect to aim at in adver- 
tising. ne 

Advertising was planned in the = 
national dailies, a number of provincial . 
daily and weekly papers and magazines — 
with a strong family readership. f 


This Sampling Campaign to 
Golfers Pulled Well 


To tie-up with the advertising re 
tailers were urged to make special dis 
play of Kargo. Arrangements were 
made for many of the stores to hold 
actual demonstrations of the game. =" 

At their own offices, 184, Strand, 
Castell’s staged a window show in 
crépe paper. a 

Other forms of publicity were added. 
Sample packs were posted to every _ 
golf club in England, Wales © and 
Scotland, addressed either to the pro- 
fessional or the secretary. An accom- — 
panying letter merely expressed the 
hope that he would enjoy the game. Ito- 
was felt that any attempt to solicit - 
testimonials or opinions might defeat 

Nevertheless many appreciative let- 
ters have been received from time to 
time, including one from Harry Vardon.  __ 

Special coloured stills were shown at 
all theatres in the Moss Empires circuit, 
referring the audience to the “Joca 
stationer.”’ wag 

Advertisements were also taken in. 
stamp books, which are regarded as an > 
excellent medium. ied ae a 

So much for the campaign. And 
results? Only one word will do— — 
astounding! Sales have soared. From _ 
September to Christmas the monthly - 
figure was never below 10,000 packs, — 
it is claimed. More games have been. i 
sold in one month with the aid of- 
advertising than in a whole year pr 
viously. : 






















sales. Every dealer who took | 
machines for stock at the normal d 
count was provided with a tbird 
machine at half trade price. This. thirc 
machine is for loan on trial to prospe 
tive customers. oa 
Let Customers Try It Fo 
Themselves 
Customers who raise the questio 


price are asked to try out the machine 
on their own lawns so that they can 
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The modern Typewriter . . . new in design . . . new in construction 
. . - new in operating features . . . The Burroughs Typewriter is 
built for to-day’s needs . . . for fast and easy typing and neater 
correspondence . . . It has behind it the reputation of Burroughs’ 
half century of leadership in the manufacture of fine office machines 


BURROUGHS ADDING MACHINE LTD, CHESHAM HOUSE, 136 REGENT STREET, LONDON. W 
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| alling Card To 
ckle New Customers | 








ocket catalogues in place of calling 
ds. Each salesman is issued with 
ese ‘‘cardologues’’, as they are called, 
hich are now used when a new pros- 
ect.is called upon. 
The front cover of these small cardo- 
ogues is printed to look like the sales- 
<-> man’s ordinary business card. The in- 
formation contained inside is in very 
condensed form and covers only the 
main lines sold by the company 
concerned. 
Firms that have used this novelty 
report. good response from new 
accounts, The initial interest aroused 
jw greater than that usual when a 
salesman makes his call, leaves his 
~ usual type of card and advertising 
ooo matter, 





















a = 
-~ ‘Out of Season’ Selling 
— Keeps This Factory Busy 


HE experience of a small manu- 








=- È facturer in Canada, who makes- 


= A furnaces, should be of value to 
= many British manufacturers of pro- 
ducts with seasonal sales. 
ae Normally, Canadians think about 
new furnaces and furnace repairs early 

jn the autumn, at the most a few weeks 
before the first cold spell sets in. This 
habit is the cause of many slack months 
for furnace manufacturers. But one 
small firm are keeping their plant busy 
this year by means of a direct mail, 
a newspaper advertising and a personal 
- call, campaign urging people to get 
their furnaces all set for operation ‘‘in 
the fall’’. Special price reductions are 
being offered to those who will place 
their orders during the summer. 

































to keep on the full factory staff, 


resent” of Mining Shares 
For Star Salesmen 
= DIFFERENT kind of sales com- 


the dm Montreal Life Insurance Co., 
who offer star salesmen the option of 
buying mining shares at low prices. 
Last year the company acquired 
some thousands of shares. These, at 
‘bonus time, had a market value of 


6d. Salesmen who had exceeded 


ir quotas were given the opti 


A ERAL North of England firms. 
ave been making good use of vest-~ 


‘Results to date have been sufficient | | 


petition is being tried out by the A 





oo the salesmen had exceeded the 
otas, one share was available. 


By this scheme the firm were able © a 
the ordinary cash bonus. At the same 


to give their men a reward 


time, the cost to the company remained 
low and the chance of further apprecia- 
tion of the shares good. 

This year the company are buying 
and setting aside a batch of 10,000 


shares in a gold-mining company. | 


These shares will be available at their 


present price to winning salesmen at 


the end of the vear. 
o 


Store Staff Recommended 
This Food Product 


PWN HE head of a small foodstuffs 
manufacturing firm that does a 


demonstrations at big stores has hit on 
an idea for getting the full support of 
the staff of the store he is visiting. He 
gets his own staff on the job early in 
the morning and has a sample drink or 
food taken round to the staff in each 
department. This not only provides a 
pleasant break in the early morning 
routine but provokes interest in the 
products. The salespeople are invited 
to mention the demonstration and 
sampling to their customers during the 
day. 

By ‘‘sampling’’ each department— 
doing one or two each day—this manu- 
facturer usually succeeds in getting most 
of the sales staff behind him. Since he 
started the scheme results have been 
very good. 


good deal of selling by means of- 



















a conditions, ofte 


continuity, but the layout and design 
were made modern. The packs were 
made smaller and, in most cases, were. 
so designed that they were convenient 
to use at table. ae 


Advertising stressed the factors about 
the new packages for the first month — 
or two they were put on the market. = 
A close tie-up with retailers was also 
arranged, special window displays being 
obtained. ee 


Immediate results have been good. oe 
Sales for the whole country have so far 


shown a 28.3 per cent increase; = = fous 


They’re Spending Money Here 


New Products—New Markets—New Business 


“CV\ULPHUR dioxide or pure sulphur 

can now be extracted from dangerous 
waste gases usually discharged from smelter 
furnaces, Research workers of I.C.1. dis-_ 
covered the new process. By this means 
2,000,000 tons of sulphur now lost each 
year may be reclaimed. This will greatly. 
British industry as this country has 
Further- 


help 3 
to import all sulphur needed. 


more, purification of atmosphere by the 
new process will be beneficial. 


Co., Sheffield, cleans 


f Nees to Norway dail yo ag 


- Bergen, Oslo, 
< are interested in the service. 


; Ciy < printing machinery for | F 
Į 





— South Africa, and an axial flow-type pu 


>... tracts recently secured by Mather & 
This. new metal cleaning compound, pro-. Manchester. | 
duced by. the famous cutlery firm of Geo. foundries. . 


ng shares at 5s. cach. By every polishes glass as well as plate. 





NOTHER discovery by 1.C.1. research © 

workers is of a chemical which behaves 
like a plant ‘hormone’ in stimulating — 
formation and growth of roots. It will be 
used chiefly to treat plant cuttings to help 
them put out roots before they are attacked. 
by disease. one 


OLPROOF is claimed for a ne 
glider invented by Capt. J. Railton 
Holden, Sheffield. Contrary to. norma 


theory of flying, the glider is “perfectly 
stable in flight with any control surfa 
























ceived an order for 32 ' planes for 
Swedish Royal Air Force. ae 


service is to open shortly. F 
Stavanger and this cou 


key, centrifugal pumping plant 
India, pumps and electric motors 


for land drainage in Egypt are among ; 


“The firm is building 





> = When Halley’s Comet displayed its brilliance in l 


a Our Clients include 


“Three Hing S.A. Oranges 


Canadian Government 


Chevrolet. Motors 
Snowfire Shampoo 
Bevri Lid, 
 Cota-Cola Ltd. 
Seandard BMotor Cr, 
Ford Motors Ltd, 
Os ALE, Gould & Co. Ltd 
df entmare Pens 
dite Dita. 
Co hondon Casino 
ouka Swim Suits 


Sussex Chemical I ndustries r M 


Atidewn Flour 


<o Costain Estates 
< ududomobile Association 


Pr Gt. Yarmouth and 


frorlestan Corporation | 


ji: 4 an FF alker 


dP Mandleberg & Co, Lid. 


| You will 


E May 1910, the mundane affairs of everyd 


were temporarily forgotten. Men were amaz 


at the astronomica! phenomenon. 


Comparably great was the sensation created in 


the world of publicity when Plane Advertising 


Ltd. first flew aerial banners. 


To-day ten complete units are equipped to se N 
every part of Great Britain and Ireland. 


companies whom we have served have | fou 


aerial advertising unquestionably a very influen- | 


tial medium in propagating their products. 


Send for ac opy | of “PL ANE F AC TS ” 


find it full of interest 


Our Clients bele- 


EL voted. £8 E EAE & 
ARETES Pipes Fe DAR motes 












S the owner of a small fleet of 
motor trucks used for carrying 


building materials, the value of 


accurate costing becomes more and 


“more obvious to me as time goes on. 


a In fact, I think that small fleet owners 
should give a lot more attention to this 


subject; too many are still content too 
run their trucks with little or no check 


on running expenses. 


While transport economies may pos- 


-o siBly suffer in the absence of a good 
-clerical system there is, on the other 
hand, a tendency among many ancil- 
lary users to pin their faith to records 


that are so complicated that they are 


irksome to their clerks and drivers, or 
incomprehensible to everyone but their 
originators. foo 
Practical 


expetience has taught me 


that, irrespective of fleet dimensions, 


To 





TELEPHONE 56 


Quarries: Godstone, Oxted, Chelsham, ete. 


NAME OF DRIVER 





NAME OF ATTENDANT 
if any} 









H. FAIRALL 
ROSEBANK, GODSTONE 


system—a happy medium between the 
two above-mentioned extremes. _ 


Reorganized the 
: Whol rrangement 


My own simple costing scheme, for 
example, brought about a complete re- 
organization of my early transport 
arrangements—and with highly bene- 
ficial results. EE 

Before deciding to standardize on 
Bedford trucks, we operated others of 
similar capacity but of different make. 
Then, as a result of keeping careful 
records of cost and performance, we 
saw possibilities of considerable im- 
provement, especially as costs at that 
time revealed an upward trend. 








Another detail that could not be 


System 


costs should be controlled by a definite 








SMALL Fleet Owner 


By H. FAIRALL 
Wholesale Builders’ Merchant, Godstone, Surrey 


ignored was the performance of locally 


owned Bedfords working in pits and...) 
quarries. These vehicles were obviously 
superior to those which we were work- 00 
ing. When a competitor gets away > 
with more business by using better... 
trucks no time must be lost in getting = — 
on equal terms with him, even at the 


cost of scrapping still serviceable 
vehicles in favour of new ones. P 
With regard to the actual vehicles, 

our first Bedford was purchased in- 
August, 1934, and the latest addition 
to the fleet made in May, 1936. Dur- 


‘ing 1936 we covered a total mileage of 


188,500, consisting mainly of short 
hauls from the Fairall quarries, at 
Godstone (18 acres), Oxted (12 acres), 


_Chelsham (xo acres) and the brickworks 


at Oxted—-where the ancient craft of 
brickmaking by hand is still carried on 
—-to customers within an average radius 
of fifty miles. 

Most of the routes traversed are of 
a very difficult nature, including such 


notorious hills as those at Westerham,” i 


Titsey, Cudham and Caterham, with 
(Continued on page 41) 


be used by FULL TIME Drivers within 25 miles radius 





DAILY RECORD OF HOURS OF 























The daily ‘record of hours of work, ete., is of course legally necessary but by having the 
ee eee: this way the drivers supply most of the data for the costicler! 


WORK, JOURNEYS AND LOADS 


cram nereca gs nenw “SP tat tamer pes ee ERTS FED EES ee 
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siaccined ACCOUNTING 





The Powers punched card system of accounting is a fully mechanised system which provides 
as part of the accounting procedure all control statistics essential for efficient management 


With the Powers System permanent records of every transaction are obtained by per 
forating cards in predetermined positions agreed to represent definite quantities, values 
and descriptions. This punching of the cards, which is the only manual portion of the 
system, is the fastest known method of recording. Classifying the punched cards and 
producing from them the accounting and statistical records is all performed mechanically 
—thus simplifying the accounting procedure and eliminating the human error factor 


Write for our illustrated booklet “Accounting for Management 

Control,” and let us demonstrate to you (without obligation) how 

Powers Equipment can increase the efficiency of your organisation 

by giving you speedier and more complete costing and accounting 
information. 


POWERS-SAMAS ACCOUNTING MACHINES, LTD. 





POWERS-SAMAS HOUSE, HOLBORN BARS, LONDON, E.C.1 
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COST Yöüt Office Machine Work... 


and so make Each Department more Profitable 


By With mechanized, high-capacity equipment Idle, Machine Time is 


F. W. ROSS, F.W.C.A. 


O manufacturing firm could even 
JN tegin to conduct a profitable, 


progressive business unless all its 
factory machines and processes were 
accurately costed. The whole value of 
up-to-date, high-priced machinery, in 
fact, depends entirely on a basis of 
proper costing. But, apart from the 
rigid necessity of costing and recording 
in the factory, it is'quite illogical, 
really, to want to carry on a manufac- 
turing or any other sort of business 
practice without knowing exactly what 
each piece of material and each activity 
involves in the way of price. 


Output Costing Should Not Stop 
At The Factory 


Yet, in spite of this, even to-day, 
costing stops short at the factory in the 
majority of firms; it is the exception 
rather than the rule to see the system 
carried logically on into the activities 
of the office. 

In the modern office machinery is 
being more and more adopted; office 
routine work every day is being in- 
creased in speed, range and accuracy. 
The equipment by which these great 
- improvements are accomplished, how- 
ever, is high priced; the need for its 
work to be accurately costed is there- 
fore imperative if the office manager 
is to have a flexible control over his 
department and to be able to get the 
best value out of the great scope of 
each machine and its operator. 

Office machines, having been devel- 
oped until they now take their place 
on a level with the most important 
plant in the works, need to be watched 
as closely. When you consider such 
machines as power calculators, tabu- 
lators, bookkeepers, etc., idle time for 
any of them makes as much difference 
to office costs as idle plant in the works 
does to factory costs. The office man- 
ager, like the works manager, must be 
alive to this. 

With the modern tendency to cen- 
tralize all office production proper cost 
control is made far easier. At one time 
it was only the large firm that 
attempted any really efficient form of 
centralized control of office activities 
and equipment, but to-day this can 
easily be done even by the smallest 
concerns. The firm with only one piece 
of modern mechanical equipment can 

““‘cost’’ it quite easily. 


This Is The Information That 
Should Be Recorded 


To secure all the information for 
efficient costing it is necessary to make 
a record of the work turned out by 
each operator, a record of all errors and 


expensive. 


Bees fs eR ee Sy ae nice 


MERET 


This system of chart recording checks up 
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EVERY PHASE of Accounting Activity 
EVERY TYPE of Posting Equipment 


is covered by the COPE-CHAT Service 


Pioneers in the evolution of methods and equipment, Cope-Chat were the 
original patentees of the first effective Loose-Leaf Binder. 














CURRENT 22 During nearly half a century they have created a wonderful range of high grade 
ee ee Loose-Leaf Binders for all purposes in Thong, Post and Spring types. Many 
| original Ledgers in active use to-day testify to quality, design and workmanship. 


All sizes of Ledgers are available in a full range of Bindings. 





Management Control has for many years been a constant study with the 
result that to-day the Cope-Chat range of Visible Record equipment 
covers every requirement of the Executive who wishes to exercise com- 
plete control, with an absolute minimum of valuable time, while clerical 
labour is reduced to a minimum. 


Card sizes vary from 23 in. wide x 1} in. deep to 163 in. wide x 12 in. deep. 
Single or double cards with over-riding sheets can be used in a series of 
Book Units and Cabinets with a capacity of from 50 to 4,200 records. 





Cope-Chat right from the inception of 
Mechanisation have been leaders in the 

Machine Accounting equipment field. 

Believing that no single type of equipment will meet all needs the 
Cope-Chat range includes several types of Machine Posting Binder ; 
a variety of trays—including the well-known Maybee Adjustable 
High Speed Posting tray ; and the Speedrail Posting Unit which 
gives ideal posting and fire protection for thousands of accounts 
actually at the machine. 

Years of co-operation with the Machine Companies—plus the 
comprehensive range of equipment—place Cope-Chat in the best 
possible position to carry out machine equipment installations. 





1F YOU HAVE A PROBLEM, OR ARE CONSIDERING ANY DEVELOP- 
MENT, LET COPE-CHAT HELP YOU. FULL SERVICE BY SPECIALISTS 
IS AVAILABLE THROUGHOUT THE COUNTRY AND DETAILS WILL 
GLADLY BE SENT BY RETURN POST WITHOUT OBLIGATION, ON REQUEST. 


THE COPELAND-CHATTERSON CO. LTD. 
EXCHANGE HOUSE, OLD CHANGE, LONDON, €E.C.4 
Telephone: City 2284 (3 lines) 


Branches throughout the Provinces 

























| work, (a) Setting up time. z 









should necessarily be recorded for type- 
writers, unless these be of the auto- 
matic type; but adding, calculating, 
book-keeping, addressing, listing and 
machines should certainly be 






















se, typewriters can be in- 
d: it just depends how far the 
manager wants to extend his 
rate control. 


May Show Where Change Of 
-Method Is Necessary 


here tabulating machinery is em- 
ployed, the records are. indispensable 
2d should be carefully watched as, in 
some. cases they may reveal that many 
operations could be more economically 
performed by other methods. As an 
mple of this we have sight revision 
‘cards as against machine revision. 
he correction of cards by certain oper- 
ors with hand machines, thus allow- 
ing the power machines to produce to 
eir fullest capacity. 

‘Detailed costs should be maintained 
nm ‘respect of all different types of 
mac hines showing : 





es ‘Operating costs 
Maintenance costs 
= Material costs 
-| Supervision and office overheads 
B Machine cost, which may be the 
rental or an hourly calculated 


`- figure. 


T -The output obtained from each type 
vee oi machine must also be shown, so Ha 
we can arrive at a unit cost, and, 
the case of. punching, the class of pork 
- should be divided into classes according 
to the average number of columns to 
be punched, excluding - columns gang 
5, ‘punched or automatic. > 
¿=o Tt is only from such records as this 
that we can decide if certain work is 
ea ly more economically performed by 

























: “Hapri Installation Of 
a Machines Is Unwise 


It must not be assumed without in- 
vestigation that, because a certain 
modern type of office machine has been 
eveloped to do certain work, it will 
turally pay you tó install it in your 
office if you have that type of work 
o do. It is all a matter of unit costs. 
h Avoidance of such mistakes as this 
cof the great advantages of a cost 
ys rem in the office. 

‘he forms used for recording the 
etails for costing data must be de- 
signed by each office manager to suit 
his own. local conditions and needs. 
‘he forms shown here are by no means 
standard: they are quite roughly drawn 

p; merely to show the type of control 
iat can be exercised. They are simple 














a actually been. = and have be 


> It is not suggested that such details pa 


1 their structure, but naturally they | 
an be elaborated considerably if neces- - 
ry. The forms shown here have, in 
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` Velo °| DICTOGRAPH 


INTERNAL TELEPHONES... 


Gee ea F “a” i . r 
a aE 323 | ai wee 
CHROMIUM he | | 
A g PLATED ph 4 f a S 
Ë g with 7/6 ' i 4 
a RUBBER retail 3 Fó 
FEET A 
Also in ALUMINIUM - 5/6 a : 
STAPLES for both I/- 1000 cau 


“g” 324 15/- 
CHROMIUM PLATED 

Takes 100 Staples 
STAPLES 5/6 Box 5000 


a Ot 325 22/6 


CHROMIUM PLATED retail 
Takes 210 Staples 
OF STAPLES 5/6 Box 5000 


STAPLING MACHINES 


MADE IN ENGLAND 
Our New List of “VELOS” OFFICE APPLIANCES is now ready 
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FRANK PITCHFORD & CO., LTD. 
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THINKING 
eme “VELOS” ig oak WELL a LONDON, E.C.1 i p” 
ease mention ‘‘Business”' p" ra 
ii TIME ¢« 
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> BOMB-PROOF and FIREPROOF your 
r cash and book SAFES— | business 


E CRN I new and 
Se needs 
| m= second-hand, 


all sizes 














yi an d ua lities Are you able to concentrate 

bs q on the things that matter— 

hee s . . ° 

F in stock questions of direction and policy—or do the inevitable inter- 

Ea $ ruptions and delays waste half your working day ? 

a . 

Ce Directors and man Y wa Ù 

3 Í Please give full details agers of many companies, both large 

ei į of yourrequirements and small, have found a complete solution of this problem 

m» i when writing. in the DICTOGRAPH. The Dictograph is an Internal 
; 


a wonderfully simple and efficient way. No executive can 
afford to spend on small things the time that the Dictograph 
will save him for matters of importance. Once you see it 


¥ We carry the largest stock of New and 
Second-hand (reconditioned) Office 
Furniture, Safes, Typewriters and 
Visible Indexes in London,and guarantee 
to supply better value than any other 
firm. 


at work you will wonder how you ever managed without it. 


May we tell you more about it? We will gladly send you 
the appropriate literature, or better still, send an engineer 
to discuss your individual needs. There will be no obligation, 
of course. 


aa | Telephone that keeps your business ‘at your finger-tips’ in 


OFFICE EQUIPMENT CO. 


113 HIGH HOLBORN :: LONDON, W.C.I 


(Opposite Holborn Tube Station) 
Telephone: HOLborn 8235 


QA A AAAA A... A. A... Aà 


DICTOGRAPH TELEPHONES LTD. 


Head Office and Works: Aurelia Road, Croydon. Surrey. 
Teléphone: Thornton Heath 2427. London Offices: Abbey 
House, Westminster, S.W .1. Telephone: Abbey 5572. 


LAAAA 








O raise output, cut time and costs 

| and to release labour for im- 

portant work have never figured 
more vitally in management’s efforts 
than to-day. Heavy guns of managerial 
thought are being brought to bear on 
two-shift systems, shortening opera- 
tions, eliminating every wasted move- 
ment and so on. Yet, quite frequently, 
concentration on these major issues is 
so intense that other worthwhile but 
smaller points are overlooked. 

Most business men will readily admit 
that the question of stationery is a 
minor consideration with them. They 
think of it chiefly in terms of office 
requirements. Yet the system of inter- 
nal documents, forms, notes, letters 
and the rest can become a bottle-neck 
in a business. 

This month I called on Carter-Davis, 
Ltd., the makers of ‘‘Primus’’ con- 
tinuous stationery and equipment, to 
see how far they could help manufac- 
turers and other business men. To sum 
up my findings, I can say that a saving 
of over 30 per cent in costs, time and 
labour is usual in businesses adopting 
this stationery system. 

Let us suppose you wished to install 
such a system in your business. The 
first move made by Carter-Davis, Ltd., 
would be to investigate your present 
system, to examine in detail the 
various documents and forms used, 
what they do, why they exist and so 
forth. They would trace the course 
and work of every paper—to factory, 
stock-room, accounts, packing and 
delivery, and every other department. 


Detailed Study by Experts 
is First Job 
The men who do this work are 


routine experts. By the time they have 
completed their detailed study of your 


system, they will know precisely what- 


information is needed on every form 
used. They will then prepare a system 
of continuous stationery. In so doing 


BUSINESS EQUIPMENT REVIEW 


Time and 


they will aim to (1) elimi- 
nate all unnecessary or re- 
dundant forms and docu- 
ments, (2) reduce them to 
their simplest terms, (3) 
reduce them to their most 
compact and satisfactory 
size, and (4) bring as 
many together in one set 
of continuous stationery 
as can, logically, be 
grouped so that all work 
can be done at one writing 
or typing. 

Here is a practical ex- 
ample of what this work 
means. Often firms make 
out invoice, delivery note and receipt 
notes, charge sheets, customer’s orders, 
address label and similar documents by 
separate writings. Routine experts are 
able, with the ‘‘Primus’’ continuous 
stationery system, to bring all these 
and more together so that the job is 
done at one writing. 

In a case such as this the saving may 
easily exceed 50 per cent in time and 
cost of labour. But the effects reach 
much farther than may appear on the 
surface. Such a system means that all 
essential documents are distributed to 





Centre : Forms are made 

up in unbroken chains of 

50 or more sets. Each set 

contains as many forms as 
you need 


Packs of con- 
stationery are 
contained in the cash 
sales register. Operators 
make an entry on the top 
form, turn a handle and 
all completed forms are 
ejected except one, which 
remains locked in the 
machine for record pur- 
poses 


Right : 
tinuous 
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Continuous Stationery Cuts 


Labour 3()'/ 


the various departments without any 
delay. All necessary instructions on a 
factory job, for example, can be issued 
to every section or department con- 
cerned—stores, machines, assembly, 
finishing, testing or whatever depart- 
ments are affected with the production 
end. Similarly, another batch of docu- 
ments, covering the packing, dispatch, 
delivery, invoicing and accounting work 
to do with the order, can be issued by 
one writing. 


System Adapted to Meet 
Your Own Needs 


The ‘‘Primus’’ system is essentially 
adaptable. The Carter-Davis company 
print the stationery themselves. When 
you and their routine experts have 
decided on your special needs, they 
print and collate all forms. These are 
usually in chains of 50 sets or more. 
The form sets are made up into flat 
packs. Each set can, of course, contain 
as many forms as you wish. A writing 
is clear up to at least eight copies. Each 
copy can be of a different colour paper. 
Interleaving with carbon is done only 
once with each complete pack. 

This continuous stationery can be 
used on a typewriter or for ordinary 
handwriting. In the case of the former, 
a simple attachment is provided for any 
make of typewriter. Thus, the machine 
is given a dual-purpose—typewriter and 
billing machine—without the necessity 
of removing or replacing the attach- 
ment. 

Where writings are by hand, the 
‘‘Primus’’ Autographic Register is used. 
The latest type, complete with a till, is 
shown on this page. All the operator 
does is to make his entries on the top 
sheet, turn the handle and the machine 
ejects all completed forms except one, 
which is used as a file copy and remains 
in the machine under lock and key. 
The next set of forms comes auto- 
matically into writing position. 
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Invoices, Bills, etc. 
flow out from the NEW 


PRIMUS 
AUTOGRAPHIC 
REGISTER 








Designed to accommodate the use of continuous stationery, with 
all its advantages, the Primus Autographic Register is a necessity 
where hand-written forms covering bills, requisition forms, 
deliverance for cash bills, or for check on parts issued from stock 
in processing factories, job part costings, etc., and when a duplicate 
of all transactions is essential. All one has to do is write, the 
machine automatically files a duplicate under lock and key, assuring 
a complete check on all transactions. 


CARTER-DAVIS Limited Telephone 


QUEEN ELIZABETH ST., LONDON, S Erim i ME ARMA 





























Facts and Ideas for 
Advertisers that You 
can Use with Profit 


JF you could gather for yourself all the latest news, 

developments, and the most successful plans in 
the advertising field, and those selling methods 
proved soundest in actual practice— 













YOU CAN 
ALWAYS 
PACE -THE 


FACTSE& 
with VISIERE EMS 


@ WHAT orders are overdue? 





How much would it be worth to you? 


ounds and Pounds! For it would help you to get more out of your 
advertising and to increase your turnover and profits. But the cost, 
if you did it yourself, would be prohibitive. 


Here is a way you can do it for less than a penny a day 
For in the pages of the ADVERTISER’S WEEKLY there comes to your 





desk every Thursday just such a complete report as you could wish for, fi] @ HAS Smith’s credit reached limit? 
on tg most eaat news aa ee Ia Trea big me = 

in the latest ideas in Press, Poster, Direct-Mail, Outdoor, Sign, Film, Novelty z i 
and every other branch of advertising. In addition, you also get Marketing f * re af many customers are SENS 
Surveys, both regional and overseas, which show you the sales possibilities Send now for ess 


“pegs . sé %? 
and facilities in all the markets covered. folder Why? @ WHEN did jJackson’s order last? 
showing how 


Visible-Systems 


keep your busi- VISIBLE-SYSTEMS TELL YOU AT A 


ness at your 


finger-tips. GLANCE 
CARTER-PARRATT, Ltd. 


(P. J. Carter Eve, Managing Director), 


317 ABBEY HOUSE, VICTORIA STREET, LONDON, 
5.W.1. 


T TSN Telephone: Abbey 3675/6 
Le i 1794 


To secure all these sales and advertising ideas, facts and 
data regularly every week, you need simply order your 
newsagent to deliver “ADVERTISER’S WEEKLY” 
every Thursday morning. Or, if you prefer, first send a 
postcard for a specimen copy TO-DAY to the Publishers :— 


Advertiser’s Weekly 


BUSINESS PUBLICATIONS LTD., Dept. B.M., 
WHITEFRIARS HOUSE, TALLIS ST., LONDON, E.C.4 
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HALF-MINUTE IDEAS 
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for busy Office Managers 


Fixing Responsibility Saves 
Time, Tempers, and Money 


UCH confusion and time have 
Meen saved in a well-known firm 

by making a specific employee 
responsible for dispatching all telegrams 
from the organization. At one time any 
executive who needed to send a tele- 
gram simply asked his secretary to do 
it. The secretary then sometimes 
phoned the wire herself direct to the 
post office, or perhaps she would phone 
down to the operator on the telephone 


switchboard and instruct her to send it 


off, or maybe she would type out the 
wire and send a messenger with it to 
the post office. There was no rule about 
the procedure. 

When a misunderstanding or a query 
arose in connection with any tele- 
graphed message, it was hardly ever 
possible to nail down the responsibility 
to any particular person who actually 
handled and dispatched the original 
wire. The result was a lot of wrangling 
and wasted time, and into the bargain 
no satisfactory settlement was ever 
arrived at. 

. Now the telephone pedestal in every 
department bears a typed instruction :, 
‘All telegrams via Miss Smith.’’ This 
arrangement ensures that all responsi- 
bility for the dispatch of wires is 
definitely fixed on Miss Smith. To her 
subsequent inquiries can be made, and 
from properly kept records she can 
answer all such inquiries. Time and 
tempers are saved. 

In addition to this advantage the 


plan has straightened out the tangle 
of telegram charges. Under the old 
muddle no one kept any record of 
which departments should be charged, 
and often, when in a hurry, executives 
used to send a messenger to the post 
office with the charge paid from their 
own pockets—and it was not an 
unknown thing for a shilling to be 
borrowed from secretaries. 

Now, however, from the records, Miss 
Smith can charge up the proper 
amounts to the appropriate depart- 
ments. 

O 


Puts ‘Instruction’ Records 
Where You Can Find Them 


Y filing all internal “‘instruction”’ 

memos under ‘‘subject’’ headings 

one firm has increased the per- 
manence of the files containing these 
records and made the task of reference 
to them a far easier and more certain 
job. 

Filing under names (of sender or 
recipient) is liable to lead to muddle 
later on. Individuals change or leave; 
instructions do not. An instruction 
may have to be turned up two, three 
or five years hence. Filed under a 
standard series of subject headings it 
can readily be found by any file clerk. 


O 
Gets the Best Out of Office 
Printing Machinery 


LTHOUGH equipped with office 
A printing machinery capable of a 
wide range of work, one firm with 





Bakelite laminated sheet, for its wide variety of finish and convenience of working, 

is being more and more used in modern office building. This illustration is of the 

reception office, Tyseley Works, Birmingham, of Bakelite Ltd. The laminated sheet 

is here used for flush dados, doors, architraves, window-sills and reception desk. 

The colours are black, mottled green and grained walnut. The tables are surfaced 
with black laminated sheet 


which we made contact recently does 
not indiscriminately pile printing work 
on to its own department irrespective 
of the technical requirements of the job. 


‘‘Invariably,” said the office man- 
ager, ‘‘we call for five quotations for 
each job: four from outside printers 
and one from our own department. 


“It certainly happens that our own 
department shows a far and away 
better figure for the majority of jobs, 
but sometimes—due to size or some 
other technical point—the outside 
printer can serve us better, so we go 
to him. 


‘‘In this way I believe we get the best 
out of our own plant and do not waste 
the department’s time and money 
saddling it with work for which it is 
not in the best way equipped.” 


O 


Showmanship must be part of 
Office Manager’s Make-up 


ETTER results at more economic 
Be« are being achieved in offices 

to-day through having supervision 
by office managers who have specialized 
experiences in modern office methods 
and equipment. These executives con- 
trast sharply with the professional 
accountant or secretary in whose hands 
it was at one time the practice to leave 
management of the office personnel, 
equipment and routine. 


This statement reflects nothing 
against the ‘professional accountant or 
secretary; it simply demonstrates that 
effective office management has pro- 
gressed along a path far outside the 
scope of their particular field. The 
successful office manager, however, has 
a qualification that is additional to his 
knowledge of modern machinery and 
routine. To give best effect to many 
of the methods he installs he must be 
something of a showman as well. This 
was a good point emphasized recently 
by G. D. Gardner, Organization Man- 
ager of Horlicks, Ltd., who stressed 
that showmanship was one of the 
essentials of a good office manager. 


““Many managers can evolve a good 
routine,” said Gardner in an address 
recently, ‘‘but not everybody can get it 
followed out successfully. Ten per cent 
may represent the effort of evolving a 
routine, but ninety per cent represents 
the effort of introducing it and getting 
it operated.’’ 


A particular routine may in itself be 
the one very best way of doing a thing, 
but because its aims are not understood 
in detail by the staff, it may prove a 
distinct liability because of obstruction 
indulged in by operatives through their 
quite wrong conception of the idea 
behind the plan. 


In one big concern that we know, the 
high value of showmanship on the part 
















The secret of such success was this: 
full investigation of the various types 
of machines and equipment was, over 
a period of several weeks, carried out 
in a separate room by the office 
manager, two of his senior men and 
the machine manufacturers’ experts. 
When 











the office Manager staged a 
The whole of the office staff 
quested to attend and attrac- 
Tefreshments were provided. The 
naging director of the firm and 
















they were being kept merely as a bit 
of overtime. Then, with a brilliant 
iece of talking and actual demonstra- 
on, the office manager showed, step 
ry step, the great advantages—to the 
peratives as well as to the firm—of the 
Hew system. 

-o He showed how the firm would bene- 
- fit by quicker turnover of cash, and 
how by lightening and speeding up 
_ work a new bonus. system could be 
_ introduced to the staff. : 

_ Installation of the new system clicked 
home with great success, and since it 


started, more than six months ago, the | 


first enthusiasm has not waned. 

¿> The principle of showmanship holds 
-good in every detail of office manage- 
ment. Demonstrate to the staff not 
only how to do a thing but also why 
they do it. When you make a change, 
nO matter how small, sell the staff on | 
the idea. The reaction of their intelli- 
gence will produce for you better 
fesults. After all, you pay for brains 
Lin the office, not merely labour. 


O 





o Search Out And Banish These 
Costly Waste Movements 


iF NE of the fields in business least | 
(C) iios examined for intelligent 
= “* cost-cutting is that which con- 

¿cerns paper documents and records of 

all kinds. Many firms, it is true, try to 

Maintain some sort of standardization 

of their stationery, and they do, by 

intaining this control, cut out an 

‘enormous amount of overlapping, 

“waste, and therefore cost. But the 

“matter can be taken much further than 
< One firm, for example, not only keeps | 
its. stationery forms to a strict stan- 

dard but one of the office executives 

‘periodically carries out a critical inves- 

tigation of the actual path of travel of 

every form. 

In this way he finds out how it is 

d, how it is filed, how it is turned 

d referred to. He examines how 

nes it has to be copied, ex- | 
many. copies have to 
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many thousands | 





all the details were finally | 


5-30 one even- | 


‘wo directors also attended and thus | 
banished any idea among the staff that | 
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ANY small business firms still think that t hey could never recover th 
cost of an Accounting Machine; that they would require seve 
machines to mechanise their business ‘thoroughly ; and that as a 


expensive equipment would stand idle most of the time. 
































The experience of many small firms with the R 
Machine disproves these fallacies once and. for all, A. single Re 
Machine is so elastic that it can be kept busy doing ; work list 
It will pay for itself in cash saved over and over again. And—m: 








—it will make all the difference to the efficient lb aoa 









AN UNBIASSED OPINION 
Write or ‘phone for a copy of the | 
“Busi ness'’—based ona discussio -ha 
using a Remington Accounting 
_Itis crammed full of interesting an 


ACCOUNTING Mi 






eo WRITE TO DEPT. 783. 

REMINGTON TYPEWRITE! 

100 GRACECHURCH ST., LONDON, 
Telephone : MANSION HOUSE 3333 

S IN ALL PRINCIPAL ¢ 





















CONDITIONS wean... 


[MPROVED business conditions 
necessitate closer control. With 
inadequate record systems you are 
liable to miss opportunities . . 

favourable trends are discovered 
too late for action. It is a time 
when control is more difficult 






















>PORTUNITIES / 


ore 


review. 
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= With SHANNON VISIBLE 
RECORDS you have CONTROL 
in the full meaning of the word. 
Facts are presented in graphic 
form for instant action and de- 
cision. Any abnormality, any 
favourable advantage, is seen in a 
FLASH. Posting is more rapid, 
thus making it possible for the 
existing staff to cope with in- 
creased work. The SHANNON 
VISIBLE SYSTEM is worth your 
investigation. Why not send for 
23-page booklet ‘‘Lift the Lid off 
Your Business’? It throws a 
completely new light on the old 
problem of internal records. 


INCREASED 
PROFITS / 
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LIMITED | 










Imperial House 
15-17-19 Kingsway, W.C.2. 


BIRMINGHAM, [BRISTOL, LIVERPOOL, 
MANCHESTER, NEWCASTLE-ON-TYNE, 
GLASGOW, CAIRO, EGYPT 










in production costs is a most valuable factor. Wasted minutes put 
up your overheads—you pay for them without any return! Cut 
out unpunctuality from now on, and increase productiveness and 
efficiency by the ‘‘GLEDHILL-BROOK’’—the system chosen by 
ies leading firms and corporations throughout the country. 
| Send for details and instalment plan. 





| TIME RECORDERS LTD. 


Jand how these copies 
| their various heads. 


because there is a wider field to | 


build the bodies. 


| tember. 








In one case he found that a certai 
record (hundreds used per week) that 
never concerned more than one departe < 
ment had typed on it the references of ~~ 
five other departments merely because. 
it was a standing rule that all references: 
should be put on all records. The 
superfluity was omitted, and so saved 
time. 

In another case long records had to 
be typed twice because they were made 
up in sets of four, and six copies were 


invariably needed. The sets were 


redesigned. 7 
By combining two sets of records in 
one set of forms the work of one typist 
was cut by over 50 per cent. í 
Time saved like this totals up to a 
substantial amount in the course of a 
week in a busy office. But it can only 


be done if executives will take the- 


trouble every once in a while to check- 
over the full routine. pee 

Maybe you could find many unneces« 
sary operations in your own office. 


They’re Spending © 
Money Here | 


(Continued from page 22) 


of non-ferrous metal tubes for ship- 
building, engineering and housing trades. 
is to be erected by Coltness Iron Co. About 
130 men will be given work. 

o 

OSTING £500,000, a big new hotel in 

Dale Street, Liverpool, a few yards: 
from the city landing stage, is to be built. 
Construction will be completed by the 
summer of 1938. 


N EW Clyde area works for production 


T Openshaw, Manchester, the Arm- 
AA sons Whitworth plant closed about. 
six years ago is to be reopened. Work ooo 
for 1,000 men will be provided. et 
e 
A A EN’S protective clothing is to be - 
manufactured in a former cotton milo 
at Blackburn. Machinery is being in- 
stalled. Production will start in July or: 
August. Over 200 people will be em- 
ployed. aa 




















& = 
ORRIS MOTORS, LTD. are” 
erect a big engine-testing plant on- 

45-acre factory site on the outskirts « 
Coventry. The main Morris engine fa 
tory is in the centre of the city. . 
o : 

T a cost of £1,500,000, London Tran 
port Board have placed orders for 46 
semi-streamlined road vehicles. Gloucester: 
Railway Carriage & Wagon Co., Ltd., will. 


GLES and building materials are tos 
be made from pit-heap waste by a. 
firm of colliery owners at Westhoughton... 
near Bolton, New plant is being erected. 
Production is expected to start in Sep- 


o | E 

| N undersea coalfield lying west o 
Moss Bay, Cumberland, is to” be 
by the. United Steel Companie 















The colliery is to be entirely electrically 
operated. Mechanical methods of mining 
will be used to the fullest extent. When 
in full operation work for 1, 500 men will 
be provided. 

e 


ERODO LTD., brake and clutch lining 
manufacturers at Chapel-en-le-Frith, 
erbyshire, are to build a new factory 
adjoining their present works. Employ- 
ment will be given to an additional 300 
men. 


| yie SPENCER & SONS, LTD., axle 
forging firm, are rebuilding and modern- 
izing their plant near Newcastle-upon- 
Tyne. 

6 


OR {600,000 Tyne Improvement Com- 

mission have bought Tyne Dock from 
the L.N.E.R. Big improvements to be 
carried out include construction of a new 
deep-water quay for ocean-going liners, 
new wharves, new coaling staithe and 
general remodelling of existing docks and 
buildings. Total costs are expected to 
exceed {£2,000,000. 


EST Waterloo Dock, River Mersey, 
is to have a new entrance lock 
under an improvement scheme now being 
inaugurated. Over {650,000 is to be 
spent on improving River Mersey facilities. 


WAN, HUNTER & WIGHAM 

RICHARDSON, LTD., Wallsend, are 
to build an 11,500-ton motor-ship for the 
Polish-Gdynia-America Line. Other North- 
East coast shipyards are also very busy. 
Norwegian owners have ordered from Sir 
James Laing & Sons, Sunderland, the first 
oil tanker to be built on the Wear for 
many years. 

+ 


AMES NEILL & CO., LTD., Sheffield, 

are now producing a new quick-release 
hand magnet for separating ferrous parts, 
checking separators, testing ferrous inclu- 
sions in foodstuffs and collecting small 
steel articles, such as pins and tacks, from 
workshop floors. Operation is by a control 
lever fitted to the body. After picking up, 
a single movement of the lever de-ener- 
gizes the magnetic limbs which release the 
load. 

® 


T Llanharan, Glamorgan, Low Tem- 
A perature Carbonization, Ltd., are to 
build a ‘‘coalite’’ carbonizing plant. The 
works will take 750 tons of coal daily. 
Other new firms locating in the South 
Wales area include: sewing-machine fac- 
tory at Merthyr; engineering works at 
Aberdare; reinforced concrete plant at 
Port Talbot; biscuit and a glass works. 
Total capital involved: about £2,000,000. 
Over 3,000 people will be employed when 
these firms start operations. Government 
factories—three of them—are also to be 
built in the district. 


LASGOW firms are Starting to manu- 

facture a special type of paint. The 
process uses a wood oil extracted from 
certain Eastern trees. It is claimed that 
the paint produced has increased dura- 
bility and resistance to wear. 


‘Oe a 4}-acre site at Wolverhampton 
a factory for dry-cleaning, dyeing, 
carpet beating and cleaning is being 
erected. The business is controlled by a 
woman, Mrs. Marshall. The firm already 
has two factories and 62 shops located in 
the Midland area. 


AFRAID OF MY OWN VOICE 
BUT I VERY SOON LEARNED TO 
DOMINATE OTHERS 


WHAT THIS FREE BOCK WILL show yoy | I Was aways being given opportunities to 
How to talk before your Club | show my ability and always failing miserably? 
or Lodge. =n ae e 2s a 
How to propose and respond I was bashful, timid and nervous—!] neve! 
knew how to express myself, how to put 





to toasts. 
How to make a political speech. ; a 
How to make after-dinner | forward my ideas in a clear and convincing 





speeches. | manner. I was actually afraid of my own 
How to write letters. ‘ Constantly, I saw other ai } Meas 
How to sell more goods. voice. ons antly, saw ot lers with less 
How to train your memory. ability, less experience than I, being promoted 
aha enlarge ‘your soaba- e yer my head—simply because they had the 





knack of forceful speech, self-confidence and 
personality—the very qualities I lacked. 


IN TWENTY MINUTES A DAY 


And then suddenly I discovered a new, easy method which made me a powerful speaker 
in a very short time. I learned how to bend others to my will, how to dominate one 
man or an audience of thousands. Soon I had won salary increases, promotion, popu- 
larity, power. To-day I always have a ready flow of speech at my command. And I 
accomplished all this by developing the natural power of speech possessed by everyone, 
but cultivated by so few—by simply spending 20 minutes a day, in the privacy of my 
own home, on this most fascinating subject. 


SEND FOR THIS AMAZING BOOK 


This new method of training is fully described in a very interesting and informative book, 
“How to Work Wonders With Words.” In it you are shown how to conquer stage- 
fright, self-consciousness, timidity, bashfulness, and fear—those things that keep you 
silent while men of lesser ability get what they want by the sheer power of convincing 
speech. 


How to develop self-confi- 
dence, etc., etc. | 








POST COUPON TO-DAY 
PSYCHOLOGY PUBLISHING GO. LTD. 


PSYCHOLOGY PUBLISHING CO LTD 


FREE BOOK NOW ! | (Dept. B/ES16), 3,5 & 12 Queen St., Manchester, 2 





Please send me, FREE and without any obligation whatever, 

a a | a copy of your inspiring book ’’How to Work Wonders With 
(se | Words.” I 
‘ ! ki Name ! 
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Fully Serviced Sectional Factories 5,000 to 20,000 S. ft. 





FACTORIES 





25 Minutes from King’s Cross to Welwyn Garden City Station 


INDUSTRIAL DEVELOPMENT DEPARTMENT 
WELWYN Telephone: Welwyn Garden 248 HERTFORDSHIRE 





Now being used by 
Town Councils, large 
Manufacturers, Struc- 
tural Engineers, etc. 


These new machines have been 
proved to save considerable material 
and labour and all classes of paint 
or distemper can be used. 





Write for demonstration 


which will be gladly given. 
Details from 


AERO BRUSH CO. LTD. 


8, NEWINGTON CAUSEWAY, LONDON, S.E.1 


TELEPHONE: HOP 3002, 3 and 4 
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A: Re-Shufile In The 
Sales Policy Here 


(Continued from page 19) 


This had some influence on the sales- 
man, but it was thought it should go 
farther. If he did very well, or if he 
did very badly, then it was recom- 
mended that the general manager 
should have him up in his office at 
intervals of a month or so, and either 
give him a pat on the back or tell him 
that he had not done quite as well as 
expected. This had a good result for 
a certain length of time, but eventually 
the salesmen got tired of seeing the 
general manager, particularly if they 
had done badly. 


Incentives Which Produce Still 
Better Efforts 


The procedure was varied, and three 
degrees of contact were established. 
One degree was for the sales manager 
to investigate the figures and send a 
congratulatory note or otherwise. If 
the figures were extraordinarily good or 
extraordinarily bad, then the general 
manager wrote something, or he might 
see the salesman if they were more 
than extraordinarily low, while if the 
salesman did something really wonder- 
ful in the month the managing director 
would have a look at the figures and 
write a congratulatory note. 

This system worked very well, but 
even then it was found that there was. 
not sufficient contact between the 
management and the salesmen, who still 
did not appear to think that they were 
an integral part of the organization. 
They were periodically invited to visit 
the factory, and one of the production 
experts explained to them any new 
products that were coming out. 

What was termed a concentration 
list was also adopted. At the beginning 
of a month each salesman was told that 
the management wanted to sell a 
certain line, and that he was to con- 
centrate on that line for that particular 
month. The next month some other 
line was selected, and so on. This 
meant that there was one line continu- 
ally to push before the customers, while, 
incidentally, in some cases a special 













PENCILS 


VENUS PENCILS are 
incomparably smooth 
and long lasting, their 
standard of quality never 
varies. 
MADE IN ENGLAND. 
KNOWN THROUGHOUT THE WORLD 


If you would like to select 
which degree suits you best 
name three (e.g., 2.B., B., 
H.B.), and we will gladly 
send samples for you to try. 
VENUS PENCIL Co. Ltd., LONDON, E.5 

















ues conferences were arranged to be 
twice a year, for the purpose of 
oping esprit de corps and of 
veloping the idea in the minds of the 
smen that the management were 
ested in them. The conferences 
ere made as informal as possible, and 
ery little was mentioned about market- 
g plans and so on. The managing 
rector who, fortunately, was a keen 
salesman himself, though he could not 
re the time to concentrate on selling, 
ed among the salesmen, went to 
eir picnics, went to their dinners, 
acked jokes with them, and so on. 
consequence was that the salesmen 
ack to their grounds feeling that, 
all, the people at headquarters 
pretty good. 
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"This Club Idea 
= Worked Well 


it was further decided to develop 
ome sort of additional incentive besides 
lary and commission, similar to that 
which obtains in America called the 
fifty Club. 

This system provides that if a man 
gets up to a certain quota he becomes 
= -a member of the Club, and is invited 
to a dinner, and so on. The system 
seems to work well in America, but it 
=- may mean that you may always have 
only a few members of the staff getting 
© these little privileges and dinners, and 

_ the men who do not receive them lose 

interest. 

_.. A variation was decided upon. Each 
oo man was set his quota, and it was 
_ decided that it might be a good plan 
to offer a prize to the man who 
_ achieved the greatest increase over his 

quota. This had very much the same 
result as the Fifty Club scheme; it 
_ simply meant that one or two men were 
always getting the £5 or guinea prize, 
_ or whatever was offered. Then a prize 
_ was offered for selling a specific quantity | 
of a certain line that was introduced, 
~ which has worked out fairly well from 
the point of view of the management, 
-and has been continued, although again 
it- means that one or two of the best 
alesmen are always getting the reward 
and that the poorer or the junior sales- 
men have not much chance of obtain- 






















































N SOUTH AFRICA IN NEW ZEALAND 

~ (Associate Houses) 

JOHANNESBURG, CAPE WELLINGTON, DUNE- 

TOWN, DURBAN, DIN, CHRISTCHURCH, 
BULAWAYO. AUCKLAND. 
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A great many people say Lancashire: and Cotton in the same bi 
~-and leave it at that. SO 






True, Cotton is Great Britain’s leading export industry, bot i 
only the beginning of the commercial life of Lane mhire——2 
mercial life which will amaze you by its diversity. 





Every element, every facility needed for the development of mod 
industrial enterprise is to be found in Lancashire. Econom 
production is an accomplished fact in countless trades and indust 
which have, after investigation, decided that Lancashire provide 
the ideal location for their factories. 








Lancashire offers unrivalled opportunities to modern industry. 


Inquiries for Information and Expert Advice treated in strict 
confidence, 


J. BENNETT STOREY, General Manager 






SHIP CANAL HOUSE, 
KING STREET, 
MANCHESTER, 2 

















IN AUSTRALIA 





SYDNEY, MELBOURNE, 
BRISBANE, PERLE, 
ADELAIDE, LAUNCESTON, 























at its very best 


The “Plus” and ‘‘Plus Minor’’ British-made Adding 
Machines pay for themselves in a few months, 
because they reduce the time spent on tedious, 
unproductive, mental addition. These 


work. Anyone can 
operate the 
— “Plus” Machine. in 
a few minutes. 















“PLUS” 
ADDING 
MACHINE 


for generali book- 


keeping, | 
analyses, “PLUS 
sie MINOR 
ADDING 
MACHINE 


for checks 
and small aics. 


“YoU. CANNOT GO WRONG WITH EITHER 






























British Made — From 13 GNS. only 


Demonstrated and sold by 


A B OMPANY BULMERS, 91 Queen Victoria Street, LONDON, E.C.4, 
BELL renee LTD IOHN MACLEOD, LTD., 116 Hope Street, GLASGOW, C.2. 


pie Also at 13 South Charlotte Street, EDINBURGH, 2. 
39 ST. JAMES'S STREET CALCULATING SERVICES, | Albert Street, BIRMINGHAM, 4. 
LONDON - S.W.! 


BRANSONS (Office Equipment) LTD., 5 Halford Street, LEICESTER 
~ GILBERT WOOD {Arithmetical Machines} Ltd., 4 Albert Square. 
= Tel.: REGENT 1532 MANCHESTER, 


3 aranteed if you leave your shop in the safe keeping of a 
"GLEDHILL “Monarch Register. lt protects your interests by 
keeping a check on every transaction during your absence. 

s year, leave your shop with a tranquil mind—leave a 


3 GLEDHILL in charge. 
= | ae es: throughout--send for particulars. 
"G. H. GLEDHILL & SONS LIMITED 


50, Trinity Works, HALIFAX 





The 
Monarch 






















GLEDHILL'S 





oa ee | Our 
our Savin g 


machines are portable and can be 
supplied with keyboards for | 
every class of 





| ence are required to investigate and test 


| director’s stamp of approval (see lower. 


E A important. fact to recount here. te : 
d Seat the e suggester of an idea is o 






hole > 
An Aimy of 
Cost-Watchers 


(Continued from page 12} 


Vauxhalls, of course, have a spe- — 
cialized planning department that con- 
stantly searches for improvements in 
plant, methods of working and cost- 
saving. But we are not so much con- 
cerned with these paid professional ` 
cost-savers. Any firm can establish - 
such a department. The important — 
point of this story is to show how the © 
co-operation of the whole staff has been 
recruited for cost-saving. 


How Suggestions are Controlled $ 
and Dealt With 


Naturally, with several thousand 
workpeople capable of enthusiastically 
submitting ideas for improvements, 
some system has to be used for keeping 
them down to bed-rock. For this pur = 
pose suggestions are divided into two 
classes: those of a minor nature, gener- 
ally referring to process of machining ` 
or assembly where minutes and seconds 
count; and those of a major kind, to- 
which, of course, there are no limita- 
tions as to variety or magnitude, | 

Suggestions are called Cost Studies; 
those of the first class have to be sub- 
mitted on a small special form, and... 
those of the second class have to þe: 
drawn up in complete detail and sub- 
mitted in a folder. Both types are 
illustrated. | 

Any employee can submit any sug- 
gestion he likes, but he must do it in 
constructive form: first, the proposal; . 
second, what it costs; third, the esti- 
mated saving it will bring about. 
Every possible assistance to get the 
facts and figures in support of his case. 
is invariably given to any employee 
who cannot himself draw them up. 

Thus, every suggestion arrives as a 
complete case. Now it has to be exam- oo 
ined. A minor suggestion usually goes o o 
to the budget accountant of the sug- 
gester’s section. This officer examines — 
it minutely and, if he considers that the — 
claimed saving can be made, he passes 
it and puts the idea into. operno rA 
forthwith. Pe 

The bigger scale suggestions are 
brought before the budget accountants, 
the planning committee and any other 
experts whose knowledge and experi- — 


















the strength of the proposals. If passed, 
such a suggestion is given the managing | 


left-hand corner of the folder illus- 
trated) and it goes forward for ee 


Suggestions Must § ubstantiate ` , 
Claims Made Jor Them > 






























wat ‘progress watched > the blidaet 
accountants and/or the planning 
- department executives. 

This policy acts as an additional 
check against over-enthusiasm on the 
part of suggestion-makers. They realize 
© that their proposal must not only stand 
¿up to an initial acceptance test, but 
that it must also prove itself thereafter 
ander continuous working conditions. 











PRIVATE TELEPHC 





help you a ba 


Many of the leading industrial and commercial 
concerns of the nation have proved t 
efficiency and economic advantages effected 
by the NEOPHONE. Hereisa , typical” list : 







Improvements are NOT Judged 
os. on Initial Cost 


The Company never regards a pro- 
posal from the point of view of what 
x it will cost, they judge it solely on the 
© basis of what it will save. Directly it 
=; has been decided that a proposal will 
-. definitely make the saving or improve- 
o--gnent claimed for it, then the cash |. 
-xu expenditure for putting it into action is f. 
“automatic and immediate. 1 | 
.  Vauxhalls are making rapid progress |f 
towards an important achievement. f. 
They are succeeding in developing their 
great staff not only into budget-minded | 
individuals, but into a constantly active 
force for improving even the budget. 
They are creating—not a small group 
of professional cost-watchers at the top } 
—but a complete organization of cost- | 
watchers. At the present time costs 
everywhere are tending to rise, so that 
this achievement in the making is 
undoubtedly a thing that any manu- 
facturing concern might well envy. 
Unfortunately, we have not space in 
this issue to deal with point number 
three: Personnel Management. The 
Vauxhall policy here also bristles with 
interesting points. With the permis- 
sion of the Company, however, we hope 
in another issue to devote a complete 
article to this subject and to show how 
_the management of the staff is planned 
to maintain contentment and happiness, 
as well as the best workmanship, in this 
big organization. Low labour turnover 
is a fact about which the Vauxhall 
Company has considerable pride. We 
shall describe how this has been 
achieved. 





Bank Led. 





Lioyds 








Anglo Iranian Oil Co. 


The Neophone as standardised a BE 
bi-ti | Prudential Assurance Co. Lee, 


British Past Office 






Over 20 years’ experience and research enable 
us to provide for the requirements of any 
business establishment. That experience is 
at your disposal, without obligation of course. 


FOR SALE or 


Private Telephone | Dept. 


SIEMENS BROTHERS 
38-39 Upper Thames Street, E.C.4 






























ATENT OR 
NESTING SPACE 
CHAIRS ECONOMY 







Ideal for canteens, concert halls, etc. 
Large numbers of these chairs can be 
rapidly stored away in very small 
floor space. 








Catalogue B, with full details 


gladly sent on request. 
Pat. No. 344159. 






=p. 4 & Co. _ Works and Showrooms: LOWER RICHMOND RD., PUTNEY, S.W. I5. Teh 



























BY THE 


ISUAL SYSTEM| 


That ‘dreadful. caricature of truth, “Stock is as good as 
Money” is all the more dangerous because it plays upon 
n: instinct fundamental since barbarous days when a goodly 











d starvation. We hoard instinctively. 


here is no reason for confusing the true relationship 
between Stock and Money. Neither is there justification 
or tying up money din peagnant stocks. 7 


The three prime errors that result to 
British Business in losses „agsregatiag 
millions of pounds are... 


fe A. Overstocking. 
3. Unsuitable or otherwise bad 
internal system. 


_ The SELDEX System of STORES CONTROL replaces num- 

ber 3 and reveals, corrects and prevents numbers 1 and 2. 
Your profits are safe-guarded, 
oe stagnation; 


FREE 


We shall be pleased to send you a copy of “Stores 
Control by the Visual System” on request to 








LIMITED 


des Works, D Dulverton Rosa a - Witton, Birmingham, 6 





you desire information from the Editor or from Advertisers attach this coupon, 
lig ou be signed by a seipenesere executive, to your business letterhead 









USINESS Service Department, Whitefriars House, Tallis Street, E.C.4. 


lease send, without obligation, more information in connection with advertise- 
x ment {or advertisements) in the June, 1937, issue of BUSINESS numbered... 
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| individuals, but this kind of diplomatic =- 


cache of roots and nuts meant the difference between life — 
j nel is one of the major problems of eae 


| system was this: 
| actually to benefit the general health 


Fluidity of money and materials — 


E : medical supervision proved that th 


- | system is actually better than th 
my | average of purely day workers, conse- 
if | quently there is a reduction of lost time 
and all-round better work. Both valu- 
able factors in keeping costs down. >- 





eee n 


| workers have actually expressed their. 





| sion of trade—as indeed it does. And 
| where bonus payments are made in- 


| | effective labour stabilizer. 
| hold personnel that otherwise tend to 
drift away all too sales under Bey 


May Salve Your 





Problems 
(Continued from page 10) 
often have to make alterations to suit E 


handling is much preferable to being os 


forced to refuse valuable orders. In 


fact, the diplomatic handling of persone eee 





management to-day. T 
‘We have taken care to nin ae 


„double time as nearly as possible to the. oa ; | 


departments using expensive mechani- 
cal plant so as to reduce the unit cost. 
of these machines. This is an important 
point. Shift working can lead to many e 
tangles if it is applied haphazard.” 6ce 





Two-Shift Working is NOT 
Harmful to Health 


A very important thing we disc Gaa a 
in our talks with firms using the shift... 
the system seems < 


and well-being of the workers; and the ~ 

majority certainly seem to like it from“ 

a personal point of view. eee 
This explodes another fallacy enter- E E 

tained by many people claiming a close 


| knowledge of industry : that such shift > 
| working militates against the health of 
| workers and the normal routine of èo - 


home life, thereby tending to induce ae 


| costly absenteeism if not actual labour ey 


troubles. ae 
The great majority of women work: a 


| ing on the shift system seem to like the as a 
| arrangement, and the most careful pere o o 
sonal inquiries by welfare officers ando  ž 


others has brought to light the fact tha o 


neither the early beginning of the morns- | 


ing shifts nor the late finishes of the oe 


night shifts “upsets home life’. Home 


life to-day is not centred within the 


E | household to anything like the extent: Lee 
t ; it was 20 years ago. Ea 


























Several firms reported that close 


There is another point,. too: “shift: 


appreciation of the ‘‘solidness’’ of ~~ ] 
business that calls for labour in this ae 
way. They feel that it means expan- > 


addition, manufacturers find that the < 
shift system is an incentive and an > 
It tends to. 






Simple Cost Plan 
_ For The Small 
Road Fleet Owner 


(Continued from page 24) 









and Surrey borders. 





idd to the strenuous nature of the work 
mposed upon the vehicles which are 


uous and abnormal stressing always 


4 


tr es to building sites, 


The Clerical Cost Is 
Negligible 
© So much for a brief reference to the 
working of the fleet. Now let me explain 
yhat records are kept and what they 
how in the way of practical results. 
-One clerk handles the job of collect- 
ig all necessary information from the 
drivers and running-shed attendant 
daily, entering all particulars, keeping 
= the two essential books and working 
_. Out individual vehicle costs per mile 
at the end of each month. 
In order that essential facts may be 
seen at a glance, each month’s results 
-are recorded on a chart displayed in the 
head office, thus obviating any need 
for reference to booked details, except 
. for occasional checks, or for account- 
ancy purposes. 
-By simplifying the system 










one hour per day, so the clerical cost 

Involved becomes quite negligible. 
The Daily Record of Hours of Work, 
= Journeys and Loads must, of course, 
be completed in any case to comply 
with regulations: but by 
= Tequisite forms printed in suitably modi- 
_ fed style—as reproduced—our drivers 

¿supply most of the information needed 
for costing purposes. 





















issued by one man in charge of sup- 
plies and entered on the sheet referred 
to above; the mileage recorder readings 


, while the drivers are 
sufficiently keen on their work to com. 
plete 
tely and legibly. 
“One minor detail connected with the 
Bedford trucks has helped us a lot in 
connection with the keeping of records: 
Man can finish a hard day’s work 
ithout being too exhausted to fill in 
1€ required form with a steady hand. 
E think this is quite a testimonial to 
the high qualities of vehicle control, 
but it is, nevertheless, quite a help 
to us. 
Only Two Record Books 


Are Used 


‘Of the two record books involved in | 
simple costing system, one is used 
tirely for recording particulars ex- 
from the Daily Record Sheets 

d form against the number | 


















other equally hard routes on the Kent | 


Gradients of such severity naturally | 


lso called upon to withstand the con- | 


sociated. with carrying loads from | 


in every | 
possible way the work only occupies | 


having the | 


Petrol, oil and chassis lubricants are | 


all other items on the form accu- | 


} as 






















Whether he be a Managing 
Director or a member of the 
staff, the desk at which he sits 
heips decide the efficiency of 
his work. He must have com- 
fort . . . he must have a desk 
that reflects his position . . . 
one that allows him easy access 
to the essentials. That’s why 
he prefers Shannon Wood 
Equipment! Every Shannon 
Desk is made from seasoned 
wood by experienced crafts- 
men. The famed smooth-work- 
ing efficiency of Shannon Wood 
Equipment is directly traceable 
to the careful attention to 
details and general design. 


of each truck; the other enumerates the 
cost of every individual item, so 
arranged that by simple calculation the 
expenditure per mile for each vehicle 
can be extracted, 

The individual vehicle costs take 
into account all standing charges, such 
interest on capital, depreciation, 
licensing, insurance, garage rates, etc., 
as well as the normal running expenses, 


| under the headings of men’s wages, 


petrol, lubricants, tyres and mainten- 
ance. Including all items, with the 
single exception of administrative cost, 


| the vehicles cost us 5.5d. per mile, a 
figure that is influenced in no smal! 


Amami petals atanga e n S as 


‘economy has hi 



























Another Shannon feature fs 
their Planning Service. The 
internal efficiency of many large => 
business houses is largely due = 
to the successful office plan. 
ning by Shannon experts, Send 

your business card for your 

copy of “LOST MOTION == 
a brochure which deals with 
the problems of Equipment, o> 
Systems and Office Planning, = 












j mpe ee se, | 
[5-17-19 Kingsway, M 


BIRMINGHAM, BRISTOL, LIVERPOOL, 
MANCHESTER, NEWCASTLE- Ob TYNE, 
GLASGOW, CARO, EGYPT 















measure by the excellent fuel ec 
of our trucks. 

With regard to the fuel us 
is nothing to be saved by running | 
vehicles on low grades of spirit, 
small doses of upper-cylinder lebri 
added to the petrol not only 
the engines but give an impro 
sumption to the extent of an 
of a mile to the gallon. 


During the | 
































10 HOURS TYPING i 


me a T Reduced to NO DARK 
oF | ROOM 

30 MIN.——NO CHECKING — equines 
‘Photographic copying is steadily superseding Product 


°° the laborious task of typing and checking, 
“many hours of which are necessary if the 
matter to be copied is of substantial length. 
_. The Ruthurstat is specially designed for use 
by an office boy, it needs no dark room or 
 gkilled operation, The many satisfied users 
. declare it is the most popular office appliance 
since the typewriter. 
Used by Banks, Insurance Companies, 
Heavy industries, Consullants, ele. 


PLANS > CERTIFICATES 


BLUE PRINTS 


Sole Mamefacturers - 


© MAMMOTH MODEL 
uae Copies 40” x 30” 









































ime and Costs ! 


rhe ROBIN Record-keeping system 
caves time—because indexing and reference 
are so simple. Easy as using a diary. | 
Saves money—because economical to install 
and maintain, Only upkeep expenditure is | | 
for new leaves to replace obsolete matter. 
Fill in coupon for “ROBIN” Outfit on 7 days’ | 
approval at special price. 


J. W. RUDDOCK & SONS 
“Looseleaf Book Manufacturers 
l LINCOLN 


and at 3 OLD JEWRY, LONDON, E.C.2 


ROBIN” Outfit on 7 days’ approval 
<: Pease send “ROBIN” Book, 5° 8, comprising 
fooselest ‘binder bound full maroon huckram, A-2 index 


feirm (please tick 9 | 6 





equipment they 








Te SHAW 


on 
feaves ruled Or ruling re- 





to have your quotation for... 


cash 
. double ledger quired} post free 
NAME ne eee anei eiT EEA EEEE 
NAME syirage panasna ee reer Kaen deretenrrrage Regen ae Address ac ese meet te aaaates 


TAT ELECTRO-COPYIST |? 


on the premises. 


OFFICE MODEL 
for double fooiscap 


m Seam sine Da Sat See vee gem bale gamete. wai. aee PE aed Tinie ‘Sean etek AADA ANAR D RR SRE. PTT GOPHONE OR IY ft 


C opi @S LETTERS - DEEDS 


- WILLS 


CONTRACTS - CLAIM FORMS - POLICIES 
CHARTS - LAYOUTS - STATISTICS - IN- 
VOICES ©- REPORTS . SPECIFICATIONS 


RUTHURSTAT Limited 


12-13 ASTOR HOUSE - ALDWYCH, W.C.2 
Phone: Holborn 47387 


NOW is the time to arrange 

for SYSTEM DESK CALENDARS 

to Give You All-the- Year- 
Round Publicity in 1938 


“System” Desk 
Calendars with 
your business 
anno uncement 
printed promin- 


ently but un 
obtrusively on 
each ailv 
Sheet. will keep 
your goods or 
service before 
the notice of 
customers oy 


prospective cus- 
tomers Every 
hour of every 
working day 
throughout the 
whole year. Be- 
cause they com- 
mand more fre- 
quent reference 
than any other 
article of desk 


f _ constitute the best form at 
continuous publicity at a minimum cost. 


COUPON 


PUBLISHING CO., 
6, Carmelite Street, London, E.C.4. 





LTD., 


Without incurring any obligation T would like 
System Desk Calendars for advertising purposes. 


ANA APRA REM EEN EERE RATATAT 


to be quite stabilized. 


the cost of repairs done by local motor = 
engineers, whose charges seldom appear ` 


Gets Cash In Hand Ready 
Vehicle Maintenance 


For i į : 


As a result of recording all costs with : 2 
great care we find it possible to allocate =~ 


an appropriate sum of money to each 
truck from the day it begins work to 


cover the cost of tyres and vehicle _ 
maintenance, thus having the necessary. č 


cash in reserve regardless of any fluctu- 
ations in business revenue. We find 
great advantage from fitting all vehicles — 
with the largest tyres that can be fitted — 
to standard rims and by the general 


adoption of Michelins, from which mile- oe a 
ages of over 40,000 are obtained from =- 
the front tyres and 30,000 from the... 


rear, 

All vehicles are inspected once a 
week and treated to a minor dock over- 
haul every month, a method that 
proves highly economical in the long 
run, since mechanical breakdowns are 
thus avoided. 


Use Mechanical Loading Gear: 
It Pays 

I may add that our transport costs 
are also kept within the closest possible 
limits by the liberal use of mechanical » 
loading equipment and by our insiste  __ 
ence upon the fitting of extra heavy. 
springs by the makers when new 
vehicles are ordered. That, of course, 
is in view of the specially heavy work 
our trucks must perform. 

Finally, I may perhaps remind other 


small fleet owners that the selection of — 


vehicles has a very great influence upon = 
the ultimate transport costs, partici- = 
larly in respect of vehicle depreciation. <. 


Gur costs are calculated on a useful Se 


vehicle life of at least two years, at the. 
end of which a well-preserved vehicle — 
of reputable make will always com- 
mand a good second-hand value to 
offset the price of a new truck when 
replacement time comes along. 


© 
Many 
Publicity Managers. 
Keep Their Noses Too — 
Near The Grindstone- 
Says L. T. SAWNEY, 


Managing Director, Thermos 
(1925) Ltd. as 


| ITH more and more aspert’ o 5, 
: ments of business becoming the- 


intensively developed fields of — 

| specialists, the executive has every- 
thing to gain by delegating more of his — a 
routine work to the experts. = 
| No section of a business is more rich- 


| | than the publicity department in the. a 


variety of experts available to carry 
| the numerous branches of. the work. 

































Yet, in spite of this, there are still many | 


“publicity managers of to-day who insist | The N ew 
General Manager - - 





on personally doing almost everything. 
- In a progressive business I contend 
that the advertising manager should be 
an executive, a creative thinker, a man 
with freedom to look around him at 
range, and to work out plans for 
months ahead. How can he do this if 
he potters about doing his own layouts, 
writing his own copy, messing about in 
| an amateur way with his own photo- 
graphs, or trying to break into the 
<: papers with editorial publicity because 
he has a bit of a flair for writing? 







“From my actual experience Rotaprint will 
save us 50 % of our Printing and Publicity 
costs with exactly the same quality” 


















Make More Use Of These 
Specialist Services 







Editorial publicity performs 
„an essential and most powerful busi- 
© fess-building function, but to be 
. properly handled it calls for resources 
quite beyond those of the average 
firm's advertising office. 
- The modern editorial publicity 
< agency has, on its staff or at call, 
-© = the specialized personnel—experienced 
_ writers who know the real news value 
of every aspect of business and its 
products—and the distribution re- 
sources almost equal to that of a 
great newspaper itself. Furthermore, 
its service has the goodwill of editors 
of every kind of publication to an 
extent that a single individual could 
not develop in a lifetime of effort. 

It is generally the advertising man- 
ager of the small or medium-size firm 
who tends to carry on his own shoulders 
this overburden of specialists’ jobs. Yet 
it is the advertising man of this very 
type of firm who should be free from 
routine so that he can plan his firm’s 
marketing progress on a bigger and 
more profitable scale. 

The fault, I think, lies mainly with 

the type of management that still 

.. thinks publicity must be done as 
cheaply as possible. These manage- 
-ments either will not or cannot visual- 
ize what they would gain by giving 
their advertising managers more free- 
dom to use their brains in a planning 
capacity. 

Some fault, too, lies with the adver- 
_ tising managers themselves. Too many 
fail to emphasize in a positive way the 
= real power of their departments if 
_ supplied with the modern specialist 
= services that are available. They 
accept too passively the manage- 
` ment’s view of net cost, and do not 
. sufficiently urge that cost is utterly 
-meaningless unless compared fairly and 
squarely with results. 


























Write or Phone for Particulars COs gy memean 


KAYE’S ROTAPRINT AGENCY LTD. © CECIL HOUSE - 
Telephone: CENtrat 5655 (5 Lines) Telegraphic Address : 





Holborn Viaduct, LOND 


























beyond those you can discover for yours 
Says SHAUN P. O'CONNOR 





QO 


> F JORT of Bristol returns for the year 
. A ended March show a total increase in 
. imports and exports of 182,110 tons over 
the figure for 1935-6. Over 800,000 tons 
_ of petroleum were unloaded at Avonmouth, 
an increase of 50,000 tons. Grain imports 
failed to reach last year’s record figure of 
over 1,000,000 tons. Imports of bananas, 
feeding stuffs, timber and wood-pulp all 












showed increases. 





which is based on a namber of 


Director, Keystone Advertising, Ltd. 







responses and reactions’’, can t 
nothing which is not a: ope 
manufacturer with ears io 


eyes to see, said Mr. O'Cx 


and can never be an exact science 

so long as they deal (as they must 
mainly deal) with that delicate, com- 
plex, elusive, protean factor, ‘public 
mentality’ .’’ 


S ELLING and advertising are not 





For this reason, market research, 











|| OF ADVERTISING ? 
| HAVE YOU CONSIDERED 

A TEST CAMPAIGN 

IN STAFFORDSHIRE? 


THROUGH THE 
EVENING 
SENTINEL 

STAFFORDSHIRE WEEKLY SENTINEL 


MARKETING FACTS & FIGURES BOOKLET | 
giving exhaustive data regarding the Stoke- $f 
| on-Trent area FREE on application to :— f 
oo JOHN COOPE, Advertisement Director 
| Northcliffe Newspapers Group Limited | 
| Carmelite House, London, E.C.4. Phone Cen. 6000 | 













IDEAS, 


The layout of our : 
i | DRAWINGS, 


Catalogue is very 
effective and most), / AN inaMi iin 
- suitable ” Las} | sae 

ene LABELS, PACKAGES 


Mre . tthe Sales Director) gives you ~~ ei “ : Ec VERTISEMENTS 
Tuli gaarks for the layout.” a PRESS ADVERTISEMENTS 
: ee aces ILLUSTRATIONS FOR 


ADVERTISING | 







p phones for new 
" ihustrated folder, 
"JUST IN CASE” 






con- 
The 


STUDIOS LTD. 


Lane, W.C.2. Phone: Hol. 









FOR 

@ Automatic 
Photo Printing | 
@ Commercial o- p He et 


Photography I Phone 
@ Guaranteed Quality | sien 






are recent comments on our layouts 
id printing. Would you like usto prepare 
iout for your next catalogue or folder? 





aranaren 


yinters and Direct Advertising Consuliants 
4 LINCOLN 

also at 3 Old Jewry ; London, E C2 : 
wo | M BRITANNIA. STs KING'S CROSS, W.C.1 


learn as has been a 
3,000 years. | 












E | forms.” oe 
|| Thousands of pounds have been spent | gh rene 
lin research to make sure of success =. 
| beforehand, according to Mr. O’Connor, | Hea a 
| yet the schemes have died in a few 
























BROCHURES, SHOW CARD SER 
i i commented Mr. O'Connor. E 
| Having been told, after spending: = 
{some hundreds of pounds on market o— 





















[CRIC N 













R. FOX LTD. | 


{hand 








robably 


cquired. 


i 


ere js- “a8 u 
over the 


astic protagonist of- 


weeks or months. | 
He quoted a case where {2,000 was - 


spent on market research and £60,000. 3 > : 
on advertising a new tobacco, which =: 
failed because the public did not like) 


its name. 
Mentioning some results of so-called 


| market research, Mr. O'Connor told of 
Mian American Mattress manufacturer _ 
i | who states that 1,250,000 people in — ay 

New York sleep in the nude. This — 
|| figure was based upon questions put to | 
| 500 typical New Yorkers and a simple 
| sum in arithmetic. 


“A certain journal boasts that go per 


$ | cent of its subscribers look at the adver- 
E | tisement pages before the editorial, [p ece 
|| do not believe it.” pein 


Same Questionnaires But 
Different Results 


The Press circulation inquiry con- 


| ducted by the Incorporated Society of | 
| British Advertisers aroused a furore of SOF 
| controversy. A research worker who | 
| disagreed with the result threw out aco oc 
challenge, went over a part of the same ; 
| ground, asked the same questions of the 
| same kind of people, and brought back 

| an entirely different set of figures. 3 


“If independent reports produce such 


-| dubious results, what reliability can be . 

“| placed on a market research under- 
-| taken on behalf of a newspaper in order= 

to make out a good case for it?” e coco 


research, that his product was not 


||} wanted, one manufacturer decided tos. 
fa | trust his own judgment. He put on iis 
Pm | two salesmen and spent £500 on. 
| advertising. - 
In six years he had twelve more lines 
in the same class, 5,000 retail accounts, > 
{5,000 annual advertising appropria- 
Í | tion, one new factory, six new over) 
‘| seas markets and employed 500 people. > 
For such products as a ladderless silk. 
stocking or a medicine to correct the. °° 
|| effects of alcohol in a few minutes, c 
: S ‘research is wasted, according ‘ve Mr. 
‘| O'Connor. The manufacturer knows _ 


‘that his product satisfies an existing 


| want, oe 
= We might be able to speak Aoo 
scientific market research if it could oo = 
| be lifted to a plane beyond reproach oc- 


and beyond suspicion. To get that you 


staffed by men or women allowed a free — 
| to pursue their investigations and 

ually free right to publish their 
; without fear or favour i 

























would want an absolutely independent. ea . 
market research institute, governed and ii 


















í “‘Salesmen. Raised 
ales, Cut Complaints 


LONDON firm have been check- 
ing up their salesmen’s presenta- 
tion of the story about their] 
products: tools and small equipment 
old: to garages, workshops and similar 
laces. They felt that the salesmen] _ 
iad fallen into hackneyed methods of | 
ipproach to customers and into a too 
tereotyped way of telling their story. 
The firm therefore decided to check | 
ip every two months on their salesmen. 
‘or this reason they prepared a small | 
ckup chart, reproduced on this 
Every two months all salesmen. 







































IS TO ENSUR 



















The mere balancing of figures will not ensure a business profit, 








The three essential elements of control are value, quantity 
eee and TIME. | 










CHECK-UP CHART 
FOR SALESMEN 


“Is my sales story up-to- | Yes No 


: caine 






<o>. The function of STOCK, for instance, whether in a 









production chain or a chain store is to ensure movement. 







Seer, Ome : | | | Stock which merely fills up bins costs a lot of money to keep; 






‘Is. my ‘sales ‘story € com- 
plete? 
Does my sales story 
sound reasonable: ? 


on the other hand, stock not there in sufficient quantities whe 









wanted just defeats. the pri mary object, joven 






When T don’ t know the 
answer to a prospects | 
question, do I admit my | 
ignorance? | 
Do I make sure the per- | 
son interviewed can re- | 
tell my story accurately | 

7 to a third party who may © 
ae have 2 a | say in n buying? 


aed 






Karde: ex performs the essential | funetion of reves 







a glance the position of all stock items in relation y 7 : 





demand; at the same time it provides a very fast med jut Ae 





for reference and posting. 







KARDEX SOLVES THE PRACTICAL PROBLEMS OF BUSINESS =” 
Total as | 












: WRITE REF. BO34 __ 
receive a copy of this chart and are ger mee eee" 
_ -expected to fill it up honestly. | 
The completed charts then go to the 
Sales manager. He looks them over 
and studies the answers in relation to 
~~ the salesman’'s record. 
Results of this scheme so far have | _ 
accomplished two things: (1) sales have | 
increased by over 20 per cent; (2) com- 


: plaints by customers have decreased by | REPRESENTED N THE PRINCIPAL amies TH Teer 
: nearly 40 per cent. B ey ae — 







1 LEADENHALL ST», LONDON, E.C.3 
TELEPHONE | a MANsion House 392! 



























THAT TYPEWRITER TALKS A GAIN! se pore do wear = or cay roland. if ea 


ee ree ina. a skilled. man. dots: the job ih aih the oie 
a i 


: th then—l'M ABOUT AS GOOD | AS NEW AGAIN. 
‘“Don’ t EN any mistake ae o $ e 


about it. You lose money if 
you do. | CAN DO FIRST 
CLASS WORK FOR MANY 
YEARS. i mean just this. 
lf | am properly treated you 
do net have to replace me 
every two or three years. 
An Secasiona overhaul most 







Not only do we at RIKARBON guarantee to 
typewriter like new (providing it is is FOE too far go 
also purchase carefully. vt 
REBUILD them. ‘These | IKAF 



































than a RIKARBON. ° REBU ILT * Bi 
_.. proposition. Not by a lon hot. 
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TEEL FILING CABINETS 
_ reduce risks of loss 
by fire or vermin 





| Install “VALOR” 
| Steel Filing Cabinets 
) To-day 


HOUGH low in cost these 

™ Cabinets are made of best 
British Materials throughout 
and to the usual “VALOR” 
| high standard of workmanship. 


| “VALOR” Cabinets are easily 
ee | handled and have none of the 
ced disadvantages of wooden Cabi- 












ack and do not offer complete 
ection against vermin. 





: They can be supplied i in quarto 
f d foolscap sizes with from 1-5 
rawers, and are attractively 
nished in olive green stoved 
(Special finishes can 









Write foday for List 29, V 55, giving full 
articulars of these Cabinets; T; Steel Cup- 
vards, Shelving, Clothes Lockers, gic., io meet 
ali office requirements, 







We are also manufacturers of Fire 
inguishers for the complete protec- 
tion of Offices and Works. 


The VALOR CO. Ltd. 


| BROMFORD, ERDINGTON 
1 BIRMINGHAM 


120 Fictoria Street, 










l -London : Sw 












nets which are liable to warp or | 


IF IT’S VALOR MADE, IT'S WELL MADE | | 


larketing 


Summer’s A-Coming In, 
With Sales Going Up 


USINESS went jubilant with Corona- 
Bie crowds last month, selling with 
a rush goods accumulated over the 
past quarter. Inquiries among big 
retailers revealed fulfilment of hopes for 
Crowning and holiday sales. Latest 
official retail figures show a leap of over 
15%. 
Other major figures kept pace with shop 


sales: employment up 5.6%, exports up 
27%, imports ahead by 24.4%. Even 


building man passed showed a substantial 
rise of 16.1% o despite material shortages. 


With Sa s lease just starting, 
expectations of increasing sales are high. 
O 


Bigger Pay Packets Needed 
To Hold This ‘Plus’ Cash 


ISING wages may pinch some of the 
profits but they open up the market. 
. Latest 


increases bring the four- 








By the 
MARKETING EDITOR 


Chart Gives Low-Down 
On N. E. High Spots 


“OME time ago I mentioned returning 
S prosperity to the North-east and the 
area's value in marketing schemes. 
Here you see a chart which shows how 
progressive is the march to high buying 
power in the North-east. 

There's plenty of scope for sales 
campaigns in this area. See previous 
paragraph for types of goods now selling 
well there. 


(Chart by courtesy of the London Press - y a 
Exchange, who control the advertising for 35 


the Team Valley Estate, Gateshead.) 





month figures this year to 2,099,000 
workers getting {287,500 weekly more, 


Official returns, April, hist these facts: 


Weekly 
Industry Workers Increase fs 

Mining, etc. 454,000 52,556 
Brick, glass, etc. 69,200 2,450 
Engineering 105,700 7,900 
Textile 158,400 27,900 
Other 38,900 4,500 
£826,700 {95.300 


Areas where major increases have taken 
place: Midlands, Lancashire, Northumber- 
land and Durham. | Best lines to sell now 
in these districts: Midlands—giris’ and 
children’s wear, boots and shoes, fashion 
goods, household articles. . Lancashire: 
boots and shoes, men’s and boys’ wear, 
girls’ and children’s wear, 


goods, fashion clothes... North-east: 


household. 
=X tactics. 
children’s wear, boots and shoes, furnish- be 


sf ings, women’s wear, fancy goods, then. carried out an area. a By. area window 


Quick Change Designs Jolt 
Consumers Out Of Touch? 


ticular goods often run along lines 

of change in design of pack. In some 
cases, where old-established lines are thus 
developed, danger arises of the change- 
being too sudden, consumers failing to link. 
old and new packs with the same product. 
Signs are that firms begin to recognize. 
this danger. Hence caution in this type | 
of marketing is becoming more evident. 
Two good examples of new sales drives ` 


E te TS to widen markets for par | 


based on re-packaging come from {a} a’ 
northern bakery and {b} patent medicine 


manufacturer. 


When the bakery changed the style and. es 
design of wrappings on their bread, eee raf 


a other products, they double-wra 

the goods for two weeks. They use ae 
old and the new wrappings together, thus 
familiarizing their customers with the 
change. 

The medicine man adopted different . 
He arranged distribution of his- 
new pear goods. to all retailers and 





































































cages were set 


“ing the change. 





‘Old-Timers Recalled To 
Be Front-line Men Again 


RONT-LINE salesmen and sales 
executives recruited from the ‘‘over 
A. 60's’ is a new selling force being 
apped successtully by some firms. 
“trend grows, ‘‘old-timers’’ will get their 
‘chance again for the first time in a decade 
“OF MOTE. 

< At North Shields I spoke on this point 
to a managing-director of a food products 
firm. He called a 65-year-old man from 
‘retirement to take control of sales organiza- 
tion in London and Southern Areas. He 
has also- taken on several “old age scrap- 
heap” men as salesmen, 

“This talk about youth is all very well,’ 
¿he explained to me, “‘but the policy we're 
pursuing is showing that experience is as 
Important, if not more so, than drive. 
Our campaigns are now planned by men 
who know every little point about our 
market. 
“Mind you,’ 






















he continued, ‘‘I’m not 





reins if they’re worth it. We've got 
5 plenty of promising young salesmen and 
some young managers. But we don’t 


~ a man among the business dead until he’s 
. lost interest or health, or wants to retire.” 
~- Other firms I’ve contacted are taking 
<> similar views. One company told me that 

“they retain three “over 6o” 

mainly in advisory capacities on market- 

ing schemes. It seems that practical 
“knowledge of markets and market condi- 
tions can guide effectively youthful 
enthusiasm and drive. 








Oo 


Juvenile Goods Makers 
Now Plan To Grow Up 


HANDFUL of long-sighted juvenile 
of goods manufacturers are planning 
they are now turning out. 


gradual change in types of products 
oe This policy is 
' “based on statistics which show that by 
4975 this country will have a proportion 
\ ot four people over 60 to every one under 





























Intervening years between now and 1975 
ill see gradual decline of sales of every 
“kind of children’s goods—a warning not 
only to juvenile goods manufacturers but 
to other business men who contemplate 
adding children’s lines to existing trade. 

Although 4o years ahead is a long time 
the market is already entering the period 
Jof attrition. Among firms to whom this 
¿trend is particularly vital is a famous con- 
cern manufacturing emulsion, where a 
-policy of developing adult lines is already 
being put into practical effect. 


Shelf Strip Scheme Gives 
roducts Final Sales Push 


RAMA of point of sale moments has 
often aged sales managers. Now 
, comes a scheme whereby they can 
tie up advertising and display efforts with 
those vital moments. 

A firm has successfully organized a plan 
shelf strips and display. The strips are 
ade of patented beading which is fixed 
he front edge of shop shelves. The 


window cards and foe tena pee 


If this | 


“saying young men shouldn’t be given the | 


make a fetish of youth and we don’t count | 


salesmen | 


: akes advertisement strips 2ft. 
dee ‘These AEDS are 


You have to use stationery for invoicing, billing, da 
Let it be Primus Continuous Statio 
which eliminates interleaving carbons, inserting additional 


recording, etc, 








forms, and the many other details that take up your 


typists’ time. 
on correct 


+ 


Telephone : 





Primus leaves typists free to concentrate 
registration and quicker 


The Primus Attachment fits any typewriter 
and is supplied by us. 


:|20 QUEEN an STREET, 





H op 0204-5 












simplified work. 
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made by a new process using paper and 
celluloid. They take colour-printing, 
illustrations and so on. 

The idea is simple. Picture, slogan and 
price concerning a product are printed on 
a strip. On the shelf above the product 
itself is displayed. Thus, betore the 
customer's eyes at point of sales—the shop 
counter—there is this strong reminder of 
all the Press and other advertising and 
display campaigns used by the firm. 


O 


Group Plan Gives 
Punch To Scheme . 
XTRA punch is: given this scheme by 


“4 limiting the number of. manufaetur- 
Aers to 12—non-competitive—for any 





"ene distribution group. Each group con-~ 


sists of 2g0 retailers. 


, having. A 


: for opening 

























strips are displayed for one 
together with the goods : 
These points are guarant 

The firm operating the 
manager for each group 
duty is: (1) keep adverticin 
and clear; (2) ensure th. 
of each manufacturer's ste 
shelves to provide A.r dis 
on progress, via the firm, 
facturer; (y) arrange for 
each product at agreed i 
every retailer in Bis ere 
each of the 12 manutact : 

Results have been sọ 
manufacturers in the . 
using it on a nation-wic 
powerful. - 
ufacturers have f 

















Career. in Advertising for you 
Achieve success in Advertising by spare-time 
tudy. Secure a post of influence with 
‘prospects for the future. The British College 

oof Advertising course constitutes a thoron h 
training for ambitious men and women who 
<o want te PROGRESS. Write to-day for 

FREE brochure. 


OW BRITISH COLLEGE OF ADVERTISING LTD. tepi. a2 


© @ Carmelite Street, London, E.C.4 


xovernment and other Steel and Oak Card 
Cabinets by Roneo, ete. Filing Cabinets, Desks, 
ise. PLAN CABINETS, New and Second-hand, 
prices. Write for Catalogue. —The Miscellaneous 
ie Cen Lid, 18 New Oxford Street, W.C.1. 
DOER. 4894, 


| Oe guarantee 


| DUPLEX 
oP o Leather bound pocket 
{o model of above 35/- 


BE Trade Enquiries Invited 
fe fs ae e Write for fully descriptive illustrated Leaflet “A” from 
Sorot Ko BISSET & CO. LTD., Grand Buildings, 

od Trafalgar Sq., Londen, W.C.2, (Whitehall 8275) 


Adding Machines, Calculators, 

Machines. Typewriters and all Office Equipment. 
oo New, Rebuilt and Second-hand. Bought, ‘Sold, 
Set Ko» -~Dixon Matthews & Co., 46 Pilgrim 
Street, Neweastle-upon-Tyne, 1, 


Statement 


- VISIBLE INDEX CABINETS. (USED) 
A makes and sizes in stock, write fer prices—Sur- 


$ 3 plus, 4 Southwark Street, London. 


hah ANNE Ant aml etter niente a /t ohne A 


"Art Metal Visible Systems. If you have not had 


one <ua Tecent demonstration, you have missed. the latest 
5 developments in this type of equipment. 


, > Catalogue P.60, Art Metal Construction C ompany, 
201 Buckingham Palace Road, London, $.W.1. 


Roneotype Printing Machine with Printing Ink 

tachment, £12 10s. Addressing Machine (pedai) and 

tench Machine, eas £2 10s.-O.PS., 180 
rringdon Road, E.C 


Y o Roneos, Models 210 | Réolecays and 100 Brief. 
‘wo months old—as new. Aig accept {87 10s., 
32 10s; respectively, or neares 

ox 870, BUSINESS, Whitefriars tse., Tallis St. E.C.4, 


FOR SALE 


Massecley Show Card making Machine Model 12, 
. ms 8- months old. 
“caters, and various designs. Hot Press for 
: Card Cutter. Beveller. 
` supplies by the makers and in perfect order. 
£145, Accept 495 or nearest offer. 

30% 368, Bustwess, Whitefriars Hse., Tallis $t., 


Cast 


ANTED—Second -hand letter copying faery 
Box 860, Busivess, Whitefriars Hse., Tallis St., E.C.4 


separ snn A yia aaa aAa SA NERA eisai new median tamer A tate HS y nanan mmr Air 


S a RE aR ON a a A a Mer EUR? 


Soar aa Oa aiai a 


made in solid steel, 
against wall as required. 


fist CYRS. 105.—-PARKER, WINDER 


Quietly 
Complete with 5 sets modern | 
| Closer. 


Whole set as “PAGE MINOR”, 


ECA ` 
ACHURCH, 
; London: 


| You can cannot “be efficient. with catarrh. 


success, and open to every investigation, 


RATE--2;6 a line (average 7 pare to ra iine). 
Minimum 3 lines costing 7/6; each additional line 
or pari of a line 2/6. Box No. counts as one line 
and is to be paid for; replies are forwarded free 
af charge; 24% discount for 3 insertions, 5% for 
ë, 10% fer 12. Payment with order for single 
insertion. Disblay panels 24/- per single column 
inch. Discounts as above. Special rate for 
“Appointments Wanted”; 8 insertions for the 
price of 2. 
Announcements for the next issue should reach 
Business, Whitefriers House, Tallis Street, E.C.4 
(Phone Central 9898), not later than June 23. 


APPOINTMENTS WANTED 


Accountant (qualifted) desires part time employ - 
ment, Special knowledge of income-tax, transport 
accounts and costing. 

Box 363, Business, Whitefriars Hse., Tallis St, E. C4. 


Young man, 22, Trained 5 years in Printing to 
qualify for Advertising Work, desires appointment in 
London firm. 

Box 367, Business, Whitefriars Hse. Tallis St, E-C.4. 


‘BUSINESS OPPORTUNITIES 


Accountant is prepared to consider the Recon- 
struction and provision of Finance for a limited 


number of genuine businesses seeking national distri- | 


bution of their products. The business should be 
already established or have reasonable prospects of 
Applicants 
should send brief particulars, which will be treated 
in Striet Confidence. Appointments will be made and 
each application will be dealt with in rotation. Agents 
and new ao will not be entertained. 
Bustness, APS., Ltd., Bucknall St., London, W.C.2, 


The Proprietors of British¢Patent No. 426131 | 


for “A Paper Carriage Escapement Device for Type- 
writers” are desirous of entering into negotiations with 


one or more firms for the purpose of exploiting the | 


above invention either by the sale of the patent 
rights or by the grant of a Licence or Licences to 
manufacture on royalty. Inquiries should be addressed 
to: Abel & Imray. 30 Southampton Buildings, 
London, W.C.2. 


= KNOCKS BUT ONCE! 


Opportunity is a timid fellow. When he does 
come to our door he knocks but once—and 
faintly at that. Therefore it behoves us ever 
to be on the watch for him—and the Classified 
Columns of Business form a really excelent 
place in which to keep such a watch. For the 
many small advertisements here contain amongst 
them a wealth cf opportunity. All are worthy 
of your attention, for who knows- 
be something in this very issue of direct interest 
to you. So follow the lead of the knowledge- 
able ones by keeping a watchful eye on the 
Classified Pages of Business. Sooner or later 
you'll be glad you did! 


MISCELLANEOUS 


Cycie Storage Problem Simplified. ‘‘Parwinac”’ 
Cycle Racks take any number of cycles. Sturdily 
Stand alone, back te back. or 
Sheds and shelters also 
Write today for 
& ACHURCH, 
London: 


supplied, Wonderfully compact. 
LTD.. 105 Broad Street, Birmingham. |. 
i Gt. Marlborough Street. WL. 


Closes the Door. Neat too, 
lronmonger sells it, It’s called the “Page” 
Cheapest OIL CHECK pattern obtainable. 
for light doors, beautifully Chrom- 
jum-plated, 12/6; 
Fi finish, 25 | -, Chromium-plated, 27/6. 86,000 
use.—Sole Makers: PARKER, WINDER È 
LTD., 105 Broad Street, Birmingham, 1 
7 7 Great Marlborough Street, W.1 


| executive, deaf every winter, accidentally discovered 


| a cure at age 89, and has been free 7 years. 
1 home treatment, 
1 relief, few weeks cure. 


simple 
A few days give 
3d. for full course 
Loughborough. 


no medicines. 
Send 4s. 
of treatment.—Hivu, 21 Woodgate, 


Box | 


t wrie 
i 3861}, 


re may | 


“PAGE MAJOR”, for heavy deors, | 


A sales | 


YOU CAN USE YOUR SPA 


| TO START A MAIL ORDER BUSIN 


that quickly brings you a full-time incom 
Few pounds capital only needed; no 3am 
or outfits to buy. No Lae rates or canv 
ing. New method makes success certain 
Send today for free booklet. tes 
Business Service Institute (Dept. 


6 Carmelite Street, London, a 


TIME RECORDERS 


: Time Recorders and Electric Clocks. 


new machines of all systems in stock; 

half price, fully guaranteed. Supplies, repairs. "Pine: 
Recorder Supply & Maintenance Co., 159 Grange 
Road. London, SE.I ee 


Staff Time Checking and Job Costing © 
Recorders {all makes) for quick cash sale, exceptio; 
condition. Write “Betarco?l”’. 


Box 345, BUSINESS, Whitefriars Hse., Tallis St, EX 


HOUSE ORGANS 


A well-edited and interesting Staff Magazine. ues 


will foster co-operation and loyalty in 
Send for specimens—you will be interested. 
May, House Organ Specialist, Nazeing. 


your 


Artha ; 


EDUCATIONAL 


Be a Master of English. 
well, 
Palace Gate, W.8. 


kaaneni eas ae eke mest Ag te anana menena aA in nt MD mamm anane eaae at EN mret datas stan ante i iT 


Karadag a hoe ordinary letters— Be | 
29 Donald Street, i 


“Most simple”, 
{B}, 


is best. 
acquired” 
Cardiff 


Speeds. 
JABBREVIA 


HOW TO TEACH © 
BUSINESS 
CORRESPONDENCE — 


eook brimful of ideas and methods: that 
a secured for many teachers, directors and 
chief correspondents e ective results. im training © 
peep in the production of really efficient | 
usiness Correspondence. It aims to showed 
“how” rather than “what” to do, making it} 
equally valuable to the student or junior tor- f 
respondent desirous of attaining perfection in- 
the art of letter writing. : 

A ~ of the various subiects dealt with are 
The chology of Effective Letter Wri 
Clear Pine Personality in Writing, Re 
ing the Reader, Personality in Corresponde 
Finding the Word that Sells, Punctuat 
Function of the Dash, Words to be Avoidec 
or Used with Judgment, Faults in Phrasing. 
There are also General Information Tes 
Exercises and Examinations. 

Make sure of getting your copy of this. unique 
book by posting this coupon Now. 


Shaw Publishing Company, Ltd., i 
6 Carmelite Street, London, 4 
Please send me post free by return... 
copies of “How to Teach Business Cor 


respon 
ence’, for which I enclose Bs. 9d. each 


VANCOUVER 





Waltham Cros: = : 


Learn to speak and 
Booklet free.—Regent Institute (Dept: ee 
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THE LIFE BLOOD 
OF NEW INDUSTRIES 


In planning the establishment of factories the source of 
< power is a vital consideration. In this respect the 
- North-East of England i is especially favoured and it is 
certain that the inauguration and expansion of new 

< industries in this area have been aided to a great 
-degree by the abundant supplies of Electricity which 
are. available at economic rates for all industrial 

purposes. 


Electricity is already in wide use in the heavy industries 


... mining, shipbuilding, engineering and is even — 


giving impetus to the new, lighter industries, the 
development of which is so important to the future 
prosperity of the area. 


ELECTRICAL POWER 


The total connections to the Company’s System exceed 
1,035,000 h.p. serving an area of over 5,600 square miles. Among 
the many industries, great and small, in which Electrical Power 
is used extensively in the North East Area are >— : 


Collieries, Engineering Works, Flour Mills, 
Railways, Steel Rolling Mills, _ Potteries, 
Steel Works, Shipbuilding Yards, Roadstene, 
Rope Works, Chemical and Process Works, | Sand & Gravet 
Water Works, | Tramways, Quarries. 


Manufacturers and Engineers desiring information as to the 
supply of Electrical Power for all industrial purposes will obtain 
full information from the Power Department at the address 
below, where their enquiries will receive instant attention. 


Head Office :— 
ae CARLIOL HOUSE, 
NEWCASTLE-UPON-TYNE. 


Telegrams 
“NEHSCO. 


Woodworking by Electricity. 


| Cleaners. 


Boot Repairing by Electricity. 





INDUSTRIAL SITE SURVEY 
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The Industrial North-F 


BUSINESS 
Industrial Site Survey No. 2 


Why This 3,000 Square 


Re-Planning 
for new 
Manufactures 


VER 3,000 square miles of in- 
dustrial England has been busy 


replanning, developing and ex- 

panding its facilities to welcome new 
manufacturers and to help established 
business men extend their activities. 

That is my impression after investi- 
gating this area—the North-East of 
England. It is a revitalized area now 
that thousands of its skilled men are 
back at work, its shipyards busy with 
orders for merchantmen and the Admir- 
alty, its collieries re-opening or pro- 
ducing more coal, its engineering firms 
working overtime to keep up with full 
order books and all the secondary in- 
dustries operating at full pressure. 

Right at the start I should like to 
clear up one misconception about the 
North-East. General opinion is that 
coal, shipbuilding, iron and steel com- 
prise the three great and only indus- 
tries of the area. For that reason there 
are cases where manufacturers of con- 
sumable goods—light industries—have 
fought shy of locating ’twixt Tyne and 
Tees. But there has always been a 
certain amount of light industry there. 
It is the home, for example, of Thomas 
Hedley & Co., Ltd., the soap manu- 
facturers, and J. Lingford & Sons, Ltd., 
to mention but two. 


Light Industry Has 
Room To Expand 


The idea, therefore, that light indus- 
try, in locating in the North-East, is 
doing something quixotic and rare, is 
false. What really is happening is 
this: Manufacturers of consumable type 
goods are realizing that this strip of 
England is under-developed. The ser- 
vices are there; the facilities needed are 
there; but there’s plenty of room for 
newcomers. 

This brings to mind another very 
strong point that I noticed. There is 
the will to co-operate with manufac- 
turers. Everywhere there is evidence 
that local authorities and other official 
bodies are out to make the path of 
the manufacturer smooth and pleasant. 
But co-operation goes farther than 
that. The North-East public are con- 


AST TEAM VALLEY 
TYNESIDE 

WEARSIDE 

TEES-SIDE 
SOUTH-WEST DURHAM 


Miles Area Is 





C. E. DAY 


scious of the need to support the local 
industries, a feeling which opens up the 
market. Indeed, one new manufacturer 
on Tyneside told me that the business 
given him before he started operations 
laid the foundations of his success. 
That was two years ago. Recently he 
doubled his plant and is now preparing 
plans for doubling it again in six 
months’ time. 

At this time, when labour shortage in 
skilled trades is so acute and the rising 
cost of raw materials and overheads is 
the manufacturer’s bugbear, the North- 
East is particularly attractive. The 
surplus labour there comes largely 
from two sources: (I) men not re- 
absorbed by the ‘“‘heavies’’—shipbuild- 
ing, collieries, iron and steel industries; 
(2) juvenile labour. 

Now this condition is more hopeful 
than some manufacturers realize. The 
adult labour is adaptable and has in- 
dustrial knowledge. Moreover, training 
schemes and similar work have produced 
some skilled and a good deal of semi- 
skilled labour especially suitable for 
light industries. Juvenile labour, too, 
has been and is being trained to meet 
the changed economic conditions of the 
district. | 

Proof of these facts is to be found 
there in many of the new factories. 
The directors of three very successful 
firms—one a cannery, the second a bis- 
cuit plant, and the third a steel furni- 
ture concern—all quoted from their 


5 Fes; 
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own experiences to prove the adapt“ 


ability and skill of the available labour. 
As they pointed out, the surplus labour 
is large enough to get a top-class, hand- 
picked staff. 

The problem of cutting costs on all 
overheads rivals that of labour nowa- 
days. Here, also, I saw many instances 
where location in the North-East 
brought advantages. For example, the 
very small business just starting can 
find a convenient and cheap home in 
some of the now disused foundry and 
other buildings. The rents are often 
negligible, the rates low. Water, power, 
gas-and other services are available at 
economical rates. 


Economic Unity Of N.E. 
Favours New Industries 


In the course of my investigation I 
went all over the area—along the Tyne- 
side, to Sunderland and the Wearside, 
to the Hartlepools, to Middlesbrough, 
Stockton and the Tees-side, to Bishop 
Auckland, and Durham. In all these 
places the points I have made about 
local co-operation, goodwill, surplus of 
labour, and availability of land and 
buildings, are true. These facts help 
you to realize that the North-East is 
a complete economic unit of industrial 
Britain. It is unified by physical 
characteristics of the country and by 
nature of its industry, interests, devel- 
opment and people. A glance at any 
relief map will show you clearly the 
North-East ‘‘basin’’, with a rim formed 
by the North York Moors, the Pennines 
and the Cheviots. The centre of the 
basin is about the Rivers Wear and 


Tyne. 
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Above :—Gas-fired a 
rin TE Plastic G A & 
THE MODERN 
FUEL 


Gas-heated Tin 
Printing Ovens 


Gas-heated Process fam 
Drying Ovens 


YE TYNESIDE HAS ONE 
OF. THE; CHEAPEST 
GAS SUPPLIES IN THE 
COUNTRY. 


Every encouragement is given to industrialists to avail themselves of 

the exceptional facilities provided and the attractive gas tariffs offered. 

Manufacturers have at their disposal the free services of an Industrial 
Heating staff to deal with all heat problems, large or small. 


Full particulars of gas tariffs on application 


NEWCASTLE & GATESHEAD GAS COMPANY 


30 GRAINGER STREET, NEWCASTLE-UPON-TYNE, 1 
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SEVEN ADVANTAGES THAT DRAW NEW 


FACTORIES TO TYNESIDE...... 


F you could turn back time and look 
[e the development of Tyneside you 

would see a river, which once had 
only six feet of water on the bar at 
its mouth, scoured and dredged until 
to-day there is a depth of 40 feet. 
Islands, shoals, sand bars and rock 
ledges were demolished by the Tyne 
Improvement Commission when they 
took control in 1850 and deepened the 
river. 

That is one reason why to-day the 
river has 122} acres of docks, 28,000 
feet of quayage, 1,000,000 cubic feet of 
cold storage, 322 acres of open storage, 
and 614 acres of timber ponds. 

Coal, too, has provided a vital reason 
for industrialization of Tyneside. At 
the time the Venerable Bede was pen- 
ning his Ecclesiastical History of Eng- 
land, monks were hacking coal from the 
outcrops near the river. And the mines 
have been worked ever since, and the 
coal has been exported ever since. 

Cheap and accessible fuel of this kind 
has encouraged industry in the past to 
locate along Tyneside. A journey along 
the river reveals how intense this in- 
dustrialization has been. It also shows 
that there is a revival of the old indus- 
tries and the introduction of new. Coal 
helps to make this development pos- 
sible. It allows, for example, cheap 
generation of electricity and gas. More- 
over, with the developing of the ‘‘oil 
and spirit from coal industry’’, there 
may soon be fresh inducement to locate 
new factories in the area. 


These Imported Raws 
Come In At Tyneside 


For the manufacturer who must im- 
port part or all of his raw materials the 
established trade of a port is of particu- 
lar interest. In this respect, Tyneside 
has a wide range to show—ores, cement, 
fish, fruit, vegetables, pig lead, grain, 
oil, petrol, sugar, timber, wheat, steel 
manufactures, and so on. The import 
and export returns for general mer- 
chandise show the strength of the trade, 
too: 


Year Imports Exports 
1935 ... 1,748,503 tons ... 323,984 tons 
1936 ... 2,089,318 tons 329,368 tons 


If you bring in goods or send out 
finished products to countries overseas, 
you are serviced adequately by sailings. 
Ships to and from Norway, Denmark 
and other parts of North Europe, North 
and South America, the Pacific, the Far 
East, Canada, India, to other European 
and Mediterranean ports, are frequent. 
In 1935 vessels using the Tyne port 
numbered 8,805. Last year the number 
rose to 9,298. This year the number 
will be greater. 

For coastal shipping there are regular 


- twice-weekly sailings to Leith, London 


and Montrose, and fortnightly sailings 


i 
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to Belfast and Stornoway. Here are 
specimen freights from Newcastle quay 
for light goods packed in crates or 
cases : 


Per on 

S. . 
Delivered any part Edinburgh ... 20 o 
Leith Quay Sa ii ‘os. AES. SE 
Delivered any part London me . Oe ee 
London Quay ae E 
Montrose Quay ... Fi it Se a 
Belfast Quay uel ep vai A 
Stornoway Quay ... S ss. -4O Xe 


As specimen rates these figures are 
subject to fluctuation and special agree- 
ment according to the class of the 
goods. 

The L.N.E.R. run their lines down to 
the quays and operate not only a net- 
work of lines to cover the local market 
but have express services to all import- 
ant centres in the country. They also 
have storage facilities, motor transport 
for collection and delivery between fac- 
tory and dockside and up-to-date equip- 
ment for handling goods quickly and 
cheaply. 

The main line of the railway passes 
through the heart of Tyneside and fol- 
lows a course down both banks of the 
river. Alongside these rails and on the 
banks of the stream are existing fac- 
tories and plenty of space and buildings 
for new firms to move in. 

From time to time I have heard the 
opinion expressed that the Tyneside 
was too ‘‘tucked away’ from other 
densely populated parts of the. 








Ample skilled and unskilled labour, especially female labour. 
Standing factory buildings, cheap to rent, easy to buy. 
Practical co-operation from local authorities and boards. 
Distinction of being the only industry of its kind in the district. 
Excellent road, rail, sea, air transport at low cost. 
Nearness to raw materials from home and overseas. 
Revitalised doorstep market of 2,720,000 in three areas. 


and that this made delivery of goods 
in reasonable time a difficult matter. 
This idea is untrue. Express freight 
trains give overnight service to London, 
Sheffield, Nottingham, Leicester, Man- 
chester, Liverpool, Leeds, Carlisle, 
Edinburgh, Glasgow and other main 
centres. There is also a similarly fast 
service to Tyneside from these places. 

Tyneside claims to be situated at the 
centre of Great Britain, not England. 
From this vantage point the journey to 
Scotland or to England is neutralized, 
as compared with, say, a firm in Scot- 
land shipping goods to London or vice 
versa. 


Loads One Cwt. To 50 Tons 
Carried By Road Transport 


The area is on the main artery be- 
tween London and Scotland, so far as 
road transport is concerned. Many 
long-distance road haulage firms have 
offices and depots in Newcastle or the 
immediately adjoining territory. These 
firms have their own warehouses, 
bonded and free. Lorries from the dis- 
trict make daily journeys to all parts 


of the country, carrying loads which 
vary from one hundredweight to 50 
tons. 


Rates for haulage and warehousing 
vary a little, but manufacturers told 
me that charges are always below those 
operating in most other parts of the 
country. 

Apart. from use of road transport 

















over long distances, there is daily col- 
lection and delivery services over an 


area of 40 miles’ radius of Tyneside. ' 


The area is served by 147 scheduled 
rail-owned motor lorry services based 
on 54 railheads and covering 1,586 vil- 
lages. There are 242 other haulage 
services. 

Another advantage in transport that 
is possible is an all-in rate. This is an 
inclusive charge for transport by sea 
and collection or delivery by road. 

While we are on the matter of trans- 
port I should mention the times taken 
by aeroplane from Newcastle to various 


important cities: London, 115 minutes; 
Leeds, 35 minutes; Edinburgh, 40 min- 
utes; Manchester, 45 minutes; Birming- 
ham, 70 minutes; Glasgow, 50 minutes. 
To the executive who must move 
around rapidly, travel by air from 
the Newcastle airport at Woolsington 
answers the most pressing problem. 
Tyneside is, of course, the most 
heavily populated district of the North- 
East. Figures are, roundly: Tyneside, 
830,000; Wearside, 208,000; Tees-side, 
508,000. This factor has been one of 
the reasons why much of the new in- 
dustry starting in the North-East has 
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chosen Tyneside for location. Indeed, 
conversations with a number of new 
manufacturers to the district showed 
me that these four considerations influ- 
enced them most in choosing their sites: 
(1) Abundance of skilled and unskilled 
labour; (2) standing buildings that are 
cheap to rent or buy and easy to con- 
vert to factories; (3) the help and co- 
operation given by local authorities, 
boards, local populace and the distinc- 
tion of being the only industry of their 
kind in the district; (4) road, rail, sea 
and air transport facilities. 


Wearside Offers Fully ‘Serviced Sites’— 


Near 


HERE are many centres which 
acquire a name for a particular 
industry and in the process ob- 
scure the fact that they are the homes 
of other industries. To some extent 
Sunderland and the Wearside have 
suffered this way. 

Nine people out of ten would tell you 
that Sunderland is noted for its ship- 
building and marine engineering gener- 
‘ally. Very few would know that it is 
also a flourishing centre of the furniture 
trade. Fewer still could tell you that 
it has a diversity of industries, factories 
that make chemicals, soap, paper, 
boxes, motor bodies, electric organs, 
lenses and signal lights, leather and 
rubber goods, brushes, billiard tables, 
glass and earthenware, bedding and 
mattresses, hollow ware, golf clubs, 
hats and hosiery, dog foods, chocolates, 
jams and other foodstuffs, shopfittings, 
and so on—dozens of industries which 
have nothing to do with shipbuilding. 


Staffs Can Be Hand- 
Picked For Factories 


At least one Sunderland industry is 
already benefiting by the establishment 
of the trading estate at Team Valley. 

Messrs. Samuel Tyzack & Co. are 
supplying cement bricks for the erec- 
tion of three factories on the estate, and 
at the moment between 200,000 and 





Existing 


Light 


300,000 bricks, made at the firm’s new 
factory at Fulwell, are being used. 

I am told that these bricks are speci- 
ally suitable for steel frame buildings 
because they are absolutely regular. 

In listing these few manufactures I 
don’t mean to suggest that Sunderland 
has been misjudged, that its shipbuild- 
ing is not still its key industry. Far 
from it. Those 12 shipyards on the 
Wearside are capable of building 41 
vessels at a time and have, in a record 
year, turned out 99 ships with a gross 
tonnage of 365,951. But a manufac- 
turer thinking of setting up a light in- 
dustry in the Sunderland area wants 
more than an active batch of shipyards 
in the offing; he wants to know what 
type and class of labour is available, 
if the area is suitable from all points 
of view for the establishment and de- 
velopment of a new factory. When he 
finds that a diversity of industry has 
been successful there and that there 
is abundant skilled and semi-skilled 
labour waiting to operate his machines, 
his prospects open up. 

Now, having cleared up this vital 
point at the start, I can deal with some 
of the other interesting facts and figures 
obtained on my visit to Wearside. 
Sunderland forms another densely 
populated area in the North-East. 
Over 200,000 people live in the borough, 


! 
i4 CE 


K 
ke 


l Heavy industry has 
` its lighter side, too. 
Thus, many girls 
mm set ‘factory’’ 
T training that fits 
them for light in- 
| dustry work. These 
two girls working 
fon the electrical 
side of the Sunder- 
land Forge and 
Engineering Co.’s 
Z8 business illustrate 

"this point clearly. 


Industries 


an area of ro square miles. The town 
is situated on both banks of the Wear, 
which is crossed by three bridges. 

The Port of Sunderland is controlled 
by the River Wear Commissioners. The 
harbour is one of the best to be found 
on the North-East coast. Its entrance 
is protected by two massive piers which 
enclose an area of 125 acres of water. 

Docks here can accommodate the 
largest cargo vessels. Like all North- 
East ports, Sunderland is well-equipped 
to deal with coal shipments. At a new 
berth, 450 feet in length, there are two 
belt conveyors each capable of shipping 
750 tons an hour at a height of 60 feet 
from water-line to bunker hatch. About 
20,000 tons of coal can be shipped a 
day from the Commissioners’ staithes, 
and 15,000 tons a day from the river 
staithes. 

Three main warehouses can store 
50,000 quarters of grain and bread- 
stuffs. There are, of course, other 
sheds and storehouses to take general 
merchandise. This warehousing system 
is equipped with electric, steam and 
hydraulic cranes and other dock plant 
for the quick loading and discharge of 
every type of cargo. Some of the cranes 
and sheers are capable of dealing with 
weights up to 60 tons. 


This New Quay Saves 
Time for Ocean Boats 


One of the outstanding features of 
Sunderland docks is the new deep-water 
quay. It is unique in the North of 
England in that it cuts very short the 
distance to be travelled by ocean vessels 
to berthing place. The quay’s length is 
1,100 feet and two large vessels or 
several small boats can be berthed there 
at one time. 

This development is leading to further 
expansion of shipping facilities at the 
port. New warehouses and sheds are 
to be erected. Land is being reclaimed 
at the Hendon end of the docks. This 
land will be developed as factory sites 
and will be available to manufacturers 
at very economical terms. 


INDUSTRIAL SITE SURVEY 
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TAKE YOUR PICK FROM MORE THAN 


100 Sites 


HEN Prices, Ltd., tailors, of 
W Leeds, decided to build a vast 

plant at Middlesbrough, that 
centre of the Tees-side iron and steel 
industry, one of the chief factors in- 
fluencing their decision was the skill of 
the women workers in the area. 

This point is worthy of emphasis, for 
it shows once again that the old concep- 
tion of where various industries should 
or should not locate has been exploded. 
The old view, of course, grew out of 
the need of industry to locate right on 
top of its raw materials supply. Thus, 
with coal and iron on hand, the Tees- 
side area developed the iron and steel 
and kindred heavy industries. What 
secondary and light industry located 
there was the outcome of necessity 
or chance rather than considered 
choice. 

Top-heavy industrial development has 
naturally resulted. But to-day trans- 
port facilities have largely changed the 
old ideas. Transport has given wings 
to industry so that it may go where 
it will. And in this new-found freedom 
there has come about a tendency to 
build factories in areas where before 
the nearest approach to industrializa- 
tion has been found in the milking 
sheds. 

In some respects it is just as well that 
the recent depression did settle over the 
business world. For, by its visitation, 
the inherent defects of top-heavy indus- 
trial development were revealed, and 
the efforts of light industry, in par- 
ticular, to spread itself as far over the 
country as possible were checked. All 
to the good. It pointed the way back 
to the natural location for factories. 
The revelation was that the ‘“‘new’’ 
types of industry could settle with econ- 
omic advantage alongside the old, to 
the benefit of both. 

This argument needs full and detailed 
marshalling to thrust home its truth. 
Here, in dealing with the Tees-side, I 
can point only to facts which prove the 
case in a broad way. And what is true 
of Tees-side is also true of the North- 
East in general. You can’t economic- 
ally scrap, shall we say, this vast in- 
dustrial area and shift it to the so-called 
prosperous parts of the country. But 


in Ihe 


you can bring in support to its indus- 
trial life by means of light industries. 
And this is being done. 

Most business men believe in the 
adage: results count. To practical 
minds results are proof enough. Very 
well. If Prices, Ltd., were alone in 
their move to this area of heavy indus- 
tries they prove that blast furnaces 
don’t burn up light industry’s chances 
of success. But the tailors are not 
alone. Other manufacturers are seeing 
the facts of the case as they do. Fac- 
tories that turn out foodstuffs, house- 
hold goods and the whole range of 
consumable products are to be built in 
the district. The available labour, ship- 
ping, transport, gas, water, light and 
services and sites are being tested and 
found to line up with the requirements 
of light industry. 

If you glance at a map you will see 
that this Tees-side district of the North- 
East comprises Redcar, Eston, Middles- 
brough, Thornaby, Stockton, Billing- 
ham and West Hartlepool. These 
places straddle the Tees along its navi- 
gable miles. Well over half a million 
people live in this area. 

On each bank of the Tees, throwing 
a network through and around the 
places mentioned, are the lines of the 
L.N.E.R. To the west the line con- 
nects with the London-Scotland main 
railway at Northallerton, Darlington 
and Ferryhill. Freight services from 





OVERNIGHT DELIVERY TO 
MOST CENTRES FROM 
TEES-SIDE 


For light industry, Tees-side can 
offer excellent rail and road de- 
livery service. Here are the train 
times to three main centres from 
Tees-side : 

To London—under four hours. 
To Glasgow—under five hours. 
To Liverpool—in four hours. 


For slower, cheaper transit, there 
are coastal vessels sailing to all 
chief ports. 


Tees-side 


District 


the docksides and from factories in all 
the centres named are fast to all the 
chief cities and towns in the United 
Kingdom. Overnight delivery is usual 
to, most parts of the country. Pas- 
senger service between Tees-side and 
places such as London and Glasgow is 
good. London, for instance, is reached 
under four, Glasgow under five, and 
Liverpool in four, hours. 

Other transport services—road and 
coastwise shipping—are rapid, frequent 
and efficient. Several of the firms who 
told me of their experiences said that 
they were able to distribute to the 
London market as cheaply and effi- 
ciently as their competitors who were 
located on the outskirts of the met- 
ropolis. Favourable road rates and 
cheap movement of goods in bulk by 
coastal vessels were chiefly instrumental 
in maintaining this good position. 

The revival of shipbuilding, engineer- 
ing and the iron and steel industry has, 
of course, altered enormously the posi- 
tion of Tees-side during the past year. 
Figures for shipping, import and export 
of goods and for iron and steel produc- 
tion reveal the trend. Here they are: 


Shipping. 193: 1936 
No. of Vessels cleared 3,611 3,890 
Tonnage JA ... 3,582,909 3,812,522 
Exports (tons) ... 2,009,002 1,960,848 
Imports a ... 1,891,246 2,493,603 
Pig iron pro. (tons)... 1,600,000 1,850,000 
Steel ingots ... ... 1,700,000 2,070,000 


The trade figures are chiefly con- 
cerned with iron, steel, other metals 
and chemicals. Increasing home con- 
sumption naturally affected the 1936 
export figure. 

This year all the figures quoted above 
will be bettered, further indication of 
the rapid improvement of this area. 

It is obvious, of course, that the 
backbone of Tees-side industry is, and 
will remain, the furnace, forge and 
shipyard—and the chemical manufac- 
tures. This important branch of Tees- 
side life is, perhaps, often overlooked, 
although Imperial Chemical Industries, 
Ltd., at Billingham employ nearly 
10,000 men. The annual export of 
chemicals from Tees-side approaches 
500,000 tons. 

Apart from the normal run of light 








industries which have and will locate 
in the district, conditions are particu- 
larly favourable towards the establish- 
ment of certain types of secondary in- 
dustries. Large volumes of alloy and 
special steels, especially of the high- 
tensile and corrosion-resisting types, 
are produced now. These metals form 
the manufacturing materials for aero- 
plane parts, motor-car frames, engine 
parts, rivets, bolts, nuts, screws, bright 
and solid drawn bars, electrically 
welded tubes, agricultural machinery 
parts, house and office furniture and a 
host of other products. 

Once again I must emphasize that 
Tees-side authorities are as willing to 
co-operate with manufacturers as all 
others in the North-East. During my 
visit I was shown many sites with river 
frontage, and rail and road access, that 
can be acquired at cheap rates. The 
flat surface of the land minimizes the 
cost of levelling the sites. Further, the 
elevation is such that, normally, natural 
drainage is assured. The sub-soil con- 
sists mainly of clays and is, therefore, 
favourable to foundation work. Except 
near the river, no special precautions 
are required. 

Another point which seemed very 
good to me was the fact that structural 
steel and building materials are avail- 
able on the spot. Sand, gravel and 
Whinstone are obtained from local 
quarries, and there is a plentiful supply 
of various slag and timber. These 
factors, I was told, bring down the 
cost of factory building in the 
neighbourhood. 

Supplies of electricity, gas and water 
are ample. Last year the sale of elec- 
tricity amounted to 118,000,000 units, 
while gas sold totalled 2,380,000,000 
cubic feet. The Tees Valley Water 
Board sold, for industrial purposes 
only, 71,500,000 gallons weekly during 
1936. All these figures show some mil- 
lions of units, cubic feet or gallons in- 
crease, as the case may be, over the 
previous year. 

At Middlesbrough I found there was 
disappointment that the district had 
not been included in the ‘‘Special 
Areas’’. Authorities there are acutely 
conscious of the need to strengthen the 
district’s industrial position by the de- 
velopment of new industries. There is 
no longer any suggestion that Tees-side 
should rely on the ‘‘heavies’’ for work 
and wealth. The lesson of putting all 
eggs in one basket has been completely 
and thoroughly understood, thanks 
particularly to the depression. 

Thus, if you, as a manutacturer, go 
to-day to Tees-side to investigate avail- 
able sites, you will find not only co- 
operation in every way but generous 
help. Authorities and all local organiz- 
ations and people are eager to come to 
terms with you. 

Evidence of this is provided in the 
way all the best available factory sites 
have been surveyed, mapped and re- 
corded for the benefit of the investigat- 
ing manufacturer. The Tees District 
Development Board have listed over 
r100 such sites. The sites mentioned are 
typical of the scores available through- 
out the area. 
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For Special Manufactures 


HEN you travel into South- 
West Durham, you would never 


think that among its hills and . 


valleys, rich pasture lands and woods, 
there are coal-mines and factories. Yet 
such is the case. Agriculture and 
industry go forward side by side. 

It is unfortunately true that this area 
of the North-East has been as hard hit 
in recent years as any. And a more 
unfortunate fact is that this case is but 
little altered. It isn’t that South-West 
Durham is a bad place for industry; 
firms located there have been, and are, 
successful. The trouble is chiefly with 
the coal-mining. It is by far the largest 
of all local industries and it is still 
in a bad state. A real revival in 
coal-mining would immediately give a 
great fillip to the district's economical 
position. 


Light Industry In S.W. 
Durham Is Successful 


Therein lies, once more, the trouble 
of the North-East—reliance of a big 
industry. And here, too, the lesson 
has been well learned. The effort of 
the 250,000 people of S.W. Durham is 
towards attracting new light industries. 
So far they have not reaped the degree 
of success achieved by Tyneside, Tees- 
side and Wearside. 

That the business of manufacturing 
can be, and is, conducted with success 
in the area is beyond doubt. The list 
of established and successful factories 
takes in a wide range of production: 


‘art metal work, baking powder and 


similar products, bricks and tiles, 
chemicals, cabinet making, dairy 
utensils, electrical equipment, hard- 
ware, fertilizers, locomotives and 
wagons, motor engineering, steam 
ovens, rope, steam-fittings, varnish, 
many kinds of iron and other metal 
work and so on. The list could be 
extended considerably. 

But what are the facilities to attract 
new industry, apart from generous and 
wholehearted local co-operation that 
awaits the new manufacturer? I must 
admit that one of the drawbacks, as I 
see it, is that there is not a main-line 
railway service to all parts of the coun- 


try. Bishop Auckland, for example, is 
the capital town of S.W. Durham. The 
L.N.E.R. line connects this centre with 
Durham and with Darlington. These 
are the rail connections for north or 
south, to Scotland or southward down 
England. The freight train service, 
however, is good and does connect with 
the main line, so that there is minimum 
delay in transporting goods. Moreover, 
a network of local lines connects the 
surrounding neighbourhood to Bishop 
Auckland. 

Particularly favourable factors for 
S.W. Durham are: (1) the labour, which 
is skilled, industrious and loyal; (2) the 
good road access to and from all parts; 
(3) cheap power, gas and water in un- 
limited quantities; (4) nearness to the 
ports of Sunderland, West Hartlepool, 
and the Tees-side, which facilitates in- 
ward shipment of raw materials, out- 
ward shipment of finished goods; (5) 
abundance of cheap fuel, nearness to 
home sources of raw materials such as 
iron, steel, lead and other such minerals, 
(6) exceptionally healthy climate, a mix- 
ture of sea and country air which keeps 
people full of vigour and keenness; (7) 
many first-class sites, complete with 
buildings, water, electricity and gas 
laid on, to be had at low rents or cheap 
purchase. 

These factors, then, form the back- 
bone of S.W. Durham’s claim to the 
manufacturer’s attention. Certainly it 
is a district worth exploring. 

One further fact I should mention. 
It is indicative of the spirit of the local 
people. They have just formed a South- 
West Durham Development Company 
for the purpose of giving financial aid 
to manufacturers who locate in the 
area. The capital subscribed for this 
company comes from local residents. 


The formation of this company is the 
outcome of the district's disappoint- 
ment with the proposals of the Special 
Areas Commissioner. Local organiza- 
tions feel that none of the proposals 
will help the district to get on its feet 
again. For this reason they have de- 
cided to give financial support to manu- 
facturers who can be attracted to S.W. 
Durham. 
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TELEPHONE: : TELEGRAMS: 
GATESHEAD 72246 x CONSTRUCT. 
( 3 LINES. ) GATESHEAD” 


CONSTRUCTIONAL STEELWORK 


FOR ALL PURPOSES 





We have been entrusted by the North-Eastern Trading 
Estates, Limited, with the order for the fabrication of the 
Structural Steelwork for over 40 Factories of various types for 


the Team Valley Trading Estate. 
May we carry out your next steel structural job? 
The excellence of our work may be vouched for by the 


fact that, for the Air Ministry alone, we have in the past 
fabricated and erected over 60 Hangars. 


Enquiries—no matter how large or small—sent either to 
our Head Office at Gateshead or to our London Office at 
Norwich House, Southampton Street, High Holborn, W.C.1, 


will receive our careful attention. 


WRIGHT ANDERSON & (° LS 


CONSTRUCTIONAL ENGINEERS, 


N 
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Over 30 New Manufacturers Are Busy 
In Team Valley... 


is a key attraction to-day in the 

North-East, for here, where but 
a “year or so ago there was a flat and 
pleasant stretch of land crossed by a 
small river, is now the scene of a fac- 
tory centre in process of growing. Con- 
crete roads have been constructed; the 
little River Team is being canalized; 
railways and sidings are being laid, and 
buildings are rising, ready to house the 
machines of industry. In the coming 
few weeks some of the first factories will 
be in operation. 

A good deal has been heard of this 
Gateshead estate of the North-Eastern 
` Trading Estates, Ltd. Interest of manu- 
facturers has been aroused, so much so 
that over 300 inquiries are now on the 
books, and over 30 firms have signed 
contracts to take factories. 

The estate company is constituted as 
a public company. It has no share 
capital, and it is limited by guarantee. 
The Government provide the funds via 
the Commissioner for the Special Areas. 
The company agrees to pay interest on 
advances and executes a debenture on 
all their assets as security. 


Tia Team Valley Trading Estate 


This Is How The 
Company Operates 


As you may know, it was in July, 
1934, the idea of a Government Trading 
Estate in the North-East first arose. 
Mr. Euan Wallace, one of the Special 
Area investigators appointed by the 
Cabinet, made the suggestion. In 
November of the same year the office 
of Commissioner for Special Areas came 
into being. Mr. (now Sir) Malcolm 
Stewart, appointed Commissioner, pro- 
posed that he should be empowered to 
establish one or more trading estates in 
the Special Areas. The North-East 
Development Board submitted to the 





1. Nearness to the 
Market. 
2. First-class transport facilities. 


Tyneside 





3. Abundance of all type of 
labour. 

4. Good water, power, gas ser- 
vices. 3 

5. An open, country-like setting. 

6. Central to most of north-east. 

Prime Minister a strong resolution 

based on similar lines. These ap- 


proaches resulted in the formation of 
North-Eastern Trading Estates, Lim- 
ited, on 18th May, 1936, under the 
chairmanship of Colonel K. C. Apple- 
yard, J.P. Members of the Board give 
their services without remuneration. 
They are: 


Colonel K. C. Appleyard, O.B.E.(Mil.) 
M.I.Min.E., A.I.M.E., J.P. (chairman) 
Managing Director, The Birtley Co. 
Ltd.; Chairman, N.E. Coast Engineering 
Employers’ Association. 

Colonel R. Chapman, C.M.G., D.S.O., 
J.P. (Henry Chapman, Son & Co., 
Accountants); Deputy Lieutenant of the 
County of Durham. 

Commander E. R. Micklem, R.N., Direc- 
tor, Vickers-Armstrongs, Ltd. 

Sir George W. Martin, K.B.E.. J.P. 
(Treasury representative), Governing 
Director, Wilkinson & Warburton, Ltd., 
Leeds. 

The Rt. Hon. The Viscount Ridley, 
J.P., Chairman, North-East - Develop- 
ment Board, and North-East Housing 
Association. 

Mr. H. A. Sisson, O.B.E., Winter, Robin- 
son & Sisson, Chartered Accountants. 

Mr. Wm. Westwood, O.B.E., J.P. (Trades 


Union representative), General Secre- 
tary, Ship Constructors’ Shipwrights 
Association, President, Engineering, 


Shipbuilding Trades Federation. 
Colonel S. H. Walton, C.B.E., Director, 


Thomas Hedley & Co., Ltd., 


soap 
manufacturers. 

The company does not operate for 
profit; but, as Colonel Appleyard has 
publicly said, never since the inception 
of the estate has the Government with- 
held or refused ample funds for the 
most ambitious schemes of develop- 
ment and construction. All the estate’s 
working executives are business men. 
The general manager, Mr. M. D. Meth- 
ven, O.B.E.(Mil.), previously had been 
general manager of Tokalon, Ltd. The 
secretary and chief accountant of the 
company is Mr. R. M. Percival, lately 
of Price, Waterhouse & Co. The chief 
engineer, Mr. R. H. Blake, was chief 
civil engineer in Sydney for Messrs. 
Dorman, Long & Co., Ltd., on the 
Sydney bridge. 

The site chosen for the estate lies 
close to Gateshead, about 14 miles from 
the centre of Newcastle. The L.N.E.R. 
main line runs along all one side. Near 
by is the Great North Road, which is 
connected to the estate by a new road 
system. The total area of the estate is 
700 acres, a flat expanse of land that 
forms the valley of the Team River. 

Work on the estate is now reaching a 
stage where, as I have said, industry 
can be started. 

Before I deal with the detailed in- 
formation about the estate I will ex- 
plain the reasons why this particular 
valley was selected. Naturally, all 
other possible locations in the North- 
East were investigated by the directors, 
operating singly, with the object of 
finding the most suitable site from 
every point of view. General opinion 
favoured the Team Valley, and on 11th 
August negotiations to purchase the 
land started. Simultaneously, Sir Alex- 
ander Gibb & Partners, Ltd., the con- 
sulting engineers, commenced the engi- 
neering survey of the property. 
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tasa temporary 1 measure to combat 

| nemployment nor regarded as a “‘stop- 

gap” work in any sense. The aim is to 

build up a centre of industry which will 

- give permanent strength to the North- 

East economic structure. The fact that 

the estate has been planned for light 
industry stresses this point. 


Six Vital Reasons That 
Helped Site Selection 


Six reasons played vital parts in the 
‘choice of Team Valley as a location. 
They were: (1) nearness to the largest 
single market in the North-East; (2) 
adequate transport facilities; (3) abund- 
ance of every kind of labour: (4) good 
local services; (5) an open, country-like 
. setting; (6) the fact that the valley was 

central to most of the North-East. 

Directors of the Trading Estate are 
business men themselves. They realize, 
as manufacturers, just the conditions 
needed by light industry. The large 
local market, which is usually the vital 
stepping-stone to national distribution, 
is present-—-Tyneside with a population 
of more than 830,000. Within 30 miles’ 
‘radius there is the best part of 3,000,000 
people. Thus, from that viewpoint, 
the Team Valley is superior to any 
other location in the North-East. 
= On the transport question there is 
also a very satisfying answer. The 
_L.N.E.R. main line and the Low Fell 
station on the eastern boundary of the 
valley gives rail communication to 
every part of Britain. Running parallel 
to the railway is the Great North Road, 
: half a mile distant, while other roads 
encircling the estate join up with the 
east to west arterial system from 
Sunderland to Carlisle. 

Abundance of skilled labour is 
assured because the location is adjoin- 
ing the Tyneside area, but can also 
draw on Sunderland, Birtley, Consett, 
Chester-le-Street and Durham. Rail 
and road transport companies have 
arranged to help the situation by selling 
cheap fares between Team Valley and 
these outside centres. 


Population of 855,000 
Form The Labour Pool 


Here are population figures which 

show how rich this dormitory area 

. within ro miles of the estate is in avail- 

= able labour: 

Population 
283,145 
122,379 

24,125 
44,382 
113,452 
32,018 
185,870 
50,000 


Newcastle 

Gateshead 

Hebburn 

Wallsend 

S. Shields 

Farrow 

Sunderland 

N. Durham Mining towns ... 


855.571 


Moreover, 3,000,000 people live with- 
ina 30-mile radius of Team Valley. 

. A further indication of the ‘‘immedi- 
ateness”’ of these pools of labour is this 
fact: the distance between the estate 


‘there is no ‘‘transport problem” ia | 
The services of the railway and road- 


transport companies is adequate, and 
they have, as I have said, arranged to 
introduce a cheap fares system. 

Electricity, gas, water and other local 
services are, of course, available at low 
rates and in any bulk. 

Take the case of electricity. The 
power is supplied by North-Eastern 
Electric Supply Co., Ltd. The estate 
company bears the cost of installation 
and equipment of mains and plant, and 
are able to buy power from the sup- 
pliers on terms that makes possible 
special concessions to factory occupiers 
on the estate. Here are the tariffs: 


(a) Up to 3,000 units a quarter—r1}d. a 
unit (less 5% for early payment). 

(b) Over 3,000 units a quarter—ijd. a 
unit (less 5% for early payment). 

(c) Special agreement rates available for 
large or special requirements. 

(d) No meter rents, service charges, or 
minimum payments under these 
tariffs. 


The rebate given by the estate com- 
pany to manufacturers equals 1 per 
cent for every o.1d. of the unit rate 
charged. Thus, a manufacturer who 
pays 1$d. a unit gets a discount of 15 
per cent, no mean concession ! 

In the case of gas, the supply comes 
from the Newcastle & Gateshead Gas 
Co. The cheap supply of coal right on 
the spot does a good deal towards 
bringing down the price of gas to an 
unusually low figure, while supplies of 


coke gas are also immediately avail- 
able. 

Water is supplied by the Newcastle 
& Gateshead Water Co. from the 
Cheviots watersheds. The company 
has storage reservoirs of 5,365,000 
gallons capacity. 

An analysis of the water supplied to 
the Team Valley shows: 


4.56 
1.69 
2.80 
0.07 
1.64 
1.76 
0.20 
0.30 
0.60 


Calcium Carbonate 
Magnesian Carbonate 
Calcium Sulphate 
Magnesium Nitrate 
Magnesium Sulphate 
Sodium Chloride ... 
Silica oe 

Iron Oxide 

Organic Matter 


13.62 
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Steel Frame 


Rents from 


Lı A WEEK 


WO vital questions naturally 

| asked by manufacturers are: 
(a) What are the types and de- 
tails of factories built on the estate? 


(b) What are the costs—rents, rates and 


other charges? 

Let us take question (a) first. There 
is, of course, a range of standard fac- 
tories. These are types with floor space 
of 6,000 sq. ft.; 8,000 sq. ft.; 12,000 sq. 
ft. In addition to these, factories are 
built to manufacturers’ specifications. 

General plans and architectural de- 
sign of all factories are controlled by 
the company. This does not mean that 
you must take what the estate offers. 
Far from it. In my conversations with 
several manufacturers whose factories 
are now being built I was told that their 
special needs and plans had been met 
in detail. One man summed up the 


situation this way: ‘‘I have been given 


the same co-operation and attention to 
my wishes as I would get if I were em- 
ploying the achitects and builders to 
erect a factory on land I had bought. 
I could not ask for better service and 
more freedom from any suggestion of 
red tape and official control.’’ 


5-point Plan For 
Factory Building 


There are five requirements laid down 
for the planning, construction and de- 
sign of all factories. These are: (1) 
light steel frames to be used, with lat- 
tice girder, flat roofs, clerestory lighting 
and natural ventilation; (2) offices to 
form a two-floored block as frontage, 
the ground floor opened for general 
factory use where office room is not 
wanted; (3) use of standardized win- 
dows, with heights and coping heights 
for all main frontages; (4) external walls 
must be of local brick, clay or concrete, 
with a waterproof paint, of a colour 
within a range of colours specified, to 
be applied direct; (5) size of lettering, 
advertising panels, chimneys and smoke 
control to conform to stipulations. 

In special cases where good reason is 
shown these requirements are modified. 
For instance, there is one part of the 
estate reserved for ‘‘semi-noxious’’ and 
“‘special’’ industries. Manufacturers 
locating on these sites may be relieved 
of some of these requirements. Inci- 
dentally, I might add that no “‘noxious’’ 
industries, as the term is normally 
understood by town planning author- 
ities, will be allowed to locate on the 
estate. 

You will appreciate that the control 
exercised by the consulting architect 
and other officers of the estate aims to 
take care of the appearance of the 
estate right from the start. Factories 
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and all buildings, roads, railways, canal 
and all other constructional work will 
be laid out and planned as a whole, in 
groups and in detail. This will add to 
the publicity value of the estate, seen 
as it is from rail and road. 

All factories are built and equipped 
with electrical, gas and water mains, 
the second-floor office accommodation 
already mentioned, staff lavatories (for 
office and factory workers), hot water 
supply, and central heating. Each 
group of factories has its own canteens, 
kiosks, cycle sheds, and so on. The 
“standard’’ factories are designed and 
erected by the estate company to the 
general requirements of the factory 
owner and leased to him for a term of 
years; the ‘‘special’’ factories are de- 
signed and superintended by the fac- 
tory owner and his architect working 
with the estate company’s architects 
and are built by the company. This 
second method gives complete freedom 
in size and other factors, subject to the 
five requirements which I have already 
explained. 

Now for rents and rates and other 
charges. All factories are let for rent 
only, and manufacturers do not have to 
stand the cost of purchase. This is an 
important point, for it means a saving 
in capital cost. Money that would 
otherwise be absorbed in preparing to 
start business can be put into develop- 
ing business. Moreover, better and 
more efficiently designed and built fac- 
tories are available to ordinary firms 
than they could ever hope to start with 
normally. Even option to purchase 
might be entertained. 

Rents are based on contractors’ costs 
of construction, plus interest on the 
development cost of the land covered 
by each factory. There is also a small 
annual charge for ground rent and for 
estate trade services. 


System Of Charging 
Ensures Low Rents 


Typical rents and rates are these: 


Rent Rates 
i {s {s 
For factories of 12,000 sq. ft. 350 24 


For factories of 8,000 sq.ft. 235 16 
For factories of 6,000 sq. ft. 175 12 


The rates are based on the Gateshead 
rate of 15s. in the £. The rates figures 
quotes in the list are approximate and 
are subject, of course, to provisions of 
the Industrial Derating Act, which 
allows a rebate of 75 per cent. Another 
point worth mentioning is that the 
estate company does much of the work 
normally undertaken by the local 
authorities, such as road repair, street 
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lighting, maintenance, and so on. For ` 
this reason very low assessments obtain. 

It should also be pointed out that the 
system of charging rents based on con- 
struction costs and land development 
works in favour of the manufacturer. 
Building and development costs are low 
because of the magnitude of the total 
building contracts involved. The work 
has been reduced almost to terms of 
mass production, hence actual cost of 
erecting the individual factory is con- 
siderably below that which would be 
charged if the factory was just a single 
job. 


£1-A-Week Factories 
Are For Small Firms 


The minimum term of occupation of 
the standard type of factory is one year. 
In the case of the ‘‘special’’ factories, 
where the manufacturer has provided 
his own plans and specifications, the 
minimum lease is for seven years. 

There is also a ‘‘{1 a week’’ class of 
factory. The agreement in this case is 
for two years at a weekly rental on 
tenancy terms. 

This factory nursery scheme is of par- 
ticular interest to the thousands of 
small business men all over Britain, for 
it means that they can have the up-to- 
date premises for a rent less than that 
charged weekly for bed-and-breakfast 
at an ordinary boarding-house! In- 
deed, it is believed that this scheme 
sets a world record in low rents for 
modern factories. 

Specifics of the scheme are these: 
factory area, 50ft. by 30ft., or 1,500 
square feet of floor space; an inclusive 
rental of {1 a week, which pays for 
rent, rates, lighting, heating, lavatories 
and office accommodation; minimum 
tenancy, two years. 

By the time the tenancy agreement 
expires the estate company expects the 
small firm to have developed suffi- 
ciently to move out of the nursery into 
a larger factory. 





FACTORIES TO MEET YOUR 
SPECIAL DEMANDS 


An outstanding feature about 
the estate’s policy is that free- 
dom of choice allowed manufac- 
turers with regard to factory 
lay-out. Building rules do not 
hinder plans for efficient pro- 
duction. On page 18 one in- 
dustrialist tells how his factory 
was built to his special require- 
ments. 
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TEAM VALLEY TRADING ESTATE 


Fifty per cent. of the factories 
on the Team Valley Trading 
Estate are being erected by 
Stephen Easten Ltd. of Newcastle. 
Industrialists and Manufacturers 
interested in the development of 
this North-East Coast area are 
invited to apply for plans and full 


details of buildings now available. 


STEPHEN EASTEN LTD. 
























Carliol House Extension, Newcastle-upon-Tyne 





Builders and Contractors since 1888 
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If Yours is a Small Business. . . 


These Team Valley 


Services Would 


Help You To Expand a AEE 


NE of the major advantages of 
( ) starting a scheme unhampered by 


previous developments is the free- 
dom to plan to meet conditions of 
to-day and of the future. In this re- 
spect the Team Valley venture seems 
likely to achieve distinction. It is esti- 
mated, for example, that within a 
decade some 600 factories will be built 
there. If so, every one of those fac- 
tories will fit into the general scheme. 
It will do so without injury to its neigh- 
bours or to its own advantages or with- 
out adverse effect to the estate. 

But this ‘‘planning’’ of the style and 
type of the buildings is only one phase 
of the scheme. Starting from scratch, 
but able to draw on all the wealth of 
industrial planning carried out in the 
world in the post-war years, the estate 
company are able to provide for suff- 
cient open spaces, for playing fields, for 
services and conveniences which, but a 
few years ago, would have caused sur- 
prise to the most progressive industrial 
centres. 

Most manufacturers to-day use road 
transport of some kind. Quite often 
they own fleets of lorries and vans. 
The problem of garaging these vehicles 
is not always easily solved. Sometimes, 
indeed, the costs are heavy enough to 
offset the advantages of fleet ownership, 
especially if the factory is located in a 
densely populated district. - 


Central Garage Saves 
Costs, Aids Efficiency 

On the Team Valley estate this prob- 
lem has been solved by the building of 
a central garage. As I have already 
mentioned, this garage will hold 500 
lorries and is being built in the rear of 
the central block of administrative 
buildings. 

Here, if you are a tenant of an estate 
factory, you can house your lorries and 
vans for a small charge and have them 
kept cleaned and repaired and ready for 


the road. This servicing is done night 
or day, when the vehicles are run in. 
Thus, no operating time is lost, for the 
lorries are ready for use early in the 
morning. 

This service is of value to little or 
big firms. To the former it gives “‘big 
firm service’’ at a rate within the reach 
of the one-man business. To the big 
firm it opens the way to lower running 
costs of a road fleet plus greater con- 
venience in garaging and servicing. 

Two Canteens To Each 
24-Acre Factory Block 


The canteen service provides another 
instance of up-to-date planning. Two 
6,000 sq. ft. buildings in each 24-acre 
block of factories are to be used as can- 
teens. They will be run by a firm of 
caterers. The prices charged will be 
suitable to the pockets of factory 
workers. 

All employees of factories in each 
block will be free to use the canteens. 
Thus, once more, the small firm will 
reap especial benefit, for its staff will 
be able to get a hot midday meal almost 
on the premises. Workers will not have 
to make a tiring journey home, as is 
usual in small factories, or else to eat 
a cold meal brought with them. The 
big firm benefits, too, with not having 
to bother with canteen organization. 
Moreover, the fact that employees leave 
the firm’s premises for their meal has 
a good effect. They feel they have 
really made a break in the day’s work 
and, consequently, come back feeling 
fresher than they would after a visit to 
the ordinary staff canteen. 

The provision of open spaces with 
each block of factories is another good 
move by the estate company. To each 
24-acre block there are 8} acres of open 
space, grassed and flower-bedded. Here, 
too, are the kiosks and cycle sheds. This 
garden-like space is ideal for workers 
when they have spare time between 


having their meals and returning to 
work. 

For recreation on a large scale, a 
sports centre is being laid out and built. 
Football, tennis, cricket, and all the 
usual sports, will be played here by 
employees of any firm on the estate. 
Even swimming will be provided for 
by a big, concrete swimming pool. 

One of the clauses in a manufac- 
turer’s agreement with the estate com- 
pany is that he shall not allow his pre- 
mises and land to deteriorate into an 
unsightly place through the accumula- 
tion of rubbish and waste materials. 
Help in keeping this agreement is pro- 
vided by the estate company, who give 
a daily refuse collection service. Every 
block of factories has a refuse . de- 
structor to cope with its rubbish. 

Earlier I mentioned that there is to 
be a central administrative block at 
about the centre of the estate and that 
the buildings will house restaurant, 
committee rooms, estate company’s 
offices, banks, post office, labour ex- 
change, telephone exchange, shops and 
so on. 





THIS GARAGE SAVES; MONEY, 
AND KEEPS VEHICLES 22° 
EFFICIENT 


Lorries and other delivery vehicles 
can be housed in the central 
garage for a small charge. All 
work of keeping them in running 
order is done at night. They are 
kept cleaned and repaired, ready 
for the road, by trained 
mechanics. 

This complete service eliminates 
heavy garage chargés, safeguards 
vehicles against working time 
breakdowns and cuts out the cost 
of keeping a maintenance staff. 
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put a business proposition, The force of 


this, in its especial application to the 


Trading Estate, will be 
fully realized by every reader of the | tieularized inquiries; 
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UPPORT with money, orders and 
co-operation and a factory built to 
uit his needs and wishes, sums up 
‘the experience of Mr. A. G. Nicholls, 
a director of Fibreboard Boxes, 
Team Valley Tracing Estate, 















though I have outlined in some 
detail what is being done on the Team 
alley estate and what are the advan- 
ages to a manufacturer locating there, 
_ practical example of these points at 
ork is more concrete. That’s why I 
talked with Mr. Nicholls, who could 

uote from his own experiences practi- 
examples of what is being done for 
nufacturers. 


Three Points Which 
Help Manufacturers 


There were three important factors 
t first influenced Mr. Nicholls to 
yose Team Valley as a location for 
¿new company. They were: (1) 
absence of competition in the area; (2) 
the campaign being carried on to boom 
= the district; (3) availability of a modern 
iho: - factory without capital expenditure. 
3. Local people, of whose willingness to 
pres help new manufacturers I have already 
mentioned, have supported Fibreboard 
Boxes, Ltd., with capital. 




































pees have helped. 
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ee os tion. Our choice has been free.’ 


eral manufacturers are these : 
absence of competition in the 
ea, (2) booming conditions in 
e ‘‘doorstep’’? market, (3) ob- 
ining a modern factory withon: | 
pital expenditure. = 
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Hardness varies between P 
Softening plant a e castle. Water Supply Company : 
Since thë Burn- 


cturers and other firms have promised 
ers. The products, which are out- 
packings and casing for goods, are- 
y assured of a good. doorstep 


25 and 29 degrees. 
‘used in this district. | 
hope reservoir has come into- being a mag 
supply. of softer water - has become RS _ per 
available. | : 
Up to the present time there has been 












“We shall bring in two key men ito 
supervise and train our staff,” Mr. 


Nicholls explained. “I want to poin 
out that we've had no difficulty at al 


with regard to staff. My experience © 
shows that there is a surfeit of reason- - 


ably intelligent labour, semi- sied and 
ready for factory work.’ 

The company will be employi ing - 100 
people, 
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wa. e me sad of 4 the year. 
oput will be in the neighbourhood of 
5,000 tons of fireboard boxes a year. 
‘Raw materials will be brought in by 








expansion. 
‘Eastern Trading Estate, Ltd., 


` times as large as that now covered by 
) the factory. 


about half men and half overhead costs on this reserve. 


Out- 


cean and coastal vessels. 
Naturally, the firm anticipates quick 
For this purpose the North 
have 
allowed them a reserve of land five. 
























Moreover, there will be no 


SERVICE FACTO OR v Ap 


North-East is drawn from similar 

sources of the high territory to the 

west of the area, the composition does 

not greatly differ in each locality. And, 

generally speaking, all the water. is suit- 
able for industrial uses. 

Out of. the eight water. companies, 


N S most of the water supply in the . 


four supply ‘the chief centres of the. 
e: (1) Newcastle & © 
“ee which serves a` Ae 
water below most factory sites and the © 
(2) Sunderland & South Shields Water 
Co., which supplies an area of about 
135 square miles; (3) Tees Valley Water - gee 
the manufacturer an independentsource | 
of. supply. 






area, These. are 


district of, roughly, 150 square ‘miles; 


ee square miles; (4) Durham County Water 
The factory has been laid. down ene 


: Board, which operates over most of | 
tirely to my own requirements,’’ Mr. 


i County Durham. 
Se “I should like to. stress Ae 
__ the point that there has been no stan- 
_ dardization in the design and layout of oS BAGS 
the factory to the detriment of produc- oe 
= Newcastle company’s reservoirs hol 
SS S . §,365,000,000 gallons. — 
IREE SPECIAL ADVANTAGES serves a population of over- ,000 
companies gain some out- - 
ing advantages by locating 
on such an estate as Team Valley. 
The three chief points stressed by 


. Supply Is Suitable 
-For Most Industries 


Daily consumption . exceeds 22 ,000,000 
gallons; The Durham and the Tee 
Valley Boards also obtain their suppli 
from surface storage, but in the. cas 
of Sunderland the water comes. fr 


he company have 13 pumping station 


the demand. 
nalysis of the various ee show 


boiling (Dr. Clark’s scale). 





4.9. The Tees Valley water is. 
Temporary hardness is 4° 














much harder. 


“suggestion that the water supi 
‘oughout the North-East X 
ate to meet industrial _ sf 





“leeway here for consumption by new 
“industries is, therefore, assured. ees 





The company 



























‘With extension schemes going through - DA 


—the Burnhope reservoir is an instance 
—the supply will be sufficient to meet =>- 
all anticipated demands. In the case <o 
of the Tees Valley Water Board, for $ 
example, the present supply is not only 
it exceeds all demands. The = > 






-Another point to be considered in this 2 
question of supply is the abundance of = 


vast quantities of water that are 
pumped from neighbouring mines and 
go to waste. Artesian wells can give 


In certain cases where the > 
water is suitable arrangements can be 


made to pea the waste water from ao ee 






Tyne or. Wear or Tees, whichever: is ee 
near by. ~The electricity supply com- 
pany, f iron and steel works and other. o 
concerns. on. Tyneside draw supplies See 
from that river: On Wearside there are © 
chemical, paper-making firms and other © 
factories. that use the river water, while c 
on Tees-side the steel companies, Im 
perial Chemical Industries and others. 
take river water for certain uses. Much = 
depends, of course, on the use to which 
the water: is to be put. 













sy - Typical Charges For 
er Water Supply in Area 
a Cost of water varies from district 
district. The differences are not 


















used, but in cases where the demand 
vast the extra charge in some areas 


can be made to obtain a satisfactor 
e. As a general guide to wa 


the total price charged by the. oe 
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Compared With Britain’s Average, 





North-East Electricity 7s Cheap 


first industrial areas in Britain 

to develop electricity supply in 
bulk. From this initial step in cheap 
power supply it has progressed until 
to-day it still leads in quantity and 
cheapness of electricity. 

“Nesco” and “‘electricity’’ in the 
North-East are synonymous terms for 
the North-Eastern Electric Supply 
Co., Ltd., with an issued capital of 
over 14,000,000, sells electricity to 
almost every place in the area. The 
company’s network of high voltage 
mains serves about 550 towns and 
villages over an area exceeding 5,600 
square miles. This region includes 
Northumberland, Durham and North 
Yorkshire. 

Under the Grid system, Nesco sup- 
plies electricity to a number of authori- 
ties who distribute it to their consumers. 
Independent distribution of this kind 
takes place, for example, in the Tyne- 
mouth region, in Stanley and Seaham 
Harbour districts and over a large part 
of Tees-side. There are, too, four areas 
of the Newcastle & District Electric 
Lighting Co., and the South Shields, 
Sunderland and Darlington local autho- 
rities, where distribution is independent 
of the North-Eastern Electric Supply 
Co. 


Tis North-East was one of the 


Three Main Stations 
Generate 547,000 h.p. 


Apart from these, electric power and 
light in the North-East is generated and 
supplied by Nesco. The company has 
three main power stations, two on Tyne- 
side and one on Tees-side. These have 
an aggregate capacity of over 547,000 
h.p. Electricity from these two stations 
is transmitted through more than 1,600 
sub-stations and transforming points. 
Electrical connections up to 1936 repre- 
sented 1,112,162 h.p., and since then, 
of course, consumption has increased 
greatly. Indeed, during the past decade 
the number of consumers has multiplied 
five-fold and the mileage of cables and 
transmission lines in use has more than 
doubled. 

The growth of this business is shown 
in the following table: 


Connections Number of 
Year H.P. Consumers 
1931 785,688 117,868 
1932 823,225 140,705 
1933 867,477 162,195 
1934 923,393 181,535 
1935 990,087 199,497 
1936 1,112,162 220,874 


Naturally, a vast amount of the cur- 
rent supplied is for industrial purposes. 
I have already pointed out that Nesco 
will provide the power, lighting and 
heating for the Team Valley estate. 
This will eventually result in a fresh big 
demand. But outside this potential 
consumption, industry has been taking 
more and more power from the com- 
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Evidence of this 
trend in consumption, expressed as a 


pany in recent years. 


percentage of the 1921 consumption 
figures, is shown in the table given 
here: 


General Electrical Marine 

Year Engineering Engineering Engineering 

(6 consumers) (8 consumers) (6 consumers) 
1931 86 363 84 
1932 86 333 60 
1933 93 340 68 
1934 . II4 430 89 
ae) ssp Tai 447 IOI 
5030) -s ‘202 566 128 


Such figures, I think, show that the 
area is not only well serviced elec- 
trically, but can supply current in any 
quantity needed by new manufacturers. 
An example of that fact can be given 
from the iron and steel industry, which 
is now working at full capacity. About 
20 per cent of the total steel production 
of Britain in 1936 came from the North- 
East, where most of the furnaces, 
foundries, quarries and mines are sup- 
plied with power by Nesco. 

In the shipyards, of course, electric 
welding plant is being used more and 
more. One yard alone has ordered over 
650 h.p. of connections. There is, too, 
increasing demand from light industries 
now settling in the district. Two large 
bakery ovens, for instance, are now 
electrically heated and a number of big 
buildings are to be heated on the 
electric thermal storage system. 

One of the important features of the 
Nesco business is the free technical 
advice and assistance given to manu- 
facturers. If you, for example, have 
any heating or other power problems, 
the company will turn them over to its 
staff of engineers, who will investigate 
your case, advise on what action should 
be taken and then help you carry out 
the job. 


+ 


This does not mean that you must 
be a customer. The engineers will take 
up your problems without any obliga- 
tion on your part to take electricity. 
Technical information on the applica- 
tion of electricity to various types of 
industries and processes is always avail- 
able if you care to apply. This invita- 
tion, I might add, is extended to big 
and little firms alike. The company is 
equally concerned with helping the 
small workshop firm as it is the concern 
with thousands of employees. 

Another service afforded by Nesco for 
all consumers in the company’s area is 
the holding of a stock of motors and 
other apparatus in readiness for emer- 
gency purposes or for rapid delivery 
against a cash or hire-purchase sale. 
In the unlikely event of the consumers 
having a breakdown of a motor, Nesco 
can almost invariably loan a suitable 
equipment to consumers on very short 
notice until such times: as the con- 
sumers’ equipment is repaired. This 
service gives firms a feeling of security 
and also minimizes loss of production. 

Charges for power must, naturally, 
differ according to the demands of the 
individual firm. It is difficult to give a 
specific quotation here as to what a 
manufacturer may have to pay. 


Average Charges Below 
That Of Whole Country 


The Team Valley is a good example 
of the variation. The tariffs I quoted 
in the section dealing specifically with 
the estate are based on standard figures, 
yet, because the estate company buys 
the power in bulk from Nesco, manu- 
facturers on the estate are able to enjoy 
the discount mentioned. 

It seems, therefore, that the best 
method of giving an example of charges 
is to take an average price throughout 
the area. Thus, the average price of 
each unit sold for all purposes comes 
out at .9293d. On the other hand, the 
average price of each unit sold for 
power—which is the main concern of 
manufacturers—comes out at .5605d. 

Now both these figures are consider- 
ably below the average price per unit 
for the country as a whole. Indeed, 
when compared with Lancashire areas, 
the price is still much lower. This 
comparison does bear out the North- 
East’s claim to exceptionally low rates. 


AVERAGE PRICE PER UNIT SOLD 


North-East Lancashire Whole 
Coast Areas Country 
All purposes... .9293d. 1.175d. 1.330d. 
Power .5005d. 750d. .770d. 


As indicators of what the manufac- 
turer may expect, the figures given are 
good. But you must keep in mind that 
there are variations in the charges, 
dependent on a number of conditions 
which may be peculiar to one firm. 
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How Gas Is HELPING 





-= To Improve 


FACTORY PRODUCTS 
AND OUTPUT 


O say that gas has, in recent 

| years, been used to revolutionize 

processes of steel manufacture is 

enough to arouse the interests of most 
manufacturers. 

This particular triumph of gas as an 
industrial fuel has taken place in the 
heat treatment of tool steels in specially 
designed furnaces which incorporate a 
system of controlled atmosphere in the 
working chamber. Heat treatment at 
a temperature of 1,350 can be carried 
out with a scale formation of not more 
than one ten-thousandth of an inch. 
Decarburization, too, is absent, and 
grain growth is decreased. Tools 
treated under these conditions have 
proved far superior than those treated 
in the normal way. Cutting tests on 
high-speed steel reamers, twist drills 
and hobs, and so on, have shown an 
increased life of 100 to 150 per cent. 

Such facts as these were told me in 
my inquiries about gas in the North- 
East. Many firms I visited have 
installed gas fuel equipment. These 
are concerns not in the iron and steel 
industry. They have found that the 
general uniformity of gas leads to 
increased output, improved products, 
and reduction of rejected material to a 
minimum. This applies to all manu- 
facturing processes where continuity is 
needed and failure of any unit is serious. 

Examples that I came across showed 
that the easy control of gas released 
skilled labour for other work. This. 
labour-saving factor, vital in industry 
to-day, is chiefly effected by use of 
automatic temperature and time tem- 
perature cycle control. Such new appli- 
ances make gas-using equipment into a 
self-contained, automatically operated 
unit. 


Two Services That Solve 
Your Problems, Save Cost 


Much of this advance in the use of 
gas as an industrial heating agent is 
directly due to the policy of the North- 
East companies who maintain an indus- 
trial service laboratory. There tests are 
conducted under factory conditions. 
Indeed, the idea behind this service is 
to get the manufacturer to test equip- 
ment before installation. You can see 
precisely how your problems will be 
met in the factory and can take steps 
to put right any failures or to make 
needed adjustments before the plant is 
really at work. 

There is, too, another service main- 
tained for manufacturers. A staff of 
industrial heating engineers are on hand 
to take up any type of heating prob- 


= == SE = ; w=, `: ETES - : z 
WRITES R E SETEN 
uE - J "e f 


EES A aT 
a 


2 







lem. All you have to do is to ask them 
to investigate your particular case and 
advise as to the best means of over- 
coming whatever problems that may 
exist. This service, of course, is given 
free of charge or obligation. 

There are a number of gas companies 
in the North-East. By far the largest 
of these is the Newcastle & Gateshead 
Gas Co., which co-operates with the 
controlling gas companies on Tees-side, 
Wear-side, Tyneside and the coastal 
boroughs. The area of its influence is 
vast, as is shown by its total consump- 
tion figures. Last year the company 
sold 6,081,928,o00 cubic feet of gas. 
Of this total, domestic users consumed 
3,509,778,000 cubic feet, commercial 
and industrial purposes 2,182,977,000 
cubic feet, and public lighting 
389,173,000 cubic feet. 

These figures have been climbing 
upward for years. This year further 
big increases are likely to be recorded. 
The coal used by the company to-day 
keeps Over 1,000 miners in constant em- 
ployment, and, as a by-product, over 
2,000,000 gallons of tar are produced 
each year. 

Other interesting figures and facts 
which illustrate the growth and vigour 
of the Newcastle company are: over 
550 miles of streets are lighted by gas; 
two large gas-fired bakeries are now 
producing more than 12,500,000 loaves 
a year; one gas-fired furnace plant is 
producing over 12,000 tons of rolled 
mild steel sheets and plates each year; 
the increase in the total gas sales in 
1935 was 3 per cent, in 1936 it was 6.7 
per cent; over 7,000,000 packages of 
soap are produced each year at Hedley 
& Co.’s Newcastle soap works, at which 
there is a gas soap-drying plant. 

Such figures as these serve two pur- 
poses so far as the manufacturer is con- 
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cerned: (a) that the quantity of gas 
available is almost unlimited and that 
manufacturers in the area are taking 
it in bigger and bigger volume; (b) that 
the market is receptive to progressive 
ideas put forward by the gas companies 
and, further, that this market is able to 
afford modern equipment. The rise in 
the number of domestic consumers is a 
good indication of this fact. 


Charges Are Low 
As 24d. A Therm 


Now arises the question of price. 
The nearness of coal supplies is, natur- 
ally, a big factor and has contributed 
largely towards making North-East in- 
dustrial gas amongst the cheapest avail- 
able in the country. For example, 
2.4d. per therm is not an unusual price. 
In cases where a manufacturer can 
agree to take a large volume lower 
prices can be obtained. This is a 
matter for negotiation with the various 
companies. 


As is to be expected, the large gas 
undertakings can usually offer supplies 
at a lower rate than the small com- 
panies. But, taking a wide view of 
the North-East, you will find that the 
charges for industrial gas do not vary 
tremendously and can, in most cases, 
be ironed out by special agreements 
with the undertakings concerned. 


In order to give some clear idea of 
the prevailing prices, I have got to- 
gether tariffs from the Newcastle & 
Gateshead Gas Co., 


NEWCASTLE-UPON-TYNE AND GATESHEAD 
Gas COMPANY 
Published price, 7.8d. per therm. 
Discount. Up to 2,000 therms per 
quarter, 10%. 
Over 2,000 therms_ per 
quarter, 15%. 


Special Contracts. 

Two-part Tariff: A fixed charge of 10s. 
net per quarter for each service pipe and 
the following scale of charges for gas: 

Consumption per quarter: 


Up to 2,000 therms ... 6d. per therm 
For next 80,000 therms 5.3d. per therm 
Excess 3 3.4d. per therm 


Large Furnace Tariff: Minimum quan- 
tity, 100,000 therms per annum by 
contract 2.4d. per therm. 

Other Tariffs: Over 50,000 therms per 
quarter consumed by gas engines, 7.8d. 


per therm (6.24d.). 
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called on required 500 girls when 

their plant started operations just 
over three years ago. The girls were 
found in one day, a hand-picked staff 
which practical experience later showed 
to be first class with the exception of 
1% per cent. 

The experience of these Tyneside 
biscuit manufacturers is no exception. 
Whether at Tyneside, Wearside, Tees- 
side or elsewhere in the North-East, 
employers have without exception told 
me that the labour, male and female, 
is good, loyal and adaptable. 

Perhaps the most typical example to 
quote is that of Tyne Brand Products, 
Ltd., a firm whose products have ob- 
tained national distribution in the past 
few years. Indeed, the company ex- 
ports its goods to all parts of the world. 

In speaking of the quality of the 
labour, Mr. A. Montague Wood, joint 
managing director, pointed out his firm 
marketed goods of the highest quality 
and, therefore, had to be served with 
intelligent labour to do the work. 

“We have a big supply of labour to 
draw on,’ Mr. Wood stated. ‘‘We 
have found men and girls suitable or 
adaptable to our every need. That, to 
my mind, is a most important point. 
After all, a firm relies on its employees 
to an enormous extent. 


Qa biscuit-making firm that I 
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‘‘Another good point is the willing- 
ness and interest the staff show in their 
work. I have had experience of labour 
in other parts of the country, but the 
type of factory worker in this area is 
much better than that generally avail- 
able in most other districts.” 

This praise is of particular value, 
coming, as it does, from a firm which 
has been extending and expanding 
rapidly in the past few years. The 
company has made heavy demands on 
available labour, but they find that the 
supply is in excess of the demand. New 
big extensions they are carrying out will 
result in employment for more hun- 
dreds of people. 

My reason for stressing these facts 
about local labour being suited for 
light industry is to offset an established 
idea that the North-East is good only 
for workers in shipyards, coal mines, 
foundries and other iron, steel and 
metal works. Fame for these indus- 
tries has distorted the true facts. For 
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Women Workers 
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some years such manufactures as con- 
fections, furniture, foodstuffs, soap and 
other household goods and preparations 
have flourished in the area. Newcomers 
in light industry have found no lack of 
skill among male or female workers. 
Nor will the new manufacturers who 
are settling on the Team Valley estate. 
Indeed, several that I talked with told 
me’ that they had already full staffs 
which tests had shown to be top-grade 
labour. 


But, apart from opinions, even if 
they come from manufacturers them- 
selves, the facts tell the story. Men 
who learned to rivet ships have turned 
their craft to welding processes in other 
industries. Telescopes and scientific 
instruments, demanding highly skilled 
precision work, are made on Tyneside. 
Aeroplane and motor parts are pro- 
duced in the district. Sunderland, for 
instance, is a centre of the furniture 
trade. 
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en in the 
iat, because 
1€ poverty that 

‘esulted -Ei abour is poor in 
‘health and strength. Now, while it is 
true that there has been some deteriora- 
‘tion in physique due to malnutrition, 
he standard of the ordinary working 
man is very high. Comprehensive tests 
carried out on groups of employed and 
unemployed men at Tyneside, Birming- 
ham and Liverpool revealed the North- 
ist men as superior to the others, 
he employed men were accepted as 
he Loo per cent standard against which 
re measured the qualities of the un- 
iployed. Here are the findings, which 
how that the unemployed in the 

rth-East have maintained a better 
tandard than those at other centres: 
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Weight 
100.2 


Pull 
88.0 


85.0 
87.6 
86.8 


Height Grip 
103.2 YE 


eside Metal Workers 874 
Birmingham Metal 

72.2 86.9 
89.8 


BT 


Transport 
Wisi 96.9 
Unakilled 


“Workers 98.0 


. The cost of labour is always a vital 
factor. An investigation into wage 
tates showed these facts: (1) rates in 
gbt industries are lower than those 
paid in the London area, higher than 
those of small towns, similar to those 
paid in Birmingham, Bradford, Bristol, 
Nottingham and Manchester; (2) most 
_ Wage rates are fixed by organized labour 
: agreements; (3) in many of the new in- 
cee dustries now locating in the area rates 
have not yet been fixed in many in- 

¿Stances because labour is not organized. 
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| is in course of erection on the 
_ Team Valley Trading 
ao Estate 
GATESHEAD 
(Production already commenced 


in temporary premises-—Gates- 
head 72101) 
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heavily on female labour. In this re- 
spect the North-East is in a superior 
position for its proportion of female 
labour employed is low in comparison 
with other areas. Insured women 
workers in the area form a percentage 
of less than 14. For the whole of Great 
Britain the proportion is nearly 28 per 
cent, This reveals a big reservoir of 
female labour waiting to be absorbed 
by new industries. 


Special Training 
For All Juveniles 


Juvenile labour is another source of 
supply which light industries use. 
Here, again, the North-East offers the 
manufacturer good material. More- 
over, youth of the area are not slow 
to take advantage of their oppor- 
tunities. Over 80 per cent of workers 
now being employed by light industries 
fall into the juvenile class. Evidence 
of this trend is to be found in the popu- 
larity of the Juvenile Instruction 
Centres of which there are 15 in the 
district. Here is the list: 


Boys Girls 
Newcastle 
Gateshead 
Jarrow 

Felling 
Tynemouth 

S. Shields 
Sunderland (2) 


Newcastle (2) 
Gateshead 
Hebburn 
Tynemouth 
Sunderland 
Shotley Bridge 


The number mentioned does not in- 
clude these in the Tees-side district but 


Roadways 

Arterial, Private and Estate Roads. 
Approach Roads for factories, blocks of 
flats, garages, etc. 

Factory Construction 

Ground Floors, Foundations, Rafts and 
Road Surrounds. 


Houses and Flats 


Foundations, Rafts, 
solid, 


and Floors on 


Aerodromes 


Hangar Floors, Aprons and Approaches. 


Light industry, of course, draws 


REINFORCEMENT 
- Tensile Works, Tens 
Teddington, Mis 


SQUARE GRIP Reinforcement is suitable for— 


| Depot Yards, Cattle Mark 


Gas and Water Works. 
Abattoirs. 




















serves as a guide to the 
available for the Te: 
and the Tyneside area. 

In addition to these centres t 
Vocation Training centres 
and at the trading estate. 
centre is yet to be built. 
The return to work 























































In 1936 some 
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the register 
dropped by 
plus is still vast, particula 
and juvenile labour, the a 
light industry. | 
There is now one other wv 
be considered; labour disp: 
rest. General opinion in t 
again wrong. Although th 
is strong in Trade U 
troubles are few. The 
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the area as comp 
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Floors and Entrance Roads. 
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URING the past four years or 
D= the purchasing power of the 


North-East has been increasing at 
the rate of {1,000 a week. To-day the 
annual purchasing power of the area is 
estimated to exceed £175,000,000. And 
it is still increasing. 

In planning to sell to this revitalized 
market, certain fundamental points 
should be kept in mind. In the first 
place, it is similar to other northern 
markets inasmuch that the family 
represents the core of the buying power. 
There are, roughly, 2,720,000 people in 
the area between Tweed and Tees. In 
this number there are more than 
670,000 families—just over four per- 
sons per family, a fact which shows 
how very strong the family unit is 
throughout the locality. 


Of all the forces that go 
to build and develop a 
business, a town, or a 
district, no force is so 
potent as the compelling 
medium of Advertising. 


In the devélopment and con- 
solidation of business on the 
North East Coast during the 
past ten years, one of the 
leading factors has been the 
Service rendered to Advertising 
by the Tully-Crabbe organisa- 
tion. 


Tully-Crabbe Ltd. know the 
North East Coast because their 
business is located in the 
metropolis of the area, and 
because they have intimate 
connections among the many 
flourishing businesses of the 
district. 


Their knowledge and ex- 
perience are at your service. 


Of the 972,000 wage earners, to give 
round figures, 768,000 are men and 
204,000 are women. 

Another important point to keep in 
mind is that, roughly, 2,062,000 of the 
population live in towns, chiefly on 
| Tyneside, Wearside and Tees-side. The 
remaining 658,000 are rural dwellers. 
The bulk of workers earn {200 a year 
or less, but there is a substantial num- 
ber of households receiving a good deal 
in excess of this sum. The buying 
power is better calculated on the 
‘pool’ system. In most cases more 
than one person in each family is earn- 
ling a wage. Taken on the individual 
basis, it is estimated that about 23,000 
| people earn over £500 a year, 121,000 
between £200 and £500 a year, and the 
‘remainder less than £200. 

North-East rising purchasing power 
mis proved by official statistics. The 
E Ministry of Transport reports an in- 
crease of 5,000 private motor-cars in 
the year. During 1936 several. thou- 
: sand new telephone connections were 


ULLY-CRABB 
LIMITED 
PHOENIX BUILDINGS 
COLLINGWOOD ST. 
NEWCASTLE-ON-TYNE 


Pan s $: . 
QAP hone. Weve Shira (53; J 


Registered Practitioners in Advertising. 
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installed in Northumberland and Dur- ‘3 


ham, a rise of 60 per cent in residential 
connections and 40 per cent business. 
House building by private enterprise 
continues on a large scale. Local author- 
ities have built extensively during the 
past six or seven years, and there is to- 


day an increasing proportion of building Be 


by private enterprise. In Newcastle, for 
instance, 
were built by private enterprise for 
every one by the Corporation in 1936. 
In Gateshead, as in most other parts of 
the North-East, private enterprise built 
more houses than the municipality. 
Building societies in the North-East” 
have a capital amounting to {27,785,325 
and in the last complete year made 
advances totalling £4,963,864. One of 
these societies, with a capital of over 





Chart by Courtesy of London Press Fixchange 


£3,000,000, in 1936 advanced £268,348 
more than in 1935 to private, individual 
house-builders. Another, with nearly 
34 million pounds assets, advanced 
£613,370, the largest amount ever 
loaned by the society in one year. 
Public utility companies all report 
increased business in electricity, gas 
and water. The Sunderland Electri- 
city Undertaking reported 10,200,000 


units, the Newcastle and District Elec- o 
me 


tric Lighting Co. 3,000,000 units, 
creased consumption during 1936. 
The Ministry of Labour returns show 


a reduction of more than 10,400 in the 
number of registered unemployed coals ` 
1936, to 


mine workers from March, 
March, 1937. Throughout the northern 
division of the Ministry of Labour, 
which includes Westmorland and Cum- 
berland in addition to Northumberland, 
Durham and 


engineers and 2,429 in shipbuilding. 





approximately three houses. e 


North Yorkshire, there 
was, in the same period, a reduction of = 
4,166 in the number of unemployed ~~ 
i 
baa building: industries the area saw 




















an increasing number of seamen is being 
“shipped every month. 


Unemployment’s Falling ; 
More Goods Being Bought 


Some indication of the reduction in 
registered unemployment in the North- 
vast can be gained from the following 
linistry of Labour statistics for March 
n each of the three last years: 


Town 1937 1936 1985 
rlington 3,237 4,327 5,148 
ideale 9,267 11,343 13,191 
Hlartlepools ... 7,450 8,956 10,952 
Middlesbrough... 9,890 12,336 x Las 
Newcastle ... 20,920 25,256 29,081 
outh Shields... 10,712 12,818 1 3:749 
Stockton-on-Tees 6,601 8,747 9,996 
Sunderland . 18,840 21,387 26,408 


© Throughout the Northern division in 
the last 12 months there is a reduction 
of 31,577 in the number of registered 
unemployed. 
~ A sure indication that the people of 
the area have more money to spend is 
the rise in Post Office savings and in 
the number of Savings Certificates sold. 
The former rose in Tyneside alone by 
over {60,000, and the latter increased 
by £26,000. Similar rises were ex- 
perienced in other sections of the 
< North-East. 
> During the past five years the num- 
ber of radio licences issued has doubled. 
To-day the figure exceeds 330,000 for 
the area. 





NORTHERN AGENTS: 


Telephone: Chester 2468/9. 


every type of goods. 
is being spent a year on foodstuffs, 
the other 125,000,000 or so being 
used for rent, furnishings, house- 
hold goods, clothes and personal 
articles, amusements and so on. The 
present state of the market can be seen 
from study of the latest retail sales 
figures. Household goods, for instance, 


are now selling well, last month’s sales 


being 11 per cent above those of 


the corresponding month last year. 


Women’s wear is 16 per cent up, 
men’s and boys’ wear nearly 1o per 
cent more; boots and shoes show over 
25 per cent increase, and even sport and 
travel goods reveal a substantial rise of 
II per cent. 

A marketing expert in the area told 
me that he assessed the North-East as 
one of the liveliest markets to-day. 
He anticipated that when the replenish- 
ing of the home and the acquisition of 
a store of clothes had taken place, the 
market would be good for a wide range 
of products in the semi-luxury class. 
“There'll be opportunities for all types 
of personal goods then,” he said; “and 
don’t forget you'll be able to sell the 
more expensive kind of household equip- 
ment—refrigerators, heaters, washers, 
and the like. The families will be in 
a position to buy all that sort of goods 
soon.” 

The concentration of the population 
into compact centres simplifies the 
manufacturer's task in advertising and 
distribution. He can, for example, 
cover the whole territory by using 


are Manufactured by 


RUSTPROOF METAL WINDOW CO. 


SALTNEY, CHESTER 


IOL STREET, 
1083/4 


m- The market is expanding for almost ab 
Over {50,000,000 


Telegrams: Rustproof, Chester 
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863; boot : 
pairers, 1,142; builders’ 
butchers, 2,944; cabinet 
furniture dealers, 242; < 
druggists, 637; china and 
clothiers, 204; tailors, 837 
376; hosiers and glovers, 1 
46; coal dealers, 168; coal + 
455; Wholesale confectioner 


1 problems: ba 
shoe dealers, 86 

































430; tobacconists, 534; w 
300; hotels, 405; drapers, 
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Here Are Some Typical COSTS For 
Main Transport in the North-East 


MHE transport facilities of the 
North-East for sea, road, rail and 
air have largely been discussed in 

the surveys of the various localities. 
Some sort of summing up, complete 
with a few specific examples of costs, 
is all that is necessary now. 

Often it is suggested that the North- 
East is an isolated region, but examina- 
tion of facts does not bear out the 
statement. In the first instance, it is 
in a central position in relation to the 
whole of Great Britain. The most dis- 
tant parts of the country are less than 


Overnight delivery to London, the most 








Goods Train Services to Ports Outside 








400 miles away. Better still is the fact distant of the mass markets, is -usual the Area : 
that almost every main centre of popu- from all main districts of the North- Nature of To principal Available for 
lation is within a radius of 250 miles. East. Indeed, more than 16 fast freight Loading Point Traffic poan ” Delivery 
trains leave the see won hed for = ae L iverpool 
. ° à TV. lg Manchester 
16 Fast Freight Trains most distant umas ets of t p CONAS y Newcastle General Glasgow - Next morning 
Service Area Every Day Typical delivery service by rail is shown Goods Edinburgh 
by these few examples : London 
: aT Newcastle 7 
But this central position would be un- : York ) 
` : e E NE > Sunderland . 
important were the area “‘isolated’’. It Goods Train Services Within the Area: Darlington. Ordinary Holl | aah mana 
is not. For, as already stressed, it is Loading Point To principal Stations such as i “ane etc. | 
served by the main L.N.E.R. line to Newcastle, Sunderland ; Ordinary Liverpool } 
$ Sunderland Newcastle -D RN ~ Newcastle e Second morning 
Scotland and networked by sub-lines. Darlington Stockton ag 4 soe lg ee 
i i Middlesbro’ West Hartlepool 5 ee . _ Glasgow 
All the ports ng the area are linked to ae ng Middlesbro’ Goods trains. Newcastle po Edinburgh | Next morning 
alb main population centres by rail. Darlington etc. soods Tondon Í 
y FORESIGHT 
NEWCASTLE i 
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in Britain’s 
all Linked up with Fleet St., Head Office 


With modern, complete ‘‘Headquarters’’ 


equipped this Agency with 


FOUR BRANCHES 


“Key” Industrial Areas 





in the heart of news- 
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We are Advertising 
Agents for George 
Wimpey & Co. Ltd., 
the Public Works 
Contractors who built 


all the roads on 
Team Valley Trading 
Estate. 


te eg = 


Central 6107. 


BATES : 


FLEET 


paperdom, with active, efficient ‘“‘listening posts’ in four ‘‘key’’ 
areas—here is the Advertising Agency uniquely equipped to plan 
and execute advertising campaigns that can keep your new 
factories busy. 

Our provincial branches amplify our complete service faci- 
lities; each has its own personnel, each its own clientele. In 
the Midlands and North-Eastern areas alone our offices number 
amongst their clients: One of the largest Building Societies, the 
Largest Friendly Society, Manufacturing Chemists, Radio Manu- 
facturers, Gentlemen's Tailors, a successful Sports Stadium, Manu- 
facturing Stationers, Builders of Luxury Flats, Distributors of 
Wearing Apparel, Motor and Marine Engineers, and many mail 
order concerns. 

We believe that “‘depressed’’ can be altered to 
areas—that enterprise can create pressure of business. 
co-operate as your sales-builders ? 

r “‘five-point’’ Organization can be at your command for sound, 
impartial advice and, if requisite, skilful, business-creative 
advertising and printing. 

Get in touch with us while the 


‘“pressed’’ 
May we 
Let us know your problem— 


matter is in your thoughts. 


N GS 
& SON, LTD 











LIVERPOOL: GLASGOW: STREET 3 E.C. 4 BRADFORD: | NEWCASTLE: 

53 Lord St. 68 Gordon St. L O N D as N 12 Leeds Rd. | 25 New Bridge 

Ph: L’pool Bank Ph: Glasgow Ph: Bradford | St. Ph: New- 
8827, ° Phone - CENTRAL 8831 (7 lines) 9247. castle 25485. 
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vestigation of 2 
road or sea tr affic exclus 
charges the ‘agreed cha 
economic distribution, 
means goods can be distr 
a limited area or over the x 
try at a fixed cost per 
of casts I give here wi 
to manufacturers in. i 
Ni aturally, tates v 
the class of goods: and 
under which they are 
the following list of examy 
find a general guide as to- 
rarious Classes of merchan 
from the North-East: 
Distribution by road is, 
already pointed out, a met 
used by light industry j 
East. On the long-dista 
good example is the La 
Goods are delivered to 
London within. 24 ko 5 
But the road services | 
tended until deli eries can t 
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daily service from the 
Humber ports, There 
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This service also connects with 
road services to the more 
centres, 


The following ; important contracts for works 


new Government-backed Team Valley ‘rading 
Estate were entrusted | to 


All the Roads; whole of the Sewers: 
Diversion and Canalization of | . 
River Team; Construction of 7 Hai and Depositing ł} of a 
miles of Railway Track 7” g million cube yards of filipe 
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itary & Domestic Engineers 
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. North-East Coast Exhibition. 


War Pensions Hospital, Newcastle-on- 
Tyne. 


King Edward VII School of Art, 
Armstrong College, Newe astle-on- 
Tyne. 


< Otterburn Hall. 
-Kirkley Hall. 


Additions to Northumberland Educa- 
tion Offices. 


a ; Reyrolle’ s Hebburn. 
oe Hatfield College, Durham. 
tation Sorting Office, Forth Street, 


Whines House Open Air Schools, 
Low Fell. 
it Head Baths :-— 


Backworth, Craghead, Horden, 
Bomarsund, Easington, Harraton, 
» Wallsend, Newbiggin, Seaham Har- 
~ bour. 


ISING SCHEMES 


486 Houses 
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Phrockley-on-Tyne 250 y 
; outh Shields .. . 900 p 
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North-East do not cease their 
activities when they have 
attracted new industries to the area. 
They are always at the service of 
industrialists without intruding into 
their private affairs. 

Manufacturers of all types of com- 
modities are being attracted by the 
publicity undertaken by the North-East 
Development Board of Andrews House, 
Newcastle-upon-Tyne, 2, and its associ- 
ated district boards on Tyneside, Wear- 
side, Tees-side and in South-West 
Durham. In addition, a development 


] ) serti-zase ao boards in the 


board has just been formed for Hartle- . 
There are also- 
associated 


pools and District. 
development committees 
with many of the boroughs throughout 
the area. 


How The Board Will 
Aid Industrialists 


In the first place, the inquirer is sup- 
plied with detailed information of sites 
and factory premises approximate to 
his requirements. He is told the trans- 
port facilities and public services avail- 
abie. Often specific information con- 
cerning the type of labour available, 


local wage rates and other similar 


information is also given. Visitors to 
the area are conducted over suitable 
sites and premises by the secretary of 
the district development board. On 
rent, rates, gas, water and electric 
charges, the industrialist will be given 
all assistance he requires. 

Having settled in the North-East, the 
industrialist is assured of the utmost 
assistance and service. He is assisted 
in preparation of his application to the 
Special Areas Reconstruction Associa- 
tion, or the Lord Nuffield Trust, for the 
loan of capital to enable him to set up 
in business, or introduced to local 
industrialists who are prepared either to 


invest in his business or to undertake ` 
manufacture of his wares at their own: rte 
on his own 18 months ago, is to-da 


works. 

A typical instance is that of a cer- 
tain business man from abroad. He 
negotiated with the Tyneside Board for 
several months with regard to the 
manufacture on Tyneside of electrical 
equipment. He was invited to visit the 
area, did so, and at luncheon was intro- 
duced by the secretary of the board 
to a local industrialist. The outcome 


has been the establishment of a new 
| company, financed with Tyneside capi- 


tal, which is now in production in 
Newcastle. 


Local People Raised 
£12,000 For This Man 


om 


works or, say, railway developments. 


ment) Bill the greater part of. 


ee ene Tepayable on 


Another business man from the P ; 










By LEONARD FLETCHER, 


Pubiictty Oficer, North-East 


Developmen ni Board and Tyne- 


side Industrial Developmen 
Board 


£12,000 was subscribed by Tyneside 
business men, and the remaining £8,000 — 
by the Special Areas Reconstruction | 
Association, Ltd. | 

An industrialist, from the South, wio 
began production on Tyneside only on 
ist January of this year, has just 








secured a valuable contract in con- 
i nection 
RAF. 


with the construction of = > 
aerodromes. This contract... 
came through the good offices of- me = 
Tyneside Development Board. i 

When the B.B.C. decided to eit: a 
new transmitter near Hexham, the : 
North-East Development Board was = > 
anxious that as much as possible of . 
the work should be done within» the o 
North-East. It was able to bring influ- s 
ence to bear which resulted in the. 
placing within the area of a contract = == 
for the £3,000 twenty- Sight foe. Ini; 
switchboard. 

In addition, by its liaison with ‘the 
30-odd M.P.s for the North-East, the 
area development boards are in a posi- 
tion to emphasize points and policy in 
Parliament. From time to time confer- < < 
ences are held at which the North-East 
Board and the M.P.s of all parties are. 
represented. This co-operation- has been ; 
very helpful. A 

There are other similar instárices ee 
but, again, that is not the whole 
story. The development boards of = 
the North-East are in a position toc es 
secure preferential consideration for o< 
local manufacturers when Government- | 
assisted schemes are being undertaken... 
These may be direct Government public 









Another business man, who started 








employing twice as many people: 
then, and has secured a number 
contracts as a result of the activities 
the district development boards. © 





















These Are Extra 
North- East Attractions 





Under the new Special Areas (Amar 






North-East will be. in an even | 
favourable position and will be. able 
offer adminon. inducements to indu: 
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THE BIRTLEY COMPANY specialises in the design and constructi 
of complete handling plants for coal and coke, incorporati ng all 
the most recent developments in modern conveying 


If you have a handling problem—send us particulars. 
We shall be pleased to quote you. Address enquiries to 


THE BIRTLEY COMPANY LIMITE D . BIRTLEY . Co. DURHAM 


Telephone: Birtley 110 


" DAMP COURSES 
AND FELTS 
HERE’S a long, trouble-free life ahead for factories on the 
North-Eastern Trading Estate. With foundations protected by 
SPHINX dampcourse, their roofs covered with SPHINX built-up 
roofing, they are safeguarded against damp and weather. That’s why 
_ SPHINX products were chosen, even to the road expansion joints. 


For over a quarter century we have specialised in water proofing 
work, and our materials have an unbroken record of success. 


Public authorities, architects, engineers, and builders everywhere, ae Road Expansion 
voice their appreciation of the endurance, the maximum protection a Jointing 


with minimum costs, of SPHINX products. | And their increasing a SPHINX Plastic 
use affords concrete evidence of the satisfaction they ensure. I for roof & genera repai 


veoga watmin 


Samples and particulars of SPHINX brand products on request; better i eo : 
still, give them a a practical try-out on your next building or repair job. a SUBLINO” Cork Fete 


H. R. VAUGHAN & CO,, LTD. 


Waterproofing Specialists & Roofing Contractors 


“i SPHINX” _ Works, South Shore Road, GATESHEAD 





LIMITED 


sa ILDE RS’ AN D 


~ PLUMBERS’ 
MERCHANTS 


PORTLAND CEMENT 
and 


| SANITARY PIPE 


Contractors to 


ORTH - EASTERN 
RADING ESTATE 


GATESHEAD-ON-TYNE 


CENTRAL 


MENT DEPOT 


places of the British Isles. 


"T is not usual to think of the North- 


East as a holiday centre, yet it 
has attractions which are in some 
instances unique. ¿Its coastal towns are 


"4 


bright and bracing; its hinterland is i 


healthful and can show some of the 
most delightful scenery in the country. 

But more important to the manufac- 
turer is the aspect of living perman- 
ently in the area. It is for this reason 
that I have mentioned the holiday 


attractions of the North-East, for to 


speak of the district in that sense helps 
to get away from the industrial angle. 
First of all, what about that most 
important point, the weather? In a 
land of mists, fogs and rain the squalor 
of back streets or the sogginess of 
countryside are equally dismal. But 
the North-East is not like that at all. 
Official records show that it is a dry 
spot in England, that extremes in 
temperature are not normal. During 
summer the temperature averages 


between 56 and 59 degrees F. with a 


maximum of 64 degrees F. Over 30 


| per cent of possible sunshine is received, 


a condition comparable to the ‘‘sunny’’ 
Rainfall is 
never excessive. . 

So much for ‘the weather. Now for 
sport. Horse-race meetings are held at 
Newcastle, Stockton, Sedgefield, Hex- 
ham, Redcar, Thirsk and Catterick. 
There are also local hunts. 

All centres have their recreation and 
sports grounds and fields. Football, 
cricket, bowls, golf and tennis facilities 
are ample. 

For those that are interested in the 
past, the country is rich with castles, 
abbeys, historic cities and sites, Roman 
and other remains, old-world fishing 
villages and agricultural communities 
almost untouched by progress. Durham, 
for example, is one of the most impres- 
sive of Britain’s ancient cities. Its 
magnificent cathedral and castle are 
famous, its beautiful walks and quaint 
streets a delight to the visitor. Hexham 
is another fine centre. This old market 
town is set in the heart of an agricul- 
tural district. It is famous for its 
twelfth-century abbey. i 


COMPANY LIMITED 


Invite enquiries 
fr rom Architects and Contractors for 


CONSTRUCTIONAL STEELWORK 


-WELDING & 


-> Phone Jarrow 67136.: 


DENTON 


LTD. 


96 High Wes Si, GATESHEAP 


Phone 72251 


Painting C ontractors— g 
for Interior a nd || 


Exterior Decorations 


North- East Tradin g 
Estate : 


Decorating and Signwriting — 
Specialists 


Schemes Submitted — 


FLUSH DOORS 


Cheapest in England! 
The “MARVEL LYTA” 
For Painting { 1/ 
oft. 6in. x 2ft. Gin. x żin. 


Figured Oak 2 sides 
WRITE FOR LIST 


EXEAU PRODUCTS, LTD. 


@ 221 LEA BRIDGE RD., LONDON, 
Telephone & Telegrams: Levionstone 1968 
and af GATESHEAD -ON -TYNE 
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#U-Fage SCOTTISH INDUSTRIAL SUPPLEMENT 
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A.M. Folding Machines 


WW take a i 


Holidays ~- ënd of the month-fush | > emergency mailings ... all strain 
fatilities of the firm that rèlies upon/Sslow, faulty hand-folding. Statements 
price lists, adverttising literature, circulars, general communications of all kinds 

all\be folded mecharically perfect at 5,000 to 8,000 an hour on an “A-M” Foldin 
Mathine. Think of_thé money that folding costs you today... the time it tal es 


foldin: 


the 


account 


when time is Ppregiots — perhaps a special sales drive, a price list c 
A-M” Fold 


quietly told everyth 


end=of-the-month-gtatemént_rush, or this year’s interim notices. Ar 
Machine in your office and any junior can quickly and 
required to catch the post—without fail. Why not see the model illustrated, at wor 
A—personal' demonstration will gladly be arranged to 


suit your convenience. Write or phone today. P a me 





f Addressograph 
g Birr 
: Multigraph 
Olfice ling Machines 
Multilith ) 
Office the Machines 
A-M 


Office Folding Machines 


29, KINGSWAY, LONDON. W.C.2. 
‘Phone: Temple Bar 6474 (6 lines) 

(Head Office & Works : Edgware RË, Cricklewood, N.W.2.) 

Branches at: Manchester, Birminghsm, leeds, Liverpool, Bristol 

Newcastle, Edinburgh, Glasgow, Bellas, Nottingham, Dubla 


“Go ALL OUT 
FOR EFFICIENCY” 


Says Mr. Sectric 










You and your staff cannot be efficient if your clocks 
mislead you. Plug in Smith Sectric Clocks to the nearest 
convenient light or power points wherever you want ac- 
curate timekeeping. Costing less than 1/- a year each 
in current, Sectric Clocks will keep exact Greenwich time 
continuously without any winding or regulating. By their 
trouble-free accuracy they discourage argument and con- 
tribute handsomely to the efficiency of your whole 
organization. Illustrated brochure free on request. 


Issued by: 
SMITH’S 
ENGLISH 
CLOCKS LTD. 
Cricklewood 
Works | 
Rege London, N.W.2 


TIME 


Scientific 


The DELHI—Modern 
design, with moulded 
case in Walnut or 
Mahogany finish, and 
Chrome Bezelas 
illustrated 




























THE CHIEF GOODS MANAGER 
Development Department 
GREAT WESTERN RAILWAY 


PADDINGTON STATION W.2 
(Tel.: Paddington 7000. Fxtension 2465) 


. SOUTH WALES 
One Machine does the work Of TWO „irises 


and water. FACTORY SITES 


Continuous Form Billing in addition to regular typing 


Your typewriter actually does the work of two machines 
when used with ‘‘Fanfold’’ Continuous Form Adapter, because 
the many time and money-saving methods of the Continuous 
Form Billing Machine are added to all the advantages of 
regular typing. 

“Fanfold” Continuous Forms typed over our Attachment effect 
savings in Billing time, and costs, ranging from 17% to 78% 
without affecting the operation of the typewriter for regular 
correspondence and other purposes. 

“Fanfold”? Adapter places no strain whatever upon the type- 
writer carriage; because of the very simplicity of construction 
and operation there is nothing to get out of order. 


anfo,, 


TRADE MARK 


NORTH CIRCULAR ROAD, LONDON, N.W.2 


Telephone : GLAdstone 5477 (3 lines) 
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Cheap land. 


Proximity of raw 
materials. 


Direct shipping 
facilities. 


Efficient rail 
transport to thickly 
populated areas. 


JAMES MILNE 
General Manager 


Paddington Station 
| London W.2 


INSOUTH WALES 


ae 








~~ Post Office, who in the past 
< oM few years have enormously 
ie expanded their advertising campaign, 






E -recently appealed to the business com- agin 
munity to assist. them by posting fJ 


-= 'Jetters earlier. “Post all you can 
; “petore lunch’’ is the latest ‘‘slogan’’. 


“Statistics relating to the amazing 
numb 
: tainly show that the authorities have 
good reason for their appeal. 


a Taking | the London area - alone, 
ome 8} million letters are. posted 











days) between 6 p.m. and 7 p.m. 


ž Between 3 p.m, and 4 p.m. the num- M poss 
Busi- eleven o'clock to dictate his letters to wo 


his secretary. Before he has fin 
probably, one o’clock has struc 


Se ber is usually three millions. 


ness houses generally hold. up their 


.* 





i : posting till six o'clock. 


Jf a reasonable’ proportion of the 
$ “later postings could be in hand a few. 


hours earlier there would not only be 3p hand. “That means that ae 


going to bea rush to get all the | 


a tremendous easing of the strain on 







punctual delivery. of ‘letters that it is 
surely well worth while to assist in 


every way possible the hard-worked - 


officials of the G.P.O. The rush in a 
_ busy London sorting office during the 
evening hours is something that must 
be seen to be appreciated, and even a 
close study leaves one almost breath- 


less at the amazing speed at which a- 
highly complicated process is carried 


out. 





*% Also get particulars 
of the new © 
DICTAPHONE 
-TELECORD 


peda con- 










HE Authorities of the General. ` 


yer of letters ‘posted daily cer- 


posted, must be written, and here is 


-daily (except on Saturdays and Sun- the “snag” 





the officials but almost a` positive — 


- assurance of delivery by the first post . 
next day in practically every part. of - o'clock posting. 


Dictaphone starts at eleven o'clock to 


relief it would bring to the hard- 











































‘But letters, before they can be 


in many business houses. _ re 
Mr. Business Man starts, say, at po 





the secretary wants her lunch | - 


haps. she, Starts er _ typing al END... | no 


typed and signed i in time for even the. 


Mr. Business Man who uses The 


Please eed free ‘book 
way? Eg 


dictate. Fifteen minutes later his 
secretary has begun to transcribe Ae 
first cylinder. By the time one o't 


strikes she will have done two hours’ a 


typing, and a big batch of letters will A 20 
be signed and posted before lunch. 
Then ‘there will be only delayed letters... 
and “‘odds and ends” to be cared for o = 
in time for the six o ‘clock clearances: pue 


Multiply this process by thous nds < 
in all parts of the country, and itis- E 
easy to realize what an immeasurable ~ 











pressed postal staffs. 







The benefit, however, is not con- ME NR 
fined to the Post Office: it extends to i 
the business community in general “ 







Au who are interested in efficient office mechanization are specially invited to write 





for this interesting fully illustrated brochure. It gives complete details of the new 
Underwood Sundstrand “Class A” Accounting Machine which offers all the advantages 


of machine accounting to organisations 
that have so far considered mechan- 
ization beyond their means. Send the 
coupon now. 


UNDERWOOD ELLIOTT FISHER LIMITED 


Typewriters . Accounting Machines . Adding Machines . Carbon Papers, 
Ribbons, and other Supplies. 


120 QUEEN VICTORIA ST., LONDON, E.C.4. Tel.: CENtral 1080. 


and 40 fully equipped Branches and Service Depots throughout the Country 


TO UNDERWOOD ELLIOTT FISHER LTD., 120, QUEEN VICTORIA ST., E.C.4. 


Please send me a copy of the Underwood Sundstrand “Class A” Accounting Machine 
Folder. 


POOH HEHEHE ESOS EO SESE OEE EEE EEE HOH EED ETE REESE SESS 


B. July 1937 












THE COMPLETE JOURNAL OF. 
MANAGEMENT 


Incorporating : “The Journal of Commerce”, “Modern, Business” 
“System”, “Business Organization and Management”. 















.. By THE EDITE 
rorking Shorter e: By A. COLI N KINGHAM, of à Rolls: Razor) 
A ATTACK at These Three Points Cut Rising Costs 
” By E. K. MASON, of a Concrete 













EAS That Save Time, Labour, Money 


look For Next 6 Months : par OD” aig., oat) x | > . a ot The Trend of Trade jo 











M ing: . Advertising : Selling 
Beating the High Pressure COMPETITOR 
ew Design is REVITALISING This Product 
that are Building Sales 

y e Help Salesmen to SELL More 












ey're re Spending Money Here 










oe Road Transport 
, : -Would it Pay Better to HIRE Your Transport? 
fap 4 Now, Group Insurance for Your PRIVATE Cars 


+e 





aa Office Practice per Equipment 

Hee Changing to Mechanized Accounting in ONE Day 
Reorganized Offices SAVE Costs and Time - 

5 n New. High Efficiency Loud-Speaker Office Phone 
: One of London’s Most Modern Offices 

; Chair Comfort: a Key to Bigger Output 


‘SC OTTISH IND USTRIAL SUPPLEMENT | 














h ESS, Published by Business Publications, Ltd., Whitefriars eee Tallis St., T see - = i gsi 


a Subscription rates: —15/- a year post free, United Kinigdomn ai and Continent; 2p: a A fre 














isn’t it funny about us typewriters ? Folk bene. i need a beth—a 
seem to go ail one way or the other about “tightening: up” here 
us. And they lose both ways. It stands But my life is æ long, J 
to reason that my “‘life’’ should not vary finished E 
to the extent of 3 to 20 years. As a matter | After 4 or 5 years give me at 
of fact if I'm treated right i: make 10 to 15 hauling. You'll be sed 
years quite comfortably. doing good work nd and z 

all the time. IF PM TREATED RIGHT. 





































New Super-Grade Platen 
Rollers FREE, The difference 
this new platen makes to 
any typewriter is remarkable 
~and if the old one is worn, 
well. oi! 


it’s just a matter of tr nt. BE PROPERLY LOOK 

After 3 years” use | am nic y“ ‘run in”. THE TIME. A skilled service mans i 
All those small adjustments that were see that | don't get all ‘worn out trough 
necessary to get me running smoothly have neglect of the right treatment only he 
been made. Just now Pm about. at my can give. 












- .. JRikarbon gives an honest opinion on any typewri- 
. ter question. Advices to customers are based pa 
oi the. reports. of skilled. typewriter mechanics, w 
a reall i ei is what about. FVEEWRITERS, . Z 















“HE preparation of a set of multiple forms for typing 
involves considerable waste of time through the inter- 
caving of carbon paper and alignment of such forms. 


This unproductive operation is entirely eliminated by 
using the EGRY SPEED-FEED Attachment and Continuous 
Stationery. The carbon sheets are automatically fed into 
each set of forms and withdrawn after typing, thus 
enabling the operator to spend more time in actual 
typing and achieve a considerably greater output with 
































more convenience and less effort. 


The Speed-Feed can be unhooked at a 
moment’s notice, thus allowing the type- 
writer to be used for ordinary purposes at 
any time, and by an ingenious method of 
compensation involves no strain whatever 
on the typewriter. 


Ask also for details of the 
EGRY MANIFOLDING REGISTER 


which can be applied in a variety of ways 
for dealing with hand-written records 





‘BOMB-PROOF and FIREPROOF 
cash and hook SAFES— 


new and 
second-hand, 
- all sizes 
and qualities 

in stock 


* 


Please give full details 
ofyour requirements 
when writing. 


s * We carry the largest stock of New and 

-Second-hand (reconditioned) Office 
Furniture, Safes, Typewriters and 
Visible Indexes in London, and guarantee 
to supply better value than any other 
firm. 


JFFICE EQUIPMENT CO. 


f ORN RE LONDON, W.C.I 
Holborn Tube Station 
HOLborn n 8238 


. AA AA A 
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WARPLE WAY, ACTON, LONDON, W.3 


requiring carbon copies. is Fiphoi Takiri 
SHEPHERDS BUSH 3377 (3 lines). 


















LTD. 


EGRYCOMPAK, EALUX, LONDON 





Facts and Ideas for 
Advertisers that You 
can Use with Profit 


[ you could gather for yourself all the latest news, 

developments, and the most successful plans in 
the advertising field, and those selling methods 
proved soundest in actual practice— 


How much would it be worth to you? 


pas and Pounds! For it would help you to get more out of your — 
advertising and to increase your turnover and profits. But the cog 
if you did it yourself, would be prohibitive. 


Here is a way you can do i: for less than a penny a day i : 


For = the in ibe, pages of. the. ADVERTISER'S WEEKLY there comes to your’ 
desk raday just such a complete report as you. could | ing and je 
w asd - 
in the latest ideas in Press, Poster, Direct-Mail, Outdoor, Siena, Film, Novelty 4 
and every other branch of advertising. In addition, you also get Marketiny E ee 
Surveys, both regional and overseas, which show you the sales oe ‘ 
and facilities in all the markets covered. E 





er ike jir recent news and developments in advertising a 





To secure all these sales and advertising ideas; faces, bod S 
data regularly every week, you need simply order your | = 
newsagent to deliver “ADVERTISER'S WEEKLY” |. 
every Thursday morning. Or, if you prefer, first send apc: 
postcard for a specimen copy TO-DAY to the Publishers: eee Ge: 


Advertiser’s Weekl 


BUSINESS PUBLICATIONS LTD., Dep 
WHITEFRIARS. HOUSE, TALLIS ST, L 
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FAN complete with 
3 yds. Flex, separate 
Switch and Adaptor 
T. 128 Standard and 
Fan Fitting £7: 12:6 

128 D. Double 
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£8:7:6 


T.128 DR with regula- 
i tion for 4 strengths 
s of Ozone and Fan 
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IN YOUR EST oo 
VENTEX AIR FILTER OZONAI! 


cleans the air to the point of sterilization J 
All Problems of AIR PURIFICATION 
~~ DEODORIZATION, ete., solved by 

LATUS 












© OZONAIR APPARA 


OZONA IR LIMITE 
OZONAIR HOUSE, ST. LEONARD STR 
Telegrams : Ozonair, Sowest, kondan | 
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ELEMATIC enables you and all your 
executives to keep in constant personal 
touch with every department. If facts or 
figures are wanted Telematic gets them 







Ea — at once, Important instructions can be 
par flashed to any department—at once. If a man, not 
ay in his room, is urgently wanted, Telematic finds 
nn him —at once. Your office can be connected 


with a branch or factory, miles distant — at once. 


ia- Telematic performs so many invaluable duties 

rf smoothly, speedily and efficiently. 

Me Genatosan Ltd., one of the largest manufacturers — 

Er: of pharmaceutical products, have installed TELEPHONE RENTALS SYSTEMS 
$ Telematic to provide a system of efficient control have been installed in hundreds of 
Ga throughout their organisation. For a small Fi t Nati | 

Et: quarterly rental, Telematic can assist you and __Firms of National Importance 

Swi A ‘See £ It is possible to mention only a few in each announcement: 
JE your organisation —be it large or small. * Send Kelvinator Ltd. K.L.G. Sparking Plugs Ltd. 


for the Telematic Booklet to-day. S.S. Cars Ltd. Kodak Ltd. Patons & Baldwins Ltd. 
British Oxygen Co. Ltd. Glenfield & Kennedy Ltd. 


FOR EFFICIENT CONTROL 


TELEPHONE RENTALS LIMITED 


HORSEFERRY HOUSE, WESTMINSTER, S.W.1. Telephone: Victoria 8681. And at Glasgow, 


Newcastle, Leeds, Sheffield, Manchester, Liverpool, Birmingham, Bristol, Cardiff, Belfast and Dublin. 
The name “ Telematic” and the Trademark “ The Slave of the Dial” are the Registered property of TELEPHONE RENTALS LTD. 








P 


YAA * TELEMATIC BOOKLET. Please telephone for a copy, or attach this slip to your letter heading and post to 
ty Telephone Rentals Ltd., Horseferry House, Westminster, S.W.1. Telephone: Victoria 8681. | 
B.10 
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JULY, 1937 


The Month’s NEWS in 


Management Trends 


More Firms now are Reorganizing by Big-Scale Economy 


Planning ° 


Present Times Forcing 
Valuable Replanning 


HEN there arrives the next 
W cycle of time that is a little 

more stringent and less actively 
prosperous than that in which we are 
operating at the moment, business 
observers will look back and exclaim 
that the boom was certainly respon- 
sible for inducing a lot of valuable 
reorganization. This reorganization, in 
the face of less booming conditions, will 
be found to stand business men in good 
stead.. 


O 


Getting Down to It 
On The Big Scale 


UR visits to firms of all kinds, 
( ) particulary in the last few weeks, 

have shown us more major recon- 
structions in hand than we have 
observed at any previous time. We are 
not referring to purely financial recon- 
structions undertaken for the sake of 
share manipulation, but to straight 
internal replanning with the object of 
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By The Editors 


introducing economies, improving all- 


round efficiency and maintaining—or ` 


increasing—profits. 

Rising costs of nearly all raw mate- 
rials, demands for wage increases, 
shortage of skilled labour and the dozen 
and one other factors that are daily 
forcing up the final cost of production 
have compelled manufacturers to take 
this step of completely overhauling 
their affairs. 

O 


You Can’t ‘Doctor’ Pro- 
perly in Odd Spots 


HEN the present movement for 
finding economies first started 
on a really general scale, atten- 
tion was mostly directed to odd spots— 
the most obvious ones; and certainly a 
fair amount of good work was done 
even in this haphazard way. Manufac- 
turers with their senses about them, 
however, and prompted even further by 


A finishing plant, the 
most up to date of its 
kind in Europe, has 
been completed at the 
Frodingham works of 
the Appleby Froding- 
ham Steel Co., Scun- 
thorpe, Lincolnshire. 
The plant deals with 
the products of the 30- 
inch section mills 


The whole finishing 
plant is arranged so 
that specifications on 
which there are no de- 
livery restrictions are 
actually straightened 
and on wagons within 
an hour or two of 
rolling 


More Outside Consulting Services being Used 


the still increasing pressure of costs, 
realize that an active business cannoi 
be doctored in this unprofessional way. 

A business is a combination of essen- 
tial activities that are inter-dependent 
and which interlock as a vital whole. In 
planning an alteration at any pot, 
therefore, it must be done with a know- 
ledge and appreciation of the whole 
business structure. 

We have observed instances where 
some excellent economies and improve- 
ments have been made in single depart- 
ments, but where the instigators have 
been quite unaware of cost-raising diffi- 
culties thrust as a load on other points 
through this haphazard upset of the 
balance. 


O 


Thought They Were Economising : 
Trapped Into Bigger Expense 


E have in mind as an example 
W of this the case of a firm not far 

out of Londón. One of the 
executives was showing us with pride 
how the installation of some new 
machinery and a new process flow in 
one of the main shops had enabled the 
handling of seventy per cent more work 
without any increase of stafi. 

This spot of ‘‘progress’’ had cost, all 
in, something like £5,000 to install. 
While we were observing it at work, we 
noticed that the department was work- 
ing at about two-thirds its possible 
capacity. When we asked the reason 
for this, it was pointed out that a pre 
vious department concerned with mate- 
rial processing work that demanded a 
long time factor could not supply the 
reorganized department any faster than 
it was already doing, even though a big 
staff increase had been made. 

Here, obviously, was a bottle-neck. 
Its slowing-down influence had simply 
been accentuated by the stepping-up of 
a subsequent department. 

The effects of this lop-sided arrange- 













































sonnel and plant of wie processing 
department being subjected to severe 
rain because it could not keep up, but 
even the sales department and its 
clerical side (order department, etc.) 
were being harassed. This for the 
eason that, primed with information 
it the work’s “increased capacity’, 
sales staff had put on a selling drive 
, worse still, had made delivery 
promises that could not possibly be 
1 up to by the production end. 


O 

‘ ‘ou Can’t Tell the Limit 

Of These Expenses 

“OW it seems incredible that such 








“business. Yet they are done 
ery day, the planning and replanning 
isolated spots without-——or apparently 
thout—-any common-sense idea as to 
iow all departments of a business 
terlock. 

Obviously, in the case we speak of, 
e new plant was no improvement, no 
economy at all. It was an expense, and 
a big one, with further aggravating 
“features instead of beneficial influences. 
~The costs that in due course will pile 
-. up because of chaos in the sales and 
-== other departments will inevitably tack 
_ themselves on to the initial {5,000 for 
plant. There will be some unpleasant 
_ Fevelations when the next profit and 
Joss account is looked at. 
Pee | O 
-This Is The Only 
_ Way To Do It 

UT not all replanning is done on 
coe Bes hit-and-miss principle. More 

T and more businesses are being 
tackled as a complete structure. That 
is: top administration, organization, 
<o finance, marketing, purchasing, stock 
<- control, production control, cost analy- 
_sis and control, selling, warehousing, 
- transport, clerical and personnel are all 
‘being regarded as a whole, and not as 
“independent activities. 

We recently saw a good example 
Of economical replanning carried out 
logically in a big firm. We cannot 
describe here in detail what was done, 
we are holding this information for a 
full-length article which we shall pub- 
lish shortly. But, in brief, this firm 
-started by saving £4,000 when planning 
a works extension; readjusting the 
internal organization saved {1,000 a 
year; another £7,000 saving came from 
a. new production lay-out; clerical 
expenses were cut by £800. This gave 

a total saving of £4,000 plus {8,800 a 
year. And into the bargain output and 
sales. were both expanded and wage 
a ings were increased. 











More Firms are Using 
ness Consultants 





\j illogical things can be done in a 


HERE is indisputable proof that- 
A steadily increasing number of. 
firms is now turning ‘to the 
jalized business consulting organiza- 





or hielp | in sconomical tepian 
ads of firms are coming to appre 
iate that in taking this logical step, no- 


- discredit whatever is reflected on their 
own ability or that of their executives 


to handle their own affairs. 

Among many others, we have the 
name of a famous concern that had 
made successively increased profits for 
the past eighteen years. Yet a firm of 
business consultants was able to step in 
here and make savings on the works 
side that totalled £26,000 a year and 
on the office side of {2,700 a year, show- 
ing a net return on the fees paid of 188 
per cent. And to-day the managing 


executives of this firm have infinitely- 


more sensitive control methods over all 
activities than ever they had before. 


O 


Says: Won’t Train the 


‘In-and-Out’ Man 


x YE have frequently mentioned 

V : \ j here the difficulties which many 

firms are experiencing through 

the shortage of skilled labour. An 

unexpected outcome of the present 

situation was revealed to us by a 
manufacturer in Liverpool. 


A Child’s Guide to Company 
Promotion 


(1) THE NEW BABY 


We've got a new baby, a dear little 
thing, 

With its Memo. and Articles tied with 
pink string. 

A rollicking child, and Nurse Jordan 
declares: 

“If he doesn't stop laughing, he'll 
fair split his shares.’ 

The things it can do! 

borrow and lend, 

Amalgamate, speculate, make, mar or 
mend; 

Start a bank, keep a pub, rent a farm, 
hire a ship 

To go cruising to Mars for a Sunday 

League trip; 

for silver in Lapland and 

diamonds in Troon, 

Spanish gold in Bermuda and coal in 
the moon. 

Build a works and make bicycles, 
clothes-props and clocks, 

Brassiéres and steel furniture, tooth- 
picks and socks. 

It can write itself down; it can write 
itself up, 

Pay a bonus or call; sell a share or 
a pup; 

Transact business at meetings where 
no one attends 

If the chairman holds proxies for 
colleagues and friends. 

So this lesson, dear children, we tune- 
fully sing: 

Give your company powers to do any 
darned thing. 

For your Memo. runs free till the 
company’s birth 

But you can’t change it later, in 
heaven or on earth. 

LEX. 


Oh! It can 


Seek 


Many a time have directors of companies 
come to realise, from unpleasant experience, 


the significance of the last line! We acknow- - 
ledge the courtesy of The Financial News . 
for permission to reproduce this very ape ie i 


rhyme 





‘mote from within.” ar a. 
concerned,” retarted this aay A Le 
‘that ideal is knocked on the. head. 
So many of our employees are now 
unstable, our labour turnover has 
increased so much owing to young men 
leaving to jump into this or that appar- 
ently more attractive job elsewhere, 
that we are not going to waste time 
and money in giving them systematic ` 
training that is over and above what 
their jobs call for. i 

‘‘As for promotions, we now take our — 
men whence we can get them. Only © 
this week we wanted a machine-room | 
manager—a job for a highly skilled _ 
man and carrying with it an excellent 
salary. The promotable man in our | 
own organization had left some weeks 
previously, but we knew of a suitable 
man in the employ of the firm that 
made the machines we were using. We | 
approached him and got him.” , 

This manufacturer deplored such a 
way of securing skilled labour. “It’s 
come to that,” he said bitterly, ‘‘filch- 
ing staff from other firms. But what 
can you do? Key men have to be got, 
somehow.” 


O 


Here Modern Plant Beats 
Skilled Labour Shortage 


N the other hand, a Birmingham 
(C Ectory director told us he was not 

feeling the skilled labour famine 
at all. He has followed a plan of fre- 
quent replacing of production units. No - 
worship of Methuselah machines here. 
In the past fourteen years every. 
machine in the plant has been replaced 
at least twice. So have their machine 
tools. Sale of the second-hand equip- 
ment has brought, on an average, 45 
per cent of the original price. 

This replacement has, without adding 
to the number of machines, tripled 
output capacity. To-day, under full 
pressure, we were told, the increase in 
skilled staff has been no more than 
three men. 

That’s planning. Many manufac- 
turers might, by doing it scientifically, 
follow a similar policy and keep them- 
selves out of a jam at such times as 
to-day. 


© 
Lighting May Solve 
Your Major Probiems | a 
HEN your lighting bill comes on 
7 \ it is just another expense. It o=o 
doesn’t tell you a thing about a oes 
the real items you are paying for— 


_ production and labour. 


But lighting is a vital factor, for ito = 
affects (a) output, (b) accuracy of work, 
(c) rejects, (d) nervous tension, {ep | 
physical fatigue of staff and (f) work" | 
men’s compensation. A 

All these items have direct bearing on 5 
to-day’s management problems. Pro o = 
perly planned lighting may be a de 






















“PNHREE years ago, before this 
“company made the decision to 
= ~ reduce working hours to a total 
of 42$ per week, we were working 47 
hours—but on a five-day week basis. 
The employees themselves, asked to 
_.@xpress their views on the full number 
f hours being compressed into five days 
as against their being spread over five 
and a half days, had unanimously voted 
_ for the former. Our factory was there- 
- fore closed on Saturdays. 

At first we were of the opinion that 
the longer week-end would give ample 
time and opportunity for relaxation 
after a five-day working period of 47 
©. hours. I think, too, that our employees 
==: were of this same opinion. At any rate, 

there were definite advantages to them 














in the two full days’ break that could 
not be enjoyed when a half-day had to 


be worked on Saturday mornings. 


Strain Showed Under 5-Day Week 
Of 47 Hours 


But, as this arrangement went on, we 
began to notice signs that the strain of 
so long a working day was beginning to 
tell on the employees. 

There was certainly a break in both 
morning and afternoon sessions for tea 
at the canteen, but, even so, a careful 
watch on the output curves of all pro- 

_ duction departments revealed the fact 
that efficiency fell noticeably during the 
latter hours of the day. 

In our polishing secticn, particularly, 
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HE menace of an 

all-round creeping 

up of costs for materials, 

labour and other factors 

is management's chief 

problem to-day. Bust- 

_Ness, therefore, is visiting firms in al 

parts of the country and is finding out, 

by talks with the controlling executives, 

what is being done to combat this difficult 

_ situation. In the form of articles we are 

..  . putting before our readers the information 
we gather from these talks. 

ees wedir] cases the executives we inter- 

















ad opting t to “make their businesses 


ough Shortening from 


r. Week . 


re. profitab: i yo 


Costs « 


this decrease in activity was very 
marked. We have a large department 
concerned with this work, and part of 
the equipment is, of course, an arrange- 
ment of powerful suction conduits 
which draw the grit and dust direct 
from the polishing wheels, in order to 
safeguard the health of the operatives. 

This suction plant naturally exhausts 
from within the building great volumes 
of air, discharging it outside. We 
found, however, that this exhaustion of 
air was greater than the natural in-flow 
of fresh air to take its place. The work- 
ing atmosphere was thus impoverished. 

In a long working day, the action of 
the suction being accumulative, the air 
volume during the latter hours became 
reduced to its lowest level at the very 
time when the operatives’ natural 
vitality was falling off. Thus there 
was a double cause here for a drop in 
the efficiency curve. 

This effect, of course, was noticed to 
be much greater in winter than in 


‘COST-CUTTING’ SERIES 


asked not to put the name of the firm. 
There are circumstances, naturally, in 
which withholding the identity is essential 
to the policy of the firm concerned, but 
this does not detract from the article as a 
source of ideas and inspiration for men in 
charge of other businesses. 

While the general situation remains as it 
is we shall publish in each issue one or 
more articles recording these interviews. 
In this office we call them our “Cost 
Cutting’’ series. That's a short self- 
explanatory name, so we shall in future 
refer to them in this paper by that name. 
We shall also mark them. by the little 
figure shown on the r artist's idea 
of symbolising | thet man endeav- 
to drag dow 
of Rising Costs. 
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Mr. A. Colin Kingham 


Where such signs of physical stress 
became obvious in our polishing depart- 
ment we could, and did, upon recog- 
nizing the cause, make considerable 
changes that had a direct and imme- 
diate improvement on the air supply. 

I might mention that one of the 
adjustments we made was to reduce 
the areas of the intakes of all the con- 
duits. This arrangement, while not 
affecting the efficiency of dust removal 
from localized spots, reduced the 
‘“‘draw’’ on the general volume of air 
in the shops. 


Early Starts; Late Finishes 
Increased Fatigue 


Another thing we had to consider as 
a contributory cause of strain during a 
long day was the fact that many of our 
workpeople had to leave home quite 
early in the morning and did not reach 
home again in the evening until fairly 
late. 

Most of the processes in our factory 
call for very highly skilled labour. In 
order, therefore, to get something like 
six hundred operatives of the requisite 
standard of skill we have to draw 
workers from a very wide area. Asa 
consequence many of them have an 
hour’s journey or more from and to 
their homes. To such people a regular 
routine of early starts and late finishes 
is bound, in the long run, to set up a 
strain that affects their work. 

To counter this condition we decided, 
therefore, to reduce working hours from 
47 to 423, commencing at 8.0 in the 
morning and finishing at 5.30 instead 
of 6.30 p.m.; but under these condi- 
tions we also decided to withdraw the 
former afternoon break for tea. With 


an after-lunch working session of 
only 34 hours, a complete break 
would be too disturbing in a 
type of work that depended so 
much on the smooth flow of 
machine processes. The morn- 
ing break was retained. 


Though Less Hours : Output 
To Be Maintained 


Our staff was clearly told that 
in the shorter working time the 
management expected the old 
volume of output to be main- 
tained. To encourage this objec- 
tive, previous wage and bonus 
rates were retained. This meant 
the equivalent of a 10 per cent 
increase in pay, bearing in mind 
the reduced hours of work. 

At the outset we were not at 
all sure how this revised time 
schedule would operate: whether 
costs would go up, whether out- 
put would fall, or what would 
happen. We therefore arranged 
to run it for a carefully observed 
trial period of six months. 

The six months, and two and 
a half years more, have now 
passed, and our records show 
that costs, instead of rising, 
have actually come down. 

I know that quite a number of manu- 
facturers, ardent sponsors of the shorter 
working week, having experienced simi- 
lar benefits after putting reduced hours 
into effect, have attributed the results 
wholly and solely to the stimulating 
effect of the shorter hours. 

In the same way many employers 
readily quote statistics proving less ill- 
ness, less staff absenteeism, and put 
this down also directly to the physical 
benefit among the workers of shorter 
hours. 

We ourselves noticed that during the 
recent influenza epidemic, for example, 
we had less than 1o per cent staff 
absenteeism when other firms in our 
neighbourhood, working longer hours, 
were experiencing 20 per cent and more, 
absenteeism. Under ordinary condi- 
tions, too, we have observed a lessen- 
ing of fatigue and a better maintenance 
of output right up to the end of the 


day. And our general absenteeism is 
less. 


Shorter Time Has HELPED 
Towards Benefits 


I do not for a moment dispute any 
of the claims made by other manufac- 
turers for the benefits in these direc- 
tions brought about directly by the in- 
troduction of shorter hours; but in our 
particular case I cannot go so far to 


Say definitely to what extent our cost 
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reduction, our output increase, and our 
lessening of fatigue and absenteeism, 
has been influenced by the change-over 
from 47 to 42} hours. 

That the improvement has been in- 
fluenced by this shorter time factor 
there is no doubt, but unquestionably 
there are other factors as well that have 
not been without their contributory 
effect. -~ 

For example, our works management 
policy is to review continuously fac- 
tory lay-out, process routing, machine 
efficiency, lighting, and so on. Where 
we can make an operation simpler, 
easier, quicker—and therefore cheaper 
—we at once put such an improvement 
into effect. 


Mechanical Side Is Constantly 
Being Improved 


We are constantly checking our 
machinery against the latest and best of 
their types obtainable. Where we can 
prove, by calculation of output and 
quality, that a new machine will pay 
us better than an existing type that we 
already have in the works we do not 
hesitate to buy it and scrap the old one. 

Where we can find a method of 
effectively combining two or more oper- 
ations in one, we do it. When we can 
find a new raw material that is better 
than something we are at present using, 
we adopt it. If we can discover a 
labour-saving device that will save 
manual time and fatigue, we install it. 

With such a policy continuously 
operating for the saving of time, and 
physical effort, the reduction of operat- 
ing expense and the speeding up of 
output it would be impossible honestly 
to attribute all our achievements en- 
tirely, or even mainly, to the reduction 
of working hours. 

To my mind it would be paradoxical 
to attempt to maintain output and low- 
cost ratio in a reduced working time— 
previous wage rates remaining un- 
touched—without backing it up with 
such an intensive and continuous cam- 
paign of works planning and method 
improvement. 


Managements Must Use Their 
Own Judgment 


-~ What I would say, therefore, is this: 
If the staff can derive genuine benefits 
in health, leisure and recreation through 
the longer period away from their work 
which reduced hours make possible, 
and provided that management plan- 
ning can introduce equitable methods 
which will, on the other hand, keep 
output on the required up-grade and 
costs down to a properly determined 
ratio, then I think the system is 
thoroughly worth while. 

Putting it another way: I do not 
think that the shorter week is a 
universal panacea needing only arbit- 
rary application to produce a new 
idealistic condition in any manufactur- 
ing firm. I think it is a method of 
management that certainly can bring 
about very definite benefits all round, 
provided the management can econo- 
mically reconcile it with its own par- 
ticular requirements on a strict produc- 
tion-cost ratio. 
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ATTACK at These Three Points Is 
Helping to Stem Those Rising Costs 





“WF you've got the right product and 
[= selling it at the right price— 
with right deliveries, you will win 
your way out of any tight, industrial 
situation.’’ 

Such was Mr. E. Kirk Mason’s 
comment, rather than reply, when 
we asked him how he was holding 
down manufacturing costs in the face 
of rising material and labour costs. 

We raised the matter of cost-control 
with this firm because we had noticed 
that it had made steady increases in 
turnover and profits, while keeping 
prices low, had constantly made ex- 
pansions to its works, and never seemed 
unduly bothered with labour diff- 
culties, despite the tendency for wage 
rates to rise. 

The firm manufactures concrete 
piping and several concrete specialities 
for particular trades. 


These Are The Main Managerial 
Objectives 


It is by getting down to these points: 
right product, right price and unfailing 
deliveries, continued Mr. Mason, by 
making these factors the absolute 
objectives of the management that we 
have really been able to build up our 
business in so short a time. 

Users never were so hypercritical as 
they are to-day over the first two re- 
quirements: product suitability and 
price. Number three: deliveries to 
time, runs a close second; but given 
the other two a manufacturer generally 
has some little bit of margin to play 
with over the matter of delivery. I 
mean if he really cannot stick to the 
absolute letter of his contract he can 
usually come to an arrangement with 
his customer that will be mutually satis- 
factory. But this latitude certainly 
does not exist to-day in regard to price 
and quality. Competition is far too 
keen for that. 

Well, now, getting down to more defi- 
nite answers to your questions about 
keeping down costs. Yes, we’ve kept 
costs down pretty well. I don’t mean 
that we have been niggardly; that’s not 
constructive cost reduction: that’s busi- 
ness suicide. I mean that, whereas we 
have improved our products vastly, ex- 
panded our turnover, increased our 
profits, we have at the same time 
steadily reduced our proportionate costs 
despite, as you say, the rise in price of 
some materials and labour. 


1; Experiment and Research bettered but cheapened 


2 Work Planned in detail before starting 





3. No Guesswork now when Enlarging Staff 


By E. KIRK MASON 
Head of a Firm Manufacturing Concrete Products 





Interchange of research and other technical data with a foreign associated company 
much reduced the cost of original work, saved time and produced a wider range of 
good results 


Taking the big things first. Two, I 
think, have done more than anything 
to enable us to become more efficient 
—more economical—producers. 

We have an important associate com- 
pany on the Continent. Two years ago 
we came to an arrangement with them 
whereby we should exchange all tech- 
nical information. 


Secured More Ideas for Improving 
Quality, Saving Costs 


Research and experiment in this busi- 
ness, as you probably know, is one of 
the most important things of all. We 
have to experiment all the time, not 
only to find new uses for our products 
and new lines to which our materials 
can be applied but to improve our 
stock lines. Continuously we must 
improve, improve, improve. We must 
find greater strength for lighter weight, 
greater durability; also, we must dis- 
cover better and cheaper methods of 
providing these qualities. 

Now, our Continental friends work 
under different conditions from our- 
selves; the work they undertake and 
the problems they come up against are 
all different in detail, but their funda- 
mentals are broadly similar. We find, 
therefore, that a different set of engi- 
neers working under different—but 


comparable—conditions results in a 
wealth of recorded data that has been 
of enormous value to us. And I know 
that technical information secured by 
our own people on this side and sent 
over to the Continental offices has been 
equally vital to them. aan 

Thus, though we both maintain a 
well-equipped experimental and re 
search department—a considerable ex- 
pense of course—we both benefit to 
an extent that neither could begin to 
afford singly. A good deal of the 
matter we have received from abroad 
has enabled us time and time again to 
take a short cut to a cost-reduction step 
that, on our own, we might never have 
discovered at all, for the reason that 
we probably should not have come up 
against the situation that inspired the 
idea. 


What a Planning Department did 


For Us 
But an even more important step 
towards steady cost reduction has been, 


I am convinced, our own special plan- 
ning department. 

Until eighteen months ago we did not 
have a planning department. All our 
research men, our buyers, our produc- 
tion executives, the costing and the 
office worked excellently together, but 
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Reduction in the range of products manufactured enabled amount 
of stocks to be cut down; this released storage space and saved 


£2,000 in building expansion. 





beyond myself and the other directors 
as the active heads of the business, 
there was no single point of routine 
liaison between all departments. 

It is all very well to have all depart- 
ments of a business working amicably 
together; but there are other things to 
be considered as well. Outside factors 
have to be watched. One has to know 
what competitors are doing, how raw 
material markets are moving, how cus- 
tomers’ needs are altering, what is new 
in production machinery, and a dozen 
other things. 


We Needed this Link to 
Co-ordinate Activities 


Our directors and I attend to these 
things, but to link these vital activities 
more closely with our inside work we 
installed our small—but important— 
planning department. 

For this we brought in from outside 
a senior and highly experienced man, 
and to work with him we promoted a 
younger man of our own, a clever 
youngster who had a sound knowledge 
of both the cost-accounting and the 
technical production side of our 

business. 


ancl ine ) 


These Reorganised Offices at 
J. LYONS & CO., LTD. 


Economise in Space and Time 


Above : A refurnishing scheme in two of the 
general offices of J. Lyons & Co., Ltd., at 
Cadby Hall, included typists’ desks of special 
design ; here it will be seen that the desks 
have a pedestal to the right of each typist. 
Each pedestal is fitted with sliding trays for 
correspondence, papers, etc., with a normal 
size drawer beneath for the typist’s hand- 
bag. The desk-tops are provided with 
sorting trays, which are kept from being 
displaced by the special ledge that can be 
seen in the illustration 


Without going exhaustively into the 
duties of this new department, I will 
simply say that, as the liaison depart- 
ment, they had free run of the whole 
business. Their job was to draw us 
all together to a useful focal point. 

What happens now is this: Every 
piece of work that goes ahead, every 
machine used, every piece of packing 
involved, is shown clearly in that day’s 
costs that go to the management. We 
know exactly what every activity of the 
business costs us almost hour by hour. 


In this way every job can be deter- 
mined beforehand to go in the most 
economical direction. If at any point 
costs rise too high we can see it at once 
and take steps immediately. We no 
longer have to wait for past history 
before we know our faults. 


This was an enormously important 
step for us. In ordinary straight pro- 
duction we have calculated that it has 
reduced our overhead by something 
like 20 per cent. 


It has cut down operations and 
materials in many directions. Even in 
our research departments—where they 
always had free rein before—the chief 
engineer has now to show results on a 
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cost basis; that is, to show what he is 
Saving us or producing for us against 
what he costs us. 

In the packing and delivery depart- 
ments the same yard-stick applies, and 
it is surprising what has been accom- 
plished in the cutting out of wastage 
here and there in both time and 
materials. 

Another useful thing that planning 
has done for us is to reduce the number 
of our lines. 

Eighteen months ago we were pro- 
ducing about thirty lines. To-day we 
are making only seventeen. One of 
our chief lines now costs one-half the 
figure its equivalent cost a year and a 
half ago. Moreover, it is fifty per cent 
stronger to-day and twenty per: cent 
lighter. It appeals more greatly to the 
user, not only because it is so much 
cheaper in the first place but because 
it is easier to handle, lasts longer and 
costs less to maintain. 


Clerical and Other Costs Were 
Reduced Too -> 


Naturally, a smaller number of lines 
makes possible a much more economical 
use of the plant. It reduces clerical 
labour and office materials, too. 


In the publicity department this has 
had a big effect. By simplifying our 
catalogues and cutting out a number of 
separate leaflets we have reduced our 
printing costs by about £300 a year. 
We have also reduced photography and 
block-making by at least another £200 
a year. 


(Continued on page 36) 


Below: Here each desk is fitted with a 
drawer and shelves to the right of the 
operator, while in the back of each desk are 
wide, deep shelves for files, books or any 
other documents that may be required at 
the location of each job. This arrangement 
avoids the need for staff to walk the long 
distances in a large office for transporting 
materials to and from their desks. The 
desks were built by Edgleys Ltd., of 151 
Fleet Street, London, E.C.4, to Messrs. 
Lyons’ own specifications 
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How They Are Saving 
MATERIALS—TIME—LABOUR—MONEY 


Short-Cut Ideas and Methods 


Cuts Costs of Pack- 
ing Display Pieces 


N the department of a foodstuffs 

firm where the window display and 

other promotional matter for dealers 
is made, a maximum size is set to which 
the largest component of any display 
piece must conform. 

The reason for this is that money can 
be saved by buying, in bulk, one stan- 
dard size of wood packing case for the 
transport of display pieces. 

The artists know, therefore, that, 
however large may be a set-piece that 
they design, it must be made so that 
it will take-down to a size that will pack 
within the standard cases. 

This plan has saved the firm enor- 
mous sums in packing and carriage 
charges. 

These standard cases, we were told, 
are returnable by the dealer, and each 
case makes at least two journeys each 
way before it is scrapped. 

The scrap comes back to the art 
department for odd jobs in making up 
the display pieces. 


O 


This Test Cuts Cost 
Of Display Matter 


LONDON company manufactur- 
A ing toilet requisites introduced, 


some months ago, a scheme for 
testing display and promotional matter 
at a fraction of the cost they have been 
paying in past years. 

The plan was the outcome of an 
executive’s discovery that in many in- 
stances trial schemes and other sales 
tests of similar nature were absorbing 
far too much of the money set aside 
for sales development. - On investigat- 
ing, he found that the company were 
certainly testing the new products, 
packages and similar points but that 
they had overlooked testing the display 
material. As a result cut-outs, show- 
cards, leaflets, folders, booklets, etc., 
were usually ordered in full and often 
had to be changed afterwards. 

Now, when the firm tests a product 
the display pieces are prepared by 
hand, cheaply, and in just sufficient 
quantity. and variety to enable the real 
effect of the pieces to be determined. 
The value of this idea has been shown 
on almost every occasion. Display 
schemes which the company thought 
were certain winners have frequently 
flopped under test.. Not only has the 
testing revealed the inability of a dis- 
play to draw attention but it helped 
solve other problems: (1) Will the re- 
tailer use the display more than once? 
(2) Will it encourage him to display 
the actual products? (3) How does 


being used by 


the display stand up under practical 
conditions? 


These three specific points had, 
hitherto, been almost completely 
ignored in planning displays. Now, 


for £15 or £20, the company is find- 
ing out facts which have cost them 
as much as {250 for one display 
scheme. 


O 


No Waiting With 
This Type Lift 


HE new type of automatic lift 
that has self-closing gates saves 
much time in business buildings. 
Where passengers themselves use the 
automatic lift it is so often the case that 
when leaving the lift they think they 
have closed the gates when really they 
have not actually snapped the catch 
right home. The result is that no one 
on any other floor can call the lift; it 
fails to move. The subsequent waiting 
or stair-climbing is too well known to 
need emphasis here. 
With the new type self-closing gates 
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Here is a new automatic goods lift. 


Progressive Firms 
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To-day 


a passenger, on leaving the lift, need 
not worry at all about closing the gates. 
After the lapse of a few seconds they 
close and snap home securely auto- 
matically. Thus the lift is always ready 
to be called to any floor. 


O 


Speeding Up 
Repair Work 

N the repair department of a 
[e firm manufacturing business 

machines the work is considerably 
speeded up by having a special squad 
of mechanics who do all the necessary 
dismantling of the machines before they 
are passed on to the repairers. 

The purely repair work can thus be 
organized on an almost “‘continuous 
flow” basis. Use can be made of con- 
veyor belts and run-ways to an extent 
that would not be possible if the re- 
pairers had to contend also with the 
initial work of dismantling, where 
screws, nuts, bolts and so on are often 
rusted and extremely difficult to undo. 


Ctr araa 


When loaded, set the rotary selector “A” to the 


: ai : ; up” 
required destination and the load is carried there and discharged automatically. 
Show a loaded tray and “C” a tray after having automatically discharged its contents. 


The lift shown here serves the five floors of a hosiery factory. Incidentally, the lift shaft 
is built so that it runs vertically outside the building, thus saving valuable floor space 
The lift is manufactured by Sovex Ltd., St. John’s Road, Erith 


within. 
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This Plan Is Beating 
The High-Pressure Competitor 


cern with a reputation for work 
of the highest grade became faced 
with the following situation : 

While the number of its customers 
(business executives and professional 
men of London) aged 35 years and up- 
wards was steadily increasing year by 
year, the proportion of younger men 
among these was disappointingly small. 

The reason for this was that the 
young men were being won over by 
the clever advertising and selling 
methods of modern tailoring firms offer- 
ing suits at a lower price. On the other 
hand, the older men, with their more 
mature and, from a tailoring point of 
view, “‘disproportionate”’ figures, real- 
ized that it was impossible to appear 
well dressed without retaining the ser- 
vice of the craftsman tailor. 

Now, in a plan to counter this situa- 
tion and to win back the type of young 
man customer who instinctively wants 
good clothes while at the same time en- 
joying a price advantage, Dewsbury & 
Son considered the following points: 

The figure of the average man under 
35 is invariably proportionate. To- 
day’s trend of fashion is that his clothes 
shall be what is known as ‘“‘draped’’, 
a style wherein the coat hangs straight 
from the shoulders. 


How and Why We Could Reduce 
Production Costs 


To make a suit of such a style is infi- 
nitely easier, and therefore less costly, 
than it is to make one for the more 
mature man. 

For the older man, with his dispro- 
portionate figure, it is necessary for the 
tailor to shrink the material in one 
place, stretch it in another, ‘‘work-up’’ 
front edges to conceal a tendency to 


: N eighty-years-old tailoring con- 
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By intelligently dividing up its Production and 
Selling departments this 80-years-old high-grade 
Tailoring Firm can lower prices into the ‘‘ popular 
market’’ and still give ‘‘exclusive market’’ quality 


From an interview with 


ROY BURFORD DEWSBURY 
of Dewsbury & Son, London, E.C.1. 


corpulence, draw tight the back of 
arm-holes to counteract rounded shoul- 
ders, and soon. For such a man a good 
suit has literally to be ‘‘built’’ through- 
out by very highly skilled craftsmen. 
Obviously, therefore, considerably more 
is involved in production costs. 

Why, then, said this firm, should we 
not offer suits—for proportionate figures 
only—at such reduced price as the 
lower production costs will allow? By 
this means we shall be offering to those 
younger men our traditionally high- 
grade material and workmanship at a 
considerable saving to them in outlay. 

As a plan to recapture a lost market 
and at the same time to create a fresh 
field of customers, nine months were 
devoted to patient experiment and an 
entirely new system of production per- 
fected. But it was decided to keep this 
as a section quite distinct from the rest 
of the business, so ‘‘Dewsbury Junior” 
was created. 

Dewsbury Junior therefore concerns 
itself solely with the production of 
clothes for the more or less propor- 
tionate figure, and the working arrange- 


THE LOGIC OF 
SPECIALISED TAILMAING 
for . 
THE YOUNCEN MAN 





This booklet in which 
the whole scheme was 
set out was mailed to 
a carefully picked 
list of new prospects. 
Its clear ‘‘ reason 
why” story brought 
a good response 


ments (lay-out, if you like) have been 
planned on a proper production basis 
for this kind of work only. Every 
Dewsbury Junior suit, dinner-suit or 
overcoat has to conform to a specifica- 
tion—that it can be worn, with confi- 
dence, in any society of well dressed 
men. Externally, no one can tell that 
its cost is not half as much again as the 
price paid, while internally only a tailor 
can detect economies in production. 


Machine Processes Only Where 
They Save Costs 


Certain processes in tailoring have, of 
course, advanced, just as they have in 
every industry. Machinery has in some 
cases improved upon hand work. So 
in the production of Dewsbury Junior 
clothes these new methods have been 
introduced—but only where they will 
reduce the production costs without 
detriment to appearance. The tradi- 
tional high-grade London shrunk mate- 
rials, the first quality trimmings, 
foundations and the same hand-made 
craftsman finish have been retained, so 
that Dewsbury Junior clothes are in 
no sense mechanically produced. No 
“factory” exists. The work is still 
done in work-rooms by highly skilled 
labour. It is simply that the flow of 
work has been replanned. 

Coats and vests have been designed 
to fit a wide range of figures and are 
available in all standard sizes. Cus- 
tomers can therefore either be supplied 
from stock or, of course, have their 
clothes specially cut and fitted in the 
usual way. Trousers, however, are 
always made to measure, since it is 
recognized that men’s figures for these 
garments vary more widely, and indi- 
viduality is lost if personal taste is 
ignored. 

To the customer, however, this 
means no delay, since trousers can be 
completed overnight and alterations 
made to the coat or vest in the same 
short period. 

Still another interesting point about 
this section that is catering for a new 
market is that no accounting or clerical 

(Continued on page 18) 








the damage done in May. The 


| Y now June has rectified most of 
; p second spring gold price scare has 


passed; M. Blum has saved the franc 


$= for the nth time; the old N.D.C. is dead 
` and the new is tolerable; finally, the 


bus and coal strikes are settled in a 
way to avoid future trouble. 

_ Better still, the long-feared Corona- 

tion slump has proved to bea myth. A 

year ago it was a very present fear. 


Certainly the usual May expansion in 


employment did not occur, but this 
was due to the exceptional number of 
temporary workers employed in April 
on Coronation work. In fact, there 
were 496,000 more people at work at 
the end of May than there were in the 
previous May. We do not regard the 
stability of employment in late May as 
© a bear, but as a bull feature. It means 
_ that industry is holding its ground and 
that after the summer recession unem- 
ployment will fall still farther. 
Figures Give K.O. 


To The Wise Men 


(\VERSEAS trade figures point in 
the same direction. With exports 
up {6,000,000 on a year ago, with 
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raw material imports alone up by 
£5,660,000, with non-ferrous metals 
more than double, there is every 
indication of a further expansion in the 
textile and engineering trades ahead. 
Incidentally, cotton yarn exports were 
up by about 20 per cent, iron and steel 
exports by 25 per cent, and vehicles 
(ships, locos, and aircraft) by 25 per 
cent. How can some of our friends, 
including the Economist, say that ‘‘in- 
dustrial expansion has been checked’? 

What has been checked is merely 
temporary work on Coronation stands, 
decorations, and catering. One key to 
the situation will be the new retail 
figures (not yet published). The rise in 
retail sales in May was extremely small 
(1.5 per cent), but it followed on an 
increase of no less than 15.2 per cent in 
April. From our reports of the retail 
trade, it seems clear that June was a 
good month both in London and the 
Provinces, 

One big reason why our own revival 
remains sound is the gradual improve- 
ment which is extending from the raw 
material producing countries of the 
Empire and the East, even to most 
parts of Europe. 
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ANALYSIS OF COMMODITY PRICES 
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Clearing Stuices Now 
For a New Trade Flow 


PFNDEED, there are now 
£1937 may be marked as- 
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: It is dificult to 1 e the 
importance of this trend, 
proved foreign trade largely depends 
our ability to maintain progress after 


xo the armament boom is over. 


This new trend towards freer trade is 


Tom Gold Stands 


for on im- A S we indicated last month, there 






ore important possible logua 
st a sudden slump. — 


te rings Divorce 


are others. Since we wrote, two 
further important safeguards have been 
added to the list of brakes on both 
boom and slump. One is Mr. Chamber- 
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the similar month in last 
year, except unemployment 
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EMPLOYMENT ~ DOWN 


LOMPARED WITH LAST MONTH 


TEN MILLION TWENTY: Maton E 


Too much depends on our partners in 
the tripartite agreement, France and 
U.S.A., as neither of these can very 
easily give assurances as to their course 
of action in the protection of the franc. 
and dollar at any time during the next 
couple of years. 


Is New Boom Passing 
Up Old Precedents? 


SECOND safeguard has been dis- 

covered by Mr. Colin Clark, the 
expert on national income. He shows 
that the present boom is different from 
those which preceded it in one im- 
portant essential: each of the previous 
booms from 1907 onwards was based 
on the activity of the shipbuilding, 
engineering and export trades. Activity 
and high wages in these trades put 
money in the consumer’s pocket and 
raised both wages and prices. They 
were the basis of the national economy, 
and in them the community’s savings 
were invested. 

But the proportion of the national 
income saved in recent years has fallen 
gradually from 12.2 per cent in 1907 to 
6.2 per cent in 1936. In other words, 
the building, engineering and export 
trades are steadily falling in importance 
in the national economy. Mr. Clark 
estimates that 93.8 per cent of the 
whole national income now consists of 
consumer goods and services. If he is 
right, another new brake has been 
added to price control, scarcity of 
materials and the Treasury’s money 
policy, coupled with its obvious deter- 
mination to keep the Stock Exchange 
curbed. The new N.D.C. is temporarily 
less effective fhan the old, but will 
probably be more effective in the long 
run in keeping stock prices down. 


Government May Take ug 
Tips From The Dons 


© amount of praying will Piven 
the inevitable trade recession. The 
best we can hope is that it will be 
belated and mild. , 
ning of public works to be put into. . 


operation immediately the armament ~ ie 
boom slackens off would be a most 


important check on the decay of busi- 


ness activity, and there are signs that 
urgent petitions to both Cambridge and 
Oxford economists may bear fruit in 
reason to modify our view that. no” Be 


this direction. However, we see. 


serious recession should occur, or. need 


be anticipated, barring political crisis, — vs 
before the end of 1938 or the spring Ob o 


1939. 
Meantime, the shortage of raw mate- 


rials is again affecting prices. 


more acute in Sheffield and Birming- 


ham. Even coal has come on to the > 


“short supplies” list for a few weeks, 
and there are also certain important 


7 ‘wages disputes to be settled in the near 
i future. 





Government plan- a : : 








The 
scarcity of skilled labour becomes even 





The rallWwayinter; ‘through: ‘their com- 
bined Union, have made claims which 
are estimated to cost £15,000,000 
annually. These have been rejected by 
the Companies, and will now come 
before the Railway Staff National 
Council (representing both sides). Mean- 
time, the railways have applied for 
authority to increase fares and charges 
by roughly 5 per cent, which would 
increase their receipts by * about 
48,000,000 per annum. 

something will probably be done in 
the case of the railwaymen, as one of 
their demands is the restoration of the 
25 per cent cut. There is every indica- 
tion that the matter will be settled 
amicably; nor do we expect a serious 
strike in case of the similar programme 
put forward by the engineers. 


U.S. Industry Strikes 
Oil—and Labour Snags 
ROUBLES in the direction of 
rising costs and labour difficulties 
are mild compared with those of 
America. Newspaper headlines about 
the U.S. steel strike and violence need 
not blind us to the fact that a tremen- 
dous tide of prosperity lies beneath the 
froth of politics and disputes. In other 
words, her political and social troubles 
will not prevent America playing her 
part in the restoration of world trade. 
Although American business men over 
here may complain, with justice, of 
being harassed by government legisla- 
tion, the fact remains that the American 
Index production is 21 per cent above 
the 1923-25 average and 17 points ahead 
of last year. Factory pay-rolls are 25 
per cent higher, residential building 
shows signs of life, and unemployment 
is fast disappearing from the industrial 
centres. 

Given these signs of slow European 
and very rapid American recovery, 
coupled with the relatively sound 
position at home, there need be little 
concern for the future of the revival 
during the next six months. 


Chance of Fighting 
Troublesome Costs 
HIS is a very encouraging outlook 
for business, for, without some 
amount of stability in conditions, man- 
agement is seriously handicapped in 
its fight against rising costs of raw 
materials and labour. 

Many of the measures now being 
thought over in the board-room are 
dependent for success on recovery last- 
ing for the next year or so. Plans to 
spend more money, for instance, on 
advertising and sales promotion are 
liable to disorganization if conditions 
become feverish. Sudden changes to- 
wards boom or slump both affect such 
schemes. 

Some firms are trying to schedule 
production by means of heavy forward 
buying of raw materials. If prices were 
to slump three months or so from now, 
those firms would face serious losses. 

But, fortunately, there is every indi- 
cation of sound progress in the coming 
months. Business men can, therefore, 
plan with confidence for the near 
future. 


ae 


This new soldering machine has doubled output. 
an hour, it seals 288 cans an hour at a cost of 1s. per roo cans. 


This New Machine Cuts Costs o f Can-Seali 


[Photo by courtesy 
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anifactaring conta. 
‘he parent concern, ee & 
me . has such a complete clerical 
s organization to deal with export, con- 
tract and other sides of its work that 
‘its large staff can carry with ease the 
clerical work for Dewsbury Junior. 
-Now to the method of introducing 
2 this plan to the public. 
“Tt was: decided not to offer this 
-scheme at the outset to any existing 
ustomers of the parent concern or to 
low up any customer who had trans- 
tred his allegiance elsewhere. It was 
thought better to try out first an 
ntirely new field. 

 Acconinely, a special 











explanatory 


E hear the assertion from 
politicians, economists and 
academists that all business 


| today is big business: that there is 
but little or no room for the beginner 
con a really small scale. 
fay But we know, from our contacts with 
businesses in all parts of the country, 
that: this is not true. We know that 
every year scores of little businesses are 
started. And the secret of success 
among the little fellows who really get 
going on a firm basis is that they find 
some small speciality or an unoccupied 
crevice between the big industries 
vhere a new idea or a new service 
can be profitably developed. 
-. Something like this gives them their 
jumping-off place; and once they have 
< jamped—-and made a profit out of their 
` first months or year of adventure—then 
- the rest is generally a matter of plain 
common sense. Here is an example of 
what I mean: 


- The Old Type Product Was 
| Always In Trouble 


- In 1929 Mr. N. A. Davies was a sales- 
gman. His work concerned equipment 
that was mounted on castors. These 
castors, he found, were always giving 
trouble one way or another. “Why 
don't you fit better castors?” his cus- 
- tomers kept demanding. “Yes, why 
C not?” mused Davies. He put the idea 
ap to. his firm. 
castors,’ ’ came the reply. 








nself. -Sure enough, 


“They are the best _ 


pr This set: young Davies thinking. He | 
ked round the equipment market. 
‘couldn t find oe 







rounger type business execu 


the public school man entering business. = 

Not more than 2,000 booklets were- 
distributed. But the degree of response, . 
particularly among business executives, 


from this initial shot and two follow-up 
letters has clearly indicated that the 
plan is a sound one. 

This response was due to the very 
clear reason-why story of lowered pro- 


duction costs set. out in the booklet. 
- neglect the younger man, 


No extravagant claims were made. 


Superlatives and high-pressure selling 


expressions were strictly avoided: The 
story was a straightforward description 


of how a good suit can be produced and — 
It was simply — 
another case of well balanced people | 


seld at a popular price. 


EW DESIGN plus A BRAND 
s Lifting this Product 
Out o f Obscurity 





He saw that there was no firm in his 
country specializing in the design and 
manufacture of castors. Castor-making 
was a fill-in side-line of the general engi- 
neers, who mostly made them out of 
odds and ends of scrap metal. Also 
there were a lot of similarly low-grade 
lines coming in from abroad, especially 
from the U.S.A., at over-cheap prices. 

Davies saw an opportunity here. 
“Why not,” he argued, ‘‘a properly 
designed and branded British- made 
castor that really works?” He saw 
as his possible market all the makers 
of factory trucks, trolleys, hospital 
trolleys, medical equipment and all 
such things of a mobile character. 
Users of all these things sooner or 
later found trouble in the existing 
types of castors. 

By March, 1929, Davies had pro- 
duced a design that, in one point 
alone, swept away the basic weakness 
in every type of castor so far being 
manufactured. His new design, what- 
ever its detailed type, was incompar- 
ably stronger and more positive in 
action than anything of the kind hither- 
to made. 

Having now produced a highly effi- 
cient product, Davies made four im- 
portant decisions. He would start on 
his own, and: | 


1. Specialize in castor design and 
manufacture, 
tendency to drift into general engi- 
neering to 
work. 


2. Study the real needs of. castor 
ers, making types that. would » : 
m the best results, educating: 
to se. these yes and in c 


been secured. | 
to proceed _ with developing this” 
market. | 


avoiding entirely the. _well—not very big. 
-flocding the markets with casto 
very low prices. 
of the manuf | turers. who used castors 










“help out” his macaipe 






A good: maciens of new v customers 
Tt will now be the pl 


























































Thus, by intelligently mere te | 
its production and marketing depart- 
ments, this firm of essentially high- 
grade tailors is overcoming “modern — 
high-pressure competition. No busi- 
ness, least of all tailors, can afford to 
and every — 
Dewsbury Junior customer of to-day 
automatically becomes a potential 
customer for the parent firm in due 
time. 

Thus this plan has a double action 
as a sound business builder. EA 





_ Starting as a one-man enterprise 
this small company has estab- 


lished what may well be the 
beginning of a big manufacturing 
business 


Based on an Interview with 
N. A. DAVIES 
of The Revio Castor Co., Ltd. i 


O 


them from asking for whimsical de- 
signs and cut prices that would defeat 
the object of a properly. constructed 
article. | 


3. Brand the product sò as io e eee 
it out of obscurity and to getit recog- = 
nized as the best of its kind. 


4. Concentrate on the heavier in-. 
dustrial type of castor users, to the =e 
practical exclusion of the furniture i 
manufacturers whose production coi 
costs were so pared down and... 
whose material was so often un- | 
suitable that the addition of high- 
quality ball-bearing castors was made » 
impracticable. 

To this end he formed a small com- rm 
pany and bestowed on the. pr oduçt. the. oh 
brand name ‘‘Revvo”’ ease 








Market Was Flooded With 
Foreign Competition — 
In April, 1929, Davies’ s turnover was ee 
Foreign ciel es 
petition, especially from America, w; a 
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fic Folding by the Saal achine 





ANY MAILING JOB 


This machine is designed to handle 
swiftly and efficiently the folding of 
your mail—circulars, leaflets or what- 
ever literature you are sending out. 
Whether the machine is in use two 
hours a day, or six hours a day: 
once a week or every day, it wil! pay 
for itself because it will handle any 
mailing job equally smoothly, and 
eliminate disruption occasioned by 


the necessity of calling upon staff 


from other departments or from 
outside on heavy mailing days. And 


it will last a lifetime. 





MANY of the foremost commercial concerns have proven the value 
of this folding machine as an aid to solving their mailing problems 
Here are some details of this new Cundall product : 


@ Self-registering feeding table. @ 80 different styles of folding 
@ Easy setting to graduated scales. @ Automatic packing for all folded wort 
MADE ONLY BY @ Output, 6000 per hour. 


awk. Phone 9 Call + London Aa Aea o Rooms: 
HITCHIN ROAD or ‘Write. 25 SHOE LANE, €.C.4 


Phone: Luton 269 — Grams: Cundall, Luton. Phone: Central 8166 

























. can often be increased by 
invested with a ‘“‘personal’’ 
This ai onal oe to 
















ors to pave the- way doe neces- 
ice increases. Here is an 
: A hosiery manufacturer has 


f a dozen pairs of his stockings 
è their initials put on each pair 
harge. Each retailer is ppan 


je stockings. T are com- 


for the work of fixing on the 


rer has recorded a 12.3 per cent 
: fer of o 






























= ing ai EKE a slight cy ean in price. 
oe has oai a slogan: Why buy a 





HE speciality salesman, if he is 
to be successful to-day, must be 
s fully trained, not only in the 
‘details of the appliances he is selling, 
but also in the full background of con- 
ditions. and circumstances associated 
with their use. 

-J “Our company,” says Mr. Daubney 
in an interview, ‘‘has always sought 
salesmen of the highest calibre obtain- 
.. It has, too, always given these 
“mer the most complete training in the 


they are handling. EA 
a have come. to: salize, howe 


Says 


use and potentialities of the | machines 








More Outlets 


for Wallpaper 


TEW uses for wallpaper are being 
| urged: for covering screens, 
0S table-tops, door panels, furni- 
ture, etc. While offering infinite ranges 
of attractive decoration, wallpaper costs 
comparatively so littl that frequent 
changes can be made. 





O 


Every Salesman a 
Colour Scheme Expert 


N GIGANTIC book which makes a 


colour expert out of every sales- 

man has been issued to retailers 
by a Canadian cork manufacturer, The 
book, equipped with an easel for easy 
handling, shows 32 carefully developed 
colour schemes for floors, walls, wood- 
work, drapery and accessory colours. 
Interest is concentrated on six main 
patterns, three of which are embossed 
and three of which are straight line 
linoleum. 

Supplementing the design book is a 
window and departmental cut-out dis- 
play which emphasizes the unusual 
decorative service the store is able to 
offer its customers. 

This full-colour display, 63 inches 
tall, shows the book in use, with the 


By thi is Wider Training Scheme 
I Our Salesmen to SELL 


T. C. DAUBNEY 


Newly Appotnted Asst. General Sales Mgr. 
Addressograph-Mutltigraph Ltd. 


suficient to equip the salesmen to 
secure a full volume of business through 
that great essential: ‘constructive help 
to the customer’. 

“Even the most complete knowledge 
of our machines is not enough to enable 
a salesman to go into a firm and to 
show the management exactly where, 
why and how our equipment would 
improve his routine and cut down his 
office costs. A knowledge of machines 
certainly allows a salesman to present 
its advantages in a general way, but not 
to perceive and demonstrate the precise 
link-up of our equipment at some 
specific point in the prospect’s own 
business. 
| o equip our salesmen with this 
ional selling power, the power to 







After-Sale Service 
Brings Results 





“NA. TOVEL direct mail effort that. 
IN prone produce some interesting — 


results is being made by. the. 

Esse Cooker Co. They are sending out 
specially designed menu pads and 
pencils to about 20,000 housewives Ze 
using Esse cookers Ba 
These are quite luxurious items, conto 
taining about zoo sheets, with space for 


one menu for each day during a period - 
At the top of each page > 
is an Esse reminder concerning various’. oe 


of six months. 







ways of using the cooker. 
Coloured covers have been made with 


glassined surfaces, rendering them. proof cc p: 


against steam and the effect of a cook's 
greasy hands, etc. 

Some idea of the expense of the 
scheme may be obtained from the fact 
that four different firms shared in the 
production. i 

Postage is 6d. per pad. 

Esse are selling a product with a long 
period of usage, and it might be argued: 
that, once having achieved a sale, their 
interest in the customer is ended. 

On the contrary, they believe that 
this extra service will be appreciated 
and that it might lead, in one way and 
another, to increased sales. | 


We are Helping 


MORE 


in his own individual business routine, 
we have prepared a new course of 
training, 7 

“Instead of giving two weeks’ train- 
ing as formerly, with tuition concen- 
trated on details of the equipment to 
be sold, we have devised a siy weeks’ 
course. This course comprises not only 
intensive tuition on the equipment and 
its uses, but also an authoritatively 
planned study of basic office manage- 
ment and routine. 

“With this wider foundation our 
salesmen will not only be able more 
quickly to perceive where equipment 
can be sold, but they will be able to 
talk more constructively and con- 
vincingly to their prospects. Further- 
more, “they will be able to add enor- 
mously to their own and our company’s 
goodwill by offering to their prospects 
and customers a far more helpful service 
than hitherto. It will be yet another 
demonstration of the fact that, in the 
speciality field, more and better busi- 
ness can be done by intelligently selling 


an „individually fitted service rather 
Tapeet to aporo vital A points 





A machme 


LINO TOP—CHROMIUM BOUND EDGES 


STYLE ED.33. Top, 60in. x 34in. Height, 30} in. Constructed 
of highest quality materials with best finish and workmanship. An 
ideal desk for the Director, Manager, or Secretary. The chromium 
plated fittings add to its attractive appearance. Fitted with 3 Box 
Drawers in each pedestal, centre Drawer, and pull-out Shelves. 


Price £13 9 6 


Extra for Automatic Locking controlling all drawers, £2 4 0. 


Smaller Desks are also supplied, 





MILNERS’ Steel Card Ledger Equipment embodies e 
features which ensure quick and easy handling of accounts fi 

The interior of Ledger Tray is fitted with MILNERS’ Ci laving a 
tilting plate attached, another tilting plate being fitted to t ack end. 
Maximum filing space with compressors full distance apart 

The Tray can be designed to Carry up to 1,500 cards, and d with a 
chromium plated label holder at front and heavy recessed folding handles at 
each end. Trays are supplied without Locks. but they can be fitted if required 


The Trolley is fitted with revolving castors to ensure eas ent 
For Cards up to 6in., 8in., 10in. and 13 in. wide : 
a 
Prices from £3 Ji 1 6 to ¥ 3 1S () 


Trolley Bases for above Trays: £3 10 3 
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The illustration shows a battery of 11,9 and 7 Drawer Filing Units. 
The following Cabinets are 52in. high and 24}in. deep, and are 
provided with automatic locking controlling all drawers. if required. 
11-Drawer Unit: For 5in. x 3in. Cards. 
Capacity 40,000 cards (approx). Price, without Lock, £17 17 6 
9-Drawer Unit: For 6in. x 4 in. Cards. 
Capacity 36,000 cards (approx.). Price, without Lock, £17 6 6 
7-Drawer Unit: For 8in. x 5 in. Cards. 
Capacity 27,000 cards (approx.). Price, without Lock, £17 1 0 

If fitted with Locks, £1 7 6 extra. 
Prices include end panels. 
Deduction for end panels where not required : 

8/6 per panel (17/- per pair). 


MILNERS’ SAFE CO. | 
Head Office: 12-13 NEWGATE STREET, LONTEN, EORI 


Works: Phoenix Safe Works, Liverpool. | 
Depots: London, Liverpool, Glasgow, Manchester, Leeds, Bristol, and Dublin, 1.F.S. 
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Safe-makers build for lasting 
strength and rigidity. That is 
why MILNERS’ Steel Office 
Equipment combines these 
features with the high standard 
of efficiency and economy which 
modern business demands. The 
best British steel, the finest 
design and craftsmanship—in 
these factors lie the secret of 
the’all-round superiority of 
MILNERS’Steel Equipment. 
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CARD INDEX AND FILING CABINETS AT THE OFFICES OF 
THE PROVINCIAL INSURANCE CO., LTD., Cannon Street, London. 


These Tables embody several distinctive features and are fitted with pull-out extension 
flaps at front and side, also a pedestal fitment. They are made in two sizes. 


Size: 36in. x 24in. Height: 27 in. 





STYLE B.36 STYLE B.36L 
Plami top «ss £3 6 0 Lino top aa g4 8 0 
Extra for Pedestal, Extra for pull-out flap, plain top, 13/9 each. 
£1 7 6 Extra for pull-out flap, lino top, 18/3 each. 
Size: 42in. X 27 in. Height: 27 in. 
STYLE B.42 STYLE B.42L 
Plain top ..... g4 16 3 Lino top ahs £6 1 0 
Extra for Pedestal, Extra for pull-out flap, plain top, 15/3 each. 
Ei 7 9 Extra for pull-out flap, lino top, 20/- each. 


O 


NOW is the time to buy and save money! 


Owing to the rising prices of steel and increasing costs of production, 
orders should be placed immediately to take advantage of these prices. 





Constructed in standard units consisting of 6 or 8 drawers and supplied in three 
sizes for Imperial, Double Elephant and Antiquarian papers. 

Drawers are mounted on roller bearing channel slides, and fitted with hoods at 
back and double-hinged compressor flaps at front to prevent papers curling. 
Stop catches are fitted to prevent drawers being pulled out too far. Automatic 
locking to control all drawers is supplied at a small extra cost. 


Prices from g 2 1 to £ 3 1 


—according to size and number of drawers. 
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EVERY PHASE of Accounting Activity 


EVERY TYPE of Posting Equipment 


is covered by the COPE-CHAT Service 


Pioneers in the evolution of methods and equipment, Cope-Chat were the 
original patentees of the first effective Loose-Leaf Binder. 














During nearly half a century they have created a wonderful range of high grade 
Loose-Leaf Binders for all purposes in Thong, Post and Spring types. Many 
original Ledgers in active use to-day testify to quality, design and.workmanship. 


All sizes of Ledgers are available in a full range of Bindings. 





Management Control has for many years been a constant study with the 
result that to-day the Cope-Chat range of Visible Record equipment 
covers every requirement of the Executive who wishes to exercise com- 
plete control, with an absolute minimum of valuable time, while clerical 
labour is reduced to a minimum. 


Card sizes vary from 23 in. wide x | in. deep to 16} in. wide x 12 in. deep. 
Single or double cards with over-riding sheets can be used in a series of 
Book Units and Cabinets with a capacity of from 50 to 4,200 records. 





Cope-Chat right from the inception of 
Mechanisation have been leaders in the 

Machine Accounting equipment field. 

Believing that no single type of equipment will meet all needs the 
Cope-Chat range includes several types of Machine Posting Binder ; 
a variety of trays—including the well-known Maybee Adjustable 
High Speed Posting tray ; and the Speedrail Posting Unit which 
gives ideal posting and fire protection for thousands of accounts 
actually at the machine. 

Years of co-operation with the Machine Companies—plus the 
comprehensive range of equipment—place Cope-Chat in the best 
possible position to carry out machine equipment installations. 





IF YOU HAVE A PROBLEM, OR ARE CONSIDERING ANY DEVELOP. 
MENT, LET COPE-CHAT HELP YOU. FULL SERVICE BY SPECIALISTS 
IS AVAILABLE THROUGHOUT THE COUNTRY AND DETAILS WILL 
GLADLY BE SENT BY RETURN POST WITHOUT OBLIGATION, ON REQUEST. 


THE COPELAND-CHATTERSON CO. LTD. 


EXCHANGE HOUSE, OLD CHANGE, LONDON, E.C.4 
Telephone: City 2284 (3 lines) 


Branches throughout the Provinces 
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Would It 


Pay You Better 
to HIRE Your Transport? 


[ier fact that many concerns find 
it profitable to acquire big fleets 
of vans and lorries for hire to 
business firms occurs to me as a very 
good answer to the above question. 
You will say, of course, that my per- 
sonal views are biased. To a certain 
extent this is true; but, at the same 
time, I think there are certain aspects 
of the transport problem that merit the 
careful study of business executives 
when weighing up the relative value of 
fleet ownership and hired transport. 


Firms Don’t Like Responsibility 
for These Regulations 


We, of Kent Carriers, Ltd., are 
forced to the conclusion that the 
numerous regulations affecting motor 
vehicle ownership and operation are 
far from welcome in commercial and 
industrial circles. Whereas, formerly, 
the control of road vehicles, singly or 
in fleets, was quite a simple matter, 
the position has now changed to the 
extent of demanding a very wide know- 
ledge of road transport law, the com-. 
pilation of returns and compliance with 
strict limitations in several directions. 
Rather than set up a special clerical and 
semi-legal department to deal with all 
these fresh complications many firms 
prefer to consign the onus upon con- 
tractors whose function it is to ‘‘sell 
transport’’ on a clearly defined all-in 
basis. Not that we like red tape more 
than anyone else; but, as specialists, we 
have become accustomed to overdoses 
of medicine suffered at great inconveni- 
ence by other people. I will not enlarge 
upon this side of my argument, though 
it could be extended at great length in 
support of my views. 

Whether a business concern owns one 
vehicle or several score, the cost of 
transport per ton—or per parcel—must 
depend upon keeping the vehicles at 
work; that is to say, in delivering wares 
or products with the lowest possible 
percentage of dead mileage. 


Many Firms Cannot Afford 
Vehicle Ownership 
By far the greatest volume of busi- 
ness in this country is done by small 
concerns whose traffic needs fluctuate 


greatly. 


Of the 134,035 factories in Great 


Britain, we learn from a recent report 
of the Chief Inspector of Factories, 77.4 
per cent employ not exceeding 25 per- 
sons. Virtually the same condition 
exists in other types of business under- 
takings, thus indicating the existence of 
many firms for whom the economical 
ownership of motor vehicles is out of 
the question because their loads are in- 
sufficient to justify the capital expendi- 
ture and running costs. . 


W. H. 
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TAYLOR 


Director and Joint General Manager, Kent Carriers Ltd., 


explains points at which, he claims, the contrac- 
tor can give definite advantages over vehicle 
ownership in the way of service and cost-saving 





Peculiarities of seasonal trades also 
present serious difficulties in connection 
with transport operations by merchants 
and manufacturers. For such, the idle- 
vehicle problem is a very serious matter. 
A solution is sometimes found by filling 
in the spare time with mechanical over- 
haul to the vehicles. The latter may or 
may not be essential, according to the 
age of the machine and conditions of 
working but serve in any case to keep 
the permanent transport staff occupied 
during slack periods. 

Here, however, the business house 


VEHICLE STRENGTH INCREASED 
1935.. ./b% 
1936....40% 


PERCENTAGE MILEAGE |: 
INCREASES pered. 





This chart indicates the rapid increase in 
mileage covered by this haulage company, 
particularly during the last three years 


finds itself involved in engineering work 
foreign to its normal activities which 
can seldom be performed at maximum 
efficiency and economy. 

Then, again, suppose we take any 
given district in which goods are 
delivered by road and compare the total 
tonnage per day with the aggregate 
carrying capacity of all transport 
vehicles registered in the district. 
The result will indicate the extent 
by which the latter exceeds the former 
and prove beyond dispute that some- 
‘body or other is wasting money in 
transport inefficiency. 


Meeting The Problem of Varying 
Load Volumes 


In this connection, also, we should 
not overlook those unavoidable condi- 
tions which call for an irregular volume 
of traffic from a given centre to outlying 
points, whereby some routes carry con- 
siderable tonnage, whilst others must 
be used for deliveries to remote places 
with vans loaded much below their 
economic carrying capacity. 

In reviewing the pros and cons of 
hired transport, the individual needs of 
ancillary transport operators must re- 
ceive adequate and individual consider- 
ation, for, obviously, there are many 
conditions to satisfy which the exist- 
ence of a highly organized road de- 
livery system is just as important as the 
productive or selling activities of the 
firm concerned. 

At the same time, most of the firms 
owning fleets which operate normally 
with no outside assistance, rely in great 
measure upon transport contractors at 
peak traffic periods or for the whole of 
their goods-inward traffic, as distinct 


(Continued on page 39) 
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The machine 
shown here has a 
full typewriter and 
adding-subtracting 
machine keyboards, 
a fully visible 
printing line and 
an exceptional 
number of auto- 
matic actions. 


job after another— 


G 
fi 
= 
- 
tas aa 
e a 
d 
7 
2 
a 





and each one different! 


T rars the kind of service you get from the National 
Bookkeeping Machine. 


Just a few seconds to switch over—and the National 
changes from Sales Ledger to Wages Sheet—then on 
to Invoicing, Purchases Ledger or any of a great variety 


of jobs. 


It is this unique versatility—this constant usefulness— 
that makes the National as profitable an investment in 
the small office as it is in the large. 


Whatever the class and size of your business you will 
be well advised before investing in accounting equipment 
to investigate exactly what advantages the National 
offers. 


Full details or demonstration await your request. 


AAMO RAVI 


ACCOUNTING MACHINES 





Accounting Machine Division, 


THE NATIONAL CASH REGISTER COMPANY Ltd., 
206-216 Marylebone Road, LONDON, N.W.1 












“PUBLICATION in this paper some 
"time ago of the special “Fleet” 
CA policy type of insurance for com- 
"mercial vehicle owners created enor- 
mong interest. 

~The cost-saving in premiums and 
“other advantages, made possible by this 
grouping together under one policy of 
all the purely trade vehicles of a firm 
-made a direct appeal to the executives 
of large and small businesses alike 
ak throughout the country. 

... Among the great number of inquiries 
about this economical form of insurance 
that have since come through this 
office, however, there have also been 
countless questions from business 
executives asking if this form of cost- 
‘saving cover was available for the 
“private cars of themselves and the 
omembers of their staffs. 

In reply to these inquiries I have 




































































oe always, ‘up till this moment, had to- 


Be return the answer: ‘‘No.”’ 
Cocco: But that situation is altered. I can 
g: abe put forward a proposal that offers 
to the business man car-owner and his 
colleagues the reduced-premium bene- 
fits of a “group” policy plus other 
cover advantages that are often omitted 
from ordinary types of motor policies. 
oe Here, then, is the scheme in detail: 
-Object of The Plan 
=. To provide a system of insurance 
eee whereby the members of a firm (2.¢., 
principals, managers and senior staff) 
< may, by grouping their private motor- 
cars together, obtain a substantial re- 
duction in premium, and at the same 
time have a policy giving first-class 
ecurity and embodying benefits not 
isually obtainable under many other 
solicies. 
‘Basis of Working 
= The scheme is based upon a proviso 
-that at least seven owners of motor-cars 
-shall come into the scheme. It is, fur- 
hermore, a condition that the claims 
xperience of each owner shall have 
been reasonably satisfactory during the 
last three years of his ordinary car 
“insurance. 
Each Member will receive his 
wn. individual policy, which will 
lot be affected in any way by the 
ms. experienced of others in 





and/or subsidiary companies. 


For Your PRIVATE Cars 





This is an entirely New Scheme of Private Car 
Insurance for business men. 


Executives and Staff of firms can now Group their 
cars under ONE Contract, though each individual 


Policy remains separate. 


They can... 


SAVE UP TO 33} PER CENT. IN PREMIUMS 


can be brought into this scheme the 
greater the individual saving will be. 
The above savings do not, by any 
means, represent the limit. 

Policies can be issued to cover cars 


used for private and/or business pur- 


poses, the scheme being available to 
principals, managers and staff of the 
firm, its branches and 


No Claims Bonus 


Car owners coming into this aane 
will not lose any No Claims Bonus to 
which they may be entitled on the 
expiry of their present policies, as what- 
ever percentage of No Claims Bonus is 
due will be allowed up to zo per cent— 
and in some cases up to 25 per cent. 


Risks Insured Covered 


The following are some of the prin-. 


cipal benefits which are given under 
this special Group Scheme ; 


1. Third Party 
Unlimited third-party indemnity is 


granted, including cover when driving. 


any other private car, with the excep- 
tion of a hired car. 
2. Agreed Value 

Many motorists prefer to have the 
value of the car agreed in the policy as 
the replacement value. This is a good 
principle and can be arranged if re- 
quired, except in the case of very old 
vehicles. (Many policies, it should be 
remembered, only replace a car in the 
event of a total loss on a “‘Market 
Value” basis. } 


3. Repairs 


With very few exceptions these can 
be put in hand immediately, provided 


that at the same time a detailed. esti-. 


| Method of Procedure 


mae Olean eG ath the: Least pores: eo a 
It may be that the policies. of shany a 


a 


Business executives requiring fur- 

ther details should write stating 

the number of cars likely to be 
participating in a group. 


Mouse 7 
_ London, E.C.4. 





liberal settlements. 


associated 


i 6. Contents of Car 


— about tos. 
motor policies. } 


scheme, as, 


4. Claims Settlement 


The claims service under this dhene 
will be first class, with prompt and 


5. Free Legal Assistance 

The defence of all proceedings re- 
specting motor offences in connection 
with an- accident to the car will be 


= given. 





Rugs, motor coats, suit-cases cov ee 
up to {20 any one loss and limited to 
{5 any one article, against the risk of 
fire or theft, without additional pre- | 
mium.. (This additional indemnity. 
usually calls for an extra premium of 
per annum on ordinary 


7. Doctors’ or Surgeons’ Fees 

These are covered in respect of per- 
sonal injury to the assured and friends’ 
sustained in direct connection with the- 
insured car, up to 25 guineas any one 
person. {On many motor policies this 
figure is limited to 10 guineas. ) 


8. Accidents to Owner 


Death, £1,000; loss of two limbs or 
sight of two eyes or one limb and one 
eye, £500; loss of one limb or one eye, 
#250. Persons over 65 years of age 
excluded. 


9, Frost Damage 
This is included in the insurance. 


10. Garage 


Any garage owned by the assured, E 
or for which he is liable, is covered to 
the extent of {roo against tire.. 


Business readers expire on different 


_. dates throughout the year, “but this does o 
not present any difficulty 2 
if a sufficient amber of — 
officials in a firm come into the scheme 
-and they will give an undertaking th at . 


5 -o Peast address enquiries to: BUSINESS. their policies will be transferred on the : 


: = Insurance Consultant, c/o The Editor, 
i Whitefriars. Street ce 


dn this: 






“xpiry date; the insurance. can 
aS and. when . the ool policy A 
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— FOR EFFICIENT STORAGE 


— FOR QUICKER REFERENCE 
AND POSTING 





An entirely original Kalamazoo System designed for The single action of opening a tray shifts 
speedier Machine Accounting. Flat storage of straight- from the flat to the upright position—for 
edged cards, in cabinets of ingenious design, ensures reference. The trays are easily portable—the sp 
the most efficient storage—light-weight sheets instead of Stands give easy reach for operator—the pe 
cards can be used—thus reducing costs and increas- inbuilt Index ensures even distribution of sheet wi 
ing capacity—giving clearer impressions and enabling —always a perfect posting ‘“V’’—manifold state 


‘ 


more copies to be taken—“‘ironinz out” curl and bend. forms can be used. 


Write for Kalamazoo Machine Accounting booklet. 


Kalamazoo Ltd 


(Proprietors. Morland & Impey, Ltd.) 


Head Office and Works: 


Telephone: Telegr 


Priory I1o1 N O R T $A F I E L D Kalan 


alms: 


LA ZOO 


(5 lines). B j R M i N G H A M Birmingham 


London Office: Shell-Mex House, Strand, W.C.2 


Branches at Aberdeen, Bedford, Belfast, Birmingham, Bournemouth, Brighton, Bristol, Cardiff, Dunde i 


Glasgow, Hull, Leeds, Leicester, Lincoln, Liverpool, Manchester, Middlesbrough, Newcastle-on-Tyne, Ne 


Norwich, Nottingham, Plymouth, Preston, Sheffield, Southampton, Swansea. Overseas Branches and Agencie: 
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We Changed Over from Hand 
to Mechanized Accounting 
IN ONE DAY 


V.G. P. WILLIAMS, M.A.,A.C.A. 


Late Secretary and Chief Accountant 


of an Engineering Company 


contrasts his method of changing 
over with that employed in another 


firm where the method of intro- 


ducing the staff to the equipment 
was different and where the change- 
over involved five days. 


AST month, in BUSINEss (page 
| 32), one of your contributors, an 


executive of a very well-known 
firm, gave it as his opinion that the 
successful office manager to-day must 
be something of a ‘‘showman’’ as well 
as an expert in modern office equip- 
ment. Your editorial also goes on to 
cite the case of an office manager who, 
by means of a bit of more or less 
spectacular stage management, changed 
over his firm’s accounting from hand 
methods to complete mechanization im 
five days. 

Personally, I do not claim to be any- 
thing of a showman, but when it be- 
came necessary to convert our account- 
ing from hand to machine methods I 
achieved the actual change-over, not in 
five days but practically instantane- 
ously. That is, until the close of a cer- 
tain 31st of December, hand methods 
were used in their entirety, and on 
ist January the machine system was 
started in its entirety. 

I do not disagree completely with 
your contributor’s contention about 
showmanship. There are circumstances, 
no doubt, when a bit of appropriate 
stage management is the very best way 
of putting over an idea or launching a 
new method. But I thought that your 
readers might be interested, after read- 
ing of one way to install a change-over 
successfully, to read also of a contrast- 
ing way of doing a similar thing with 
equal success. 

It might be explained here that the 
company concerned was a fairly big 
one, an engineering firm producing a 
particular type of engine in ranges from 
£20 to £1,500, together with a consider- 
able number of subsidiary lines. 

The number of active accounts at the 
time of the change was about 2,000. 
A fair proportion of these were for 
agents at home and abroad whose 
accounts worked daily and involved a 
good many items. There were also 
hire-purchase accounts and special 
accounts for machines that were out 
on trial. 


The business had been growing 
steadily, and we had considered that 
we had reached the point when 
mechanical accounting would give us 
many advantages in time and labour 
saving. But the specific point which 
urged us to take the actual step was 
our taking over another manufacturing 
concern in the same town. 

This firm was producing lines comple- 
mentary to our own, but I did not want 
duplicate staffs in separate buildings. 
Neither did I want to concentrate two 
accounts staffs in either of the build- 
ings, as there was not the accommoda- 
tion for them. 


Two Separate Companies’ Ac- 
counting was thus Centralized 


By changing to mechanized account- 
ing, therefore, I was able to plan the 
work so that our own staff—with the 
addition of only one clerk from the new 
concern—could easily do the work for 
both companies. 

I considered also that mechanization 
would give us other advantages as well : 

1. The completion of statements 
without the overtime almost insepar- 
able from hand methods if the former 
are to be sent out prompily. 

2. The greater convenience of auto- 
matic totals of various headings which, 
although obtainable by hand methods, 
require much time. 

3. The abolition of overtime, which 
we found was steadily increasing every- 
where in the struggle to keep all figures 
up to date. 

My policy has always been that all 
statements, invoices, control figures for 
directors, etc., must be promptly ren- 
dered. If there is any indication that 


any of these requirements is not up to 


standard, then something is wrong and 
a remedy must be found at once. 

Now the way in which we made our 
arrangements so that the change-over 
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from hand to mechanical methods could 
be instantaneous was this : 

I first of all took a fully comprehen- 
sive view of our problem, so as to get 
clearly in my own mind what objectives 
I needed to achieve. It should be 
added here that we had decided, in 
order to get the best and fullest results 
from mechanization, that we should 
also extend it to include all our costing 
and stock control activities as well as 
the ordinary book-keeping side of the 
business. 

With a rough, skeleton plan of our 
requirements, therefore, I made a per- 
sonal study of the various types of 
mechanized equipment on the market. 
This examination gave me several ideas, 
but I followed this up by visits to 
the accounting departments of several 
manufacturing firms where the various 
systems were in actual operation. I 
talked with these firms’ accountants to 
find out working capacities, advantages 
and drawbacks. I also talked with 
some of the operatives in order to get 
their points of view as well. 

Arranging these visits took consider- 
able time, but they were well worth it. 
There is nothing like practical examina- 
tion under working conditions. 

In due course I made my decision as 
to the type of equipment I would em- 
ploy and then got into touch with the 
suppliers. Through these suppliers I 
next approached a firm of printers 
specializing in the production of all the 
types of particular forms necessary. 

After this I had several conferences 
with the equipment suppliers and, in 
conjunction with their experts, adopted 
the various forms to cover our exact 
requirements completely. 

In the drafting of these forms I even 
called into consultation members of our 
staff: girls who would have to operate 
the machines, clerks who would have 
to use the figures on the forms, as well 
as the more senior people in the various 












Meet another regular Daily Mirror reader, 
Mr. Philip Porter, Director of Books of 

Dignity and Service Ltd., 30/32 Ludgate 
Hill, London, E.C.4. 


Mr. Philip Porter has read the Mirror since 1912. Advertised Coronation 
Bibles in it recently, got better results than in any other national paper. 
Has just written us saying : 

“ Going through the results of the National Press advertising which 
I put out for the Coronation Bibles, I find that the Daily Mirror has 
sold far more than any other national paper, or for that matter, any 
religious paper. 

If further proof were needed that your readers are more than ordinarily 
appreciative of a good thing, let me say I have received something like 
sixty charming letters and numerous repeat orders where these readers 
have shown the Bibles to their friends. 

The result has been so gratifying that I shall continue to use your 
columns not only for the Coronation Bible but also for other books of 
educational value.” 

Daily Mirror has average of 3°6 adult readers per copy, 65°6% of whom 
are married. Mr. Philip Porter’s letter emphasises their responsiveness 
to serious advertising. If you want to reach respectable middle classes— 


YOU CAN’T VERY WELL DO WITHOUT THE DAILY MIRROR 


28 


departments concerned. We searched 
for all possible snags, in order to fore- 
stall them. 

Finally we O.K.’d the complete plan 
of forms and placed the order for 
machines and stationery. 

My first investigations were begun 
about the end of June. By the time 
everything had been done, including 
the installation of the actual equip- 
ment, November had arrived. About 
a month, therefore, remained before the 
change-over was due to be effected. 
Christmas, incidentally, with us is a 
slack, not a busy, period. That, plus 
the fact that our financial year ended 
on 30th June, is why we chose this 
period for the change. December did 
not inflict upon us any end-of-year com- 
plications or peaks. 

Having installed our mechanized 
equipment, the suppliers arranged for 
one of their expert instructors to live 
for two weeks in our district. 


How The Staff Was Taught the 
New Work 


This instructor worked with us and 
gave each operator about an hour's 
training per day on the actual machine 
she would shortly operate, using of 
course the actual forms. 

The intelligence standard of our staff 
was high, and all were used to typing. 
Under the instructor’s tuition, there- 
fore, the staff had no difficulty in be- 
coming competent in two weeks. 

We did not require at that time the 
full output of which the new equipment 
was capable with expert operators. I 
stipulated Accuracy first; speed, I 
knew, would come later. 

As the end of December approached, 
friendly pressure was brought to bear 


Intercommunication 





FACTS 
on which to build your 
Marketing Plans 


Read 
MARKETING TRENDS 


on Page 34 


on the staff to keep everything up to 
date day by day and to settle all queries 
on ledger accounts, invoices, etc., with 
the utmost expedience. 


No ‘Showmanship’ to Put Over 
The Idea 


The staff needed no display of show- 
manship to assist the introduction of 
the machines. They could see for 
themselves the great convenience and 
saving of labour which was already 
resulting in their practice work. They 
were particularly interested in the way 
the automatic totals were provided 
instantly as against the laborious 
methods of the old way. 

Finally, 31st December arrived. On 
this particular evening some overtime 
did indeed occur in bringing down 
ledger balances, but this did not take 
long owing to the preliminary prepara- 
tions. A few queries had to be carried 
over to the following year which norm- 
ally would have been incorporated in 
the books before the accounts were 
closed for that year. But machine 
accounting is inexorable in its demands 
that one must close down the books for 
one year before one can post any items 
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belonging to the first day of the follow- 
ing year. 

The new system worked smoothly 
from the start. Occasionally a fault 
occurred in the machines, but not in 
the system. No great inconvenience 
was suffered, however; the good service 
of the machine suppliers attended to 
that. 

If I may say so, therefore, I think my 
plan of changing over to mechanized 
accounting was better than the one 
described by the contributor in Bust- 
NEss last month. I cannot see how it 
is possible, even from your contri- 
butor’s description, to leave till the last 
minute the actual change-over from one 
method to another, then expecting to 
work almost a miracle of staff instruc- 
tion by means of ‘‘showmanship”’. 

As a final remark, it might be empha- 
sized that a general speed-up of work 
was not the primary idea behind our 
mechanization plan: it was rather that 
we wanted equipment that would deal 
with more work; eliminate overtime; 
provide, on the costing side, fuller in- 
formation with less work; and gener- 
ally link the cost accounts more closely 
with the financial accounts. 


Same Equipment Now Does 
Treble The Work 


Actually, at the time, I had not full 
information about the costing side, and 
I should like, therefore, to acknowledge 
here the great help I received at various 
times from Mr. H. Julius Lunt, F.C.A., 
F.C.W.A., the well-known authority on 
industrial costing. 

Since installation of the equipment 
the company’s business has trebled, and 
the same machines and the same system 
(in principle) cope adequately with it. 


New High-Efficiency, Low Price, Loud- 
for Office 


Speaker Phone 


The master unit, shown on the execu- 
tive’s desk, has volume control by 





inter-communication phone just 


H ERE is a new type of loudspeaker 
introduced by Philco Radio and 





Television Corporation of Great Britain, 


a T T RS te 





Ltd., Perivale, Middlesex. 

The outstanding feature 
about it is the combination 
speaker - microphone which, 
we understand, is the first of 
its kind to be incorporated in 
this type of office equipment. 


which the voice can be sent to the 
remote units in any degree of tone from 
a whisper to a loud call that is audible 
right across a large-size department. 
The incoming reply can, of course, be 
volume-controlled in the same way. 

One to four distant units are pro- 
vided, and two-way conversation can 
be held between the master and any 
one of them singly, or with all distant 
stations simultaneously. 

An important point is that a caller 
at either end can hear and speak from 
any part of the room. He or she does 
not necessarily have to come close to 
the microphone in order to speak. Thus 
work need not be interrupted. A red 
signal light at the master station indi- 
cates when the phone is “‘live’’. 

This instrument, known as the 
‘‘Philcophone’’, sells at the low price 
or £12 12s. for the master and one 
remote unit. Each additional remote 
unit costs £2 2s. 
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Séintocks POST-HASTE Equipment © 
presents a new aid in keeping pace with 
speedy Accounting Machines ... . 


Modern Front feed Book- 
keeping Machines are built for 
speedy operation. Hence Twin- 
lock have designed the ‘‘Post 
Haste-Ledger’’ to keep abreast 
of this trend. 


Powerful spring mechanism 
holds the sheets in perfect 
alignment; a pull of the lever 
releases them for machine- 
feeding. The unbroken feeding 





edge allows the sheets to be Our special Advisory Dept. 
fed into the machine top or is at your disposal, gratis, 
bottom, and prevents catching at any time for all machine- 
up or tearing. posting problems. 


PERCY JONES ( Fuinlock) LTD. Chansitor House, Chancery Lane,W.c.2 











You need this 


for making handwritten records such 
as bills, invoices, requisition forms, 
work-sheet recordings, delivery notes, 
etc., of which several copies are neces- 
sary. Stationery has to be used for 
these operations—let the PRIMUS 
Autographic Register save you 30% to 
50°% of time and effort on these 
routine tasks. 





















PRIMUS 
AUTOGRAPHIC REGISTER 


All the operator has to do is write; the machine then 
automatically ejects the set of forms, filing a duplicate 
under lock and key, and places the next set in position 
You can readily see that a great saving is effected, while 
a complete check is assured on all transactions. 


CARTER-DAVIS Limited 


QUEEN ELIZABETH ST., LONDON. S.E. | 
Telephone HOP 0204/5 
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One of London’s Most Modern Offices 
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Top Left: These new offices of the National Cash 

Register Co., Ltd., at 206 Marylebone Road, London, 

N.W.1, were officially opened in April last by the 

Right Honourable Reginald McKenna, P.C. Here we 

show some of the modern equipment with which the 
various departments are fitted 
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Top Right : These files enable many thousands of hire 
purchase accounts to be instantly visible for reference. 
Each unit holds the accounts of a particular salesman’s 
area. At the end of the day the files are housed in the 
fitted fireproof cabinets on which they are seen standing 


The time system through- 
out the building combines 
electric clocks and staff 
signalling system. There 
are 22 call signs for execu- 
tives: from 1 to II on 
the clock face and then 
‘star’ I to 11. The phone 
switchboard operator can 
page any one by inserting 
a plug that causes the 
wanted executive’s num- 
ber to glow red on the 
clock faces. The called 
individual, seeing his sig- 
nal, answers the nearest 
telephone 








Above: This very large room can, by means of the folding par- 

titions, be made entirely clear for its whole area; or it can be 

partially divided up as shown, or completely partitioned up into 
a number of separate rooms 










Below: Opening off this Accounting-Machine show- 

room are small, sound-proofed rooms (two are shown 

in the background) where demonstrations can be 
privately given to visiting customers 
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Above: The outgoing daily mail to each salesman 
may, contain a widely diversified range of material. 
During the day frequent collections are made from 
departments and each salesman’s mail is sorted into 
his individual ‘pigeon-hole’. At the end of the day 
it can then be seen what size and type of envelope 
is needed. In so big an organisation a vast amount 
of stationery is thus saved from being spoiled 


“AN 


Send now for folder 
“Why?” showing 
how Visible Systems 
keep your business 
at your finger-tips. 


——————— 








VISIRRES¥SSEMS 


SHOW YOU AT-A-GLANCE 
a a a I e 2 a e 


How long does it take you or your executives 
to get VITAL BUSINESS FACTS ?—Far too 
long if you do not use “VISIBLE SYSTEMS.” 
Carter-Parratt Visible Card Equipment keeps 
“‘key”’ facts continuously before you—shows 
you instantly—how many orders Jones booked 
last month—when he last called on Smith’s— 
Where Credit has reached limit—which lines 
are moving or not moving — every fact at 
a glance. 


CARTER-PARRATT LTD. 


(P. J. Carter-Eve, Managing Director) 


317 ABBEY HOUSE, VICTORIA STREET, 
LONDON, S.W.1 


Telephone: ABBEY 3675/6 1941 
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DICTOGRAPH 


INTERNAL TELEPHONES... 







give 


you the 
THINKING 


TIME 
your 


business 


THIS COUPON 


If you desire information from the Editor or from 
Advertisers attach this coupon, which should be signed 
by a responsible executive, to your business letterhead 
and post to: 


BUSINESS Service Department, Whitefriars 
House, Tallis Street, E.C.4. 


Please send, without obligation, more information 
in connection with advertisement (or adver- 
tisements) in the July, 1937, issue of Bust- 
NESS numbered below. 


Numbers (see Index, page 5) 





needs 


Are you able to concentrate 
on the things that matter— 
questions of direction and policy—or do the inevitable inter- 
ruptions and delays waste half your working day 


Directors and managers of many companies, both large 
and small, have found a complete solution of this problem 
in the DICTOGRAPH. The Dictograph is an Internal 
Telephone that keeps your business ‘at your finger-tips’ in 
a wonderfully simple and efficient way. No executive can 
afford to spend on small things the time that the Dictograph 
will save him for matters of importance. Once you see it 
at work you will wonder how you ever managed without it. 
May we tell you more about it? We will gladly send you 


the appropriate literature, or better still, send an engineer 

to discuss your individual needs. There will be no oì ligation 
j 

of course. 


DICTOGRAPH TELEPHONES LTD. 


Head Office and Works: Aurelia Road, Croydon, Surrey. 
Telephone : Thornton Heath 2427. London Offices: Abbey 
House, Westminster, S.W.ı1. Telephone: Abbey 5572. 
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BUSINESS EQUIPMENT REVIEW 


Chair-Comfort May Be Your Key To 
IMPROVED 
OUTPUT 


ESTS have settled beyond dis- 
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have quite a lot to do with the 
amount and quality of work produced : A FiA 4 f 
in office and factory. Yet, because the ria - ' . 
act of sitting is commonplace to a point binge d n pė 
of insignificance, little or no attention 3 
is paid by many business men to the 
choice of chairs. 

Recently I called on a manufacturer 
in Salford who had, three months pre- 
viously, reseated his staff in both 
office and factory. He had introduced 
modern tubular furniture. 


case, our figures for the past three It is only fair to add that this manu- 

End-of-Day Fall in Efficiency months do show a decrease in the num- facturer had a short time before in- 
Curve Reduced ber of hours lost through these petty stalled a modern lighting and ventilat- 
complaints.”’ ing system. But improvements effected 


“I was amazed,” he told me, ‘‘at the 
difference the new seating made. It 
was particularly noticeable with the 
girls seated at the machines. The usual 
drop in the output curve in the last 
„hour of the morning and in the final 
two hours in the afternoon has been 
considerably reduced. The average in- 
crease production we have recorded has 
been 2.4 per cent. 

“In the office,” he continued, ‘‘the 
outstanding point is the comparative 
freshness of the staff at the end of the 
day. Hitherto we have heard plenty 
of complaints from the girls about 
aching backs, headaches and all the 
other little ills that denote nerve strain 
of one kind or another. Now, unless 
we have a particularly heavy time, we 
do not hear these complaints. In any 





Above: This executive desk has a top 42 by 30 
inches. Overall size of the pedestal is 21 by 15 
by 30 inches. The top and pedestal are cellulose 
enamelled but other treatments are available. The 
usual alternative is to have the top covered in 
leather cloth and the pedestal cellulosed. The 
top can, of course, be overlaid with plate or black 
glass. Features of this desk are strength, neatness, 
the roominess allowed for legs to stretch, and 
the rounded corners which prevent people knock- 
ing themselves in passing 


O 


The desk chair shown on the right of the desk 

has all the qualities of resiliency and comfort 

claimed for tubular steel furniture. There is also 
unrestricted leg room beneath 


O 


Left: The new staff dining-room at the works of 
Bakelite Ltd., Birmingham. The table tops are 
of bakelite and can be removed without trouble 
as they merely rest on the tubular supports. The 
chairs can be stacked by ‘nesting’ them. Thus, 
this airy, well-lit dining-room can be cleared in a 
few moments and turned to other uses. Tubular 
furniture of the kind shown is in keeping with 
this up-to-date type of canteen 





by this move had been recorded. The 
chairs completed a. reorganization 
scherae and gave practical proof that, 
apart from their necessary function, 
they did influence work and output. 

To examine a whole range of this 
up-to-date tubular steel furniture I 
went along this month to the factory 
and showrooms of Cox & Co., Lower 
Richmond Road, Putney, London, 
S.W.15. There I saw executives’ chairs 
and desks, canteen tables and chairs, 
desks and chairs for typists and other 
office workers, chairs for factory use, 
and so on, a complete range of this type 
of business furniture. 

After using the ordinary wood chairs 
you at once appreciate the comfort of 
tubular steel chairs. They have just 
sufficient springiness to eliminate that 
jar on the spine when you sit down 
hurriedly. Moreover, the height of 
the chairs in relation to the desks or to 
the normal working conditions under 
which the chairs are used, has been 
determined to give the fullest amount 
of comfort possible. 


Tubular Steel Furniture Has 
Many Advantages 


In many offices the rickety condition 
of wood chairs, desks and tables is often 
noticeable. Tubular steel furniture, of 
course, stands up to the roughest use 
without deteriorating to this condition. 
Thus, from the viewpoint of saving 
money on replacements and _ repairs, 
steel furniture is incomparably superior. 
There is, too, the hygienic point. The 
simplicity of design and the use of 
chromium-plated steel tubes enables the 
furniture to be kept clean easily. 

The two points I have mentioned are 
particularly important with regard to 
canteen furniture. Chairs and tables 
used in canteens come in for very hard 
wear and tear. Cox & Co. make a 
special type of canteen chair and table. 
The steel tubes used for the former are 
light and strong, and the seating and 
backing are made of plain, tough strips 
of wood. The chairs are so built that 
they can ‘‘nest’’ on each other, thus 
allowing big numbers of them to be 
stored in a small space. 

The tables are made of a pair of 
tubular steel supports and a wood top 
covered in rubber or lino, or veneered 
in Bakelite. Each support stands on 
its own. The tops are built so that 
they rest on the supports without fix- 
ing. This means that the tables are 
easily demountable and can be kept 
clean without any trouble. 

Apart from the points I have men- 
tioned about this tubular steel furni- 
ture, there is always its appearance to 
consider. To the most conservative 
type of office the furniture can give 
an air of smartness. The shining 
chromium plating of the tubes fits in 
harmoniously with most surroundings, 
particularly in a modern office. The 
colour of the leather cloth covering of 
the seating and backing can, of course, 
be chosen to match the office colour 
scheme. The choice is wide and is by 
no means confined to leather cloth. All 
other types of coverings are available. 
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I Shook Like a Leaf 


When They Called My Name 


But now I can sway an audience of thousands 


A feeble burst of applause sounded as I sat down. 
But I wasn’t deceived. I had failed. Here was 
my chance to favourably impress the important 
Se of the company, And I’d messed it up. 

E 

I knew that plan as well as my Director (who 
had been scheduled to explain it, but had sud- 
denly been called away). But when I rose to my 
feet I was nervous as a kitten. I groped for the 
right way to begin. A sea of faces. swam before 
me and my brain and tongue seemed paralysed. 
Instead of explaining it in a logical step-by-step 
way, I began in the middle, contradicted myself 
several times, and left out the most important part. 

There and then I made a resolu- 
tion. I would get over this habit 
of stage-fright and self-conscious- 
ness, if it was the last thing I did. 
And if ever again I got an oppor- 
tunity like this I would be ready 
for it. ‘ 

It was by sheer chance that one 
day about a week later, while 
glancing through Busness, I came 
across an advertisement which I 
had seen many times before. This 
advertisement described a remark- 
able easy home-study method that 
developed the natural speaking 
ability of every man. It told 
about certain principles which elimi- 
nated stage-fright, nervousness and 
timidity. 

I started this twenty-minute daily 
training shortly afterwards. I was 
elated at the rapid improvement 
that was evident to me almost right 
from the start. Very soon I realized 
that I was no longer thinking of 
myself when making an extended 
address or conferring with business 
superiors: my thoughts were con- 
centrated on my subject. I had 
developed poise and self-confidence. People began 
to listen more attentively when I voiced opinions. 
And when the firm sent me as their delegate and 
speaker to the annual trade convention, I knew at 
last that I had wiped out the memory of my pre- 
vious failure. Also my newly discovered talent has 


,opened up new social gates. I am called upon to 


address banquets and am invited to select social 
affairs through my ability to converse fluently. 


NOW SENT [777777 
FREE 





WHAT THIS FREE BOOK 
WILL SHOW YOU 


How to sell more goods. 
How to write better 


How to address business 
conferences. 
How to enlarge your 


How to propose and 


How to develop self- 


How to train your 





PSYCHOLOGY PUBLISHING CO., LTD. 
(Dept. B/ESI7), 3, 5 & 12 Queen St., Manchester, 2 


Please send me, FREE and without any obligation whatever, a 
copy of your inspiring book, “How to Work Wonders With Words”, 
NAME: ird tdia E, 

ADDRESS i S nnen 


To-day, promotion in business and social pop- 
larity are easily won by the man who can dominate 
one man or thousands by the sheer power of con- 
vincing speech. It is this talent alone that causes 
one man to rise from obscurity to be Director of a 
large concern; another, from a small unimportant 
territory to a sales-manager’s desk: a shy, diffident 
man to become a much-sought-after dinner “guest: 
another, from the rank and file of fraternal or 
political circles to blossom forth as a powertul, 
dynamic orator and leader. 

Yet there is no magic, no mystery, no so-called 
“natural gifts” about effective speaking. Any man 
can now conquer timidity, stage-fright, and self- 

consciousness and become a mag- 
netic, dominating speaker and a 
brilliant conversationalist. This has 
been made possible through the per 
fection of an amazing simple home 
training. 


letters. 


SEND FOR THIS 


Zuan. | AMAZING BOOK 
How to speak before your 
lodge or club. This new method of training is 
fully described in an interesting and 
How to eee ee informative book, entitled “How to 
meetings Work Wonders With Words.” This 
z book will be sent free to those 
How to make pp Fee na who post the coupon. It describes 
p ‘ a truly remarkable way by which 
any one can overcome stage-fright, 
confidence. self-consciousness and bashfalness. 
It shows how easy it is to become 
How to acauire Bape tees td a dominating speaker and brilliant 
P paresnaliay: conversationalist, by spending omy 
` twenty minutes a day in the 
How to overcome fear. privacy of your own home. And 
it reveals the secret of advancement 
in position and salary, social popularity, personal 


power, prestige, and real success. Send for the book 
at once. Fill in and post the coupon—NOW. No 
cost. No obligation. 


PSYCHOLOGY PUBLISHING Co., Ltd. 
(Dept. B/ESI7), 3, 5 & 12 Queen Street, 
Manchester, 2 
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Im the smallest 
of a fine big 


amily -we are 


all in Office ! 





















Summer Sales Are Going Up 
Without Help Of Sunshine 


HILE it seems particularly true 
W this year that ‘‘summer’s lease hath 

all too short a date’’, increased 
wages, more work, more holidays with pay 
and general revival have combined to 
make the best summer market for years. 
Reports on early summer sales by retailers 
show bigger volumes of business than at 
this time last year. 

All key figures point to this market con- 
dition. Sunshine or not, people are want- 
ing summer goods. Prosperity factors 
I’ve mentioned make the sunshine while 
workers pay. 


£800,000,000 More 
To Play About With 


ATIONAL income, between 1932 
Ne last year, rose £800,000,000. 

And it’s still going up. But, 
important to marketing experts, is the fact 
that £300,000,000 of this went to workers 
earning less than £250 a year. This figure 
represents roughly what. this class of 
people are spending a year. 

Those with incomes of over £250 spend 
now about £1,600,000,000 a year, Which 
shows that the mass market represents 
over 60 per cent of total consumption. 


hb if you do “file things away” . . . by 
throwing them into the waste-paper bas- 


ket, may we supply you with the Valor Waste- 
Paper Tub ? 
The model at the top, doing all the talking, 
is the ‘‘baby’’ of the VALOR splendid range of 
Steel Office Furniture—filing cabinets, shel- 
ving, steel lockers, cupboards, waste-paper 
baskets ? 


May we send you our List No. 20/V55 giving 

details of all Valor Steel Equipment for Offices 

and Works and showing greatly reduced 
prices for Filing Cabinets? 


THE VALOR COMPANY LTD. 


Valor Works, Bromford, Birmingham 


LONDON: 120 Victoria Street, S.W. | 
IF IT’S VALOR MADE, IT’S WELL MADE! 


ors | 


Wage Increases Wake 
Up Double Bed Ideas 


P= sales campaigns to reach new 


homes, for wage increases have started 

an upswing in the number of mar- 
riages. Thousands of young people who've 
waited ‘‘for better times’’ before marry- 
ing have decided the hour has come. 
Girls are leaving business jobs to take up 
the work of wives. 

All big employers of female labour are 
reporting heavier losses of staff through 
marriage than for years past. 

One outstanding factor is this: more 
very young people are getting married. 
Registrars report that ‘‘under 21” couples, 
for instance, are setting up house in far 
bigger numbers than at any time since 
the War. 

Market pointers: this new marrying 
generation want slick modern goods—steel 
tube furniture, electric clocks, labour 
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Marketing TRENDS . .. 


By the 
MARKETING EDITOR 


saving kitchen and other household equip- 
ment. All furniture, furnishings and 
equipment, from pictures to pantry pots, 
must be simple, direct in design. Bright 
colours appreciated. 


‘‘Quality’’ Market Will 
Boom Later This Year 


OT down in your marketing notebook 
Je point: there’ll be cash a-plenty for 

quality goods in forthcoming months. 
Salaried workers and investment classes, 
already receiving £700,000,000 more than 
in 1932, are still getting richer. Although 
much money goes in taxation, the surplus 
has reached proportions where free spend- 
ing is now taking place. 

Indicative of the trend are May returns 
of 255 companies. Profits show a 14 per 
cent increase as compared with May, 
1936. This means about £3,000,000 extra 
cash for investors—more spending money 
for quality goods. 


Big Women Provided Market 
Expansion For This Company 


ALKING recently with a manufac- 

| turer of women’s wear, I heard how 

he discovered a special market for 

O.S. stock. Going through his accounts, 

he noticed that in Scotland sales of big 

sizes in all garments were heavier propor- 
tionately than in any other territory. 

“It was then I remembered having 
heard some time that the Scots were, next 
to the Irish, the biggest physically of any 
people in the United Kingdom,” he 
explained. “I investigated. Results 
showed that Scottish women were a good 
deal bigger, on average, than English 
women so I planned to develop a special 
O.S. market. ‘That was a year ago. 
To-day my sales are up more than 40 per 
cent in Scotland!’’ 

This manufacturer is now a believer in 
market research at which, hitherto, he 


Raleigh Co.’s Plan To Give Dealers Better 


Display Ideas 


To help dealers to take 
advantage of the latest 
methods of window dis- 
play, the Raleigh Cycle 
Company of Nottingham 
have built a dummy shop 
window in their show- 
rooms. This enables the 
Company to try out new 
ideas for display, dressing 
these windows from the 
wide range of show 
material and backgrounds 
available. Photographs of 
these windows, with suit- 
able hints on window 
dressing generally, are sent 
to all Raleigh dealers. 
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Campaigns In Scotland 
-Will Pay You This Year 
“RAP ENTION of Scotland brings to 
mind another important bit of 
marketing news. The Scottish 
market is beginning to open up. Towards 
‘the end of the year it should be good. 

© While there recently I had talks with 
> number of Scottish marketing experts. 
Vital points gathered were these: (1) the 
atest 15,000 increase in those returning 
o work continues a steady trend; (2) with 
more at work and higher wage rates, the 
narket of industrial Scotland is getting 
ack to a healthy condition; (3) some 
months must pass yet, however, before 
he market is really good for big sales 
ives as the workers are in arrears with 
mts, rates, taxes, H.P. payments and 
s0 on; (4) these debts will be mostly 
“cleared by late autumn when the market 
will be ready to buy all types of goods 
“for the home, for personal use and 
pleasure. | 

These same authorities told me that 
ottish workers are free spenders, no 
matter what you've heard elsewhere! 














i : Help, Not Heartbreak, In 
_ These Salesmen’s Reports 


ED tape reports that are stuffed 

away m fles don’t help salesmen to 
l beat quotas. Some firms, realizing 
this, are now reducing the number of 
reports made from one each night to twice 
a week. The idea is to let up on routine, 
< Such an attitude, however, shows mis- 
understanding of the purpose behind 
reports. It is not merely to check up on 
how many calls were made and give sales- 
men the sense of being watched from head 
office. The head of a London firm of 
food-stuffs manufacture has the right idea. 
He uses the reports to help salesmen get 
more orders with less waste of time, 
expense and trouble. 





A Survey of Retailers 


ACH night this man’s salesmen make 
full reports on all calls, These come 
| in by first or second morning post. 
- By noon, all items of information—-goods 
ordered, quantity, state of stock position 
on lines not ordered, remarks, comments, 
credit standing, state of trade, and so on 
~-have been transferred to card files. 
“Original reports are then filed. 

~ By this means an up-to-date summary 
of each retailer's position, as reported by 
othe salesman, is kept on hand. Each 
“retailer has a separate card record. 

© At the beginning of every week the 
cards, relating to dealers on which the 





cirom the file. They are forwarded to the 
salesman. Before making a call, he con- 
‘sults the dealer’s cards. This tells just 
what. happened on previous calls. giving 
detailed information that enables him to 
ittack at vulnerable points. 

Cards are returned with the new reports 
ach night. The fresh information is 
Marized on the cards which are 
wned to file until the next time a call ț 
nade on the dealert. ee. tenes 





REPRESENTED. 


Many firms keep order records to tell them what 


customers buy. 


But it is not the people who buy that cause the 
sag in the sales curve—it’s the people who do 


not buy. | 
Who doesn’t buy ? Why don’t they 





Only visible records can give a complete picture— 


can stimulate you to action. 


The Kardex sales investigation service, rendered 
without. obligation, will enable you to locate the 


voids in the sales control, 
We are the people who solve 


THE PRACTICAL PROBLEMS OF BUSINESS 


WRITE REF. 8.046 TO : 








awe 
7 maa, Se. GY bx 


| LEADENHALL STREET 






Telephone | : MANSION HOUSE PM 
IN THE PRINCIPAL CITIES THROUGH 


buy ? These 
are the test questions for the sales manager and they 
may need analysis by areas, salesmen, and customers. 









OUT GREAT ği 
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ATTACK 
at these 3 Points 
is Stemming those 
Rising Costs 















THIS BOOK WILL PROVE WHETHER 
OR NOT YOUR PRESENT OVERHEADS 
ARE NECESSARY 


(Continued from page 12) 


In the selling field our salesmen have 
also benefited. With fewer lines to 
handle, the men can sell more specific- 
ally. Instead of offering a customer a 
whole range of closely allied types, a 
salesman can make a much better job 
of selling a definite line for a specific 
purpose. 

During our last factory extension, 
about eighteen months ago, we were 
able, through extra space being found, 
to save about £2,000 in building ex- 
penses. Most of the odds and ends of 
our previous thirty lines had been dis- 
posed of and our concentrated range 
called for so much less storage space 
that we were able to utilize many hun- 
dreds of square feet that had previously 
been given up to stocks. 


oS penning money to save 
money ° . . . sounds 
paradoxical, doesn’t it? But 
in this booklet “Lost Motion” 
we have succeeded in proving 
that statement. It will tell 
you how office planning, 
equipment and systems can 
be so valuable to business 
houses . . . how leakages and 
losses can be cornered and 
* eliminated, and indicates how 
much money can be saved by 
utilising office space to its 


We Calculate Wage Bill on 
Cost/Result Basis 


Still another thing that has enabled 
us to hold down expenses is a policy 
that I have always practised. And that 
is to refuse to be panicked into engag- 
ing additional staff right and left as 
soon as pressure of work gets a bit high. 

In a boom period I know many 
manufacturers tend to do this; but it is 


best advantage. You will short sighted. We pay good wages in 
find ‘‘Lost Motion’’ a most 
illuminating discourse. 


our firm, and we have a sliding scale 
of bonus payments for output beyond 
certain quotas. 

When work is piling up, our planning 
department, before we even think of 









engaging extra hands, is able to deter- 
IMPERIAL HOUSE, mine exactly what limit of load each © 
15, 17, 19, Kingsway, W.C.2 department can carry. With our very 


modern high-capacity machinery and 

our bonus payments we have found 

Birmingham, Bristol, Manchester, that the mies EN ome can pee 
: Be | carry a heavier load than one woul 
exerpon|, Newcastiecpny THe think without such close investigation. 
Several times in the past year we 
have been so chock-a-block with orders 
that we have called the staff together, 
explained the position to them, given 
them enormously high quotas and 
asked them if they were willing to go 
ahead. They have agreed every time, 
as the cash return to them has meant 


CUT YOUR COSTS real money. 


I do not mean that we have not 


Glasgow, Cairo. 





by making every minute productive! Wasted minutes at starting and stopping enlarged our staff. We have, 1n fact, 
times increase your overheads — time is too valuable to waste, so control enlarged it considerably in the past two 
it by the British ‘*G.B.'’ System, which cuts out unpunctuality and encourages years; but what I want to emphasize is 


efficiency. YOU ARE PAYING NOW, IN LOST TIME, for this FAMOUS 
EQUIPMENT, YET GETTING NONE OF ITS ADVANTAGES 


Send for details at once 


that we do not enlarge haphazard. As 
the basic volume of business grows we 
naturally enlarge the personnel to deal 


with it, but we do so on a properly 
GLEDHIL v oK calculated basis and not on mere 
~ appearances. 


By this arrangement we are able to 


TIME RECORDERS LTD. keep our wage bill down to the very 


best cost/result ratio basis. 


38, EMPIRE WORKS, HUDDERSFIELD With staff working under such ‘‘pres- 


sure’’ conditions it is naturally up to 





























hereve: is possible we in- fpo oo 
S$, Tun-ways, and so on. The plan 
o save physical effort. 

ve give our men an excellent can- 
en, a fifteen-minute break morning 
md afternoon, with special breaks when 
the pressure is unusually great or over- 
time is being worked. We also provide 
-hot and cold shower-baths. Every em- 
ployee, male and female staff with 
welve months’ service, gets ten days’ 
n0liday on full wage rates, with an 
‘tra bonus according to the indivi- 
lual’s record for time-keeping. 

These, then, are a few of the means 
y which we have been able to keep 
wh costs and at the same time avoid 
my increase in selling prices. We 
ave, too, in these rather difficult days, | 
jaintained a commendably low staff 
urnover. I contend that if an em- | 
‘ployer will give his workpeople every | 
chance to earn good money, and at the | 
Same time look after their physical wel- | 
¿poc fare, he will not be bothered much by 
< their wanting to drift elsewhere. 
Most men beyond the age of late 
youth to-day seriously want a steady 
job that is worth while. Show them 
= = that they can have it, and they will 
ooo stay by you. 
















































..an invaluable interd 
service 


The Neophone Private Automatic. Exchang 
vides the quickest connection ve 
departments in your organisatio 
Systems are available for {0 
of lines. 































































Here are a few of the leading concerns that 
have proved the saving of time and increased 
efficiency effected by the Neophone:— 








New Design Plus 
A BRAND 
is lifting this product 
out of obscurity 









Cadbury Bros. Led, ees. 
Amalg Press bege oo 
English Electric Co. bed. o 


kider D 






Blackwell Led o 





(Continued from page 18) 


The Neophone as standardised 
by the British Post Office 


FOR SALE 
Private Telephone Dept. 


SIEMENS BROTHERS 


38-39 Upper Thames Street, E.C.4 


these components. It was hard work, 
therefore, convincing industrial users 
that it was worth while paying con- 
siderably more for a branded castor | 
that was an engineering job instead of 
a cheap oddity made out of scrap metal. 
- But by demonstration of the im- 
mensely superior strength and easy 
action of the new design, and by care- 
ful advertising in the trade Press, his 
orders increased. 
Then came 1930, 
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a fateful year; the 











Patent Nestin; 
Withstand H 


rooms, etc. The welded tubular steet c 
provides equipment light and easy tò- 





















Catalogue B, with full detail 


Pat. No. 344159. aE ee eee 
gladly sent on request. 





Works and Showrooms: LOWER RICHMOND RD., PUTNEY, S.W.15. Tel: F 


s “3 % 


| & Co 









*| reo Great ; Sium Helped Instead : 
of Hindering z 


Davies, however, looks back on the D 
slump with a laugh. ‘‘It was the finest >= 
thing that happened to me,” he says. -` 
“Not only did it force me to plan in- 
tensively and economically and to avoid 
getting over-elated at the success of a $ 
new business, but it helped me in an- =- 
other way. I was right in the middle 
of experimenting with new designs. fn > 
the normal way I should have had >- 
extreme difficulty in getting machinists 

to make up for me the very small quan- 

| tities of experimental types that I could 
afford. But in the slump firms tumbled 
over one another in the struggle to get 
an order of any sort. Firms that ordi- > <- 
narily I could never have hoped to... 
approach literally begged to be given 
the small experimental work that I had ==) 
on hand. The cream of the trade was 
anxious to help me. 

“It worked out well. I got my ex- 
perimental work done by high-grade 
firms at Jow prices and my designs 
settled. Then, in late 1931, Britain 
went off the gold standard. American 
and other foreign competition dis- 
appeared almost in a night, and my _ 
pre-slump canvassing suddenly began’ ~ 
to bring in a hundred per cent results. 
Orders poured in. 









conmimuous 
FORMS. 


In all kinds of suave 
and recording work, such 
as invoicing, works records 
etc. | 











EES In these tasks, Pimi Continuous Forms eliminate 
| nonproductive operations like i interleaving and removal. of 
~ carbon paper, inserting and removal of forms. Primus 
forms are fed smoothly into the machine, so that- the 
typist is “engaged all the time on productive work, and 
ee greater accuracy is secured. ia 










The ‘Planning’ Habit Had 
Been Learned 


“But the slump had been a lesson, 
I had got the habit of rigid planning 
so that while I had to expand to cope 
with the new business my plant exten- 
sion was regulated strictly on the prin- 
ciple of giving increased output and: 
of permitting costs and prices to becco 
| reduced.” See 

Since that time the Revvo Castor = 
Company has grown steadily. Apart 
from travelling salesmen, the main 
sales effort that has been used is steady 
trade advertising, plus the fact that all 
castors are sold on an approval basis... 
This is a very unusual procedure for. Ee 


: . The Primus. ‘attachment, fitting any typewriter, 
So facilitates this smooth operation, and — need not be 
o removed for ordinary correspondence work. 








Both supplied by 


QUEEN ELIZABETH STREET, LONDON, S.E.] 
-E ee © - - Hop 0204-0205 



















“VELOS” 
hy m PENCIL 
< SHARPENING 
MACHINES 
from 6/6 retail 
including 
BRITISH CROWN - DOMINION 


BRITISH EMPIRE - CABINET 
NEW SOVEREIGN - VICTORY 












The “VELOS” 



























a " “VELOS” CROWN 
2 a _ NUMBERING - o 
“Hon 35/-, retail 








of STAPLING MACHINES 
(20 MODELS) 
- and STAPLES for oli machines 





“VELOS” LETTER OPENER 
















“LIGHTNING” = 27/6 42/- 
and anen retail 
CANY MAKE SENT ON 7 DAYS’ APPROVAL © © | > SAVES > 
20 MINUTES 





‘ P ITC H F ọ R D. & e O. LTD., “VELOS” HOUSE, EORNA UN: Sf 
Phone: ‘NAT. 0055. (5 lene) o eo | oe 


WELL STREET, LONDON, ECI fo TAKEN BY ‘ HAND. 
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be ween the Revvo and the e 
“types. And so secure does Mr. Davies 
feel that the enormous strength and 
<- positive action of his products will at 
> once become obvious under actual 
working conditions that be gives this 
unqualified condition. 


The Brand Will Identify 
‘Quality’ 
. The future policy of this company 
is so to popularize this brand of castor 
that not only will users of trolleys, 
_ trucks and other mobile equipment 
- gpecity it for their needs but that even 





















Don't hunt for reference ... keep yor 
accessible and accurate the 


What is the use of keeping reference 
lists if, whenever they are needed, you 
- are forced to turn out obscure files and 
~ drawers, and cause general confusion 

everywhere ? These unsatisfactory 











| inserted in their correct q 
keeping the list in perfect $ 
. Then there is the Sharm 
method. Coloured tran 
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he general public will look for it just m leno.. "u 
s they look for the brand of safety F are mote trouble than-they ara nort”. 5 
glass and tyres on their motor-cars or Shannon one-line visible records yield make Shannor 
or the brand of other pieces of equip- any one of fifty, a hundred or more facts == such an 
rent that represent the best in their] instantly and accurately. Each record is | Send yi 
class. a separate line which can be instantly | showing how Sh 
The Revvo company, from such a removed for alterations, and new lines |: time and. money. 


















very small beginning, has expanded 
continuously. By sticking rigidly to 
his pre-determined policy and refusing 
to be side-tracked by any too-unusual 
sor impracticable demands, either from. 
customers or prospects, Mr. Davies has |. 
built up a very sound business. To-day f| 
he employs 35 highly skilled workmen : 
Another proof that, working on the 
“right lines, the ‘little man’’ can still 
do it. 
© 


Would It Pay You 
Better to HIRE 
your 


Transport? 
(Continued from page 22) 






invaluable for : 
Telephone index 
Address Records 
Authorisation Lists 
Membership Records 















from the ex-factory or ex-warehouse 
distribution. 

These forms of hired transport, by 
the way, call for the same high stand- 
ards of efficiency and economy as those 

derived from perfectly organized busi- 
“ness-house transport. 

In presenting a brief summary of the 
services given by reputable transport 
contractors perhaps I may be permitted 

to offer those of my own firm as typical 






IMPERIAL HO vine. 15-17-19, 
Birmingham, Bristol, Liverpool, Manchester, New 















IN AUSTRALIA IN NEW ZEALAND? INSOUTH AFRICA 


{Associate Houses} 
SYDNEY, MELBOURNE, WELLINGTON, DUNE- JOHANNESBURG, CAPE 
BRISBANE, PERTH, DIN, CHRISTCHURCH, TOWN, DURBAN, 
ADELAIDE, LAUNCESTON. AUCKLAND. BULAWAYO. 


; ORDON & GOTCH LTD., 75-79 FARRINGDON ST., LONDON, E.C 
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The New 
General Manager - - 






“From my actual experience Rotaprint will 
save us 50 % of our Printing and Publicity 
costs with exactly the same quality” 


HAVE SHARED THIS EXPERIENCE .. 


 fapronk POES 


save You 00°/, 


Write or Phone for Particulars to-day 


KAYE’S ROTAPRINT AGENCY LTD. > CECIL HOUSE * Holborn Viaduct, LONDON 
Telephone : CENtral 5655 (5 Lines) Telegraphic Address : ROPRINTLIM, CENT, LONDON 
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of others, similar in description, avail- 
able in other parts of the country. 


This is What the Contractor 
Offers 

Kent Carriers, Ltd., operate from 
Maidstone throughout the whole of 
Kent, the county town serving as the 
main distributing centre for numerous 
well-known concerns located in the 
Metropolis and other industrial areas. 

Traffic arrangements provide for de- 
liveries to be made in all parts of Kent 
on the day following collection and, 
in most instances, before lunch-time. 
Special delivery service on the day of 
collection can also be given if stipu- 
lated, but in that case there is an in- 
creased charge for which a quotation is 
given in advance. 

Regular daily services operate to 
and from London, the Kent Carriers 
fleet comprising vehicles of all types 
and carrying capacities from three 
up to 1o tons, according to customers’ 
requirements. 

Called upon to carry goods of every 
size and description, we find it impos- 
sible to take advantage of fleet stan- 
dardization benefits, for uniformity of 
type would limit our scope too greatly. 

There is another point where a mixed 
fleet scores in our case and that of 
transport contractors generally. A 
client may instruct us to convey a 
certain consignment of given weight or 
bulk, and we have to select the most 
suitable vehicle for the purpose so that 
there shall be no avoidable loss of space 
and the load can be carried in the best 
and cheapest manner. The same applies 
to vehicle bodywork, and, apart from 
any special instructions given by a 
client, we have to exercise our own dis- 
cretion as to the form of bodywork best 
suited to any given load, with special 
consideration to expeditious loading 
and unloading arrangements. 

There are details liable to create some 
difficulties when produce of an assorted 
nature is distributed by a firm’s own 
vehicles where the choice of type is 
limited. The only alternative is to face 
the trouble and cost of mixed fleet 
operation, which we do not mind, be- 
cause we own extensive garage and 
workshop premises, equipped and 
staffed to handle this particular class 
of vehicle maintenance. 





THE BATES STAPLER IS.... 
DIFFEREN T— tt makes its own staples 


Here at last is the Stapler you have been waiting for. It has 
revolutionized and simplified stapling methods in offices, factories and 
stores all over the country. 





“MAKES ITS OWN STAPLES” he 







The Bates Stapler makes its own staples from a continuous roll of Rust- 5000 IN ONE LOADING ~ 


proof brass wire ; one loading is sufficient for 5000 staples. 
It will not jam or clog because it is impossible to make two staples at one 
time. WRITE FOR OUR DIGEST OF BUSINESS MACHINES. 


CAN'T JAM OR CLOG 










MAGOWAN & CO. LTD. 


STATIONERS’ HALL COURT, LONDON,  E.C.4 
Telephone: CITY 4056/7 Private Branch Exchange 


complete with 5000 staples 30/- 







Price 25/- 


Costs are Saved on Storage 
and Distribution 


One of the greatest conveniences 
offered to wholesale houses by road 
transport contractors operating in the 
provinces is that of service for local 
distribution, especially where perish- 
able goods are concerned. 

A large portion of our trunk-road 
fleet carries the produce of well-known 
London and Home County firms to 
Maidstone every night. On arrival, 
these machines, carrying up to ro tons 
each, are unloaded at our premises, the 
consignments sorted according. to in- 
structions, placed in a number of small 
vans ready to leave for their widely 
separated destinations early the follow- 
ing morning. 

This combined bulk and divided load 
handling by one and the same transport 
contractor is much appreciated by our 
clients. 


How Knowing Local Conditions 
Saves Costs 


By virtue of long and intensive study 
of local commercial requirements on the 
spot we, and others conducting the 
same kind of business elsewhere, are 
able to quote for traffic almost irre- 
spective of its volume at a given rate, 
so that the small tradesman who wishes 
to deliver one case of goods to a house 
in the next village can get proportion- 
ately as good terms as the wholesale 
customer. 

A full knowledge of the county, also, 
from the viewpoint of trade and com- 
mercial conditions stands us in good 
stead with those of our clients for whom 
we act as local distributors. 

Suppose, for example, we receive a 
consignment with instructions for de- 
livery to a retailer on a given day of 
the week. If we know from past ex- 
perience that the day or time mentioned 
is not convenient to the consignee, we 
use our discretion and act accordingly; 
whereas, without knowing such things, 
the firm’s traffic manager might send 
a lorry all the way from London to a 
remote corner of the county, where it 
would be delayed at its destination for 
some obscure reason. Somebody would 
have to foot the bill for any cost result- 
ing from such circumstances. 

I have prepared the chart, shown on 
the front page of this article, which 
clearly illustrates the growth of hired 
transport traffic handled by my own 
concern. It, indeed, represents the 
progress taking place in other parts 
of the country. I think the day may 
not be far distant when an important 
section of business undertakings will 
approach their road transport problems 
from an entirely new angle. There 
seems to be no reason why, by select- 
ing a really good transport contracting 
concern in their main traffic areas, 
wholesale houses should not be able to 
reduce the cost of their products by 
eliminating certain avoidable expenses 
connected with fleet ownership and 
operation under conditions existing at 
the present time. 
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DO YOU KNOW? 


—all about the 3,500 leading news- 
papers and magazines in this country? 
About the 750 Advertising Agents, 
the 600 
Window Display Firms, Film and 


Poster Contractors, 400 
Screen Publicity, over 4,000 National 
Advertisers? Do you know of 2,400 
leading Printers who can work for 
you, 500 Commercial Artists, 100 
Direct Maii and Sales 


Promotion 
Specialists ? A 


All this information, and a wealth of 
other valuable and indispensable facts 
and figures besides, are contained in 
the 600-page 1937 ADVERTISER'S 
ANNUAL, now nearly out of print. 


There will be no new ANNUAL for 
nearly ro months. So order your 
copy of the latest issue whilst the 
supply lasts. 


The Advertiser’s Annual 
(Price 20/-) 
Whitefriars House, 
Tallis Street, London, E.C.4 
Telephone: CENtral 9891 


FULLY SERVICED SECTIONAL FACTORIES 5,000 to 20,000 s. ft. 


INDUSTRIAL DEVELOPMENT DEPARTMENT 
WELWYN Telephone: Welwyn Garden 248 HERTFORDSHIRE 
25 Minutes from King’s Cross to Welwyn Garden City Station 


















ARE YOU INTERESTED 
IN THESE RECORDS? 


Production Costs 

Contracts 

Selling Costs 

Stock Issues 

Purchases 

Deliveries 

Quotations 

Advertising Returns 
If so, take advantage of this special offer of 
a ROBIN Looseleaf Book on approval. The 


ROBIN System makes reference to records 
as simple as to an entry in a diary. 


ROBIN BOOK, 5” x 8”, comprising loose-leaf binder 
bound full maroon buckram, A-Z index and Q 6 
200 leaves (feint, cash or double ledger) / 


or bound half maroon pigskin 12/- 


Post free on 7 days’ approval, with catalogue 


J. W. RUDDOCK & SONS 
Looseleaf Book Manufacturers 
LINCOLN 
and at 3 Old Jewry, LONDON, E.C.2. 
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Here is an economical, efficient and absolutely 
safe method of holding securely up to 40 
documents and papers together. The ACE 
Stapling Machine prevents loss of correspon- 
dence and saves as much as one-half of filing- 
space. It cannot jam and is perfectly simple 
to use. And whatever hard usage it is put 
to it will last a lifetime. Price 30/- each. 





The World’s best Stapling Machine 


Built like a Battleship 
All Steel. Triple Plated. Guaranteed for 25 years 











THE STANDARD OFFICE SUPPLIES Co. 


9 Lovell’s Court, Paternoster Row, E.c.! 
Telephone City 7211 














| ET LE TY TS 
PSYCHOLOGY” 


FREE! 
The amazing new monthly magazine dedicated to 
HEALTH - HAPPINESS’ - SUCCESS 


You'll delight in this brilliantly written, beautifully illustrated, 
, commonsense paper. Send p.c. at once for a free 
specimen copy to : 
PSYCHOLOGY MAGAZINE LTD. 
(Dept B/MI.), 3, 5 & 12 Queen St., MANCHESTER 2 
SEE EE ESS FOS SL EET SE PABIEN RET I TE O REAL 
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They’re Spending Money Here 


New Products—New Markets—New Business 


TOCKPORT firm of Henry Simon, 

Ltd., have contracts for equipment 
and machinery at terminal grain elevators 
at following places in Argentina: Quequen, 
value, £60,000; South Rosario, £210,000; 
Villa Constitucion, £250,000; and Ingeniero 
White, £56,000. 


O 


N order for 42 compound coke ovens, 

with all machinery, and a complete 
by-product plant, has been given to 
Simon-Carves, Ltd., of Cheadle Heath, 
near Manchester, by H. A. Brassert & Co., 
Ltd., of London, who have received con- 
tract from Turkish Government. i 





WO 40,000 h.p. turbo-alternators are 
being supplied by Witton Engineer- 
ing Works, Birmingham, of the General 
Electric Company to the Johannesburg 
Corporation. In addition, contracts are 


in hand for electrical equipment to firms. 


in India, Australia, Canada, South 
America, Palestine, West Indies, Egypt 
and China. 


O 


\ ELSH exporters have large coal 
contract from Egyptian State Rail- 


ways in face of keen foreign competition. 
The order for 275,000 tons was awarded 
to T. Beynon & Co. at 24s. 6d. a ton 
delivered on board ships in South Wales. 

Tenders by German and Polish exporters 
at much lower prices were passed over as 
quality of Welsh locomotive coal is 
superior. 

This brings quantity of Welsh coal 
bought by Egyptian railways this year to 
750,000 tons. 


O 


MPROVED position of operatives 
employed in British motor industry 
is reflected in announcement of Wolseley 
Motors, Ltd., Birmingham, which employ 
5,000 workpeople, that average weekly 
wage has since 1935 increased from £3 Ios. 


to £4. 


Lee 


SEE UE ENE EEE EERIE 







“QUIKWAY”’ 


STATIONERY 





MANIFOLDIA LTD. of WEST BROMWICH 


are manufacturers of 


CONTINUOUS FORM STATIONERY 
“QUIKPART’ CARBON LOADED SETS and 
FOR MACHINE 


ACCOUNTANCY 





URCHASING power of citizens of 

Coventry, according to an estimate 
just made, now amounts to £400,000 a 
week, about £2 per week for every man, 
woman and child in the city. 


O 


Wan tinplate workers in {future 
will have annual holidays with pay. 
The innovation may spread to iron and 
steel and coal industries here. 


O 


N a Lancashire mill formerly used for 
cotton spinning a young Bury engineer 
is making experiments expected to have 


The Co-operative 
Wholesale Society 
have brought out this 
new hair cream con- 
tainer. Faced with 
the difficulty of ex- 
tracting a thick 
cream from a bottle— 
the usual pack—they 
decided on a full 
aperture aluminium 
container. The con- 
tainer is made by 
The Metal Box 
Company. Colour 
scheme is black, 
white and red on 
silver background 


far-reaching effect on motor-car and air- 
craft industries. 

Bury Town Council is interested in his 
experimental engines; one has been 
ordered for an omnibus chassis and will 
be given thorough trial. Engine has no 
valves of conventional type, and it is 
claimed that normal maintenance and 
decarbonization expenses will be elimin- 
ated. Here is specification compared with 
average omnibus engine: 


New Average 
Weight 300-350 lb. 1,200 1b. 
Brake horse-power 160-180 IIO 
Capacity 44-litre 84-litre 


Petrol consumption will be five-eighths 
of that of average engine. 

The inventor has also produced single- 
cylinder motor-cycle engine, which, at test 
bench, has done speeds equivalent of 100 
miles per hour, and has done 2,000 miles 
on roads at speeds up to 75 miles an hour 
without decarbonization or mechanical 
adjustment. It has averaged 150 miles to 
the gallon. 

Inventor is Mr. F. M. Aspin, a 23-year- 
old Bury engineer. 


O 


FTER five years experiment with 
A new fuel mixture of pulverized coal 
and crude oil, carried out by Tyneside 
firm in conjunction with Cunard Company, 
tests have now been completed. The new 
colloidal fuel may be adopted as principal 
method of firing ships in British Navy and 
Mercantile Service. It is a mixture of 60 
per cent crude oil and 40 per cent pulver- 
ized coal; technically it gives same results 
as oil fuel, although appreciably cheaper. 

The experiments have been carried out 
by Waipa Slipway & Engineering Co., 

td. 

Adoption of the new fuel by oil-burning 
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obtained from experiments, it is stated, | [i fp=sssseamene 

and if production of colloidal fuel in large 

juantities is undertaken will mean a great 
_deal to coal industry in Britain. 


O 


A ȚHAT is believed to be the first 
m vessel built in a British shipyard 
for German owners during the past 24 
years was launched last month from the 
Burntisland Shipbuilding Company’s 
-Clydeside yard. The vessel is the 
~Ginnheim. 
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VA ELL-KNOWN steel producer, Dr. | 
YY W. H. Hatheld, F.R.S., of Sheffield, 
nas disclosed. discovery of a new steel, 
‘Stayblade Max’’, suitable for working at | | 
emperatures up to red heat, which resists |. 
Oxidation in air or steam up to tempera- | i 
tures of 9000 C., and is quite machineable. || 


Pers 


o This steel is used for boiler drums, tur- f- 
bines, high temperature reaction vessels E 

and other units of plant which have to E 

<: p operate at high temperatures and stress, |- 
oo The steel has high chromium and nickel f- 
contents, and also substantial additions of f- 
titanium and aluminium. Its “time | M 
< yield’ value at 5509 C. is of tons per | $ 
square inch. : 












A TEST CAMPAIGN 
IN DERBYSHIRE? 
TH ROUGH THE 

















MARKETING FACTS & FIGURES BO 
giving exhaustive data regarding the Derby 
area FREE on application to :— 
JOHN COOPE, Advertisement Director 
Northcliffe Newspapers Group Limi 
Carmelite House, London, ECA, Phone Cen. . 


A NEW feat in the industrial world |” 
E 






has been achieved by Sheffield firm, | E 
gar Allen & Co., which has produced | 
a 17-ton casting of a type never previously | 
made from steel. The casting was made 
for a speciality machine, its overall length 
being 169% inches. 
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Ə ECORD one-day delivery was OV +. a imp fn | ids f 
recently made from Grimesthorpe, NOW is the time to arr ange 


Sheffield, foundry of English Steel Cor | | 7 : ' “nA E 
Pon, TI be ‘consignment and p J fe or SYSTEM DESK CALENDARS 1 
ton anvil block. a 75-ton mill housing fr | | £0 Give You All-the-Year- || 


rolling mill, and a 65-ton slide plate for Da ifa 2 
an hydraulic press. The balance was Round P ublicity tn 1938 


miscellaneous steel castings. “System” Desk Ji 
O = | Calendars with f] 


your business f] 
anno uncement 
printed promin- |] 
ently but un {$} 
obtrusively on fi 
each Daily 
Sheet, will keep 
your goods or 
service before 
the notice of 
customers ar 
prospective cns- 
tomers every 
hour of every 
working day 
throughout the 
y whole year. Be- 
mB cause they com- 
mand more fre. | 
quent reference | 
than any other 

| Po article of desk 
equipment they constitute the best form of 
continuous publicity at a minimum cost. 


COUPON. 


To SHAW PUBLISHING CO., LTD., 
6, Carmelite Street, London, E.C.4. 
Without incurring any obligation I would like 
to have your quotation for... 





RODUCTION at a new £2,000,000 

a rayon mill, built for Courtaulds, 

- Ltd., at Preston, Lancs., will begin in 

November. About 2,000 workers will be 

employed, but by early next year it is 

expected this number will be raised to 
6,000 and later to capacity—8,o00. 







“Our advertising effort has teen 
successful. As a resull, several new i 
ave: been opened and the avevax 
business each month from these mea 
amounts to a gratifying total” 






















business was formed very many ex 
although the March total was o: 
itself the figures for April easily suthas: 








$ May we help you ta | 
| bigger sales too? We will 






Nes 

put our recommendations 
|| you without fee. 
Direct Ad Consult 


3 Old Jewry, LO} 




















cio VENUS PENCILS are 

_incomparably smooth and 

ong lasting, their standard 

of quality never varies. 
:.  . MADE IN ENGLAND. 

KNOWN THROUGHOUT THE WORLD 

















System Desk Calendars for advertising purposes. 




























































. A Career in Advertising for you 

. Achieve success in Advertising. by spare-time 

C ostudy. Secure a post of influence with 

-o prospects for the future. The British College 
of Advertising course constitutes a thorough 
training for ambitious men and women who 

oo Wwant.to0 PROGRESS. Write today for 

FREE brochure. 


| THE BRITISH COLLEGE OF ADVERTISING LTD. ey. 173 


é Carmelite Street, London, £.C.4 
















OFFICE EQUIPMENT FOR SALE 


<~Government and other Steel and Oak Card 
index Cabinets by Roneo, etc. Filing Cabinets, Desks, 
ete, Also PLAN CABINETS, New. and Second-hand, 
at low prices. Write for Catalogue.-The Miscellaneous 
vading Co, Ltd, 18 New Oxford Street, W.C.1. 
Holborn 4804. 
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| CALCULATING MACHINES 
| Adds 
_ Subtracts 


—Dyears 
ii guarantee. 
DUPLEX 


| model of above” 35/- 







So) Leena Trade Enquiries Invited 
1 @ Write jor fully descriptive illustrated Leaflet “A” from 
op. BISSET & CO. LTD., Grand; Buildings, 
Trafalgar Sa., London, W.C.2. (Whitehall 8275) 









iin ae mantener E E E E 
Addin Machines, Calculators, Statement 
“Machines... Typewriters and all Office Equipment, 


New, Rebuilt and Second-hand. 
oo Exchanged.—Dixon Matthews & Co., 
; Street, Neweustle-npon-Tyne, 1. 


Bought, Sold, 
46 Pilgrim 


pagauna urna nplib apana annan renin n WS CARMATE TM 


Att Metal Visible Systems. If you have not had 
a gecent demonstration, you have missed the latest 
ooo developments in this type of equipment. Or, send 
for Catalogue P60, Art Metal Construction Company, 
201 Buckingham Palace Road, London, 5.W.1. 
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- Roneotype Printing Machine with Printing Ink 
attachment, £12 10s. Addressing Machine (pedal) and 


ce Stencil Machine, complete, £12 l0s--O.P.5,, 189 
< Farringdon Road, E.C.1. 



































with patented ADDING and 
BTRACTING device on re- 
se side SOLVES THEM ALL 


‘Bictension Seale ia also supplied for iogarithe- 
nic ealoulation which gives accurate results to 4 orð 
pisces, This. new scale ceoupies a minimum of space, 
ind haw a degree of accuracy equivalent to that of a Slide 
Rule 24 feet long, Unnecessary mental work is eliminated 
Wi tme economised. Ask for iMustrated leaflet £. 


TRADE ENQUIRIES INVITED 


K. BISSET & CO. LTD. 
Bldgs. Trafalgar Sa. London, W.O2. Tel. Whitehall 4275 
















ARGAIN- 
: Walkers, Dyers & Cleaners, Ltd.. 


heape- Walkers, Argali 
staffa Road, Leyton, FW. 


» little used, in perfect order, 18 months cid; 
riginally cost £25. Can be seen by appointment, 
condon; sacrifice at £12 (or near offer). 

Box 871; Busress. 6 Carmelite St, London, E.C4. 


MONTREAL | 
TORONTO | 
WINNIPEG | 


-Ronco segments and type fer saie 


dpe aajripieti pay ten ree Vine mot Aa an ana aaa mast asee emm 


eo Duplicator No. 10, automatic feeding. 






RATE--2/8 a line (average T words to a ln 
Minimum 8 lines costing 7/6; cach additional tin 
or part of a line 2/6. Box No. counts as one ine. 
and is to be paid for; replies are forwarded free 
of charge; 24%, discount for B insertions, 5% for 
6, 10% for 12. Payment with order for single 
insertion. Display panels 24/- per single column 
inch. Discounts as above. Special rate Jor 
“Appointments Wanted’; B tmsertions for the 
price af 2. 
Announcements for the next issue should reach 
Business, Whitefriars House, Tallis Street, ECA 
{Phone Central 9898), nol later than July 23, 


BUSINESS OPPORTUNITIES 





| Fhe Proprietors of British Patent No. 408805 for 


imagan pana 


“Improvements in or relating to Printing Devices for 
Statistical Calculating and Tabulating Machines Utiliz- 
ing Perforated Cards” are desirous of entering inte 
negotiations with one or more firms in Great Britain 
for the purpose of exploiting the above invention 
either by the sale of the patent rights or by the grant 
of a Licence or Licences to manufacture on royalty. 
—Inquiries should be addressed to Abel & Imray, 30 
Southampton Buildings, London, W.C.2. 


PARTNER, sleeping or worker, Ticket writing, 
something entirely newo~J-C.A., 76 Harbut Road, 
Pattersea, S.W.11. 


APPOINTMENTS WANTED 


FE ee ee een EASE AEE ANNANN A 
Young gentleman (33) public-school education 
and 15 years hard, varied business experience, mainly 
manufacturing, wants real opportunity. Keen, tireless 
worker, sound organizer in office and factory, very 
adaptable and thoroughly reliable. Successful ex- 
perience of complete control of works, including all 
amece except sales. Excellent right-hand man for 
basy principal or active group. Would respond to 





intensive training to open new works, factory or 
branch, f 
Box 372, Business, 6 Carmelite St., London, E.C.4. 


Accountant, with commercial and engineering 
experience seeks opportunity as assistant to manage- 
ment of progressive business. 
Business, 6 Carmelite St, London, E.C.4. 
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HOW TO TEACH 
BUSINESS 
- CORRESPONDENCE 


A soox brimful of ideas and methods that 
have secured for many teachers, directors and 
chief correspondents effective results in training 
people in the production of really efficient 
Business Correspondence. It aims to show 


“how? rather than “what” to do, making it 
equally valuable to the student or junior cor 
respondent desirous of attaining perfection in 
the art of letter writing. 

A few of the various subjects dealt with are: 
The Psychology of Effective Letter Writing, 


Clear Thinking, Personality in Writing, Reach- 
ing the Reader, Personality in Correspondence, 
Finding the Word that Sells, Punctuation, 
Function of the Dash, Words to be Avoided 
or Used with Judgment, Faults in Phrasing. 
There are also General Information Tests, 
Exercises and Examinations. . 

Make sure of getting your copy of this unique 
book by posting this coupon Now. 
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Shaw Publishing Company, Ltd., 
6 Carmelite Street, London, E.C.4, 
Please send me post free by return 
copies of “How to Teach Business Correspond- 
ence’, for which I enclose 98. 9d. each in 
payment. 



















-TO START A MAIL ORDER BUS 
Oo that quickly brings you a foll-time -t 
Few pounds capital only needed; no sä 
or outfits to buy. No rent, rates or canvass 
ing. New method makes success. certain. 


Send to-day for free booklet. °° o 
Business Service Institute (Dept. 2680) 
4 Carmelite Street, London, E.C.4 |: 


TIME RECORDERS 


Time Recorders and Electric Clocks. We. have 
new machines of all systems in stock; rebuilts at 
half price, fully guaranteed. Supplies, repairs —Time 
Recorder Supply & Maintenance Co., 159 Grange 
Road, London, S.E.1. ‘ 


Staff Time Checking and Job Costing Time 
Recorders (all makes} for quick cash sale, exceptional 
condition, Write “Betarcol”’. 
Box 845, Business, Whitefriars Hse., 


HOUSE ORGANS 


A well-edited and interesting House Magazin 
will maintain much goodwill with your customers. 
Send for specimens—you will be interested.—-Artbur 
May, House Organ Specialist, Nazeing, Waltham Cross, 








Tallis $t; EC. t. 7 ; : 











EDUCATIONAL 


Be a Master of English. Learn to speak and 
write well. Booklet free.—Regent Institute (Dept. 
886L), Palace Gate, W.8. 
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“Abbrevia” Shorthand—using ordinary letters- 
is best. Hi Speeds. “Most simple”, “Easily. . 
Oe sae BBREVIA (B) 2 Donald Street, | 
ards ORG, 





MISCELLANEOUS 





a coming Bulletin of the Institute of Organizers, 8. 


Redburn Street, Chelsea, S.W.3, Particulars, stamp, Bee 





OFFICE SUPPLIES 


“GECO” OFFICE SUPPLIES 


Carbon Papers for all Purposes. 
From 3s. to 498. per box of roo 
sheets, All sizes, Colours and 
Quantities in Stock. Typewriter 
Ribbons for any make of Machine. 
Prices from 2s. each. 
Special Quotations for Quantities. 
Duplicator Stencils for all 
Machines. Cash with Order or 
C.O.D, 
“GECO’’ Office Supplies Co., 
28 Warner Street, E.C.1. 
Telephone: TERminus 6619. 


PRE GINA 
CALGARY 
T EOMONTON 

SYANCOUVER 
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STRU CTURES 


OF EVERY DESCRIPTION 





Manufacturers of Structural Steelwork 
for factory buildings of all descriptions. 
Also Roofs, Bridges and Tanks. 


Enquiries, large or small, receive prompt attention 


CLYDE STRUCTURAL 


IRON CO. LTD. 
CLYDESIDE IRON WORKS 


SCOTSTOUN - GLASGOW 


LONDON OFFICE Telegrams: “CORRUGATED, GLASGOW” 
| Leadenhall St. E.C.3 Telephone: SCOTSTOUN 1817-1818 
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If You Are In A LIGHT Industry... 
Then This New Trading Estate Will 


-_-—— —— ati — haas : 
LA x +S = toa aaa 
: ma ~ ¢ 
Tap Sah, Be hee 
es ey Ye oe ee oe 


r 








T 
-= = 
- 










| ete! 
Sr OA) a : 
TE vane E AU > 5 k 
"e rS pyy ake > Leh 
rad à rbt 
» i 
4 a 


ba 


TRADING ESTATE 


“Help You... By 


a site of 320 acres is being de- 
veloped as a modern trading 
estate for light industry. 

When this plain statement of fact 
was published it heralded new oppor- 
tunity for manufacturers in light indus- 
try. For the first time in Scotland such 
manufacturers can locate their factories 
on an estate which is planned in detail 
for this type of industry. 

The importance of this fact cannot be 
over-stressed, for it shows that indus- 
trial Scotland has realized the circum- 
stances and needs of modern indus- 
trialists of this kind. Further, it shows 
that Scotland has learned, too, that a 
sound, economic basis for any country 
‘or area is to have a wide diversity of 
industry. 


À BOUT four miles west of Glasgow 


Estate Is Planned 
In Up-to-date Style 


Scots are credited with being an 
honest, industrious and intelligent 
people. They are supposed to be 
especially canny. With regard to a 
trading estate for light industry, they 
seem to have borne out this reputation 
in at least one respect. By waiting 
some time before starting the North 
Hillington estate they have got the 
benefit of the experience of all other 
estates in Great Britain. Hence, while 
the estate is planned to meet the special 
demands to be made on it, the archi- 
tects, designers, and engineers are able 
to incorporate the most up-to-date de- 
tails and ideas in estate planning. 

This fact in itself forms one benefit 
that manufacturers will reap by locat- 
ing at North Hillington. And there are 
many others—the value of Glasgow and 
the rest of industrial Scotland as a door- 
step market, as a distributing point to 
the North of England, to Northern Ire- 
land, to Europe and to all the world; 
the possession of the latest type of fac- 
tory with not only light, power, gas, 
water and the normal services at very 
low rates, but also cheap steam for 
steam-processing work, laid on; the 
wealth of skilled labour for which this 
part of Scotland is famed; the nearness 
of a multitude of essential supplies, 
and the willing and helpful co-operation 
of local authorities and other public 
bodies. 


C. E. DAY 


These are all, in varying degrees and 
according to the nature of the goods 
to be produced, assets to be reckoned 
with location on the new estate. Natur- 
ally, I will deal with them in some 
detail later, but I mention them now 
to bring this Scottish development into 
proper focus. 

Some of the benefits I have listed may 
not be the sole birthright of this Hil- 
lington estate. Several can be claimed 
by a number of trading estates in 
England. But the fundamental fact 
that this is the first and, as yet, the 
only site in Scotland to be planned and 
developed for the use of very small as 
well as large manufacturers lifts it at 
once into a sphere of its own. 

Surveyed as an area in which to set 
up a branch factory or to start a new 
business, Scotland to-day offers new 
scope and opportunity. Like all great 
shipbuilding, iron and steel and other 
homes of heavy industries, the country 
is feeling the effects of the upswing in 
trade and the rearmament programme. 
Businesses are expanding; furnace and 
forge are bright with heated metals; 
buildings are going up, old buildings 
are being expanded; thousands of men 
are going back to work. Latest unem- 


Scottish Office, 
Whiteball. 


Math June, 1937. 


PREIA E TA ETE $ 


has been established in the heart of the industrial 


West of Scotland. 


I ac confident that this new industrial 
centre, with its up-to-date and canprehensive 
faci Mies and services for the mamfscturer, will 


cake a real contribution towards broadening the basis 


of industry in Scotland. 


I have ns doubt thst the promoters of new 
enterprise, as well as existing industries seeking 
outlets for expansion, will quickly seize the un- 
rivalled opportunities which this development offers, 
and I wish it a speedy and sustained success. 


| JANA) 


wAY 


Sir Steven Silsland, Bart., M.C., J.P., 


_| 75 Hydepark Street, 


GLASGOW. 





ployment figures show that 15,000 re- 
turned to jobs last month. 

These are happy prospects for busi- 
ness men taking factories on the new 
estate. The doorstep market is grow- 
ing in wealth and will certainly provide 
a sound basis on which to build national 
distribution. 

Moreover, despite Scotland's brighter 
outlook, the manufacturer here finds 
himself in a favourable position to 
fight those twin bugbears of industry 
to-day: (1) rising costs and (2) labour 
shortage. 


Rentals Are Based on 
A Rate of 10d. A Foot 


In the first instance, the low all-in 
rentals—they are based on a rate of 
rod. a foot and, for the ‘‘nursery’’ fac- 
tories, work out at no more than £50 
rent a year—are a means themselves to 
cut overheads. The cheapness of the 
services and the special allowances pos- 
sible in such items as rent, rates and 
taxes, arranged through the Commis- 
sioner for the Special Areas, are also 
a means of keeping down expenses. 
There is, too, the fact that North Hil- 
lington’s factories are designed and 
built to promote economic operation of 
plant and thus make possible savings 
that could not be effected in old types 
of buildings. In this respect, each manu- 
facturer gets a flying start over any 
competitor located in older buildings. 


sw 





Above: Mr. Walter Elliot, Sec- 
retary of State for Scotland. Left : 
Although the Government are 
naturally interested in the success 
of the North Hillington estate asa 
Special Areas scheme, Mr. Elliot 
is taking a personal interest. This 
is the letter which he wrote to Sif 


Scottish Industrial Estates Ltd 


Steven Bilsland, chairman of 


| 
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SERVICES At the Estate are Good : 
Planning Puts Them at Your Command 


ROM an architectural point of view 

the North Hillington Trading Estate 

is an area specially selected, planned 
and equipped for manufacturing pur- 
poses. Factory sites or completed fac- 
tory buildings are to be let for either the 
light or heavy industries. 

It is an undeveloped tract of ground 
320 acres in extent. A plentiful supply 
of highly skilled labour can be drawn 
upon locally for almost any kind of 
industry. Transport facilities are con- 
venient, and services, such as water, 
electricity and gas, are abundant and 
the best procurable. 


Site Is Planned In 
Four Main Sections 


In general layout the idea has been 
to co-relate into one harmonious unit, 
with regard for architectural effect, the 
many sections and types of buildings 
that comprise an industrial area. The 
site has been planned into four main 
sections : | 

(a) The heavy industrial area for 
large plants requiring over an acre of 
ground and attached railway sidings. 

(b) The lighter industrial area for 
smaller plants, which may either be 
on their own ground or housed in one 
or more of the standard 5,000 square 
feet factory units, or even in one of the 
1,200 square feet nest factories. 

(c) The administration area forms 
a civic centre around which will be 
grouped the administration offices of 
the company, banking premises, labour 
exchange offices, an exhibition hall for 
trade shows and company meetings, 


by 
EDWARD G. WYLIE 


Architect to the Scottish 
Industrial Estate 


and a large central garage and filling 
station. 

(d) Recreational Areas: Of these 
there will be three distributed over 
the site, and they may take the form 
of sports grounds, or open spaces, or a 
combination of these. Included within 
these areas will be restaurants and 
canteens, and, if found necessary or 
desirable, an hotel. 

These sections each have their own 
network of main and service roads and 
are inter-connected by main avenues. 
All roads are planned to make simple 
the internal transport question. Roads 
will have a concrete surface and will be 
flanked by adequate pavements and 
broad grass verges. Shrubs and trees 
are to be planted in these verges. Be- 
tween verges and factory buildings 
there will be a broad car-parking space. 
The building lines on the ordinary roads 
are 100 feet apart. On main avenues 
they are 150 feet apart. 

Unit factories are built in groups of 
three and four, each unit being 5,000 
square feet in area and, unless in special 
cases, are 11 feet in height from floor 
to roof ties. The 5,000 square feet is 
clear floor space. Direct natural light 
is obtained through roof lights. There 
are no dark, or even badly lit, patches. 
Office and lavatory space is on the 
street side of the unit and is in every 
case arranged or divided to suit the 


requirements of the tenant and the 
Factory Acts. 

At the back of each unit there is a 
yard space through which goods are 
received or dispatched. The exit from 
this yard is directly into a service road. 

It is possible for a tenant to occupy 
from 5,000 to 20,000 square feet floor 
space. If required, the building can be 
extended into the yard space. Thus 
even in the standard unit area of the 
estate, conditions have been purposely 
made elastic to suit growing and 
changing needs of business. 


Built To Meet The 
Small Man’s Needs 


The nest factories, each having a 
floor space of 1,200 square feet, are 
planned in groups of seven. They are 
constructed to meet a known demand, 
that of the man commencing business, 
or the trade that requires only one or 
two operations. 

The units have foundations of re- 
inforced concrete, carrying a frame- 
work of steel columns, beams, and roof 
trusses. The floors are also of reinforced 
concrete. The floor finish in the work- 
ing spaces is of granolithic, but arrange- 
ments can be made for wood block 
flooring or other alternative finish if 
required by the tenant. The finish in 
the offices is wood flooring laid on 
battens. 

The walls are built with bricks, in 
two 4in. skins with a 2in. cavity 
between. Around the working spaces 
the walls are roughcast outside and 
flushpointed inside. Around the offices 
and lavatories the walls are finished 













* 


_ pitched. Each slope has its centre third 
- glazed. The areas above and below are 
_ covered with asbestos cement sheeting 
and lined with insulation boarding. 
_ The roof over the offices and lavatories 
is flat. The slab consists of precast 
reinforced concrete units, plastered on 
- the’ underside, and covered with 
-asphalte on top. T 

= Water is laid on in every unit to 
supply the various fittings. Arrange- 
ments can also be made for additional 
supplies of water for processes. 
~The units are steam heated. In the 
working spaces the heat is radiated by 
“unit-heaters’’ mounted between the 
roof trusses. These unit-heaters con- 
sist of a coil of gilled pipes with a small 
fan mounted behind and a series of 
louvres fitted in front. The steam 
‘passes through the coil. The heat 
© generated is blown outwards by the 
fan and is then deflected to the work- 
ing plane by the louvres. Cast-iron 
radiators supply heat to the offices. 















Spare Circuits For 
Additional Lighting 
_ The units are all tubed and wired up 
to ceiling roses for general lighting, and 
some spare circuits are available on the 
distribution boards for additional light- 
‘ing points. 
separate cable is being brought into 
each unit and terminated at the power 
company’s fuses. The supply is A.C. 
_. and is obtained from the Clyde Valley 
Electrical Power Company, Ltd. For 
_. lighting purposes and for motors up to 
. 3 h.p. the supply is at 250 volts, single 
phase, 50 cycles. For heavier motors 
the supply is 440 volts, three phase, 50 
cycles. 
_. Gas mains are laid at the side of 
very road. Tenants desiring a gas 
upply can arrange, at any time, for a 
service branch to be led into their 
‘premises. 
. As at present contemplated, the 
¿administration section will house the 
administration offices of the company. 
Included in the building will be trade 
information bureaux, conference rooms, 
and trade show-rooms for the use of 
tenants and outside traders and, pos- 
sibly, a medical and dental clinic. 















All Community Services 
Will be Made Available 


- Within the area will also be situated 
the premises of the principal banking 
= houses, the labour exchange and, pos- 
_. sibly, a suite of halls for annual com- 
. pany meetings, lectures, etc. It is pro- 
= posed to plan the whole of this area 

. architecturally as a civic centre. 

- Adjoining the administration section 
-will be situated a central garage capable 
» of housing. a large number of cars and 
transport vehicles. Complete repair 
and maintenance services will be car- 

ed out. The garage will include a 
ling station on the most modern lines 
rapid service. 























_. The roofs of the working spaces are 


For power purposes a 


early date.” 


















oyees and traders visiting the 
estate. In these buildings both light 
refreshments and full meals will be 
served at moderate charges. 

The estate company plan to set aside 


an 





Why and How The 
Chosen As a Factory 


by 


SIR WILLIAM GOODCHILD 
C.M.G. 


Director, Scottish Industrial 
Estates, Ltd. 


S in the case of most proposals 
of a constructive nature for new 


developments, the Scottish Indus- 
trial Estate has largely had a composite 
origin. But one man, Sir Steven 
Bilsland, may be said to have been 
mainly instrumental in establishing the 
estate. 

Towards the end of 1934, Sir Steven 
Bilsland, then the president of the 
Glasgow Chamber of Commerce, com- 
municated to Sir Arthur Rose, Com- 
missioner for the Special Areas in 
Scotland, certain proposals which had 
come before him. These were for 
developing an industrial estate on the 
lines of Trafford Park, Manchester, and 
other estates which had been success- 
fully established in the South. 

There appeared here to be a chance 
for the Commissioner to do something 
direct in favour of industrial develop- 
ment in the Special Areas through 
financing such an estate. But there 
were serious doubts as to whether this 
was possible under the limitations 
imposed by the Special Areas (Develop- 
ment and Improvement) Act, 1934. It 
was thought, however, that if a body 
in the nature of a public utility com- 
pany, not operating for profit, could be 
created to run an industrial estate, this 
might satisfy the limitation. It would 
enable the scheme to be financed from 
the Special Areas Fund. 

Sir Arthur Rose, after careful con- 
sideration, was satisfied that the pro- 
posal was both competent and desirable. 
He referred to it in his report of 
February, 1936, in the following terms : 


“For some time past I have 
been paying particular attention to 
schemes for the creation of an indus- 
trial estate, fully equipped with 
buildings and services, ander suitable 
arrangements, as a means of attract- 
ing new industrial enterprises. I am 
now awaiting information in response 
to my inquiries in regard to possi- 
bilities which, I hope, will enable me 

to initiate formal negotiations at an 






































equip these. 
and apparatus. The 

let to clubs which will be £ 
the estate or can be used for 4 
pose of inter-firm sports. 
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Before resigning, he entrusted + 
scottish Economic Committee the 
of carrying the proposal 
liaison with his successor in off 





The Scottish Economic 













ously, A sub-committee was- 
under the chairmanship of Sir 
Bisland, with a remit to p 
creation of an industrial estat. 

Visits were paid to established 
trial estates in] england, such as 
Welwyn, Trafford k ar 


























ful nature was obtained “thre 































Special Areas. Authority was 

for the employment of t 
advisers, such as surveyors, archi! 
and engineers. 


Site” Has Every 
Needed Service 


After full consideration, it 
that a site in excess of 300 acres of Ia 
at North Hillington, near Bes: 
Burgh, was most suitable. [+ i 
veniently situated for transport } 
road and also by air, as it is ag 
to Renfrew Aerodrome. The ; 
is fairly level, It is near G 
Housing schemes, providing ho 
hundreds of workers, are be 
oped in the immediate neigi 

The estate was secured. pa 
purchase and partly on a fer 
with finance from the Spec 
Fund. | 

This estate is now being develoy 
on approved modern lines by a ġ 
pany, limited by guarantee and 
working for profit, of which Sir Ste 
Bilsland is chairman. 

Sir Steven, therefore, had the 
of his convictions. He not g 
gested an idea, but ace at 


more onerous task of put 


appeared 

























_ WN assessing the value of any factory 
site most manufacturers want to 
‘@™know just how great will be their 
major expenses—the cost of land, the 
expense of preparing for building 
operations and the cost of construction 


_ Normally, when you buy ground, you 
become involved in a good deal of 
formality and red tape. You may have 
to negotiate with a number of local 
uthorities and other people interested 
in. the property. The delays that 
invariably result may, in effect, cost 
you a good deal of time and money. 
For the purchase of land is rarely a 
straightforward matter between your- 
Hf and some one other person. 

‘Even when all this business is com- 
pleted, you remain up to your eyes in 
the details of getting your building 
plans, drainage schemes and much 
-Other work approved and passed by the 
local authorities. 





No Irksome Details 
In Taking A Factory 


: - Now these are all time-wasting and 
¿expensive details of business which are 


factory at North Hillington. Even if 
you are a big manufacturer and wish to 


own factory, negotiations are as simple 
as buying a pound of butter at the 
-grocer’s. Scottish Industrial Estates, 


= E have mentioned. They are able to 
come to an immediate agreement with 
any manufacturer without reference to 
ny other person or body of people. 
But most small manufacturers are 
illy interested in escaping that heavy 
den--capital outlay. Thus, if they 
walk into factories and rent them 
h no more difficulty than renting a 
“room office in a city, a big draw- 
k has been overcome. 


North Hillington. Rents are calcu- 
d on a basis of rod. a foot and are 
l-inclusive. 

Money that would otherwise be spent 
land and buildings is, therefore, 
ased for development of business. 
t the same time, up-to-date premises 
re acquired which enable the manu- 
facturer to reap full benefit as though 
e had designed, planned and built the 
.ctory himself. 

-By this I do not mean to suggest that 
each small factory is built especially for 
the man who rents it. That would, in 
any case, be uneconomic. But the 
practice of erecting a series of factories 
with different floor areas does, to all 
_ purposes, largely achieve this state. 
For instance, the very small manu- 
3 facturer can rent a unit of floor space 
Ee 1,200 ea alas With Tais 





-completely eliminated when you take a 


buy land on the estate and erect your 


= Lea. have done all the irksome detail 


And that is 
cisely what a business man can do 


a baa pg nak Hillington H 


1. No capital outlay 

2. Wide choice in floor space 
3. Factories central heated 

4. Factory insurance paid 


5. Free upkeep of roads, etc. 


“nursery” factory he gets separate 
lavatory accommodation for his male 
and female workers. All services— 
electricity, gas, water, drainage, etc.— 
are laid on. So, too, is steam heating, 
which can be tapped for steam process 
work. The total rental for such a 
factory is £50 a year, which includes 
the cost of heating. 

Now, although the minimum lease is 
for six months, the manufacturer may 
leave the factory to move into larger 
premises at any time. He may, for 
example, want double the floor space. 
In such a case, two units of the small 
factories are made available. 

This accommodation for growth is 
carried right along in all the standard 
buildings erected. by the estate com- 
pany. The next size building is made 


up of units of 5,000 square feet. “There 
are four such units to each complete 


building. Thus, from a ‘“‘nursery’’ fac- 


ness expands, take other units or parts 
of units in that building. Alternatively, 
he can move into a factory of still larger 
units-—6,000 square feet. Here again 
he can repeat the process of expansion 
until he has occupied the total 24,000 
square feet of the whole factory. 

When a manufacturer has expanded 
his business to this point and wants a 
still larger space, the estate company 
are prepared to build a factory to meet 
his special needs. Thus, from start to 
finish, the aim of the estate is to meet 
the space demands of the industrialist 
and help him to grow. 


Steam Heating Is 
In All Factories 
One outstanding feature of all fac- 


tories is that they are serviced with 
steam heating. The estate company 


have installed a central boiler plant 


from which every factory unit is 
supplied with steam. 

This is a money-saving service for 
big or small businesses. The cost of 
installing a special boiler in the factory 


and the expense of maintenance and 


keeping a man to tend it are all com- ` 
The heating pro, 
vided also does awapa with ee oe 


pletely wiped out. 








tioned earlier 
skilled labour. 























































6. Fenced yard space, no cost i aS 
7. East-west port outlets 

8. Ample skilled labour 

9. 2,000,000 doorstep market 


10. 6,000,000 near by market 


to use fires or any other heating : 
appliances to keep the factory as warm = | 
as Government regulations demand... 
Actually, the cost of heating by this = 
central plant is only three-eighths that 
of heating the factories individually. 
Another item included in the rental 
is insurance. The company pay for 
protection of all buildings. The manu- 
facturer, of course, must insure his own 
plant. 
Upkeep of roads and pathways by 
the factories and throughout the estate 
is looked after also by the company. 
This is quite an advantage, especially 
if the manufacturer uses a good deal of 
road transport. Lorries and trucks 
quickly cut up factory roads and such 
roads are costly to keep in good repair. 
The estate roads are of reinforced con- 
crete. There is, too, a parking space 
in front of the factories—zo feet of 


3 -asphalted “‘parkway’’. 
tory the manufacturer can move into a 
5,000. square feet unit and, as his busi- 


The company also takes charge of 
maintaining the exteriors of factories, 
but it is up to manufacturers to look 
after the interiors. 


All Units Have 
Own Yard Space 


The high cost of land—-and its. 
scarcity in some industrial areas—often == 
prevents manufacturers from getting 
adequate storage space by their fac-- 
tories. This particular point has beei 
well covered by the North Hillingtor 
authorities. They have provided fence 
in yards at the rear of all factories 
The “nursery” type have a space of. 
about 25 to 30 feet, the larger factories 
70 to 8o feet. For this valuable space: 
there is no extra charge. ; 

Among other specific advantages = 
offered by North Hillington must cer- 
tainly be included its unique position 
of being able to offer manufacturers 
east and west port outlets. The Clyde- 
side docks are right on hand, thë 
Grangemouth and Firth of Forth docks 
are 25 miles distant. As I have pointed . 
out previously, this unusual facility 
gives distinct advantages in nang sea 
transport. s 
















Another advantage I have also men: n: 
is me abundance of | 








THE “UNION TRANSIT” ORGANISATION 
Represents Efficient Co-ordination of Transport Services in Operation 














We have our own Fleet of Motor Transport 
Vehicles and Warehouses for the STORAGE 
of all classes of Merchandise. 


Our combination of facilities places us in an 
exceptionally favourable position to undertake the 
handling of Export or Import shipments and all classes 
of business associated with Transport, including 
i Warehousing and Distribution, on 


THE BEST POSSIBLE TERMS CONSISTENT WITH 
EFFICIENT SERVICE. 


As International Freight Contractors and Coastwise 
Carriers we have special arrangements which enable 
us to quote keen inclusive rates in respect of full 
cargoes or large consignments covering Freight and 
all Charges, including Warehousing and ultimate 
delivery to meet the requirements of our Principals. 


KEEN FREIGHT RATES QUOTED EITHER FOR 

SMALL CONSIGNMENTS OR FULL CARGOES 
BETWEEN ANY PORTS. 
| 
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= -THE MV. "SAPPHIRE“CARRYING A FULL CARGO — = 
_ FORUNION TRANSIT CO. GLASGOW =. 











A n -~ 





a 


AIRWAY TRANSPORT 


Official Booking Agents for 
BRITISH AIRWAYS LTD. 


Regular Services between LONDON and PARIS 
and other Continental Centres. 


RAILWAY AIR SERVICES LTD. 
NORTHERN AND SCOTTISH AIRWAYS LTD, 
HIGHLAND AIRWAYS LTD. 
NORTH EASTERN AIRWAYS LTD. 
WEST OF SCOTLAND AIR SERVICES 


We are in a position to arrange for the charter of 
Planes to meet special requirements and to undertake 


HOME, ; FOREIGN or CONTINENTAL the transport by Air of small packages of urgent 



















——— —————— 


REMOVA documents or merchandise. 
LS Parties intending to travel by Air should communicate 
Household Goods, Office Furnishings, Personal with us and make all necessary arrangements in advance 


Effects, Marriage Presents, or other Valuable Property 
Packed, Removed, Shipped, or Warehoused. 


ont TRANS 
Inclusive Estimates Submitted Free of Charge. W ol UNI r 
EMPIRE EXHIBITION, SCOTLAND, 1938 TETEN NION TRANSIT ; 


| \ 
We shall be pleased to furnish information with FURNITURE REMOVERS s Crop 
reference to the “EMPIRE EXHIBITION” to be 2 , HEAD ow a DREES 
held in Glasgow in 1938, which we are confident will | l Cate vce OG! ARGYLE § 
attract large numbers of visitors from the British JE Pan m~ e GLASGOW. c: 
Dominions, Colonies and other parts of the World. Tu 

Our business brings us in touch with all parts of the 
world so that we extend a hearty welcome to Tourists 
visiting Scotland and are at their service for any 
assistance we may be able to render. D mi 


STEAMSHIP PASSAGES BOOKED AND CRUISES OR MOTOR CAR TOURS ARRANGED 


We invite inquiries and have confidence in guaranteeing efficient and satisfactory service 
with reference to business entrusted to the care of our organisation. 


UNION TRANSIT CQO. 


Established 1902. Proprietors : WILLIAM DALZIEL & CO., LTD 


Steamship Agents, Loading Brokers and Freight Contractors, Shipping, Forwarding, and Travel Agents, 
Wharfingers, Master Porters and Warehouse Keepers, Expert Packers, Removers, Storers and Shippers. 


HEAD OFFICE : 


581 ARGYLE STREET, GLASGOW, C.2 


Telephone Service : Also at LONDON, LIVERPOOL and MANCHESTER. Telegrams or Cables : 
Central No. 9395 (Five Lines.) “TRANSIT, GLASGOW.’ 
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BUSINESS for JULY, 1937 


FACTORIES THAT MEET YOUR SPECIAL 
NEEDS — For £50 A Year 


reveals that by far the largest 

number of firms employ 25 persons 
or less. The figures, roughly, are; 
104,000 manufacturers employ 25 and 
under; 26,000 from 26 to 250; 3,000 
from 251 to 1,000; 300 from 1,001 and 
upwards. 

It is quite evident from these facts 
that the largest market for factories and 
factory sites is among the little con- 
cerns. And this is particularly true of 
light industry. The very nature of 
their type of production favours this 
small size. The man with small capital 
is not likely, for example, to start 
building ships or produce iron and steel 
or go into heavy engineering. But he 
is likely to start making boxes, food- 
stuffs, toilet requisites, clothing, fashion 
goods, articles that are in common use 
in the daily lives of people—in short, 
the consumer type of goods. 


JE evea that t of British industry 


Special Attention 
For The Small Man 


With these facts in mind, it is quite 
easy to see the importance of the North 
Hillington ‘‘nursery’’ factories scheme. 
Big industrial undertakings are not so 
easy to start every day; but there is 
always room for the “‘little fellow’’. 
Moreover, every industrial centre is 
eager to get the big concern to locate 
in its area. The one-man workshop 
type of industry is not so energetically 
sought, nor do most municipalities put 
themselves out to make the path 
smooth for such small firms. 

At North Hillington it could almost 
be said that the reverse is true. But 
don’t misunderstand me. They want 
the medium and the big firms to locate 
there, yet they realize the vital part 
played by the small enterprise. For 
this reason they are giving a helping 
hand—and real help it is when you can 
get 1,200 square feet of modern factory 
space, complete with all services, for 
#50 a year! It is less than the price 
of a one-room office in some parts of 
London and other cities. 

One of the drawbacks of having little 
capital and a small business is the 
difficulty in getting good premises. 
Hundreds of firms are forced to start 
in the back rooms of old buildings. At 
the best, such conditions retard pro- 
gress; at the worst, they play a big 
part in bringing about failure. No staff 
can work efficiently under such cir- 
cumstances, consequently output and 
quality of work suffer. 

Now, at the North Hillington sec- 
tional factories the small manufacturer 
can obtain all the major advantages of 
a big, new factory, yet take only that 
amount of space needed at the start. 

_ At present there are 14 of these fac- 
tories being erected. There are two 
blocks of buildings, each of which con- 
tain seven 1,200 square feet units. 


Both blocks are of fireproof construc- 
tion and built on the steel-frame prin- 
ciple. Front walls are of facing brick, 
back and gable walls of brick or precast 
concrete slabs. Flooring is granolithic. 
To meet the manufacturer’s special 
needs, the flooring can be of wood or 
cement. MRoofs,are of steel, covered 
with asbestos slates or slabs for two- 
thirds of the area. The remainder of 
the roof is glazed. 

There is plenty of head-room, the 
height from floor to roof couples being 
12 feet. 

Such is the type of building which 
you can rent for £50 a year, but that 
is not all. There are a number of other 
factors that make this good bargain 
into an excellent one. Here are eight 
advantages which do not cost a penny 
more in rent or any other charges: The 
estate (1) pays owners’ rates, which is 
equal to about half the total local rates; 
(2) pays all insurance of the actual 
building; (3) pays for the upkeep of the 
building; (4) pays for construction and 
upkeep of main roads, sewers and drain- 
age, etc.; (5) lays on and heats factories 
with steam; (6) guarantees to the gas, 
electricity and water companies a mini- 
mum consumption of each of these 
services; (7) provides staff canteens and 
restaurants; (8) provides yard space at 
the rear of factories. 

As I have said, not one of these 
things costs you a farthing more than 
your all-in £50 rent. And, as you can 
see, the advantages are considerable. 
Such an arrangement, for example, 


immediately relieves you of any care 


Sir David Allan Hay, Commissioner for the 

Special Areas in Scotland. It is through the 

Commissioner’s recommendation that special 
grants and reliefs are made 





and expense about local rates. Here 


are the actual rate figures: 


COUNTY OF RENFREW 


Owners = is 448." 305 
Occupiers ... i $43... 30. 


As owners’ rates are paid by the 
estate, they don’t concern the manufac- 
turer. Of the occupiers’ rates, there is 
the rebate from derating for industrial 
premises to be considered. Thus, the 
actual payment by the manufacturer 
amounts to Is. Id. 

Payment of building insurance by the 
estate company is also another worth- 
while relief. The manufacturer need 
only bear the burden of insuring his 
plant and effects. The service of main- 
taining roads, sewers, buildings and so 
on has obvious advantages. 


Steam Available 
On Meter System 


Probably one of the most interesting 
features of the scheme is the provision 
of free steam heating. This steam will 
be available for factory process work 
on a meter system. Thus, any firm 
that needs or can use steam has an 
ideal location. The expense of instal- 
ling a boiler and similar equipment is 
completely eliminated, and so are the 
costs of labour and maintenance. All 
factories are to be serviced with steam 
heat from a central boiler on the estate. 
This service is free to the 1,200 square 
feet factories, but to the 5,000 square 
feet or more type a charge is made. 
The cost is only three-eighths that of 
heating individual factories. 

The point concerning yard space is 
of equal importance to big or little 
firms. Even wealthy firms find the cost 
high in industrial centres to set aside 
yard space for storage and similar pur- 
poses. At North Hillington, all factories 
are to be given yard space properly 
fenced in for them. There is no extra 
charge for this accommodation. In the 
case of the 1,200 unit factories, the 
space allowance at the rear is 25 to 30 
feet. Larger factories are given 70 to 
80 feet. 

The eight points I have explained 
with regard to the ‘‘nursery’’ factories 
are also true of the bigger factories. 

These buildings, too, are constructed 
on the unit principle. They are 
divided into two sizes: blocks with 
5,000 square feet units and blocks with 
6,000 square feet units. In both 
instances the factories are being built 
in blocks of three, four or more units. 
The fireproof, steel-frame type of con- 
struction is the same as for the little 
factories. 

All factories have 12 feet of head- 
room. But in cases where a manufac- 
turer needs a higher roof, this can be 
arranged. 


BECAUSE 
1. You can lease a factory. The 
need to use capital for buil 
2. The rents are | 
does not operate for profit. 


3. There is ample room for expansion 
for growing businesses. 

4. Factories are heated b 
Process steam is suppli 

5. It is a free delivery an 
area for the Railways. 


6. Railway 


Detailed informati 
request.’ 


The SCOTTIS 


41 ST. VINCENT PLACE, GLASG 
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BUSINESS for JULY, 1937 


You Can Obtain Money For Plant.. and 


HILE the term ‘‘Special Areas’’ 

W produces a feeling of despond- 

ency in many breasts, manufac- 

turers should be the last to be so 

affected. For to them the term has 

special significance—the possible provi- 

sion of needed capital and other money 

aids that may be the measure between 
failure and success. 

There are two sources from which 
such help may come: (1) The Commis- 
sioner for the Special Areas, and (2) the 
Special Areas Reconstruction Associa- 
tion and Nuffield Trustees. 

Manufacturers who start production 
at North Hillington are eligible to 
apply for concessions in rent, rates and 
income-tax. The Commissioner is em- 
powered, under the Special Areas 
Amendment Act, 1937, to make con- 
cessions up to a period of five years 
and for any proportion of rent, rates 
and taxes up to 100 per cent. This 
does not, of course, mean to say that 
you will get full concessions in time 
and money or either. The Commis- 
sioner will decide according to the 
virtue of your case. 


Concessions Help 
Young Firms Grow 


* The important point, especially for 
young firms making an attempt to 
establish themselves, is that these terms 
are obtainable. In the initial struggle 
to survive in to-day’s highly competi- 
tive markets, even a small percentage of 
relief on these charges may be enough 
to get the firm on its feet. At the 
worst, such concessions do provide a 
unique opportunity for a favourable 
start by the small manufacturer. 
When every £ counts, this money, 
which would normally be set aside for 
“unproductive’’ expenses, can be used 
all the time to develop the business. 

Probably more important is the 
second point, that of advancing loans 
for capital expenditure. This is done 
by the Special Areas Reconstruction 
Association and the Nuffield Trustees. 

Many small firms find themselves 
under an intolerable handicap of insuffi- 
cient capital. If they use their re- 
sources to equip properly their factory 
with economic operating plant, they 
often find there’s not enough ready cash 
on hand to develop the business pro- 
portionately on the other sides. Thus, 
capital spent in plant may lie idle, in 
effect, for a year or more. Sometimes 
this state becomes so chronic that the 
firm never recovers. 

When the money spent in plant is 
inadequate, there is also unequal de- 
velopment. Business is available but 
cannot be handled because plant is 
insufficient. The problem is involved 
at every turn—all the more so for the 
very small firm which cannot, by the 
nature of things, command the confi- 
dence and capital that is so often 
needed. . Even , well-established small 


1. for Rent 
2. for Rates 
3. for Taxes 


firms cannot always find money for 
development. The case of the ordinary 
manufacturer who is just starting is 
even worse. Mostly, capital must come 
from himself and his close associates. 

Now the function of both the Special 
Areas Reconstruction Association and 
the Nuffield Trustees is to provide that 
capital by way of loan. Circumstances 
under which such money is provided 
cannot be stipulated here, as each case 
is dealt with according to its specific 
merits. Thus, a manufacturer may 
locate in one of the cheap rental fac- 
tories at North Hillington and then 
obtain a loan which will cover much 
of the cost of his plant, machinery and 
working capital. In other words, the 
man with ideas and initiative is en- 
couraged, for he can now start business 
on a good scale and under encouraging 
conditions, even though he has little 
capital himself. 

Indeed, my conversations with local 
manufacturers bore out my impression 
that these measures, together with the 
factory scheme at North Hillington, 
provided an unrivalled chance for small 
manufacturers to get an economic start. 
Ideas and developments that have 


never come to anything because money 
has not been available can now have 
their chance. 

As I have already pointed out, the 
whole estate is planned in detail to help 
These services on 


the manufacturer. 





Sir Steven Bilsland, Bt., M.C., Chairman 
of Scottish Industrial Estates Ltd. He 
is the man largely responsible for the 
development of the estate. 


the financial side are additional factors 
that aid in the rapid development of 
businesses established on the estate. 
To many firms they will be the most 
important services. 

But there are one or two other ser- 
vices which should be of utmost value 
to all concerns at North Hillington. 
The first will be available right at the 
start. It is the services of skilled 
fitters, electricians, plumbers and other 
such craftsmen. A staff of these men 
will be employed by the estate com- 
pany for the purpose of carrying out 
small repairs and adjustments needed’ 
by the tenants. 

As every manufacturer knows, the 
small but important jobs of this kind 
that need to be done about a factory 
are always cropping up. Sometimes 
the work to be done is of an urgent 
nature. Quite often such work holds 
up production or at least interferes with 
factory routine. To have a staff of 
skilled men always on the spot is a 
worth-while service. The time element 
here is probably more vital than the 
expense, but, in any case, the manu- 
facturer can make a considerable saving 
on both counts. 


Information Service 
Helps in Marketing 


Another service which is immediately 
available is that of free information 
with regard to markets, shipping, all 
transport facilities, sources of supply, 
and so on. The estate company will 
give tenants every help in this direc- 
tion. If they have not the necessary 
information on hand, they will investi- 
gate the matter. In this way they hope 
to build up a clearing-house of useful 
information which will always be avail- 
able for tenants, free of charge. 

Two other services which are being 
developed are: (1) A central garage, 
and (2) sports grounds. 

The central garage will be used for 
servicing and garaging vehicles owned 
by tenants. Petrol, oil, spare parts 
and such like, will be sold. Arrange- 
ments will be made for vans, lorries and 
cars to be greased, washed, serviced and 
repaired at night. All vehicles will be 
ready at the hour needed on the follow- 
ing morning. 

This service will again reduce ten- 
ants’ costs. No matter how many 
vehicles comprise a fleet, they can be 
maintained at the central garage. Thus, 
the cost of skilled motor workers, a 
whole servicing department, expense of 
renting land and buildings, and so on, 
will be eliminated. And by night work 
on vehicles, time spent on keeping 
motors in running condition will not 
affect a minute of the working day. 
Moreover, this centralization of repair 
and maintenance work and of garaging 
will reduce operating costs of vehicles 
to a fraction of what individual manu- 
facturers would have to pay. 
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BUSINESS for JULY, 1937 





Over 92,000 Workers Now Available 
Of Which 50 Per cent Are Skilled 


habitants, has obviously a wealth 
of labour. 

Even now that trade is recovering 
rapidly, there are still many thousands 
of skilled men and women looking for 
jobs. 

But there is no need to consider the 
whole of Glasgow for labour supply. 
That is like locating in Croydon and 
thinking of the whole of London as your 
labour market. To avoid making this 
error I investigated the number of 
people in the immediate vicinity of 
North Hillington. Here are the official 
figures, worked out for me by the 
Glasgow Ministry of Labour office in 
consultation with the head Scottish 
office at Edinburgh: 


(jratitanss, with its 1,100,000 in- 


Men 
71,356 


Girls 
2,508 


Women 
14,728 


Boys 
3,610 


These are the actual numbers of un- 
employed insured people in the area 
about Hillington. They are the people 
that form the natural labour supply to 
the new estate. Living near by, as they 
do, they can get to and from their 
work with little or no difficulty. More- 
oyer, they are plentiful enough to sup- 
ply all the anticipated demands by new 
factories on the estate for many years 
to come. 

Naturally, such a pool of labour 
would be of little value to manufac- 
turers if it was unskilled. Yet official 
figures prove that the proportion of 
skilled to unskilled workers is compara- 
tively high. Once again I can quote 
from official sources by courtesy of the 
Ministry of Labour: 


Men 
Skilled—roughly 44 per cent 
Unskilled—roughly 56 per cent 
Women 
Skilled—roughly 65 per cent 
Unskilled—roughly 35 per cent 


These figures bear out the experiences 
of local manufacturers. Several with 
whom I talked told me that the propor- 
tion of skilled to unskilled are actually 
higher than the figures I have just 
given. This is understandable, as the 
majority of those employed are skilled 
workmen. Nonetheless, there is this big 
residue of competent labour waiting to 
be used. 


In many parts of the country there is 
a decided shortage of trained workmen. 
In the Midland centres or about Lon- 
don, for example, many firms are at 
their wits’ end to find adequate, trained 
staff. In industrial Scotland there is 
very little evidence of shortage of any 
kind. The only difficulties of which I 
heard concern the supply of engineers 
and bricklayers and women machinists. 
In all the run of light industry in the 
area there appears to be no shortage of 
men, women, boys or girls. Once more 





these facts are borne out by official 
sources. 

There is a delusion about Scottish 
labour. Many people outside Scotland 
have an idea that, apart from ship- 
building, marine engineering, coal- 
mining and iron and steel working, 
the Scots have no particular industrial 
training. Such is not the case. It is 
true that the great heavy industries 
I have mentioned give employment to 
tens of thousands, but it is also true 
that there are some thousands of differ- 
ent trades in Scotland. These com- 
prise such industries as textiles, carpets, 
threads, sewing-machines, foodstuffs, 
clothing, electric lamps and batteries, 
vacuum-cleaners, and a whole range of 
household goods and other products 
which are essentially in the class of 
light industry. 


Inherited Factory 
Sense Is An Asset 

This diversity of enterprise guaran- 
tees the new manufacturer the type of 
labour needed for competent factory 
work. For such work has been going 
on in the Scottish industrial area for 
several generations, and the people 
have, therefore, an inherited ‘‘factory 
sense’’. 

In the shipbuilding line the Scots 
have made a name for themselves for 
Clyde-built vessels and machinery. 
This technical excellent has also been 
shown in all branches of engineering 
and in other production work. It is, 
perhaps, significant to point out that in 


Mr. D. Sinclair Hay, general manager and 

secretary of Scottish Industrial Estates, Ltd. 

Manufacturers who locate on the estate 
negotiate with him. 


Glasgow alone over twenty-five thou- 
sand young men and women each year 
study technical and commercial sub- 
jects at evening classes. This indicates 
the high level of intelligence of the Scot- 
tish worker. It ensures, too, that the 
manufacturer will always be able to find 
competent key-men in the available 
local labour. 


Training!}Schemes 
Keep Workers Fit 


Quite often it is held that labour, 
idle over a considerable period, loses 
skill. There is some truth in this belief. 
Indeed, it is out of this situation that 
the various refresher and training 
schemes, operated by the Ministry of 
Labour and the Commissioners for 
Special Areas, arose. In Glasgow dis- 
tricts and in other parts of industrial 
Scotland reconditioning and training 
centres have been in operation for some 
time. This undoubtedly helps to keep 
in trim men who suffer from long 
periods of unemployment. 


One of the significant points to manu- 
facturers in light industry is the pro- 
portion of girls, boys and women to 
men that are looking for work. In the 
latest returns the total unemployed in 
Scotland number 232,039. Of these 
178,737 are men, 38,283 are women, 
7,842 are boys, and 7,177 are girls. 
There are, therefore, well over 50,000 
women, girls and boys available for 
light industry. Of the women, about 
65 per cent are skilled in factory work. 


These figures show that there is 


‘plenty of scope for hand-picking a staff. 


The number of skilled female workers 
and young persons is big enough to 
make this possible. In addition, the 
supply of men is enormous. But of the 
thousands available a good proportion 
are trained workers in the heavy indus- 
tries. Some idea of this proportion can 
be gained from these figures, which list 
the number of unemployed in principal 
industries : 


Coal mining 15,966 
Shipbuilding, etc. 13,235 
Engineering 5,787 
Iron and steel ... 3,078 
Building 12,406 


50,472 


If you deduct this figure from the 
total of unemployed men—178,737— 
you still have left well over 125,000. 
From this army of labour it is possible 
to pick all the skilled men you need. 


In the course of my investigations 
there were few who did not express 
complete satisfaction with the loyalty 
shown by their staffs. 
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Tall, stately structures towering over all . . . the unpretentious little 
building which has no claim to stateliness . . . are really brothers under the 
skin. For both must have the skeleton of steel. Both must be safe and 


sound . . . must have the backbone to withstand the burden it will bear. 
Structural steel for all types of work has been a specialised business with 
Fleming Bros. for many a long year. Steel that is smelted . . . and moulded 


and tested and proved for strength and a century of safety. 
No matter what the job —be it large or be it small let Fleming Brothers tackle 
it. They know your needs—and what is more important they will fulfil them. 


TWINGE BROS 


ST RUC HER AL ENGINEERS 
4)? BALH -APREE eee LAS Ge. eee 


Telephone: Douglas 5000 Telegrams: ‘‘STANCHIONS™ Glasg 
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Gas At 3d. 
Per Therm 


plus 
Free Advice & 


Help By Engineers O 


AS for industrial purposes is 
( jspntiea by the Glasgow Corpora- 

tion at a rate as low as 3d. a 
therm and in unlimited quantities. 

These are two facts which are at once 
reassuring to the manufacturer who 
uses heat processes in his production 
work. The price guarantees low costs 
for processing and the supply on hand 
makes sure that the gas is available at 
the time needed. 

It is this Corporation gas supply that 
will be available at North Hillington in 
all factories, big or small. 

In the past five years the quantity 
of gas sold and accounted for by the 
Corporation has risen steadily from 
8,517,019,965 cubic feet in 1932 to 
93290,789,890 this year. In that rise of 
nearly 800,000,000 cubic feet is re- 
flected the enterprise of the Gas 
Department. 


Heating Engineers 
Give Free Service 


This enterprise is particularly im- 
portant to the manufacturer, for it 
takes, in part, the form of service. The 
industrial heating engineers of the 
department are always ready to give 
your factory problems special study so 
far as heating is concerned. This is 
done free of charge and entirely without 
obligation on your part to adopt gas 
heating. If, for example, you want to 
know the best method, from time, cost 
and quality viewpoints, of carrying out 
a certain heating process, then the 
department’s staff will tell you in detail 
how the operation would work out if 
you used gas. By this means you can 
decide before you make any alterations 
to your plant or install new equipment 
if the move is worth while. 

This type of service is offered all 
manufacturers who locate at North 
Hillington or elsewhere in the area 
supplied by the Corporation. The man 
in the 1,200 square feet unit factory 
can get this advice and help just as 
freely as the firm in the big premises. 
The fact that one manufacturer can 
only take a small quantity of gas as 
against, say, tens of millions of cubic 
feet taken by the other does not operate 
against the small man. For, as I have 
pointed out, the department will give 
this practical service to any manufac- 
turer in the area whether he is or is 
not a gas user. 


The quantity of gas sold for trade 
purposes only is now about 20 per cent 
of the total sales. Here are the figures 
for years since 1931: - 


Year Cubic feet Sold 
1932 i 1,548, 162,000 
1933 en 1,577, 166,000 
1934 ™ 1,639,146,000 
1935 z: 1,757:7 14,000 
1936 ` .:. 2,272,368,000 
1937 «.-  2,566,377,I00 


How widespread the use of gas is in 
industry in this area is revealed in an 
analysis of the trades and the quantities 
taken by each two years ago. 

It is noticeable that most of the firms 
using gas fuel for one purpose or 
another are equipped with the most 
up-to-date plant. Such a fact reflects 
favourably on the gas industry, for it 
has certainly made wvast technical 
strides in recent years to hold and to 
improve its position as an industrial 
fuel. 

In each particular industry gas is 
finding a multitude of uses. For 
example, 15 firms using a total of 53 
travelling ovens produce 4,500,000 bis- 
cuits a day in Glasgow. As compared 
with this big type of oven there are the 
small, portable variety which 95 city 
firms use every day to bake scones and 
oatcakes. 

For entirely different types of work, 
gas is used in the shipbuilding and 
engineering trades. Where heat treat- 
ment of steel is needed, gas fuel has 
been very successful. Some of the 
many processes in which gas is used 
include annealing, hardening and nor- 
malizing, case-hardening, shrinking, 
expanding and tempering, billet, plate, 
angle-frame and rivet heating and a 
whole lot of similar processes where 
temperatures up to 1,400° C. are 
needed. 

One of the most recent successes of 
gas fuel is in the heat-treatment of 
high-speed steel tools. The achieve- 
ment here is the accurate control of 
atmosphere. This eliminates damage to 
fine cutting edges or machined surfaces. 
According to reports, tools treated by 
this new process have a life 100 per cent 
greater than those treated in the former 
way. Scale formation is not more than 
one ten-thousandth of an inch, de- 
carburization is absent and grain 


n All Heating Problems 
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growth is decreased when the new 
process is used. 

This is the sort of success which is 
accounting for the rising consumption 
of gas in industrial Scotland. Not only 
does such a new process improve the 
product, but, I am told, the certainty 
of the flow of gas has important effect 
on output and the percentage of rejects. 
This particular virtue of gas fuel— 
evenness and continuity of supply—is 
well provided for by the Glasgow Cor- 
poration with their 40,000,000 cubic 
feet maximum daily output. 

With the growth of automatic 
operation of gas-using plant, further 
cost-cutting is made available to manu- 
facturers. Labour that has, hitherto, 
been kept in attendance on such plant 
can now be released for other work— 
an important point in these days of 
rising overheads and labour shortage. 

The cost per therm for industrial gas 
supplied by the Corporation ranges 
from 3d. to 7.235d. The lower figure, 
which I quoted at the start of this 
article, applies, of course, to the big 
consumers. This table of rates will 
show you the precise cost of therm or 
1,000 cubic feet according to the quan- 
tities taken : 


Price the Equals the 


Not Less than Therm y; 
(the year) (Pence) Cubic Feet 
100 Millions 3.00 1/2.1 
75 es 3.20 1/8.04 
50 n 3.298 1/3.5 
40 i 3.511 1/4.5 
30 z 3.617 1/5 
20) j 3.830 1/6 
15 s 3.926 1/6.5 
12 ji 4.043 1/7 
10 L 4.149 1/7.5 
8 F 4.256 1/8 
7 or 4.469 1/9 
6 + 4.681 1/10 
5 4.894 1/11 
4 fa 5.107 2/- 
3 a 5.819 2/1 
2 5.582 2/2 
l 5.958 2/4 
E i 6.383 2/6 
; *., 6.809 2/8 
Less than } 7.235 2;10 


In addition to the gas supply, the 
department also sells coke. This costs 
27s. 6d. per ton riddled and 12s. 6d. 
per ton for unriddled breeze. For large 
quantities, special terms are arranged. 

On average, Glasgow sells 175,000 
tons of coke a year to local industries. 
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Power is Cheap: The Average Price 


1S 


56°" Per Unit 


LL the electricity used on the 
A Som Hillington Estate will be 

supplied by the Clyde Valley 
Electrical Power Company. Current 
for all purposes will be available in any 
quantity. 

The estate lies within the area served 
by the Clyde Valley undertaking and 
its subsidiary companies, the Strath- 
clyde Electricity Supply Co., Ltd., and 
the Lanarkshire Hydro-Electric Power 
Co. Altogether, these concerns supply 
electricity over an area of 1,243 square 
miles. The districts covered include 
the counties of Lanark, Renfrew, Dum- 
barton and Stirling. In these areas the 
companies have constructed about goo 
miles of EHT overhead lines and 
cables and, roughly, 1,000 miles of 
low-tension distribution networks. 

Part of the supply for the North Hil- 
lington estate will likely come from the 
big Yoker generating station across the 
Clyde. The companies have other 
stations at Clyde’s Mill, Bonnington 
and Stonebyres. These stations have a 
total generating capacity of 147,020 
k.w. 












of course, a matter of 


Rates are, 
primary importance to the small fac- 


tory owner. In this respect the Clyde 
Valley undertaking can offer very 
favourable terms. For some years past 
the trend of charges has been down- 
ward, and that trend is continuing. So 
far as North Hillington estate tenants 
are concerned, they at once feel some 
benefit on electricity charges, as the 
cost of wiring the buildings is absorbed 
in the general costs. Thus, the £50 a 
year rent takes care of a charge that 
is usually borne by the manufacturer. 

The average rate for electricity for 
North Hillington and the rest of the 
area serviced by the supply company 
is well below that of the average for the 
country as a whole. Here are the actual 
figures : 


D. C. CUTHBERTSON 


AND COMPANY LIMITED 


towards a prosperous business. 


GLASGOW 
65 Renfield Street, C.2. 


+ 


Sardinia House, Sardinia Street, 
Kingsway, W.C.2. 
LONDON 





Clyde Whole 

Current Valley Country 
All purposes ... 0.72d. r.330d. 
Power 0.5634d. 0.770d. 


These prices are for units. 

There is another factor which must 
be mentioned—that of service. The 
supply company’s technical staff is 
always ready to investigate the power 
problems of individual manufacturers. 
Such manufacturers need not neces- 
sarily be power consumers. 

This service is offered free of charge 
and without obligation to take current 
If, therefore, you have any technical 
problems concerning electrical equip- 
ment or the installation of electrical 
plant, the company’s engineers arg 


always on hand to give you assistance. 








Millions of purchases have been made in response to advertisements 
executed by us for our clients. That is why your selection of a well- 
equipped agency of long and diversified experience, serving National 
and International advertisers of repute, is indicated as your first move 
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Local Market—Will Buy your Goods 


tion of Scotland lives inside the 

area covered by the Scottish in- 
dustrial belt. This belt extends from 
the Ayrshire coast on the west to the 
Fifeshire coast on the east, and with- 
in its bounds are three of the four 
great Scottish cities—Glasgow, Edin- 
burgh and Dundee. 


Scottish Mass Market 
Is Within Easy Reach 


Manufacturers at North Hillington 
will be within easy reach of the most 
distant parts of this Scottish mass 
market and in the heart of its most 
densely crowded section. 

Glasgow and district form a doorstep 
market of over 2,000,000. In the city 
itself there is a population of nearly 
1,100,000, according to the latest esti- 
mated figures. It is, of course, the 
centre of business life of the country. 

Some idea of the volume of trade 
done in the city can be gathered from 
figures relating to its three great whole- 
sale markets. The cattle market, for 
example, covers an area of 41,850 
square yards. On average, animals 
exposed for sale here each year number 
27,000 cattle, 370,000 sheep, 5,000 


\ LMOST go per cent of the popula- 


calves, 7,000 swine and 10,000 horses. 
At the meat market, which covers an 
area of 6,536 square yards, the average 
numbers of carcasses on sale each year 
are: 110,000 cattle, 450,000 sheep, 
26,000 calves, 30,000 pigs. In the fish 
market, quantities sold yearly amount 
to 520,000 cwt. fresh fish, 110,000 cwt. 
fresh herring, 1,450,000 boxes cured 
fish, 16,000 hampers rabbits, 16,000 
hampers fowls, 2,500 brace grouse, 
3,000 brace pheasants and about 100 
carcasses venison. 

These figures are of no value to 
manufacturers as just a list of facts, 
but they do help to show the volume 
of the Glasgow market in ordinary 
foodstuffs. For all this meat, fish and 
fowl is consumed in the area by the 
people who buy furniture, furnishings, 
clothes, boots, toilet requisites and all 
the thousand and one articles manu- 
factured by light industry. 


Shipbuilding Provides 

A Special Market Here 
In addition to this purely domestic 
market, which is much the same for 
the whole of industrial Scotland, there 


is a special market to be found in the 
shipbuilding yards. These are busy to- 


day turning out the great liners that 
sail every sea or hammering into shape 
those hulks of steel and power that go 
to make up Britain’s navy. All these 
ships, particularly the passenger boats, 
need equipment and appliances. Orders 
for carpets, linens, knives, forks, 
spoons, chinaware, bed clothing and 
all other furnishings for liners in the 
Queen Mary class are, as much as pos- 
sible, placed locally. Indeed, the range 
and size of the contracts placed for 
every type of equipment can keep 
many a small factory working at 
pressure. 


“Heavies” Recovery 
Revitalises Market 


North Hillington factories will be 
very well placed in regard to this 
market, for, as I have mentioned, the 
policy is to place orders locally as part 
of the schemes to bring more employ- 
ment into the area. 

The revival of shipbuilding, engineer- 
ing, coal-mining and building have 
helped greatly in bringing a measure 
of recovery to industrial Scotland. 
There is still a long way to go, for 
there are 232,000 unemployed regis- 
tered in the area. But the number 
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Inland Revenue Offices, Glasgow 
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Telegrams: 
“Bridding, Glasgow”’ 





Crookston Bridge, Cardonald 


RAL WORK 


of every description 


William Baird & Son, Ltd. 


Temple Iron Works 
Anniesland, Glasgow 


Telephone: 
Scotstoun 2206 











ee be made in mass to this market. 
e Tin particularly true for to-day, as many 


vert a to Poke: 
that this trend will go on now 
and | ~ eventually bring the area into 
ine with similar districts in England, 
where, at present, recovery is further 
advanced. It seems that economic con- 
ditions spread northward like spring 
and summer—they come later than in 
the South. 
: Building i is an example of this. While 
he South—-London area and the Mid- 
nds—have been enjoying a boom, 
otland has seen little development. 
-now there is a considerable amount 
ilding under way.. Latest figures 
uilding plans passed show an in- 
ise of 135 per cent, as compared with 
ear ago. Moreover, I was told that 
d workers in the building trade are 
becoming hard to find. That is a good 
pointer to conditions. 


Modern? Equipment 
Can Be Sold Here 


Despite the slow state of the build- 
ing industry in the country, Glasgow 
has erected over 40,000 houses in the 
past 15 years or so. All of these are 
wired for electricity and have gas laid 
on. Thus, sales of refrigerators, radios, 
slectric kettles, irons, vacuum cleaners 
-and other modern household goods can 
This 
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for, contrary to music-hall gags, 


Workers Buy High- 
Class Furnishing 


In connection with this type of 
market, I learned the interesting fact 
that the Scottish working man does buy 
the good class of product for his home. 


I was given a number of examples of 
One illuminating instance quoted 


this. 
by a marketing man concerned his char- 
woman. He had on test in his home 
three radios, ranging in price from 
£14 148. to £26 5s. “His charwoman 


told him that her husband had just 


bought a radio—price {26 5s.! It was 
being bought on H.P. terms. 

This talk of H.P. brings to mind a 
vital point: The Scottish market is not 


yet ripe for full-scale sales campaigns. 


The return to work of 40,000 and more 
and the higher wages being paid have 


improved the market considerably, but 
for some time most of the extra money 


will be spent in paying off debts—rent, 


rates, taxes, H.P. instalments, and so 
on. Most of the experts with whom 
I talked said that it would be late 
autumn before the effects of increased 
prosperity were felt by most manu- 
facturers to any extent. Then, they 
said, the market would be very good, 
the 
Scots are good spenders. But, don’t 
forget, they want their money’s worth 
for all that! 
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something like 30 per cent k 
prices. For example, I was 
a house costing around yoe 
is the. equivalent to a ho 
about t £3406 00 in + thie: Lows 
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respectively the | 
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fact to. keep in mind whe 
the value. of the Scottish m 
your goods. 

It is also worth bearing in 
the Scot is conservative in } 
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that market is limited. G 
goods, modern but in the 
line of design, sell better. 





As adopted for all the roofs of the development 


Scottish Industrial Estates, Ltd., at Hillington, 


ADVANTAGES:— 


No Condensation on under- 
side of Bar. 


No Oxidization of Copper 
Wing Spring Cap. 


= Dust Proof and Drop Dry. 


. 2 Simplicity in renewing glass 
<= without weakening the 


=> structure. 


Copper Serew 
beriag 


_ Copper Spring Cap 
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The British Celanese 
Ltd. 


7 The | De 
Co., Ltd. 


The € lyde N; a Y i z a 
Trustees. : | 


Havilland Aire 


and numerous others. 








OUGH Glasgow has two 
ces of water supply, Loch 
ne and Gorbals, the loch 
all but 5,000,000 gallons of the 
oo odd gallons consumed daily. 
exceptionally soft Loch 
water, registering only one 
of hardness by Clark's scale, is 
e to manufacturers at the North 
: estate. 
tural purity and softness of 
water is such that it requires 
ning before distribution. This 
action is merely to prevent 
and twigs and similar matter 
g into the mains. 


l Gorbals Water Has 
rdness Of 5 Degrees 


‘Gorbals water is somewhat 
ind is passed through a process 
gravity filtering. Even so, this 
ss is inconsequential. Measured 
s scale, it is 5.3 degrees. In 


cturers who use water in pro- 
processes naturally want to 
hat, precisely, are the salts and 
| contained in the apply, 


Free 


©- Mineral solids ... 
Volatile or 


Here, Ha is the analysis of both Loch y 
 . of course, to obtain water in an 


Katrine and Gorbals water: 


ANALYSIS OF WATER 


Loch Katrine Gorbals 

; a saline 
ammonia 
Albuminoid 
Chlorine , 
Oxygen absorbe di in 15 
minutes at 27 pege es 


Free 
0.0058 
0.90 


Free 
0.0041 
0.78 


ammonia 


0.059 0.0734 
Oxygen absorbed in 4 
hours at 27 degrees C. 

Nitrogen as nitrates. 
Nitrogen as nitrates .... 
Solids in solution— 


0.189 
NHO 
Trace 


0.102 

Nil 

Nil 

2.09 7.28 
organic 

solids ~ , i 

Total solids 

Hardness 

Si ase matter 


O.g1 

3.00 

1.18 
None 


3.14 
10.42 

5.30 
None 


Both waters are clear and bright in 
appearance and are, 
shows, remarkably. pure. 

Water, for hydraulic motive power 
purposes, is obtainable. A nominal 
pressure of goolb. per square inch is 
available at all times. i 


EPHONE - GOVAN 578 
“ADD - CONFIDENCE - 


¿as the analysis 


Tenants at North Hillington 


tity. The supply is laid on tọ- 
unit factory. Where necessary 
tional pipes will be put in to 
individual manufacturer's requi 


The Cheap Rates Appl 
To All Manufacturers 


In the case of the big, non- 
type of factories, the water sup 
be laid on to meet every nee 
matter how much water any on 
tory will require, it will be a 
In cases of big consumption, fa 
terms can be arranged with the 
Corporation. At the present- 
estate company have arranged fc 
supply at a cost of 5$d. per 1,00 
lons. Even tenants of the 1,200 
feet “nursery” factories enjoy th 
Thus, the small man will be on 
footing with the big mamii 
this respect. | 

This point will have some im 
as many of the manufacture 
at North Hillington are of the 
will need ample water sup 


certain processes in production: 


CARPENTRY AND 


JOINERY WORK 


OF THE 


SCOTTISH INDUSTRIAL ESTATES, LTD. 


GLASGOW 


WORKS. WOODVILLE STREET . GOVAN . GLASGOW 





SHELLS ADVERTISING SERVICE, l 
GORDON STREET, GLascow, C.i 
Central 1205-6 "Grams “Mitchelad. Glasgow”? 


stered Practitioners in 


O ARABAR REMERON AS ANDANAR ATAS POSEY ARTANA WEEN NAINA RAINE ERAN NERS ENO ADDF a Nak RY md ft or me 


FACTORIES - BRIDG 
RAILWAY 

















GAS 


Y yous hem— from od. the therm 


Without fee or 
obligation you 
may consult 
the Industrial 
staff on the 
application of 
Gas to your 
special needs 





ibove 
Town Gas-fired 
spencer Bonecourt 


steam Boiler 
400lbs. steam an hour 


<zght : 

[own Gas-fired 
‘ore-drying ovens 

wo tons capacity 


Glasgow Garvéikation ies Dent 
New City Chambers, Glasgow 


Central 6400 ® John W. McLusky, M.I.Mech.E., Engineer and General Manager >» 


GAS cuts Production Costs 


Howats 








ae 







padi : ; © advices, stock cards 
ih statements, ledger sheets, time cards, instalment forms, credit advices, stock cards, 


N 


See bei 


ing in... 










slips, sales letters, shop and stock orders, collection forms, cost cards, premium nolices, JRecewors  leiets 






























inventories, dividend lists. . inactive accounts, property descriptions, overdue uevgunis. ranie — shoents. 


a sting wages sheets. 










yenvelopes, publicutian wrappers. 





Progress cries “ Stop!” to the perfor- 
mance of office routine tasks over and 
over again by hand. Progress can erv 
“Stop!” because * Addressograph ’ 
speeds up routine, eliminates mistakes. 
saves time and money and creates new 
sales opportunities, 

Thousands of offices, shops and factories 
use * Addressograph’ as an ideal speedy 
and accurate method of writing repe- 
tition data on all kinds of office. store 
and factory forms... for fast, neat. 
legible, and 100°%, accurate addressing 
of letters, envelopes, etc. 
































The ¢ Addressograph’ is ten to fifty times sing Hachiaws 
faster than hand methods. Why not let rag 
* Addressograph’” buy itself for you— Machines 










from the profit it makes by cutting  Meltshek 
repetition costs? Let us arrange a Na 






Ae 


Dire Cadets. 





personal demonstration for you. Fix 
a time NOW! 


FULL DETAILS & PERSONAL 29, KINGSWAY. LONDON, W.C.2. 
DEMONSTRATIONS ON frame: tomph B74 (6 Ha 
REQ UE § T, {Head Ottice & Works > Edgeore Rd, Cricklewood, NWZ. 

Branches at: Manchester, Birmingham, leeds, Livepoal, Brito 
y Newcastle, Edinbuegh, Giesgion, Bellas, Nottingham, Dubii 









Make sure of accurate 
records with the 


PRIM US 


AUTOGRAPHIC REGISTER 


Where handwritten records are essential, the 
Primus Autographic Register assures that these 
will be produced with the maximum of speed 


and efficiency. 






sS DN 8} x54 ins! 
~ FORM O 


Here are a few of the items 


which this Machine handles : 





Cash Sales Invoices 
Consignment Notes Job Progress 
Costing Systems Purchase Orders 
Delivery Notes Requisitions 
Stock Contro! Works Orders 


There are many other applications of this machine. As many “duplicates 
as are required çan be made. All you need do is WRITE — a turn of 
the handle then ejects the completed set of forms, files a copy under 
lock and key for the auditor’s use, and automatically places the next set 
of forms in position 


Carter-Davis Lid. 


Queen Elizabeth Street, London, S.E.1. 








Consult: 


for details of factory sites in 





THE CHIEF GOODS MANAGER 
Development Department 


GREAT WESTERN RAILWAY 


PADDINGTON STATION W.2 
(Tel.: Paddington 7000. Extension 2465) 





SOUTH WALES 


Plentiful fuel, power, 
and water. 


Cheap land. 


Proximity of raw 
materials. 


Direct shipping 
facilities. 


Efficient rail 
transport to thickly 
populated areas. 


JAMES MILNE 
General Manager 


Paddington Station 
London W.2 





One Machine does the work of Two 
FACTO RY SITES Continuous Form Billing in addition to regular typing 


IN SOUTH WALES 


Your typewriter actually does the work of two machines 
when used with ‘‘Fanfold’’ Continuous Form Adapter, because 
the many time and money-saving methods of the Continuous 
Form Billing Machine are added to all the advantages of 
regular typing. 


“Fanfold’’ Continuous Forms typed over our Attachment effect 
savings in Billing time, and costs, ranging from 17% to 78% 
without affecting the operation of the typewriter for regular 
correspondence and other purposes. 

‘‘Fanfold’’ Adapter places no strain whatever upon the type- 
writer carriage; because of the very simplicity of construction 
and operation there is nothing to get out of order. 


anfo/, 


NORTH CIRCULAR ROAD, LONDON, N.W.2 
Telephone : GLAdstone 5477 (3 lines) 














By THOMAS DIXON 


arm and had to work single-handed 

for a few weeks you would find it a 
great relief when the bandages came off 
and you could use both hands again. 

There are thousands of business men 
who, though they may not realize it, 
are virtually working single-handed, 
with ‘one hand tied behind their backs, 
because they are not equipped with the 
tools that would enable them to do 
their various jobs with all the ease and 
speed of which they are capable. They 
are shackled by obsolete systems, and 
it is not until newer and better methods 
are tried that they realize how griev- 
ously handicapped they have been. 

This is especially true of the prin- 
cipals and executives. To them the 
ordinary, office labour-saving machinery 
is of no help except indirectly. They 
do not, for example, personally use 
typewriters or adding machines. 

The job of the executive is to think. 
It is his thought that runs and develops 
the business. If he has to work at 
routine affairs he is just wasting his 
time. 

Before his thought can be translated 
into action, however, it must be re- 
duced to writing. It is here that the 
main difficulty arises. He has to think 


I: you had the misfortune to break an 


many thoughts on many different sub- 
jects, and they must be recorded if they 
are to be of any effect. 





% Also get particulars 
of the new 


DICTAPHONE 
TELECORD 


It records telephone con- 
versations & conferences. 


THE TREND TO DICTAPHONE SWEEPS ON 


It is a fact of common business ex- 
perience that useful thoughts and valu- 


able ideas do not come to order. They 
have a provoking habit of coming sud- 
denly into one’s consciousness when one 
is engaged on some subject to which 
they have no relation whatever, as if 
our unconscious minds had worked 
them out and suddenly thrown them to 
the surface. 

These ‘“‘stray’’ thoughts are often 
very valuable. Our subconsciousness 
certainly does a great deal of work of 
which we are not aware, and what may 


` appear to be a spontaneous, unprepared 


idea may really be the result of long 
and profound, though unconscious, 


‘reflection. 


How are these thoughts and ideas to 
be preserved from forgetfulness and 
loss? Unless they are caught at once 
a large proportion of them will certainly 
be forgotten. 

Hand-writing is clumsy and labori- 
ous. To trust to the memory is to 
invite disaster. Your secretary cannot 
be called in every time you have a 
thought to record, for she has her work 
to do, or may be out or gone for the 
day. 

The only really effective method of 
dealing with executive thought is to 
dictate to The Dictaphone. 

Leave out of consideration for the 
moment your business letters. Con- 
sider them as a ‘‘make-weight’’, so far 
as The Dictaphone is concerned. Think 
only of the ‘‘odds and ends’’ of your 
work—the instructions, memoranda, 
ideas for future action, telephone mes- 
sages, personal conversations. These 
are the things—the hundred-and-one 
details with which you have to deal 
every day and all day—for which you 
need The Dictaphone even more than 
for your letters. 





Business Men in Shackles 


Working with 
one hand tiad 
behind their 
backs 








k -o 
With The Dictaphone—and by no 
other means—you can deal with any 
and all of these multifarious subjects 
immediately they arise. You never 
wait: you are no longer dependent 


upon your secretary, your hand-writing, 
or your memory. A few words spoken 
to The Dictaphone, and the matter is 
documented beyond risk of loss, neglect 
or forgetfulness. A few minutes later, 
and it is on its way in typed form to the 
person concérned. 

Only The;Dictaphone can giv: 


You 


this coihjant -p parte ct, utomatic 
thought-saying service. 1] baie is no 
other way. 

Until you have had personal experi- 


> 
cannot 
ive 


ence of The Dictaphone you 
realize how much time it will | 
and the variety of ways in which it 
will help you. But at least eu can 
visualize the saving to be effected.awhen 
you can instantly dispose of evéty job 
of work as it comes ta your desk x 

That alone would Bey hto make 


vou 







The Dictaphone ‘wort to a 
busy man. But thége ar r other 
advantages. Let U tell “You about 
them. Investigate “Phe “Dictaphone 


for yourself. Post the coupon to-day. 





POST THIS COUPON NOW 


THE DICTAPHONE CO., LTD. (Dept. H.) 
Kingsway House, Kingsway, 
London, W.C.2 
Please send free book “What's an Office any- 
way?’’ to 
NAME... 
ADDRESS 
H.837 


THE DICTAPHONE CO. LTD. 


(Thomas Dixon - Managing Director) 


Telephone: Holborn 4l6l-2-3-4 


KINGSWAY HOUSE, 


KINGSWAY, LONDON, W.C.2 
And at Manchester, Birmingham, Glasgow, 
Liverpool, Leeds, Bristol, Newcastie-on-Tyne, 

Dublin, Belfast. 





Over 260,000 Dictaphones 
Are in Daily Use 


Now 


Underwood provides Mechanized Accounting 
for even the Smallest Business ... 










HIS machine is very aptly des- 


EN 


cribed as the “all-purpose `” 
model. Ledger Posting—Receipt and 
Cheque Writing—Pay Roll—all the 
records of the smaller office — 
handled with the same ease as 


everyday correspondence. 


Manually or electrically operated, 


with Electric Carriage Return and > AE Sete 


Al 
= Fes | 
: i : ae \CTORIA ood 
Electric Shift for capitals. Complete eT gil 1D. y gthe Underw?” 4 
= DE LIoTT FISHER L ; h det ils | 
with many other special features to H 1 UNDER interested tO recei i 
| thet a a ee ee oe 
i ; 1 wwe sha BE eT aw a r Ae eR eee ate nee | 
simplify and speed all classes of work. į dont Feed TYP ie: 2 aaa i 
i Ee a a a 3 AN us i 
UNDERWOOD ELLIOTT FISHER LIMITED i ay A ay i 
Typewriters - Accounting Machines =- Adding Machines nn seat SUL Soo ee mane Oe EN Rak i 
Carbon Paper, Ribbons and other supplies. \ OEE i 
120 QUEEN VICTORIA ST., LONDON, E.C.4 ‘ees peso eke s. AUG. 1087 A 
Telephone : CEN. 1080. co 8 e ee 
and 40 fully equipped Branches and Service Depots throughout the | Business" ae err 
ountry. eer 
| -m 





Mechanization is as Vital to the Small Firm as to the Large Organisation 



























‘THE COMPLETE JOURNAL OF 
MANAGEMENT 


Incorporating: “The Journal of Commerce”, “Modern Busine 
“System, “ “Business 8 Organiza on. ao | Management”. 











i agement : : Control : Policy 
-` Management TRENDS __ ... 
oe Every MONTH A Complete Spring Clean 





T Making Key FIGURES Tell a Clear Story 


Banished, The Risk of BAD DEBTS — 
We CAN Maintain the Boom If— .. 
_ When | Our Workers got TIRED . 





ia “Marketing : AREN Gigi Selling 


Build ng An Autumn BEST SELLER 











= IDEAS That iAre. Building Sales 
: ‘They’ rë Spending Money Here 
M; Making. Salesmen’s Calls DOUBLY Effective 
-Showing Salesmen the “HOW” of the e Product | 
Marketing TRENDS- 


Road 1 Transport poa 3 
“Speeding Up DELIVE RIES | 
_ Repairs—Who PAYS? M 


aia a a 







Office eeeceee and Faia 


. sW Vorking F U i N 
be se Where VISIBLE Control \ Uy Ne mts fe A Help | four Busines 







a Published by Puss Publications, Lid., Whi t 
Subscription 1 rates: oe a yest post free, (United I 















e the ‘things are jae ob 
think of it. I should have 
and oiling in those parts tha en to the dust 
and grit and which are “bes parts. Otherwise 
they wear leose and alignment and sO on goes 

“west”. Agana, if my platen becomes. pitted and 2 S e 
ridged, it should be recov or replaced—not ee ee Oo i 
sandpapered down, {Ever tr ‘iting with a pen SRR PAL gees 
or pencl on an uneven surface: And examine my 
typebars occasionally-—wit an Pe 
‘ing they “give” a litth 
_ That means the alignme: 
K come ans. the top. and bott 









èn you come to 74 
expert clearing 









































fally on: ‘this ae “its ae E 
iter is „teated, nep: Mest ae 



















TRE preparation of a set of multiple forms for typing 
-involves considerable waste of time through the inter- 
leaving of carbon paper e a ii of such forms. 





= This M E operation is entirely eliminated by 

. using the EGRY SPEED-FEED Attachment and Continuous 

© Stationery. The carbon sheets are automatically fed into 
each set of forms and withdrawn after typing, thus | 
enabling the operator to spend more time łn actual 
typing and achieve a considerably greater output with 
more convenience and less effort. 





The Speed-Feed can be unhooked at a 
moment's notice, thus allowing the type- 
writer to be used for ordinary purposes at 
any time, and by an ingenious method of 
compensation involves no strain. whatever 
on the typewriter. x 


Ask aes for Saale a thes gh ae a oo 
EGRY MANIFOLDING REGISTER 7 


which can be applied in a variety of ways | ee = f LTD. 
for dealing with hand-written records | WARPLE WAY, ACTON, LONDON, W.3 


requiring carbon copies. Telephones : Telegrams : 
anion aiai CNET E PEE AAA A SHEPHERDS BUSH 3377 {3 lines). EGRYCOMPAK, EALUX, LONDON 
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BOMB-PROOF and FIREPROOF 
s cash and book SAFES— 

































De SIGNED AND MADE 


By SPECIALISTS . | = new and 
Eourpment fitted with i second-han d » 


Ao ‘‘Revvo”’ ball-bearing 
‘castors moves with ease 
and silence. The type 


all sizes 
and qualities 


illustrated is made on 
the same patented prin- in stock 
ciple as the heavier os 
industrial types—-with- k 

_. out a centre pin in the á 

O ball-bearing swivel — 

| and can T supplied Pleasegive full details 
-with numerous attach- olypurrequinsnants 


F ments which meet most 
ppeeds. 

Fall eee are 
contained in our cata- 
logue, which will be 
| gladly sent upon re- 
< quest. 


hen writing. 







* We carry the isreast stock: af New ‘eid 
Second-hand (reconditioned) Offic .. 
Furniture, Safes, Typewriters ani 
Visible Indexes in London,and guarantee 
to supply better value than any. ‘othe oe 
Aen: ee oe 


OFFICE EQUIPMENT CC 
13 HIGH. HOLBORN es LONDON, W.C : 


(Opposite Holborn Tube Station) Telephone : : HOLborn 8235 ; 
_and 79 VICTORIA STREET, SWI gg 


PATENT BALL UL BEARING 


THE REVVO CASTOR CO., LTD., Archdale Works 
- Blechynden St., LONDON, W.II Phone tadbroke 2609 
Also at--191 Corporation Street, Birmingham, 4 
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DICTATING MACHIN 


FAN complete with 


3 yds. Flex, separate 
Switch and Adaptor 


F. 128 Standard and 
Fan Fitting £7 : 12 : 6 


T. 128 D. Double 

and = Fan 
F £8:7:6 

7.128 DR with regula- 

|) tion for 4 strengths 

" of Ozone and Fan 
£9 :12:6 


$ Supplied without Fan fess ~ 
as EES. 2 
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Typical private automatic 
(mains operated) switch- 
board capable of serving 
p- 35 instruments. 


TELEPHONE RENTALS SYSTEMS 


have been installed in hundreds of 
s Firms of National Importance 
’ ; It is possible to mention only a few in each announcement : 
R Rolis-Royce, Ltd. Spillers, Ltd. Twyfords Ltd. 
t ind. Coope & Allsopp, Ltd. Kleen-e-ze Brush Co. 


British Ropes, Ltd. T. G. Tickler, Ltd 








xe TELEMATIC BOOKLET. 
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KODAK LTD. 





Please telephone for a copy, or attach this slip to your letter heading and post to 
Telephone Rentals Ltd., Horseferry House, Westminster, S.W.1. 


Mn 
1% 








Aerial view of part of the Kodak Factory at Harrow, Middlesex 


/JvsinEss slows down when information can only be obtained 
by ‘sending for someone.’ Delays are inevitable and 
irritating too! Yet they can be so easily eliminated. 
With Telematic at your finger-tips, you no longer have 

to wait for facts and figures—you get them— instantly. You can find 
the right man at the right moment—automatically—even if he is 
not in his room. Should your factory or branch be miles 
distant, you can nevertheless get immediate contact. Telematic 
ties up your entire organisation into one efficient whole—saving 
everybody’s time all day long. 


That Kodak Ltd., the largest photographic factory in Europe, 
have installed Telematic throughout their works at Harrow,- 
Middlesex, pays a significant tribute to the efficiency of the 
Telematic System, A small quarterly rental will place Telematic 
at the service of your entire organisation—be it large or small. 


* Send for the Telematic Booklet. 


FOR EFFICIENT CONTROL 


TELEPHONE RENTALS LIMITED 


HORSEFERRY HOUSE, WESTMINSTER, S.W.1. 


Newcastle, Leeds, Sheffield, Manchester, Liverpool, Birmingham, Bristol, Cardiff, Belfast and Dublin. 
The name “ Telematic ™ and the Trademark “The Slave of the Dial” are the Registered property of TELEPHONE RENTALS LTD. 





Telephone: Victoria 8681. And at Glasgow, 


Telephone: Victoria 8681. 
B.1', j 
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Management Trends 


Vigorous Firms disprove idea that Consultants “Doctor” 


ailing Businesses only @ Planning that will beat a Slump 


Management Coming Round 
To New Viewpoint 


E mentioned last month the ten- 
W dency we found among an in- 
creasing number of expanding 
businesses to make more use of outside 
professional consultant services for the 
purpose of getting improvements made 
in the general and detailed functioning 
of their concerns. 

The contacts we have made among 
firms in various parts of the country 
since we wrote that note have gone still 
further to confirm our view that this is 
actually a steadily growing practice. 

This new attitude of mind among con- 
trolling executives is, we consider, an ex- 
tremely important development from 
the point of view of management policy. 

It represents a really decisive step in 
a direction which most executives have, 
hitherto, hesitated to take. 


O 


Prosperous Firms Most - 
Ready to Adopt It 


HE most significant point, too, 

l about this changed attitude of 
mind is that it is being displayed 

far more by the prosperous concerns 





By The Editors 


than by companies that are ailing. 

This very interesting factor throws a 
strong light on another significant point : 
it reveals clearly that the old conception 
of the business consultant as being prim- 
arily a doctor for declining businesses is 
quite wrong. It confirms that the really 
modern ‘‘consultant’’ to-day is an organ- 
ization of management experts that is as 
well fitted, by specialized experience, to 
step in and raise the standard of all- 
round efficiency in an already fully func- 
tioning and profitable concern as it is to 
hand out the life-belt to an undertaking 
that is about to go down for the third 
time. 

O 


This Old Fallacy 
Is Now Exploded 


HE progressive executive to-day 
does not hold the attitude that it 


reflects adversely on his abilities if 

he calls in the services of the professional 
consultant. 

No director or manager, surely, would 


Production at this. new artificial 
silk factory being built for 
Courtaulds, Ltd., at Preston, 
in Lancashire, at a cost of about 
£2,000,000, will begin in 
November. At the start employ- 
ment will be provided for about 
2,000 workers, but by early next 
year it is expected that 6,000 
will be at work, and when pro- 
duction is at full capacity about 
8,000 men and women will be 
employed. Several hundred 
houses are being built near the 
factory to accommodate workers 


think it put him in an unfavourable 
light if he called in an architect to advise 
on a building alteration or expansion, 
or if he sought the advice of an engineer 


on a matter of ventilation or change of 
power plant. 

Management, it is recognized now, is 
a highly specialized function, governed 
more by certain scientific fundamentals 


than by the technique and peculiar 
characteristics of particular trades. 

The executive, therefore, who to-day 
clings to the old slogan : ‘‘I’ve been forty 
years in this business, so obviously no 
outsider can tell me how to run it” is 
entirely off the rails. He advertises, by 
the expression of this very opinion, that 
he does not even understand the aim and 
function of modern management. 


O 


Management Is a 
Separate Science 


UCCESSFUL management is a thing 
C eite apart from knowing all about 

how to make a particular product. 
The progressive business executive under 
stands this. As a result, he is now be- 
ginning to call freely on the outside 
specialists, not to tell him how to manu- 
facture his product but to advise him 
how more profitably to arrange and 
handle the complex structure of human 
and mechanical equipment under his 
control. 


O 


Prosperous Firm Made £14,000 
A Year Still Better Off 


N one important firm we called upon, 
[Feorganization of the clerical work and 

office lay-out, carried out by consult- 
ants, showed a saving that will work out 
at some £5,000 a year. In the factory, 
economies on purchasing methods and 
stock control are being made at a rate of 
£6,000; alterations in detail of produc- 
tion methods are introducing another 


£3,000 a year saving. And this in a firm 
that was, to all appearance, excellently 
managed and already making a substan- 
tial profit year by year. 


O 


And Here’s The 
‘‘Doctor’’ At Work 


E have seen several examples 
W lately of such improvements car- 
ried out in already progressive 
concerns by competent firms of profes- 
sional consultants; but as proof that the 
consultant does function also in a valu- 
able way as doctor to the ailing company 
we can quote the case of a manufacturing 
business that had lost money for three 
consecutive years. 

The 1934-35 balance-sheet of this com- 
pany showed a net loss of some £4,000. 
Through the specialists’ reorganization 
methods, however, their 1935-36 bal- 
ance-sheet told the very different story 
of a profit of over £10,000. This par- 
ticular firm will soon close its books for 
1937, and it is no secret that the profit 
this time will be far ahead even of that 
figure. 


O 


This Planning Will 
Beat a Slump 


HE Chancellor of the Exchequer 
said, last month, that he could not 


believe that every spell of pros- 
perity ought to be regarded as a sort of 
debauch, to be followed by a very bad 
head—in other words, by a slump. 

So far, as we can say from observation, 
the managements of firms—particularly 
of big firms—are guarding rigidly against 
over-planning, and in this way they are 
protecting themselves as much as they 
possibly can against the tendency to 


shoot beyond the trajectory of the pros- 
perity curve. 

This policy has, in fact, resulted in the 
apparently anomalous but slump-defeat- 
ing condition of strict economy in a 
boom period. 

Some of these economies, of course, 
have been, and are still being, forced 
upon industry. For example, the short- 
age, and consequent rising prices, of 
many raw matherials, and the dearth of 
skilled labour in some sections brought 
about partly by the absorption of many 
skilled hands into government contract 
work, and partly by a failure of organ- 
ized industry in past years to provide 
for a reserve of skilled young labour. 

But in another direction business itself 
is exercising a very wise control that will 
go far to steady out the boom curve and 
help to prevent firms being left high and 
dry with heavy commitments when any 
recession of trade does set in. 

We refer to the policy of close and in- 
telligent sales research and the setting of 
sales budgets that are the outcome of 
real planning instead of mere exuberance 
of the boom moment. 


O 


Copes With Peaks but 
Avoids Over-Commitments 


HE consequence of such “‘scien- 
i tific’’ policy as this is naturally 
reflected in the equally vital fac- 
tors of plant and building planning. 
Here, too, we see that programmes are 
being followed out in accordance witb 
accurately determined forecasts, as 
opposed to haphazard additions being 
made to meet immediate peaks and 
mere hunches or pious hopes as to the 
future. 
In one well-known firm not far from 





With this great automatic machine on the engine production line at The 
Ford Motor Co., Ltd., at Dagenham, one man drills 92 holes in 35 seconds 
in 8-cylinder crankcases 
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London we found that a special sub- 
department had been formed to analyse 
the incoming work right down to the 
smallest possible divisions. This was not 
mere progress planning: it was super- 
planning. 

It was found that by collating certain 
operations, apart from order sequence, 
it was possible to organize almost 24- 
hour running for some of the machines, 
and a three-shift system of operatives 
was arranged. By this means it was 
found possible to work the rest of the 
machines, which were of different type, 
fully sixty per cent faster than normally. 

Through this sound arrangement this 
firm has for months been able to cope 
with a volume of orders that, under less 
scientific planning, would have de- 
manded a considerable expansion both 
of plant and of staff. 

Expansions have, of course, been 
made but only, as a director told us, in 
proportion to really consolidated busi- 
ness. Flexibility of plant and staff is 
used to take care of the peaks and special 
orders. 


O 


N another firm we found that output 
[rs being increased and at the same 

time speeded up by the closing down of 
an important section. The management 
had, by careful calculation, proved that 
to abolish its own foundry work and to 
expand certain machining and assembly 
sections would result in a substantial net 
gain. 

Planning to get a really fault-proof 
supply service of castings from outside 
founders actually took some time, but 
it was accomplished; and when it came 
to expanding certain machining sections 
care was taken to add the most flexible 
types of machines and not to expand 
on those whose operations were very 
limited. 

This was, in a way, a safeguard 
against future contingencies, the flex- 
ible machines being capable of adaption 
to a wide range of work. Thus, if any 
change of programme became necessary 
through a falling off of the present type 
of work, the machines that had been 
added under the expansion programme 
would be more likely to continue their 
useful life instead, as they might other- 
wise do, of proving to be white elephants. 


O 


Here’s More or Less 
The Golden Rule 


HIS, then, can be taken as one of 
i the most important pointers for 
management at the moment: 
Take a wide view of your markets, as 
far ahead as possible; then, to meet your 
present and future requirements, plan to 
do as much as possible by resourceful in- 
ternal planning, combined with the best 
use of physical equipment. 
To do this without committing the 
mistake of false economy in any direc- 
tion calls for a wide knowledge of modern 
management principles. It is the right 
¿application of these principles that is 
building profits to-day and laying sound 
foundations for the future. 
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“YITH practically every cost 
W steadily rising, almost the entire 
energy of management to-day 


must be devoted to examinations, plans 
_ and methods to hold down this tendency 
- If businesses are to be kept going ahead 
on an even keel. 

| o 


_ Close-up Controls Enable 
< Costs To Be Watched 


Yearly and half-yearly check-ups, in 
most manufacturing concerns, are hope- 
lessly inadequate to-day; even quarterly 
examinations scarcely suffice. We our- 
selves have abandoned them for monthly, 
weekly and daily controls. 

I will outline presently how our 
monthly overhaul, or “‘spring clean’’ 
takes in every department of the busi- 
ness; but here, at the outset, I should 
emphasize that a complete profit-and- 
loss account is prepared each month and 
put before the management committee 
for critical examination. 

This full monthly analysis of the 
firm's activities is the basis of our 
operations against rising costs. 

But in every department of the firm, 
every day, a drive towards cost-saving 
and efficiency-raising goes on, a drive 
that can virtually be divided into 
monthly campaigns, since it is at these 
periods that results are examined. 
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‘Business’ Campaign— 


HOW THEY ARE COM- 
BATING RISING COSTS 


ESTIMATED PROFIT ~~ £217, 


The 


_ For example, in the production de- 





a constant checking up of machine effi- 


ciency and a bold policy of ‘‘scrap and 


refit” in force, but every month there 
are staff prizes for cleanliness, efficiency 
and good work. 


Cleanliness a First Factor 
Of Constructive Cost-Cutting 


We hold strongly to the view that 
cleanliness and tidiness are absolutely 
essential if good work is to be done, 
Clean floors, shelves, benches, machines 
and even overalls are what we aim at, 
and our monthly cash prizes for these 
attainments are open to every depart- 
ment. | 

Throughout the month, therefore, the 
men compete in a spirited way for the 


best-kept department and equipment 
and the most efficient standard of work. 


Such scrupulous attention to machin- 


ery means that it is always maintained. 


in tip-top condition; costs for repairs and 
idleness are kept down. Cleanliness of 


benches, floors, shelves, etc., mean that 
tools do not get lost, and often accidents 
are avoided ; that N eans more costs kept- th 


down. 
Similar campai 





Schedule of Estimated Profit and Losa on INDIVIDUAL SALES 
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While total net profit on a may be edi it happend in many. Tas that on some individual: : icco 


- This weekly ‘Profit and Loss’ analysis of individual customers revealed to Hawker and Botwo 


occurred, and enabled action to be taken. Since this control was instituted not one account has. : 
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matically, the men’s wives become keen 
on their husbands working well to main- 
tain their jobs. 

This, I might mention, acts as an in- 
valuable stabilizer at a time when the 
labour market is notably difficult and 
unsettled. Our labour ‘‘turn-over’’ has 
been reduced practically to nil, again 
reducing our costs. 

We give holidays with full pay and a 
first-class canteen service. 


Probably the Greatest of 
All Goodwill Factors 


One of the facilities that the men 
appreciate most, however, is the free- 
dom, extended on Friday afternoons to 
everybody on the staff, to walk straight 
into my office, without appointment or 
even knocking, to discuss any personal 
difficulty or problem. 
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Mr. J. Beharrell 


It would take pages to outline the 
many and various matters on which the 
men seek my personal advice or the 


' advice and help of the company; but for 


the purpose of this article I will simply 
state that this facility we provide for 
approaching the management and the 
assistance we are able to give is proving 
to be one of the most powerful factors 
for cementing goodwill that we have ever 
introduced. 

This goodwill operates in our favour 
in the direction of maintaining smooth 
running and therefore of holding down 
costs, 


> Closer Sales Control 


Has Cut Out Losses 


At the suggestion of our chairman we 
developed, as a sort of extension of the 
monthly balance-sheet, a weekly profit- 
and-loss record for each customer, as 
shown in the diagram. 

This was to be in the nature of a trial, 
but almost at once it proved so obviously 
valuable that we consolidated it into our 
regular routine. Right at the outset it 
uncovered several losses, which we either 
knew nothing about or did not worry 


| over because the final profit on the whole 


business covered them up. Those few 
accounts which, for various reasons, 
were unprofitable, were shown up 
clearly, and we were able gradually to 
eliminate them from our books. 

Since this weekly sales analysis has 


-} been in operation we have not had a 





This DAILY control sheet for stock and 
cash enables the management to have up-to- 
the-hour information on essential activities. 
The right-hand side of the full sheet (not 
reproduced) carries a current weekly 
summary and a column for the previous 
week so that a comparison can be made. 
There are also columns for accumulative 
weekly totals for further comparisons 


single account that has failed to make 
its net profit. 


Transport and Handling 
Charges Will Be Reduced 


In the works we are introducing 
mechanization that will both speed up 
our work and still further reduce costs. 

Hitherto our raw material has arrived 
in tanks, six or eight tanks to a lorry; 
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the weight of the empty tanks alone 
totalled some 64 cwt. The lorries were 
unloaded by man-power, and when the 
tanks were emptied the raw material 
was fed to the various machines also by 
man-power. 

Now, however, we propose to fit mov- 
able floors to the lorries and carry the 
raw material loose, in bulk. 

The economy of this is that each lorry 
will carry about sixty per cent bigger 
load and will be unloaded in a fraction 
of the old time, with far less labour. 

Furthermore, the raw material will be 
unloaded on to newly installed de- 
vices that will feed the process machines 
automatically. 

In this way we shall, in addition to 
greatly speeding up work, cut down con- 
siderably on man-power. The released 
labour will be drafted to another part 
of our organization to meet the needs of 
expansion. 


Plant Extension Eliminates 
Peak Season Rushes 


At certain times of the year we used 
to have seasonal rushes that kept the 
factory and staff working 24 hours a 
day. Our labour costs to meet these 
peaks were very high. 

Now, by means of our mechanized 
handling and by the addition of some 
extra units, we have been able to step 
up our production. By working a steady 
flow all the year round we are now able 
to make just the right amount of surplus 
to go into stock to cover these peak de- 
mands. True, we have had to increase 
our storage space, but we have elimi- 
nated the enormously greater costs of 
seasonal overtime. 


Decentralization is Saving 
Distribution Costs 


Our London factory, hitherto, has well 
served our distributors throughout the 
whole of Britain. In order, however, to 
reduce the increased costs of covering 
the North of England and Scotland we 
are on the point of opening a new fac- 
tory in Warrington and one in Falkirk, 
Scotland. 

In addition to reducing carriage 
charges, these new factories will have 
the effect of doubling our output, thus 
allowing our sales departments to drive 
harder. They will, also, permit our 
giving a better and quicker service to 
our distributors. 


Money Saved by 
Fuel Economy 


Coal, used by thousands of manufac- 
turers, is one of those things that is too 
often used without adequate check. 

On account of the rising cost of coal 
we called in a boiler expert to look over 
our steam-raising plant. On the advice 
of this authority we fitted automatic re- 
corders of steam consumption and waste. 
The result is that we have been able to 
reduce by nearly 50 per cent the amount 
of coal we use. This will amount to a 
big cash saving per year. 





progress of standardization, and 
‘the prevalence of mergers bringing 
‘a series of companies under one control, 
has made it impossible that anybody, 
however expert in any particular trade, 
should be able effectively to manage a 
‘business im the way of a half or even 
quarter of a century ago. 

The problem of management has 
become a problem of organization, not 
to be conducted by personal contact, 
but by the continuous study of progress 
records, and by making carefully 


I _ ARGE-SCALE developments, the 


detailed plans for the people depart- 


mentally responsible to carry out. 
Centralization Alone Does NOT 
Build Profits 
The purpose of rationalization has 
been to secure economies and to give 


the people, engaged in an industry, the 


control of a large area of production 
and of sale. But it is much easier to 
combine companies or businesses into a 
single legal entity than it is to make 
a unit out of the things you have 
combined, 

The mere centralization of control 
solves no problems and results in no 
economies. Something more has to be 
done. Planning requires a knowledge 
of all the facts, and becomes effective 
only if it can be accompanied by con- 
tinuous control and touch with the 
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imperfect co-ordination; 


of the same central organization is thus 


very easily possible; while the central- 


direction on its part may, and not infre- < for the year. 


quently does, lose sight of numerous 
within its 
because it is preoccupied with 
larger issues of policy. _ . 
Now the periodical Statement of 


the 


Accounts has, for the purposes of 


management, very grave limitations. 
This Statement is an account of its 
stewardship by the management, and 
it is rendered to non-technical pro- 
prietors who have no knowledge of the 
processes of the business. It must be 
highly summarized and it must not be 
rendered at too frequent intervals. 
For management purposes the func- 
tion of accounts will be rather to keep 
them in touch with the different 
internal processes; that is to say, from 
the point of view of management, the 
true balanced picture that the annual 
account sets out to give is not the 
kind of thing for which they are look- 
ing. It is quite possible that detail, 
tremendously significant of its own 
kind, may be buried in the aggrega- 
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position and progress of the concern in _ 
relation to the plan. It is quite pos- 
sible for companies to associate and to | 
cohere, at least for a time, with very” 
but waste, © 
rivalry and mutual competition as 
between different businesses or branches — 
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that section as a unit in tee. 
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collecting the sum total ot ope 


The method of the statistician is” 


individual sections, endeavor 
collect all the factors that are 





The Statistician 

The distinction between the 
ant and the statistician is | 
accountant sets out accur 
account to the proprietor 
doings of the management. 
statistician has for his task 
ing out of detail, of disco a 
detail is significant, of patiently si 
ing through it $ and ext pre 
statements as will discove: 
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Consider the practical application of 
statistical methods: 

The Agricultural Economics Institute 
of Oxford University made. statistical 
inquiry into the cost of wheat grow- 
ing. They prepared statements which 
showed what was the cost in a specified 
acre of ground, of horse and manual 
labour, of seed, of artificial manure, 
harvesting, and so on; and then it 
showed how much wheat precisely it 
produced, and what the money value 
of that wheat was. Furthermore, they 
proceeded to show the difference in the 
cost if mechanical tractors and har- 
vesters were used, so that any scientific 
farmer taking those statements in his 
hand could make up his mind whether 
on his particular land it would pay him 
to stand the interest charges, etc., 
involved in that method of harvesting. 
They cultivated a plot of ground, 


=- mapped it out, and described it. 


May I now travel from the very small 
to the very large? A striking example 
of statistical method in commercial use 
relates to the reorganization of the 
L.M.S. Railway under Sir Josiah 
stamp. 

At the time of the amalgamation 
there were eight main companies and 
twenty-seven subsidiaries; these were 
combined into a single group under 
unified control. The task of the Direc- 
torate was to make the unity real, and 
to secure economies in working which 
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iE made possible. F or exam ple, : th 


£{II,000,000 a year, 


investigation of this huge total. He 
came to the conclusion that efficiency 
and economy would be increased by the 
introduction of systematic statistical 
records in regard to the maintenance 
and working of each locomotive. 


Huge Economies Made Possible 
Through REAL Unity 


At the amalgamation the locomotives 
numbered 10,316, of 393 different types. 


It is obvious that any unnecessary 


diversity of type is very uneconomic in 
regard to repair work, stores, etc. 


The first task was, therefore, that of | 


studying the records of the several 
types, determining which was the most 
suitable for each purpose, and the mini- 
mum number of types adequate for the 
work. A costing system was set up, 
which included not only cost-keeping 
for each individual locomotive but for 
a number of the principal parts of the 
locomotives. How many thousands of 
cost accounts they set up to get those 


records, you may imagine. They 
further set out to keep accurate records 
of the coal consumption of each 


separate locomotive, and these detailed 
costs were maintained in such a form 
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general account of the combination at the end. 
showed that the expenditure on loco- 
motive maintenance and coal was about — 
and Sir Josiah. 
himself to the detailed - 






if 
results achieved may be cited: ie 
(1) The 10,316 locomotives were 
duced to 9,032, and the 393 types 
to 219. | ayia 
(2) Time for certain repairs was. re- 
duced from 28 days to 11; and 
from 8 days to 3.8 days. In conse- 
quence the number of locos “out” 
for repairs was reduced from 8.5 
per cent to 4 per cent, and this 
made possible a reduction in the 
stock. 
(3) Coal consumption was reduced by 
114]b. per 100 engine miles, yet 
the company used engines of over 
6 per cent greater capacity. 
One surprising feature: they Te- 
duced the number of printed forms 
in use by 40 per cent, and the 
printing and stationery cost by 
{70,000 per annum. I should have 
accepted it as a charge against 
statistical control that it would 
increase stationery cost. 
One of the discoveries from the 
statistical records kept was that 
locomotive boiler repairs in Scot- 
land were less than in England. 
Why? The water in Scotland was 
better for the boilers than that in 








(4) 


(5) 


(Continued on page 34) 


COMPA | SPODU Awe KALE 
paaa age: 
at hegincinp. i 


SrocKks anp Sanes. 


| Saks for Month, | 2 a 
pt aaa Mace pete Co Dae | etter Sinise ee Saat 
è 


otta 


~ 
~ 
 F96. _ 







methods to a great commercial under- 
taking. The following example 


MANAGEMENT - CONTROL - POLICY 





WE 





a matter of bookkeeping; it is a 

fine art. Selling is certainly of 
paramount importance in business, but 
as a credit manager I have had to 
handle the accounts of retailers and 
wholesalers in such a way that in some 
cases selling policies have had to be 
subordinated so that collection policies 
may succeed. 

About a year ago we made a new 
line of goods for a wholesaler whose 
credit standing at the time was classed 
as good. The order was large and terms 
were twenty per cent against order, 
with the balance upon delivery. It took 
six weeks to get this line through, but, 
in the meantime, business took a bad 
turn for the wholesaler and before the 
goods were ready, our client was on the 
verge of bankruptcy. 

We obtained this information from 
our intelligence officer whose duty was 
to maintain a liaison with all whole- 
salers we dealt with. As a check on 
this information we got in touch with 
the credit bureau (a co-operative associ- 
ation of manufacturers, wholesalers and 
retailers) which confirmed this with a 
guarded statement ‘‘that future com- 
mitments ought to be withheld from 
this party’’. 


Just in Time To Get This 
Order Cancelled 


We decided to try and get the 
order cancelled. As credit manager, I 
approached the about-to-be-bankrupt 
firm and by placing my information in 
a tactful way managed, in the nick of 
time, to get them to agree to cancel the 
order. We to retain the deposit. Had 
we not had the machinery for getting 
this information, all the goods specially 
manufactured would have been lost in 
the maelstrom which sucked down this 
wholesaler. 


(C matt management is no longer 


The most indispensable qualification 
which every collection manager must 
possess is persistence. The delinquent 
must be persistently pursued, though 
never unduly harassed. I had a case 
where one of our retail accounts, having 
got into difficulties, decided that he 
should defer payments of all accounts 
due. He was not able to borrow from 
his bankers, and his current sales in- 
come was barely enough to meet 
unkeep expenses. In this instance I did 
what I considered to be the wisest 
under the circumstances. 

It had always been my policy to 
know, personally, as many customers 
as possible. I knew this man, so I 
wrote asking him for an interview at 
his shop. I called and spent some time 
discussing ‘‘economies’’. At first he was 
adamant, but later conceded to my 


To 
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HAVE ALMOST BANISHED 
the Risk of 
BAD DEBT Losses 


; F. G. BALDWIN 
Credit Manager of a Manufacturing Concern, 


explains his way with debtors who 
strike a bad patch and look like 


falling down on their obligations 


that since 


suggestion business was 
slack, he could put some of his staff on 
part-time. By doing this, he cut his 


pay-roll by 15 per cent. In amount, 
this almost equalled 50 per cent of the 
sum due to us monthly. I arranged, 
therefore, that he would make this 
saving over to us to apply towards his 


debt. The sum was small, but it was 
acceptable by my principals, and the 
habit of continuing payments was 
maintained. The amount was event- 


ually paid in full. 


It’s Important to Promote the 
Paying HABIT 

I invariably found that a debtor who 
has once paid an account is likely to 
pay again. For this reason, the debtor 
who, after a period of delinquency, has 
begun to pay should be closely watched 
so as to keep him in the paying habit. 
He is then also likely to remain a cus- 
tomer; and to keep the goodwill of 
customers is the aim of all credit 
managers. 


We have received an order from of 


trading as 


and would like your co-operation. 


It ie understood that by com- 


pleting this form for our benefit you have pledged us to secrecy 
and that whenever the occasion arises, we shall reciprocate by 
rendering you a similar service, 


When was your first order obtained from above party? 


Terms of sams 
Highest amount sold 
Amount past due 


Amount 
Total now owing 
Other Remarks 


Manner of payment, answer =- yes or no. 


We devised this Discounts 
standardized Prompt and satisfactory 
‘Experience Sheet’ acs Senta ctable 

of T goke Accepts C.0.D.'s promptly 
ON 0 e secure Account secured 

about debtors-to- 


x Notes secured 
be, and used it very 


effectively in an 
exchange system 
with other traders. 


Makes unjust claims 
Collected by attorney 


Notes paid at maturity 


14 


Sometimes we have found it profi 
able to take goods back where retailers 
have found the line to be a slow seller. 
Instead we have supplied him with 
goods in exchange which he was able to 
sell quicker and thus be in a position to 
keep his accounts paid up. A retailer is 
sometimes led into this error by buying 
goods which have proved to be good 
sellers in other districts but which do 
not sell in his area. Our arrangement 
gets him out of this difficulty, while for 
us it keeps his goodwill and gets his 
money promptly. 

The greatest difficulty in the credit 
world is, of course, instalment selling. 
The test of a successful retail credit and 
collection policy is: Does it get what 
is due to the shopkeeper and yet keep 
his customers? 


We Approach Slow Payers in 
this Particular Way 


There are two reasons why a person 
must abide by his hire-purchase agree- 
ment. First, because it is to his ad- 
vantage to do so; second, because it is 
an obligation. I have always found it 
better to attack with the first gun, 
namely—‘‘advantage’’. I always as- 
sume that most customers who buy on 
credit fully intend to pay. 

It is the height of bad collection 


policy to emphasize too soon or too 
strongly the idea of ‘‘obligation’’ with- 
out first finding the real cause of non- 
payment and making sure that every 
possible effort to secure settlement by 
milder and more friendly collection 
methods have been tried and proved 
fruitless. My collection procedure was 
divided into five natural steps. I. 
Notification; 2. Reminder; 3. Reproach; 
4. Discussion; and 5. Resale. 

Notification was the advance agent, 
reminder the follow-up, while reproach 
attained strained relationship stage. 
Prior to this, telephone calls and regis- 
tered letters were used and found inef- 
fective. By the time I had got to the 
discussion stage, about 75 per cent of 
delinquent accounts had been brought 
back into my fold, while the remaining 
25 per cent were notified either to call 
upon me or let me call upon them in 
order that some sort of an explanation 
could be offered as to the reasons for 
delay. Resale was the last resort, which 
I rarely adopted. 

In the wholesale field, during the past 
few years I have found it effective to 
use the friendly assignment method in 
the matter of insolvencies. Under this 
method, instead of having a wholesaler 
forced into the hands of an official re- 
ceiver, we have suggested a general 
assignment of assets to some person or 
agency nominated. by ourselves and 
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SAVES TIME, LABOUR 
AND MATERIALS 
Above 


Paper and Ticket reels, in bulk, are heavy 
goods to handle. In their store room, the 
National Cash Register Co. Ltd., lighten 
work to the greatest possible extent by 
the use of roller conveyors which extend 
right round the department. Trucks 
are used to supplement the conveyors. 
The arrow indicates the department 
electric clock, the figures on which are 
illuminated from the telephone switch- 
board, providing a clear system of code 
calls for executives throughout the building. 
Left 

In the Service Department repair work 
on heavy machines is vastly lightened by 

the special bench-high turn-tables 

Right 

In the bulk store wooden cores for tickets 
are withdrawn from the base of bins. 
This eliminates the accumulation, and 
consequent deterioration, of old stock. 
New supplies are fed into the top, thus 

ensuring circulation of stock 
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other creditor’s committee without re- 
course to law (unless legal problems 
were involved). In the case of one 
wholesaler his auditors’ were given the 
assignment to dispose of the assets 
which was done as a going concern to 
another wholesaler who operated the 
insolvent’s office as a branch office of 
his own. Thus, not only did the busi- 
ness fetch a higher value as a going 
concern, but the stock was retained 
without forced sale repercussions. 


Some of the Credit Abuses 
We Meet 


Some credit abuses which I have had 
to meet are: 1. The taking of unearned 
discounts by those who have obtained 
extension of time to pay and who 
wished to deduct, at the end of the ex- 
tended time, the discount allowed for 
payment on original due date. 2. The 
failure to pay interest on due date; that 
is to say, when an extension has been 
granted, not only does the debtor lose 
his discount but interest at current bank 
rates is added. 3. The selling of terms 
instead of goods is a practice of certain 
unscrupulous manufacturers and whole- 
salers which we have had to overcome 
by selling ‘‘quality products”. 4. 
Deliberate frauds which we have pre- 
cluded by a ruling not to sell on credit 
unless our “‘Experience Sheet’’ has been 
found to be in order. 

In this last matter I devised a form 
for the success of which I relied upon 
the co-operation which I received from 
other manufacturers, wholesalers and 
retailers. The form was card indexed 
and examined whenever the debtor 
effected a transaction. Our own re- 
marks were added on the reverse. In 
using this form, the inquiring credit 
man should be reasonably sure that the 
person asked has information about the 
debtor (to-be) in question. On the other 
hand, those to whom the inquiry is 
addressed are requested to give their 
exact experience, by having a respon- 
sible person answer the questions. 





We Can Maintain the Boom If - - - 


damage done in May, July has again 

weakened confidence by a series of 
fresh shocks. If stock markets sag and 
raw materials droop it is not because 
business is bad but because nerves—and 
particularly Stock Exchange nerves—are 
frayed through the fall of the franc, the 
threat of another serious China-Japanese 
war and the new tension over non-inter- 
vention in Spain. 

Otherwise a steady expansion, not 


Je June repaired the psychological 
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New Capital Issues 


ACTIVITY FACTORS- comparisons with same month last year 


<——MINUS PLUS ——> 
Business Activity Index SERTEN 
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iron Production REA  S 
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merely of business but of profits, during 
June and July would have roused more 
optimism. For business activity has 
reached a new all-time record. Despite 
the Coronation spurt in May, employ- 
ment rose again in June by 130,000. 
There are now more insured people at 
work in this country than the total of 
both employed and unemployed in 1928. 
Unemployment has been halved since 
the summer of 1932, although it is still 
higher than in 1928-29. 
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How to Read the Chari: Black bars represent the latest available figures for 


the month of June. Figures show percentage increase or decrease as compared 
with June, 1936. Shaded bars represent the previous month's figures—May 
—and show percentage increase or decrease as compared with May, 1936. 


More To Work But 
Population Stable 


PPARENTLY we musi expect a 
slightly slower reduction of unem 
ployment very soon, for during the next 
10 years the number of people between 
the ages of 16 and 65 will reach its peak— 
two per cent above its present propor- 
tions, although our total population will 
remain fairly stable. 
Meantime this month's 
Weather Map shows some interesting 
improvements in Wales and Scotland. 
For the first time the County of Radnor 
shire shows less than to per cent unem- 
ployed workers; Carnarvonshire, Merion- 
ethshire and Flintshire all graduate into 
the “under 15 per cent unemployed’’ 
class. Carmarthenshire and Denbigh- 
shire come into the 15 to 20 per cent un- 
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employed class. In other words, the 
improvement in the situation in both 
South Wales and North Wales has now 
become strongly marked. In_ this one 
month, too, similar drasti improve- 
ments occurred in man Scottish 
counties. Inverness, Aberdeen, Ren- 
frew, Ayr, Wigtown, Dumfries, Rox- 


burgh and Berwick—all show unemploy- 
ment under 15 per cent for the first time 
in seven years. Perth, Kincardine, East 
Lothian, Stirling, Kirkcudbright and 
Peebles all rate under ro per cent. 


National Purse Heavier 

And Spending Going Up 
QUALLY striking is the increase of 
imports by 30.3 per cent, and of ex 
ports by 38.2 per cent, particularly as 
raw material imports are up by 42 per 
cent. Mr. Colin Clark’s latest figures 
show that national income is now increas 


ing by nearly {2,000,000 per week. Thi 
increase in retail sales in May by 13.2 


per cent proves that much of the mones 
is being spent. The further increas 
in steel production of 14.7 per cent 
shows what that industry doing in 
expanding its plans and improving its 
methods. 

But the check to building has come at 
last. May shows a fall of 28 per cent 











| shows a further decline of | 


building boom is already slackening. 
Significantly, plans passed for new fac- 
tories were only 5 per cent better than 
those for last year. How far the lack 
of confidence to which we have referred 
influences these figures it is interesting 
to speculate. 


Cross-eyed Sign Reading 
Leads Executives Astray 


“J “HE lack of confidence has sufficient 

i grounds in the political situation 
and in the gold trouble; but it has per- 
haps been accentuated in influential 
business quarters by a wrong reading of 
_ the warnings of Mr. Keynes and a group 
of Oxford economists in The Times, bya 





: ) 43.2 per — 
cent, which proves that the pace of the 


of Sir William Beveridge, and 
itement of Mr. Colin Clark—-ali dea 


of these economists is pessimistic as to 
the outlook. Every one of them points 
out that, while careful governing and 
planning is largely responsible for the 
revival, the lack of it may equally cause 
a slump. In other words, good manage- 
ment induced the revival to reach 
England earlier than any other coun- 
try in the world; a lack of management 
may do the same for the slump. Why 
not plan to make the depression as 
shallow as possikle before it comes? 
Unfortunately, the man in the street 
is apt to be unnerved by the reading of 
economists’ views of the slump, when he 
is basing all his planning on the continu- 
ation of the boom. He fails to see that 
the one aim of all the experts concerned 
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PERCENTAGE OF UNEMPLOYMENT 
[Jo-% EE ex- 


London District: Retail 
sales up 83%. Summer 
f sales resulting in good 
business according fo re- 
ports from big stores, 
Over 10,006 more at work. 
| Prospects for antumn 
= | business bright. City 
== i quiet. Factories remain 
= very busy. 
E., & §. E. Districts: 
Fish landings heavy in 
May, last month unre- 
stricted fishing. Prices 
low. Supphes exceed de- 
mand. Farming behind 
schedule because of wet 
weather. little sunshine. 
East coast ports’ timber 
trade slow, coal trade 
good at Hull 
Midlands: Leeds, Leices- 
ter, Nottingham and other 
centres of clothing trades 
enjoying active conditions. 
Birmingham, Sheffield, 
Scunthorpe steel ingus- 
tries very busy. Pressure 
continues on all Midland 
engineering centres, Pros- 
pects of working at 
capacity for months ahead 
are bright. 
W. & $. W. Districts: 
Welsh coal markets 
active. Tinplates industry 
busy at Swansea. Bristol 
and West England cioth- 
ing trade busier. Glouces- 
ter, Bristol, Swansea and 
other engineering centres 
continue working at pres- 
sure. All ports in area 
report good demand for 
froights. 
N.W. District: Fair 
active wheat markets at 
Liverpool. Lancashire cot- 
ton and other textile in- 
dustries somewhat busier. 
Engineering, as elsewhere, 
very active, Coal trade, 
teo, shows improvement. 
Barrow district furnaces 
sill working at pressure, 
unable to cope with de- 





swit © 







land colieries almost sold 
output fer this year, now 
contracting for 1938. 
Freights strong. General 
outlook much brighter. 

Northern Ireland: Con- 
ditions show some ime 
provement. Now over 
20,000 more at work than 


Stro 10% 
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at oreponi ne i bios 

ate . year ago. ipbuuding, 

cis Vids IS%- 20% farming, distributive and 
Red 25% & OVER building industries are 
we . enjoying improved cor 


ditions. 


ing with the necessity for planning to- 
meet the slump when it comes. Not one — 








Mr. Chamberlain or his colleagues in 
assuming that, because the £ is not back 
to gold, because the budget is (more or 
less} balanced, because money is cheap, 
we cannot have a slump. Obviously, 
we are unlikely to have so serious a 
slump as that of 1930-33; but that we 
shall have a recession there can be no 
doubt. 

For it has been proved conclusively 
that the Great Slump was just an ordi- 
nary cyclical slump, despite the special 
influences operating to accentuate it. 
The peculiar conditions of the present. 
revival have in them the seeds of a fur- 
ther recession as well as the possibilities 
for minimizing it. 


Mushroom Price Growth 
Assaulting Prosperity 


HE chief danger to our prosperity 

consists in the rapid rise of prices in 
the iron and steel and engineering indus- 
tries. The price of coal has risen by 334 
per cent in the last 12 months. Steel 
prices are rising, not by minute percent- 
ages but by 25 per cent and more at a 
time; building costs have gone up by 
15 per cent this year alone; pig-iron and 
ore are rationed all over the country. 
The scarcity of skilled labour becomes 
more acute every day and overtime a 
habit. 

All these results are inevitable when 
armament demands are imposed on the 
engineering industries of the country at 
a time when they have naturally reached 
a very high state of activity. Inevitably 
this will lead to higher transport rates, 
fuel costs and service costs of all sorts. 

Further, public authorities persist in 
undertaking large public works, involv- 
ing the use of steel and many other pro- 
ducts of which there is already a short- 
age, in the armament, motor and other 
industries, thus raising further possi- 
bilities of a vicious price spiral. 


Building Slow-up 
Is Slump Pointer 


BVIOUSLY, none of these factors — 

is going to produce a slump to-mor- 
row, but while they continue to operate 
they will certainly tend to induce a re- 
cession in due course. The time and 
intensity of that depression will depend 


@largely on the counteracting causes at. 


work. For instance, as private building 
recedes it will free labour for construc- 
tional work on armament factories; but 
when the constructional period in the 
armament programme has ceased, 1.e., 
when the factories are built and the plant . 
installed, the building industries may 
feel the pinch.. | 
Similarly, the intensity of the reces- 
sion, when the major work of the army 
and navy equipment is gradually com- 
pleted, will depend. on how far the 











üatural process of eration in mass- 
production work alli 
to be fulfilled ahead of time. 

We believe. that the pinch will be felt 
in the building industries before the end 
of 1938, and it will almost certainly be 
felt in the engineering equipment indus- 


tries very soon thereafter. 





U.S. Will Play Strong 
Man To World Revival 


Po ELY there are a number 
Å of factors which will in themselves 
tënd to flatten out the recession into 
which we must eventually drift. One of 
the most hopeful of these is the American 
revival. This is so widespread that it is 


bound to assist our own and world re- B 
vival at every point by placing purchas- 


ing power in the hands of the raw 
material-producing countries. 

© Another mitigating feature is the very 
late entry of the gold bloc into the re- 
vival, A revival which has a tail as well 
as a head takes just that much longer to 
pass over. The growing prosperity of 
countries like Holland, Belgium, Swit- 
zerland and Poland will still provide 
purchasing power when our internal 
boom may be fading away. 

Again, the rise in raw-material prices 
has not been too rapid; uncertainty has 
avoided boom levels in most markets. 
This alone will delay any big price break 
while keeping the producers sufficiently 
well off to buy largely from Europe. 

Next, the policy of the Treasury is 
clearly to make money a little dearer but 
to allow it to remain plentiful by check- 
ing unnecessary issues. 

Finally, it is clear that, although most 
industries are earning much higher pro- 
fits, they are also reaping larger amounts 
to reserve. This means that, when 
orders begin to fall off, they will be in 
a sound position to compete abroad 
with lower prices and improved service. 


3-Point Control To 
Save Our Prosperity 


| 7 HAT we require in order to make 
our prosperity endure is the post- 
poning of public undertakings; a more 
drastic control of capital issues as the 
situation becomes more difficult; and 
more regulation of consumption through 
the taxation of the users of products 
least beneficial to the community. 

At the same time, we can learn from 
the experience of both France and 
America. Each of these countries has 
endeavoured to introduce big social re- 
forms while endeavouring to engineer a 


revival. France has patently failed. 
America has succeeded only at the 
price of six unbalanced budgets. (The 


new deficit will be £541,000,000.) The 
danger here is that a financial crisis will 
be precipitated through lack of business 
confidence before there is any actual 
economic cause for a recession of any 
sort. 


Here’s The Long-term 
Gospel For Business 
IE past month. are shown a further 









: railway, mine and: engineering ‘ag 
s the programme | 

















will be settled by discussion, albeit a À 
price of the public. a 

We believe that in the heartening cir- 
cumstances of to-day the need is for 
cautiox rather than for pessimism. The 
time is coming when expansion of plant 








the shareholder; when e 
be made to consolidate the 
existing customers rather 
costly search for new ones. 
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‘Old-fashioned’ Idea gets 
12-Months’ Attention 


HE “‘old-fashioned’’ type of year- 
sk: can be put to excellent use 
oe still, as a company manufactur- 

zing foodstuffs has found out during the 
past 18 months. they have traced 
more interest among customers in their 
year-book than in any 

“scheme yet tried. 

The idea is simple. 




















~ newsprint. The style followed closely 
that of the old-time household almanac. 
Short, informative articles of interesting 
nd general nature, recipes, health talks 
=- women, fashion notes, gardening, 
first-aid, sports and games for men— 
all these and similar articles have been 
~sthrown in to make up the book. 
Be In addition to these things there 
are listed important facts about each 
“month. A horoscope for each month 
is. also given. Articles are grouped 
ceo according to their topicality for each 
_ month, thus interest is stimulated on 
a monthly - basis, and the book is in 
 eonstant use by a family through- 
out the year. Naturally, the firm's 
“products get a good showing by 
advertisements, these being placed 
.ppropriate articles and recipes 
oughout the book. 
ibution has been carried out 
gh retailers and by door-to-door 





































all ‘but important point con- 
efforts to keep the book from 
hands of children. Distaipanon has 



















rst, is me (ees rien etl < na 
“firm, it is certain that adults 
o the book, too. 
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ay Stand For Special 

ents Increases Sales 


“LONDON manufacturer of toilet 
‘equisites has developed a suc- 
sstul plan for getting good 
displays throughout the year 
s increasing his sales without 
il cost. 

dea coe. 

























Ives. ‘The e other s i 


other single. 


They prepared- 
a 32-page book printed on ordinary ` 


of a three-shelf 
This measures 
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~ This scheme was started by a big store. 


Illustration by courtesy of S. Maw & Sons, | 
9, Aldersgate Street, London, EC. Ñ; 





_ Being made of plywood, the: stand 
takes a good cellulose finish in any 
colour. 
display in any shop window, Accord- 
ing to the season, goods are ‘placed on 
the shelves. together with a “appro- 
# priate catchline. One at present being 
used is: Holiday Req . Obviously, 
“such lines can be changed to meet 
current needs—spring sales; birthday 
presents, Christmas goods, travel pods 
and so on. 

The manufacturer has got a big 
response from retailers by supplying 
this display stand free, together with 
appropriate catchlines. He doesn't 
stipulate that only his goods may be 
displayed on the stand, but insists that 
all his main products should have a 
good display, with the appropriate 
catchline. 







They’re Spending Money a 
New Products—New Markets lew B 


UMBER 
lished or 

this year now 
At Merthyr 


of new 
totals a round dozen: 
Sewing machine factory, 
copper boilers: a brick factory. 

At Dowlais: Electrical accessories. 

At Blaina (Mon,}): 
castings. tas ae. 

At Aberdare: Cable-making works. 

At Pontypool (Mon.}: Glass factory. 

At Port Talbot: | 
factory. 

At Cwmbran (Mon.)}: 

At Cardiff: Aeroplane accessories; 
goods factory. 

Extensions of plant are contemplated at 
Blaenavon (Mon.) for solid steel wagon- 
wheel manufacture. | 

Work on new £650,000 low temperature 
carbonization plant was begun last month. 
The works will deal with 3,500 tons of coal 
weekly. 


Biscuit works. 
Wire 


South Wales coal exports continue to: -. i 
130,000 miners at. work; ¥ 
a than B 


NOW 
8 O00 


advance., 
between 
“year ago. 


and 9» ooo ma 


individual manufacturer, (b) = 
time in sales organization . ‘wad’ 


~ clothes, perfumes, 
creams, 


It makes an effective central — 


industries. estab- >a 
projected in South Wales poöds in Goin 
decided to extend operations by acq AE 


Foundry and light | 


Reinforced concrete 


w vaste paper- 







schemes are a oE. cos 


getting more attractive displays a 


hence more sales. 


Typical of this type of effort is the 
link-up between makers of women’s 
veosmetics and toilet requisites, 








Co-operating manufacturers included 
makers of style shoes, hosiery, fashion 
lipstick, powders and 
gloves and hats. Mannequins 
paraded these goods, all matched to. e5 






turn out the smartly dressed a 
finished woman. Displays of all 


goods mentioned were grouped - 
special stand. 


The interest aroused by the display 
was considerable and all products 
enjoyed good sales. 


The example is particularly inter- 
esting because it points the way to 
large-scale co-operation between manu- 
facturers. in kindred lines of goods. 
Makers. of. garden tools and articles, 
for _ instance,- could organize such a 

ve selling scheme. So could: 
cof foodstuffs, personal — 
: hold. articles and so on.. 
Sharing the cost reduces each firm’s 
expenses by about 30 per cent, white 
the show made is much bigger and more - 
impressive than the individual manu- 
facturer could afford to put one). 






















formet weavings 
oe firm tor silk: 


former weaving-sheds. 
The firms are Qualitex Silks, Ltd. 
Bess Silks, Ltd. 
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Rave SRATOR | manufacture is 
being started by Shaw Refrigeration 
Co., Ltd., Lancs., in a dis- 
used tannery, 


Warrington, 
W öplston., 









wis &, | 
APER-MAKING has béen started 
a former cotton mill’ at  Walton-le- 

Dale, near Preston; by Ribble Paper Mills, 

Ltd. W rappi e Popen, wi | be made from 
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= ORK fay ai on a new dis 
; Hiram į Walker & Son 
€ at the shipyard j 

i “McMillan 




























EXCELLENT MODER 


situate within one-and-a-half miles of the centre of 





the city, and within five minutes of electric railway 


THE PROPERTY, which was erected in 1920, has a total floor space of 54, 
which can be divided into five separate sections of 15,875 sq. fi. 
10,875 sq. ft. The north-lighted saw-tooth roof carried on steel principals 

EXCEPTIONALLY GOOD NATURAL LIGHT. 


Splendid Office Accommodation with glazed divisional screening for each se 











Electric Power and Lighting, Central Heating and all services available. 
S > S 





We would draw particular attention to the excellence of this property which 
suitable for almost ANY INDUSTRY. 





Full particulars can be obtained, and arrangements to view made on application 


F. S. AIREY, ENTWISTLE & CO., 45 Cross Street, Manchester, 2. 














E The building occupies an island site about 250 
et above sea level. 





e style is one storey, saw-tooth roof, with 
‘administration block of two storeys. 


REA 
-The area covered by the main building is 845 
rds deep by 67 yards wide. The total available 
or space is approximately 56,000 feet. 





















'TBUILDINGS 

ere is a detached strongly built building 
Iding the heating chamber and apparatus, and 
o engineers’ and joiners’ shop ; there is also a 
tached wooden garage 60 ft. x 20 ft. 


total area of land owned by the Company 


en built upon; the land is steadily appre- 
in value on this side of the city. The por- 
ot yet built upon has a large amount of sand 
d gravel upon it to be excavated and which is 
ble for certain purposes. 


The building has 8 bays of 25 feet wide by 225 
~ feet long, spaced by steel stanchions (concrete 
~ covered) at 25 ft. x 25 ft. intervals. 











NATURAL LIGHT 

© The roof lighting is exceptionally good with 
deep panes (about 13 feet), and round arched 
windows run round the building on the three 
low elevations. Pennycock Patent Lead Glazing 

© Bars are used to hold the glass sheets, and are very 

. efficient. 


~ "TRANSPORTER TRUCKS 
All weights are moved by means of the low 
patent elevating trucks which are great time and 
labour savers and most useful in this type of 
building. 


FLOORS 

«The floors of the machine room and paper store 
are concrete with the usual granolithic face, and 
in the offices, composing room and binding room, 

concrete covered with patent composition flooring. 








CENTRAL CONTROL PLATFORM 

Control by works foremen is from a central 
elevated platform common to all departments, 
divided by the junction of the various screens to 
give each man a section, but with doors enabling 
each to communicate instantly with the other. 
Desks, telephone and tables are fitted, and the 
elevation of three feet places every worker in the 
factory under observation. This control centre 
is new practice and not usual; it is very efficient 
in operation, as information. ci . given and 
obtained instantly, as between office 
















99 square yards, of which slightly over half 





INTERNAL WHITE GLAZED BRICKS : 

The walls are lined with white glazed bricks, 
which are clean and light-reflectors, and cost but 
a trifle in cheap labour to keep bright and clean, 
thus avoiding costly whitewashing and dirt and 
disturbance. 

HEATING | 
Heating is low pressure hot water (Ideal) by 
radiators and also suspended pipes, and is satis- 
factory, a uniform pleasant and healthy tempera- 

ture of about 61 degrees being maintained. 


ROOF 


The roof lighting is due north, and so direct 
sunlight cannot raise the temperature unduly in” 
the hottest time of the year. 
roofed slopes are lined with felt beneath the 


slates, which acts as insulation to both heat and 
cold. l 
STEEL WINDOW FRAMES 


The windows are steel framed, specially de- 
signed. 


GENERAL OFFICE 


The general office being upon the factory level 
can be instantly converted into a special depart- 
ment; it is perfectly lighted with enormous 
windows in addition to roof lights. 


ADMINISTRATION BLOCK J 

~The administration block.is elevated three feet- 
to give observation over the whole factory. Itis 

subdivided upon the ground floor by a‘series of 
glass screens. ‘The second floor is one large room 
divided into three parts by means of folding 
asbestos and timber screens ; it is also well lighted » 
and heated. ki 


LAVATORIES 


Lavatory accommodation is very good. 


POWER 

Power is taken from the corporation, being alter- 
nating current, three-phase, high tension, taken 
into a massively built concrete transformer cham- 
ber in main building (a similar spare chamber 
being provided also) ; it is transformed to a low 
voltage and passed through a substation situated 
in the machine room ; here are four sets of motor _ 
generators for the conversion of alternating into 
direct current. This is then passed through to ` 
an overhead system of steel enclosed cables, which 
drop down from overhead to any point where 
power may be needed. 


ELEVATIONS | 
The front elevation is of unusual artistic merit, © 
the design being by a gifted artist, and being 
exhibited at the academy as an example of artistic 
industrial building; its motif is Georgian. The 
lower elevations are also of uncommon design. 
FUTURE EXTENSION | 
‘The general arrangement permits of- rapid 






extension when desired, on- the north side. = 





The southern. 99°) 
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“Tragedy Inspired the Idea 
of this Game 


ir. Shaw conceived the idea 
ed to a member 
ghter was knocked 
- injured by a 
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NEW card game is not an easy 
to put over 
< successfully on the English mar- 
designed a 
gar id has pre- 
‘pared marketing plans which already 

“in the initial stages, show signs that the 
game will come near-to breaking records 


under the 
took over from 
the card game 
3y Means of intensive mar- 
sale of it from a 
few hundreds to 10,000 units a month. 

n aa whole planning behind the new 
a however 

‘more Scompicte than that which could 


» are permitted to mention here 


na’ from a serious accident that 
of his family: 

and 
motor-car. 


jue as a game interesting instruc- 
the road signs and traffic signals 
5 is that 


sense ’ 
learning of the 


do 


affect its marketing, For example, it 
must be known that the cards of the 
game illustrate a road journey from 
London to Scotland. Such a feature 
makes it topical and appropriate to the 
car-minded public of to-day. That is 
sales point number one. 

Sales point number two is, as we 
have just mentioned, the educational 
value of road sign teaching, plus the 
geographical lesson of plotting a route 
the Jength of Britain. 

Such points of novelty and topicality, 
though outstanding, are not the only 
ones essential to a new product to-day. 

One of Mr. Shaw's policies is always 
to invest a product with qualities that 
make it the best possible value for 
money to the eventual customer, To 
this end the cards themselves have been 
made considerably different from the 
usual type of playing card. The face 
side of most of the- cards, for instance, 
bears a picture of a scene or land-mark 
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= 5 Points | 
that make this pro- 
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duct potentially a 
good seller, are ... 








1. Novel and Topical 
2. Educative — 
3. Good in finish and 

















The conventional type of packaging for cards has been thrown over. Ir 
new game is being put up in this padded top, Cellophane wrapped box, 

tion point of importance that links up with the ‘quality’ keynote of 
campaign 
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| 5 “prodi EES ed up 
as Rae a much. higher than ugual 
a Myalue for money’ factor. It has {aj 
the appeal of novelty and topicality, 
fh) educational value; (c) high quality 
arance and finish; (d) attractive 
sentation. 












iferent Media Used for the 
© Advertising Campaign 


n his methods of marketing this new 
ne, Mr. Shaw is also boldly depar ting 
from ordinary practice. He is jauach- 
ing jt by means of a national adver- 
tising campaign that, in coverage, far 
exe eeds anything before used to launch 
a card. game—with one possible, a very 
doubtful possible, exception, And it 
certainly differs in the kind of media 
used from any previous similar cam- 
paign. 
In addition to spaces in the usual 
class and popular magazines and papers 
for adults, a very large appropriation 
is being given to boys’ and girls’ papers, 
from the educative and fiction literature 
devoted to youngsters right down to the 
out-and-out “comic.” 

A very particular and carefully 
framed style of copy is being drawn up 
for the juveniles. 

This advertising campaign is due to 
open on 16th August, the plan being 
that, with the approach of the end of 
August, people’s minds begin to turn to 
the start of days drawing in and longer 
evenings approaching. Another new 
feature in the sale of card games is that 
a publishing date has been fixed for 
retail sale, viz., 16th August, coinciding 
with the opening on a big scale of the 
national publicity campaign. 

The campaign, of course, will work 
up fo crescendo as Christmas, the peak 
af the season, approaches. 

Just now, however, the trade cam- 
paigning is being done. Castells’ travel- 
lers are out showing to dealers a typed 
list revealing full details of the national 
-advertising that will create the demand 












































HE problem of cutting the time 
taken to make and conclude each 
salesman's call on a retailer has 
been to a large extent solved by this 
Canadian firm of Toronto. Through 
the plan adopted the company have 
been able to double the number of calls 
made by their salesmen. They have 
iso tied up the idea with a special sales 
= isplay and contest plan. 

> Most manufacturers will agree that 
-one of the causes of. time. waste by the 















travelling sales: staff i is to be found m g 


The carton is self-erecting and provides its own display set. 
A small showcard, of the same area as the box top, is 
packed in, thus affording additional stiffening for transit 


for them. These personal visits by 
salesmen are, in addition, backed up by 

advertisements in the stationery trade 
papers. 

As we said at the beginning of this 
article, signs are already apparent that 
business with this new line will be brisk. 
Mr. Shaw told us that, in a httle over 
a week, his firm's travellers had called 
on about a thousand retail customers. 

As this thousand is made up of 
retailers in every part of the country, 
the number can be reckoned as a fairly 
representative “sample” of the whole. 


+ 


This Plan Makes 
Salesmen’s Calls Doubly Effective 


Say Colgate-Palmolive-Peet Co., 


the dealer. He wants time to check 
over his stock before placing his order. 
When only two or three lines are sold 
by the manufacturer, this checking 
business may not take up a great deal 
of the representative's time. But when 
a wide variety of lines are sold, the 
dealer—-whose stock-checking system, if 
it exists, is likely ineffective for quick 


action—has to do a lot of probing pi 
amongst his shelves and stores to had eff 
out just what he wants of which jme: Sh 


The Colgate- ‘Palmolive: Company: 


Out of that thousand reports indicate — 
only one has failed to place an order, 
and that one retail stationer has a very 
specialized trade in the purely commer- 
cial area of a big city. He stocks prac- 
tically nothing but business equipment 
and supplies, “which is the explanation. 
of his inability to digress into the lighter 
side. 

Before the national advertising cam- 
paign opens at the middle of the month, . 
therefore, the whole of the stationery 
trade will have been supplied with 
stocks. | 










Ltd. 


found that often their traveller: 
to return two or three times to a. 
to get a final decision on his. 
The accumulation of hours thus” 
amounted to months in’ the vear.. 

To overcome this condition the corm 
pany devised a plan which (a) prepa 
dealers for the arrival of the salesmen 
(b) stimulated the sales. of. all the: com- 








< “the plas to the retailers. 


¿and sales aids are given. 
‘are given two days’ 





tions. 











i wed ‘couple. 





a message 
man which read: “I am bringing a 
new bride and groom with me on my 
next trip. Watch for us on, or about 
mee Crees (the date here) P.S.—This 
pair of newly-weds will certainly bring 

more business and increased profits into 
your store.’ 


a eae the Salesman 






Each card was numbered. Dealers 
were asked to keep and present the 
-cards to the salesman when he called, 


ee. as. They might be werth a prize later. 


E curlosity was aroused. 


a result of this mailing retailers’ 
They kept the 
cards: and in doing- so were reminded 
that the representative was coming and 
that they might as well check over their 
stock and see what was wanted. Thus, 
when the salesman arrived, he found 
that the dealer was informed as to the 
state of stock, and business could pro- 
ceed immediately. 

The salesman, of course, described 
He told them 






“On 
from the sales- 


contest, 








cream “tubes. {e 
that this idea was“ part of a larger 
scheme whereby prizes would be given 
both retailers and travellers. 

The plan was tied up with a display 
piece which showed a bride and groom 
standing behind the. company’s pro- 
ducts appropriate to each. The bride 
behind dental crean E powders, face 
creams and so on, | 











the groom behind 
shaving creams, hair lotions and similar 
products. Each suggested the range of 
products suitable for men or women. 


Together these two. figures made up a- 


handsome window display. Moreover, 


it was the type of display which no 


retailer would think of using in part: 
there was no reason for separating the 
newly-married couple but every reason 
for keeping them together. 

The display was linked with the sales 
drive and the pri izes. The prizes were 
not awarded on total bulk sales to 
either salesman or dealer. The idea was 
to get varied sales. Thus, awards were 





on the proportions of various products 


as well as the total volumes sold. This 
gave the small retailer a chance in the 
especially as all calculations 


+ + 


Salesmen Sell Better When They 
Know How Goods are Made 


This is how the Ford Motor Co., Ltd. provide their 
dealers with first-hand knowledge 


go per cent of salesmen, in industries 

of every kind, never see how the 
things they sell are made. In order that 
such a condition will not exist in the 
Ford sales organization a programme 
of close co-operation has been worked 
out between the Ford Motor Co., Ltd., 
and their dealers in all parts of Great 
Britain. 

The Ford plan permits dealers to 
recommend salesmen of their staffs for 
a group of sales meetings held periodi- 
cally at Dagenham when instruction 
The salesmen 
intensive training 

which include a 


[e has been estimated that practically 


at the sales sessions, 
tour of the works. 


Special Classes for Each Section 
E of the Trade 


The meetings are of two classifica- 
One is specially for commercial 
vehicle salesmen, and the other for 
passenger car salesmen. A special 


course of study is presented for each 


-group and made to include the problems 


peculiar to the range of Ford products 
= which the 
executive courses for sales 
- and dealers featuring methods of sales 


salesmen handle. Special 


managers 





direction are: alpo P Pane arranged. 


Both groups are shown an attractive 
sound film which graphically tells the 
story of the development of the Ford 
Company and the various models that 
have been produced. Sales features of 
all types of vehicles are explained in 
detail and new methods of selling are 
outlined. This is followed by an 
analysis of operating cost figures for 
various models. 


Instructive Sound Films are 
Used Extensively 


Following luncheon on the first day 
the salesmen are conducted through the 
works, where they see raw material 
entering and how it is made into com- 
pletely assembled vehicles. They are 
even given a view of the entire factory 
site from the roof of the power-house 
in order to gain an impression of the 
immensity of the place. Follows a 
review of the first day’s activities, and 
the session is thrown open to the 
answering of questions. 

On the morning of the second day 
another sound film which depicts the 
use of Ford vehicles is shown to the 
salesmen. The value of Ford facilities 
as an aid to sales is. discussed in detail 
and a dialogue is presented between two 
persons, one taking the an of the pur- 
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AH Lines 


By this means the retaile 
has been aroused, and f 
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and it is anticipa 
will be continued. 

A good deal of the pr 
due to the speed-up 
salesmen's. calls. This has 
sible the smooth progress of 
and has given free time tod 
outlets. 

Although the contest 
course, be put on a 
the advance-card idea 
of the company's acce 
present over 85 per cent of $ 
are making good use of H 
card. Tt is expected that the 
15 per cent of them will 
come to accept it as part o 
pany's practice and will b 
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chaser and the other the ro 
salesman. By this means a 
sentation is delivered. Afi 
the salesmen have outlines 
the work that is done by adv: 
pave the way for their calls 













followed by a general : 
another period of questions ami 
When the salesmen reti 


duties, they have a good wo 
ground on Ford policies, n 
talking points, as well as 
ideas which enable them to s 
tional sales. | 
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ver y a aen Practi 




























could use some sort oE 
the idea. Furthermore, fi 
through their own trawellh 
tives could much impro | 
selling ability by arranging for 
know more about the mar 

the K thay sell 


The Plan also feds, gam to 





An A benefit, toc, i 
allowing the salesmen to t 
contact with the factory ; 
staff they see something of 
tion men’s problems and 
and by understanding th ase 
they can more helpfully cx 
the selling field. Sales 
to prospects’ inquiri¢ : 
are all very well in. i 
oe has.a 
















22 ex 


BUSINESS for AUGUST, 1937 


Our Workers’ Got Tired and Bored 


So WV e . . « introduced mid-morning break for 


tea, broadcast music during work 





Fruit grading for the long hours necessary in the peak season 
is tiring, monotonous work 


HEN we located our fruit 
W cannery we had to decide 
between a site in the heart of 


the fruit-growing area or one in a town 
near by. The decision rested between 
building as close as possible to our raw 
material, with labour supply as a 
secondary consideration, or settling 
down where labour was easily available 
and transporting our raw material con- 
siderable distances to the factory. 

The delicate and highly perishable 
nature of our raw material—ripe fruit 
—forced us to follow the first course and 
to put our cannery right on the fruit- 
growing land. This would enable us to 
get the fruit from picker to cannery 
with the least possible delay and the 
fewest possible handlings. 

By achieving this essential condition, 
however, we automatically came up 
against a stiff labour problem. We had 
to bring our labour from towns which 
are from 3 to 12 miles away and have 
no railway connection neaf the factory. 
In the peak periods when the fruit crops 
are at perfection it means that the 
girls must start work early in the 
morning and keep at it till compara- 
tively late in the evening. Fruit is 
highly perishable and will await 
nobody’s convenience. 


This Early Morning Journey 
Quickly Caused Fatigue 


We had, therefore, to make special 
arrangements with local bus companies 
and to supplement these by our own 
lorry services to get the girls to and 
fro with a minimum loss of time. In 
the peak periods this costs us, for 
special fares, etc., something over £40 
a week for about 500 girls. Some of 
the girls, of course, use bicycles; but 
for the majority we have to arrange 
transport. 

Even this heavy charge, however, is 
far outweighed by the advantage of 
having our fruit almost at the door and 


of being able to get it into the cannery ` 


in its prime. 

Merely getting the girls in from the 
surrounding towns, however, was but 
one angle of our labour problems. We 
found that because they had to leave 
home early and travel a good distance 
the girls’ efficiency fell off considerably 
at about 10 o'clock. We therefore 
instituted a 10 minutes’ break at that 
time, the girls being sent off in organ- 
ized relays into the canteen for a free 
cup of tea. 


Important to get Girls Away 
from the Machines 


Results have shown that it is far 
better to get girls right away from the 
factory for this short break than to 
have refreshment brought round to 
them. They thus get a mental as well 
as a physical relaxation. This break 
has done wonders in bracing up 
efficiency until lunch time. 

At lunch time, in the canteen, in 
order to increase as much as possible 
the mental relaxation, we encourage all 
the girls to take part in amusements. 
After they have had their food we 
broadcast music for them and encour- 
age dancing; though, for those who 
prefer it, reading is possible. As our 
peak work occurs during the good 
weather the girls can lie and read or 
just relax in the beautiful country 
which is right outside the factory door. 

Our canteen manager, however, 
arranges all sorts of other diversions. 
Many of our workers are excellent 
musicians on various instruments and 
he gets them to give performances. He 
also arranges dance competitions, sing- 
ing competitions, mannequin parades, 
screen tests, short sketches, etc. The 
staff enjoy these diversions immensely 
and enter into them with great 
enthusiasm. 

In any case we encourage all workers 
to enjoy the relaxation that most 


hours, music, dancing and other 
entertainment during lunch time 


RESULTS: bigger output, better 


morale, less fatigue 


From LESLIE H. TRACE 
Production Director: Baird, Wolton & May, Ltd., 


Barming, Kent 


appeals to them, since grading fruit and 
carrying out the subsequent operations 
is tiring work and tends to become very 
monotonous. ; 

We have given much study to this 
factor of monotony and have found 
that broadcast music is one of the best 
ways of combating it. 

Our original broadcasting equipment 
was a radio-gramophone installed in the 
canteen for those amusements during 
break and lunch periods, as I have 
described, but the observed results of 
this were so good that we have now 
extended loudspeakers into the factory. 

During working hours the canteen 
manager now broadcasts selected 
rhythmetic music of a light, tuneful 
kind. If the right type of music is 
not coming through from the radio 
broadcasting stations he uses records. 
Many of the girls bring along their own 
favourite records and he uses these. 

Most of our departments are not 
particularly noisy and the broadcast 
music is heard well, the girls often join- 
ing in to sing popular numbers. 


Noisy Departments No Barrier to 
Broadcast Music 


In one department, however, where 
hard fruits (apples, etc.) are peeled and 
prepared mechanically, the noise of the 
machines is considerable. Here the 
music cannot be heard in detail, but an 
extra powerful loudspeaker puts up a 
background of music which the girls 
appreciate very much. They can hear 
enough to catch the tune, and in this 
department the ‘“‘community singing” 
of popular tunes is as enthusiastic as 
anywhere. 

It is difficult to estimate in numerical 
terms the effect of these various ideas 
(which were at first introduced purely 
in the interests of the workpeople) on 
the speed of production, but we are 
satisfied that the markedly improved 
spirit of the workers resulting from 
the cheerful atmosphere created has 
resulted in nothing but good, and we 
are confident that we can claim that 
output has at times shown material 
improvement. 
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ROAD TRANSPORT 
eee 


Speeding Up Deliveries by 
Closer Time Schedules 


This is how a large retail house, with Prov- 





By 


RICHARD TWELVETREES 
A.M.I.Mech.E. 


Road Transport Editor 
of BUSINESS 


EARLY every transport manager 
N: have met in connection with 
investigations I have made here 
and there on behalf of Bustness 
appears to run his firm’s vehicles on 
different lines. One expects this, of 
course, where conditions vary so 
greatly. Nothing but a very close 
study of circumstances obtaining in in- 
dividual transport systems enables one 
to understand the factors governing 
maximum efficiency and economy of 
fleet operation in each case. , 
Where the distribution of goods by 
provision dealers, stores, and similar 
organizations is concerned, however, 
one essential fact forces itself into 
notice, namely, the need for working 
to exact delivery time-tables. 

Delay must be avoided at all cost, 
and yet the most efficient vehicles, 
manned by capable drivers will fail 
unless their every movement is ordered 
by a far-seeing management. 

This particular aspect of delivery 
work formed the main topic of conver- 
sation in a recent interview I had with 
the transport manager of a leading pro- 
vision stores which, in addition to con- 
trolling numerous branches in the pro- 
vinces, has its own stores in London 
and Liverpool. 


This is What the Service 
Has to Cover 
From the headquarters premises 
alone over 2,000 tea agents are sup- 
plied with the company’s goods twice 
or three times weekly. The distribu- 
tion of dry goods from the main store 
necessitates a regular van service, de- 
livering three times daily within a 
radius of eight to ten miles. 


incial branches, improved delivery services to 


customers and made more economical use of 
each vehicle by carefully working out the 
DELIVERY SCHEDULES and planning the Packing 
and Dispatch arrangements to back them up 


As is usually the case, also, customers 

have to be served in country districts 
within a 30- or 4o-miles radius. The 
foregoing conditions apply equally to 
the transport arrangements of similar 
concerns, which raises rather an inter- 
esting query. 
_ Assuming we have a fleet of vans 
capable of reliable and continuous 
work, how shall they be operated to 
satisfy all requirements of an important 
goods distribution organization? 

The directors of the firm I visited 
appear to have solved the problem 
admirably by devising and adopting 
their own delivery system which, hav- 
ing been in service for some years, has 
the effect of controlling the taking, 
making up and dispatch of orders, with 
the result that the company’s vans 


»work from the headquarters stores on 


a 15-minute schedule. The above- 
mentioned schedule details the specific 
duties of each vehicle within prescribed 
time limits. The van schedule controls 
the movements of 24 vans, any one of 
which may effect deliveries once, twice 
or even three times daily in the same 
district. 





In each of the packing-rooms, as in 
all departments dealing directly or in- 
directly with goods delivery, copies of 
the schedule are displayed prominently, 
and, by following the printed instruc- 
tions, all members of the staff are able 
to carry out their respective duties with 
very little supervision. 


How the Delivery Times Are 
Divided Up 


Let us now see how the schedule 
affects the van deliveries. The first 
twenty deliveries are confined to sub- 
urban districts near the principle stores. 
Vehicles serving for this work are 
known as special early vans. It is the 
responsibility of their drivers to effect 
before lunch-time deliveries to the high- 
class residential areas, the loads consist 
ing mainly of perishables. Needless to 
say, such deliveries can only be made 
in time if customers place their orders 
by 5 p.m. on the day prior to dispatch. 

The second group of vans performs 
the regular morning deliveries and deals 
with orders received up to 9 am., 
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whilst other groups operate according 
to the schedule to ensure regular and 


' punctual deliveries, according to the 


scheme. 

All vans are identified by a company 
number, that number appearing on the 
schedule, against the route to be 
worked, the ‘‘packing-hall’’ and ‘‘sign- 
ing-off’’ times, together with informa- 
tion as to the latest time for booking 
orders. 

Van assistants are instructed to book, 
as far as possible, the bulk of the busi- 
ness for the mid-day vans. This is 
because early-morning vans are re- 
served for deliveries of fish and meat 
before lunch-time. 


How Long-distance Deliveries 
are Organized 


The working of long-distance de- 
liveries requires rather careful control on 
the clerical side. Vans of the first long- 
distance group leave soon after 11 a.m., 
and those of the second group, operat- 
ing whole-day deliveries to the more 
remote districts, leave at 8.30 a.m. In 
order to preserve the utmost punctu- 
ality for the vehicles, the company only 
undertakes to execute orders received 
by first post on the day of dispatch. 

In the case of the whole-day vans, it 
is necessary for the non-perishable 
goods to be packed before the staff 
leaves at 6 p.m., and therefore orders 
must come to hand not later than 4 
p.m. on the day prior to delivery. 
Perishable goods for the whole-day 
vans are made up and loaded between 
8 a.m. and 8.30 a.m., so that they shall 
reach their destination in perfectly fresh 
condition. 

Although the form of delivery 
schedule indicated above applies only 
to one specific case, there is much to 
commend the principle to progressive 
business executives. There should be 
no difficulty whatever in devising a 
similar scheme to govern the operation 
of any delivery system, irrespective of 
the number of vehicles involved. 


To Get Staff’s Co-operation is 
Vitally Important 


Such an idea, however, cannot be put 
into practice at a moment’s notice, for, 
having settled the basic requirements, 
the management concerned will have to 
familiarize its indoor and outdoor staffs 
with the method of operation. Some 
tact, also, may be necessary on the part 
of sales representatives to secure the 
co-operation of all customers with re- 
gard to booking order-times, which is, 
of course, essential to the efficient work- 
ing of the scheme. 

In business circles the latter should 
occasion no trouble, although the same 
cannot always be said of private cus- 
tomers who imagine that a business 
organization is specially provided to 
solve any difficulties occasioned by for- 
getfulness or neglect to order what is 
wanted at the proper time. That 
aspect of the business is almost as in- 
convenient as when people forget to pay 
their bills! 


The whole idea of the scheme, as 
explained by the official I interviewed, 
was that, by adhering to the schedule 
and keeping the van deliveries to exact 
time, the firm and its customers would 
benefit alike, which, he added, has 
proved to be the case even to a greater 
extent than was first anticipated. 

From the foregoing brief outline of 
the methods employed, the value of 
reliable vehicles and perfect mainten- 
ance arrangements cannot be over- 
estimated. 

The fleet of seventy vehicles includes 
heavy types for all inwards haulage 
from docks, stores and markets, but 
the majority are light vans of Morris- 
Commercial manufacture. 

Mechanical work is also governed 
by a carefully planned maintenance 
schedule in order that every machine 
shall be available for service each day 
and all day as required for the closely 
regulated delivery services. This is 
“achieved by dividing the garage staff 
to deal with day and night work. 

During the day-time three mechanics 
attend to overhauling the major chassis 
units, such as engines, gear-boxes and 






= ro K : FESR 
= BUSINESS for AUGUST, 1937 





+ 


back axles, in addition to which they 
are responsible for the complete over- 
haul of one van at a time, thereby pre- 
serving the whole fleet in good mechani- 
cal condition. 

The three mechanics working on the 
night-shift attend to running repairs, 
brake re-lining, valve grinding and 
attention to electrical equipment and 
tyre maintenance. They are assisted 
by two van cleaners and a man respon- 
sible for all oiling and greasing. 

I may add, in conclusion, that, in 
addition to the outstanding benefits re- 
sulting from a well-conceived, if some- 
what exacting, method of delivery van 
operation, the introduction of the 15- 
minute schedule has acted as a valuable 
incentive to all members of the staff, 
each member of which carries out his 
instructions with an eagerness that is 
pleasing to observe. 

‘The farther one penetrates behind the 
scenes in places where industrial trans- 
port is controlled, the more obvious is 
the truth of the contention that trans- 
port management consists mainly of 
good organization, backed by reliable 
service from the vehicles employed. 


Repairs — Who Pays ? 


Often there is no system which charges up the right 


Dept. 


OST manufacturing firms find 
Mie have to spend money on 

repairing, overhauling or re- 
packing returned goods. This statement 
applies to almost any product, perish- 
able or non-perishable, but in the casa 
of mechanical or electrical goods the 
expense often constitutes a heavy item 
in overheads. 


Account Charged Reason for Return 


SALES DEPT. 


SALES DEPT. Wrongly executed. 


SALES DEPT. Order cancelled. 


SALES DEPT. Dealer's error. 


' SALES DEPT. Damage in transit by (1) 
carrier. 
SALES DEPT. Returned after loan. 


PACKING AND 
DISPATCH DEPT. 


Damage. 


Not required. 
SERVICE DEPT. To be replaced. 


FACTORY Defective. 


INSPECTION DEPT. Return to stock. 


RESEARCH DEPT. Return to stock. 


6 Main Accounts. 12 Main reasons. 


Duplication of order. 


Here’s a way of rectifying that fault 


Usually the cost is charged to a 
special account and is allowed for in 
financial budgets, but not always is this 
cost dissected and spread over the 
various appropriate accounts. 

Recently, a large firm making elec- 
trical goods investigated the question 
of ‘‘returns repairs’, and found that by 

(Continued on page 38) 


i si Origin of Fault 

(1) Orders phoned by dealers. Official 
order not marked ‘‘confirmation’’. 

(2) Phone inquiries taken as orders. 

(3) Travellers’ duplication. 

(1) Errors in booking or transcribing. 

(2) Orders placed by travellers not 
confirmed by dealers. 

(1) Delay in delivering. 

(2) Other reasons. 

Wrong type ordered. 

Road transport. 


(2) Rail transport. 

(1) Traveller’s samples. 
(2) Showroom stock. 
(1) Faulty packing. 


(2) Damage in transit, company’s own 
lorries. 

) Sent to wrong address. 

) Wrong type sent. 

) To restore customer’s confidence. 

) Difficulty in effecting repairs. 

) Electrically. 

) Mechanically. 

) Woodwork or finish. 

) Machines sent out for transport test. 

) For performance test. 

) Used in connection with improve- 

ments in design. 
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This photo shows the Maybee High Speed 
Portable Posting Tray in use with Vertical 
Visible. COPE-CHAT VERTICAL VISIBLE will 
tell you at a glance how many accounts are 
overdue and for how long, also the action taken 
for collection. It is Visible Record Control at 
its best, applied to Machine Posting. THE 
MAYBEE TRAY is usually known as ‘‘the little 
tray with the big capacity”. 





It is no consolation to know that accounts are 
arithmetically correct or perfectly controlled if 
they are not adequately safeguarded. The 
Cope-Chat Double Steel Wall Fire File and Safe 
Cabinet as shown, gives protection in the office, 
at the Machines, where the work is done. 
Strong Rooms are often not easily accessible 
and may not be used in case of emergency. The 
modern practice is to give protection on the 
spot and for this reason Cope-Chat Fire Pro- 
tection Cabinets are favoured by Banks, In- 
surance Companies, Building Societies and 
Leading Commercial Concerns. 


On page 30 of last month’s ‘‘Busi- 
ness” there appeared a series of 
photographs and descriptions of the 
new building and equipment for one 
of the leading Accounting Machine 
Companies. This particular photo- 


graph is of interest because it shows 


the COPE-CHAT EQUIPMENT 
selected to Control and safeguard 
thousands of valuable accounts. 
Below we give a close-up view of 
equipment chosen. 


THE COPELAND -CHATTERSON CO. LTD. 
EXCHANGE HOUSE, OLD CHANGE 


LONDON, E.C.4 


TELEPHONE: CITY 2284 (s Lines 
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OP TAHE advertising activities of this 
ff business depend almost entirely on 
i scientifically organized direct mail. 
_ This condition is inevitable because of 
- the following two main factors: 
-o T, It is only by skilled personal investi- 
gation that our highly specialized repre- 
sentatives can get their sales oppor- 
~ tunities. | 
_.. .2. Representatives of our standard are 
-not readily available, and our propa- 


ganda must be distributed to coincide - 


-precisely with our representatives’ move- 
> ments and activities. Any kind of wide- 
<< spread advertising other than direct mail 
< could not, therefore, be controlled posi- 
_ tively enough to cover our representa-. 
-ives exactly. 000 0 i 
-There are, of course, other reasons 
why direct mail is our best advertising 
“medium; but these two are the chief 
ones. 
‘We manufacture a range of products 
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Mesere. John Smith,& Co. 
O14 House,. 
Cheapside, 
LONDON, E.C. 


TRADE 





Engineers 


aru pannan aat: 
REMARKS 


Secretary:M.Allen, Esq++ 
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appeal “to every type of business, 
je large or small, commercial, in- 








heth 
ustrial, or professional, As a conse- 
















ss is a proper subject for our sales 


effort 


o> . It can be easily imagined, therefore, 
© that to us the organization and control 
„of a vast mailing list is of absolutely the 
_ first importance, 


use of ad 


: required alone for stencils or. plates, 
while the small percentage of use would 


Director:John Smith, BIQ», 


Accountant: H.Brown, Bad->s 


n one form or another, can 


, every name in any kind of busi- 


In Britain there are about 3,000 9m the reverse of the card, a 
branches of industrial, commercial and- ‘record of mailings can easily 


‘professional activity spread over 2,000. 


A Junior Can Isolate Any One of Them Instantly 





By A. J. W. CARSON 


Office Manager of a Well-Known Manufacturing Firm 


odd towns and villages on our lists. Our 


weekly usage of the whole list is less than- 
one-half of one per cent. 
How to house this colossal list. and 


is; 
make it so that its divisions are almost 


infinitely selective, flexible and always 


up to date. 







a : 





of space, as.a large building would 
plat 





not justify the great cost for the pur- 
chase of the equipment. 
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Above: Fig. 1. This card ts 
-the basis of the system. It 
_ gives us 45 X 4X 11X10= 19,800 — 

primary selections ; and could, 

actually, accommodate more 


Right : Fig. 2. Shows how, 





OO 


be kept 


Our problem -~ 











ing machifieson the score 


JUN 191937 UM | 
JUL? 


To put it briefly, our problem is to 
‘send out letters to any conceivable selec- 
tion of people at any time, according to 
-the wishes and movements of any of our 
28 representatives. | 
A typical request may be: 
send out our U.M. Series of letters to 


_third-class engineering firms in Bolton, . . 
sending the letters only tothosewhocan — 


use our product “B’.’’ Or, as an alter- ` 







Cof firms, together: with a list 
ts for which we wish to gain — 









: interest. To 


These Reasons Governed Our 
Choice of System 

After very carefully examining the 
proposition from all angles and inspect- - 
ing all kinds of machinery and systems, 
we decided that the Paramount Punched 
Card system (Fig. 1) would be ideal, for 
several reasons, as detailed below: _ 


1. SPACE: The card is a 6x4 inches i; 


Paramount Card, similar to an ordinary” 
Vertical Record Card, and 1,500 of these 
cards can be accommodated in each of 
izin. of filing space. (One standard 
Cope-Chat filing cabinet holds 45,000.) - 
2. SELECTIVITY: The cardas illus- 
tration shows-—is arranged for instant- 
aneous selection by: ae 
(a) Trade: 3,000 sub-selections 
main trade groups; | 
(b) Size of Firm: 4 main selections; 


in 45 


(c) Phase of activity for which to re- i 
commend products. 11 selections; o 55i 


(d) Products: tro selections. | 
Selection is done by hand with. 
simple needle or skewer, and sorting can 
be done by one or any number of juniors 








DATE & CIRCULAR No 
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No more wasted steps; no more irritating 
waits; no more straining to catch words 
on an old-fashioned house-telephone ! 
Here is the Philcophone. . . far more than 
a house-telephone ! . 

The Philcophone gives you instant and 
private two-way communication between 
a Master Control Unit and one or more 
Remote Units in other portions of the 
building. Your conversations can be carried 
on in any volume you desire: the micro- 


phone-loudspeaker picks up your ee 


one voice wherever you may be in 


TH E p H I 


GIVES YOU MORE THAN A HOUSE - TELEPHONE . 


| PHILCO RADIO & TELEVISION CORPORATION OF GREAT 


“Please send me, without 
3 F. obligation, complete par- Name Hee ee RK HEH SREREETER DASH O ERR ER Eee DS 

i ticulars of the PHILCO- 

P he ay Pi ONE. Address PEE RPEDE RD RRA RE RTE eR Pee eRe 


o light a shows when the aystern isin 


The Master. Control: and: one 
Remote Unit cost only tte is 


Each additional Station 2 gns. 





SPEER EERE AHN DEREK ES REE SDAALR KER ERA ERA PARE REY AR DGS SERRE RO Sa eS 


ananem x 






the room, and relays ys itato 
you eee a | 












extra, 


BRITAIN, LTD, PERI VALE, GREE! i: IFORD, A MIDI DLES! EX } 


AUERIBESYRAKYDAFALEALEIESEREEEAFARCRDRKPRLCLOKCREFPKNÈRANANERRAERPASPENEASRAN EEE E TE 











l 45 x 4 x IIx 10= 19,800. primary ‘selec- 


‘tions, any one of which is speedily segre- : 


gated by a junior in four ele nee edling Aoo 


movements. 
3. FLEXIBILITY : 





which are illustrated in Fig 3, and can be 
speedily distributed to as many or as few 
juniors as may be required. There is no 
centralization necessary, as cards can be 
taken away to any part of the building 
for the addressors to work on. In this 
her a. super-large. campaign or a 
mall intensive campaign can be 
handled equally well by the simple addi- 

on or subtraction of juniors. Cards can 






| sAm cards easily removed. 
4. Recorpinc: To keep a 
up to date is the keen desire and also the 
despair of every direct mail user... The 
card shown (Fig. 2) is arranged for 
_ stamping—by means of a rubber stamp 
< the date and reference number of the 
- letters sent out. It is quite a speedy and 
e ‘simple. matter for a junior to stamp the 
card and thus make a permanent pro- 
gressive record of work done, and each 
card:< can be reviewed from. time to time. 


beg 











Above: Fig. 3. Specimen of the 
Town Guide card which completely 
. analyses customers and prospects in 
L that locality 

































Right: Fig. 4. The record card which 
forms the basis of the salesman’s own 
7 ‘duplicate’ System 


o From these periodical reviews decisions 
gan be made, based on results, as to 

whether it is worth while to keep it or 
‘throw it out. The last word on this rests 
P with the salesman. 
“5, Cost: The only things required are 
the cards—these cost much less than £I 
per thousand in quantity—-plus some 
ticket nippers and needles, which can be 
Co -bought for a few shillings.’ 
Preparation of letters are done by 
copy typists who match in names and 
a ses on letters which have been 
< produced on a type-cum-ribbon machine. 

The actual production of the type fac- 
simile letters is done by a good outside 
agency at a cost of 348. per 1,000 for 
| really high- class work. 

_A good copy typist can match in from 

| 800 to 1,000 letters per day, and a good 

junior can ‘fold and insert 1,750 per day, 




















fairly busy. | : 
The resulting letters are sO” good tha 
they bring personally 








The caids are accom- 
modated behind Town Guide Cards, 


kly added to the list and redund-- 


a mailing list 


out in a Sip cate, i riginal and 








thus keeping — two good copy typists 


dictated letters in 


MARKETING TRENDS 


<- Your Guide to Sales 
Planning 


Turn to page 32 


acknowledgement of our 
dictated letters” 


“‘personall y 


postage are the same, no matter what 


method is adopted, so they are not given | 


here. A very nice window envelope—to. 


match the letter—is used, and this saves. 
double typing of names and addresses. 


The use of window envelopes, like the 


suse of a franking machine, is contro- 
“versial, and one must be influenced by. _ 
held by each salesman. ‘This set consists | 


individual experience in these matters. 


In our case both are used with outstand- 
ing success, as we have proved by the 


number and quality of replies. 

A post-paid reply card is used, and. 
when replies are received a form is made 
cate 


name Smith John & Co. 
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“not a- customer; two third-class firms 
“both - ‘customers; and one fourth-class 
firm not a customer, so that our possible 
| expansion on this list is one first-class 

“firm, onë second-class and one fourth- 


class. 

A further example is List No. 42/97. 
Here we have a possible expansion of 
five first-class firms, three second-class, 
two third-class, and four fourth-class. 

In other words, there are still fourteen 


“accounts to open in that group in Bolton. 
: These figures are pencilled in for revision 
Costs of letter headings, envelopes. and f 


periodically. 

It will be seen that the whole outfit 
consists of two ss cards ee at the 
office. — 


Each Salesman Has Simple 
Duplicate System 
A much more simple duplicate set is 





of a plain 5x 3 guide card and a simple 
record card (Fig. 4) for each name in his 
area. These salesmen’s cards are num- 


bered to correspond with the trade group 


number on the Paramount Publicity 


Cards, so that a salesman can call for 


Publicity “by numbers” and know ex- 


-actly who is to receive letters. 


In this way synchronization of effort is 


achieved, the propaganda going exactly 
. where required and to names which have 
© been approved by the man on the 


ground; consequently, whilst we may get 


a doubtful inquiry, we never get an in- 


quiry from a doubtful firm. 
To revert to inquiries: 
entered up on two sheets. 


These are 
The first is 


Appress Old House, Cheapside, London, E.C., 


PERSON TO SEE M,Allan, 


eBusiness Engineers 


to the salesiani, who returns the original 
on first contact with the inquirer, the 
duplicate being returned with the final 
closure report. The triplicate is filed in 


a ‘‘tickler’ file and then retained as a 


rca for future reference. | 
With regard to the town guide cards 
(Fig. 3), behind which the Paramount 
address cards are ‘‘random filed’’: These 
are ruled as specimen. Trade group 
numbers and sub-numbers are entered in 
the ‘‘Trade’’ column, and the total num- 


ber of firms in that town in that trade 
is analytically entered under the four 


grading columns. 


This indicates size of firms, ena the 
sub-columns (F) and (C) indicate totals. 
of firms as compared with customers im 


every trade group. 








-In the example shown 1 5 j 6 ‘idicatés fe 
‘main group No. 15, sub-group No. 6.. 
There are two first-class firms, of which | 
one is a customer; one second-class firm 





giving the utmost service at. the least e 
“cost. = 


BEST TIME 
LARGE 
MEDIUM 
SMALL 


a sheet made out for the salesman and |. 
gives details of all inquiries entered <` 


analytically under product headings. 


By this means we are able to f ollow ; he : hae 


inquiries for each man. 








Publicity and Salesmen’ s Activities s a 


The secondi isa sheet covering the iadi 
vidual product, and all engineers for that 


product are entered, irrespective ofsales- > 
man, though each entry carries an indi- 
cation of the man concerned. By this — 
‘means we are able to watch all the in- 
- quirtes for each product. — 


To sum up, the scheme gives us exactly 
what we want when we want cpt 
enables our representative iv 
accurately directed. localizec 
‘to. synchronize with their- movements, 















— FOR EFFICIENT STORAGE 


An entirely original Kalamazoo System designed for 
speedier Machine Accounting. Flat storage of straight- 
edged cards, in cabinets of ingenious design, ensures 
the most efficient storage—light-weight sheets instead of 
cards can be used—thus reducing costs and increas- 
ing capacity—giving clearer impressions and enabling 
more copies to be taken—“‘ironing out’’ curl and bend. 


cme 
nn 
a - 


ee 
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— FOR QUICKER REFERENCE 


AND POSTING 


The single action of opening a tray shift 


from the flat to the upright position 
reference. The trays are easily portable 


Stands give easy reach for operator—the 





S tp ara 


in-built Index ensures even distribution of sheet 


—always a perfect posting ‘“V’’—manifold statemer 


forms can be used. 


Wnite for Kalamazoo Machine Accounting booklet. 


Kalamazoo Ltd 


(Proprietors. Morland & Impey, Ltd.) 


Head Office and Works: 
Priory 1101 N O R T i E j ke L D Kalamazoo 
(5 lines). B i R M R N G Sag A M Birminghan 
London Office: Shell-Mex House, Strand, W.C.2 


Telephone: 


lelegrams 


Branches at Aberdeen, Bedford, Belfast, Birmingham, Bournemouth, Brighion, Bristol, Cardiff, Dundee 
Glasgow, Hull, Leeds, Leicester, Lincoln, Liverpool, Manchester, Middlesbrough, Newcastle-on-Tyne, Newcastle-under-Lys 
Norwich, Nottingham, Plymouth, Preston, Sheffield, Southampton, Swansea. Overseas Branches and Agencies in n 
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FLAT FOR STORAGE 








QUICKER POSTING AND SPEEDY 


>» rx 


EGINO) 


REFERENCI 
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BUSINESS EQUIPMENT REVIEW 


Are All Your Machines Working Fully? 
You Can’t be Sure... 
Without MECHANIZED Supervision 


O have an accurate running 

| record of work done is one sure 

way to cut costs, get higher 

return for money spent and generally 

to tighten up the organization of any 
business. 

The aim of most machinery, for office 
or factory, is to achieve such economy 
and efficiency. But as machinery itself 
needs checking to ensure that it is being 
operated to schedule, results do not 
depend solely on the presence of 
machines. Even where a system does 
check operations there is not usually 
that automatic record of minute by 
minute throughout the day. And, in 
any case, the human factor interferes 
with the smooth working of most 
systems. 

The aim of the mechanical super- 
vision of machine work as provided by 
Servis Recorders is to measure work 
done by office, factory, transport and 
other machinery employed in businesses 
of all kinds. 

Most business men know what this 
type of recorder is, but the majority are 
not aware of its variety of uses. 


This is How the Mechanical 
Supervisor Works 


The principle of the recorder is the 
same no matter to what use it is put. 
Recorders consist, in the main, of a 
clock encased in an aluminium holder. 
At the back is a winding disc, timing 
mechanism and setting mark. On top 
of the disc is fastened the chart marked 
for minutes, hours and days. This 
chart is covered with a thin layer of 
wax. 

In the back of the aluminium case, 
which opens like a watch, is a pendu- 
lum with a_sapphire-headed stylus. 
When the back is closed and locked, 
the tip of the stylus touches the wax 
paper chart, and any movement of the 
pendulum causes the stylus to mark on 
the chart by removing the wax and so 
revealing the chart beneath, which is 
coloured red. The chart is revolved by 
clockwork, so a complete record of 
movement is etched on its surface. 


It Records the Daily Work of 
Each Road Vehicle 


One of the main uses of Servis 
Recorders is to measure the work done 
by transport vehicles. A recorder is 
fitted into the driver’s cab. The move- 
ment of the vehicle when being driven 
sets the pendulum swinging, thus 
recording the driving time. When the 
vehicle stops, the time which elapses 
before it starts again is shown clearly 


by a blank in the record. When load- 
ing or unloading is taking place, the 
jolting causes the stylus to scratch 
thin, irregular lines. If a vehicle stops 
because of a puncture, for example, it 
is possible to see from the record that 





Mechanically Recorded History 
of a transport vehicle’s 
daily work 





It shows up things that controlling executives 
must know about 





the reason is a puncture. When engines 
are left running unnecessarily (idling), 
thus wasting fuel, a characteristic tell- 
tale record is also made on the chart. 

An important feature is that records 
cannot be faked. After the chart has 
been inserted and set in the morning, 
the case is locked. Even if a driver, by 
force, got at the chart, he could not 
fake it, because the stylus makes a 
peculiar scratch that is impossible to 
imitate. 





The operation of Servis Recorders is 
the same for other types of work, except 
that in some cases pendulums are 
hinged to a spring and instruments are 
fitted horizontally. In the office, for 
instance, they are being used to 
measure the work done on accounting 
machines. The vibration of such equip- 
ment, though small, is sufficient to 
make an infallible record. 

This is also true for factory machines. 
Recorders are fitted on almost any type 
of plant and will give a detailed account 
of the time the machine is running and 
what part of that time is being used for 


. production and not just “‘idling over’. 


Recorded Facts are Often the 
Employees’ Best Friend 


Such automatic records are of great 
value to executives. But they are by 
no means ‘‘silent detectives’, for they 
operate favourably for the workpeople. 

Take, for example, the operation of 
a fleet of delivery vans. Each driver 
must, by law, keep a log-book. Ifa 
driver is working beyond legal hours, 
the Recorder on the vehicle will tell the 
story. If the driver is delayed on his 
journey, the chart will record the fact. 

Again, as has often happened, drivers 
have been charged by the police with 
exceeding the speed limit. The chart 
will show if the charge is true, because 
the time the vehicle is travelling is 
recorded. Thus, if the distance between 
the points where the offence is alleged 
to have taken place and the time are 

(Continued on page 39) 


Here is a Recorder checking the exact performance of a textile machine. It 
reports on all kinds of machinery in a similar way 












“VISIBLE SYSTEMS" save time and money | 
because they keep vital: facts constantly at |- 
the finger-tips of those who require them. |- 
How long does it take your staff and exe- | 


cutives to make and extract data? ) 
long—if you do not use ‘Visible Systems’ 
for STOCK RECORDS—SALES RECORDS — 
HIRE-PURCHASE RECORDS — COUNTING 
HOUSE RECORDS. 


_ Send now for folder 
Why?’ showing 
how Visible Systems 
keep your business 


at your finger-tips. Write or telephone for full particulars to — 


CARTER-PARRATT LTD. 
{P. J, Carter-Eve, Managing Director) 
317 ABBEY HOUSE, VICTORIA STREET, 
LONDON, 8.W.1 
Telephone: ABBEY 3675/6 











Facts and Ideas for 
Advertisers that You 
can Use with Profit 


[F you could gather for yourself all the latest news, 

developments, and the most successful plans in 
the advertising field, and those selling methods 
proved soundest in actual practice— 





How much would it be worth to you? 

: Pounds and Pounds! For it would help you to get 
4 advertising and to increase your turnover 

if you did it yourself, would be. prohibitive, 


Here is a way you can do it for less than a penny a day 


.~ For in the pages of the ADVERTISER'S WEEKLY there comes to your 

< f “desk every Thursday just such a complete report u could wish for, 

| con the most recent news and developments in ad cand selling and 

_} cin the latest ideas in Press, Poster, Direct-Mail, Outdoor, Sign, Film, Novelty 

_p and every other branch of advertising. In addition, you also get Marketing — 
Surveys, both regional and overseas. which show you the sales possibilities | 

-and facilities.in’ all the markets: covered. 


more out of your 
and profits. Bat the cost, 






data regularly every week, you need simply order your | 
newsagent to deliver “ADVERTISER’S WEEKLY ý 
every Thursday morning. Or, if you prefer, first send a 
-postcard for a specimen copy TO-DAY to the Publishers m 


vertiser’s Weekly 


ARS HOUSE, TALLIS ST., LONDON, E.C.4 | 














| DICTOGRAPH — 


/ more work in the business of 
Far too f- 


< To secute all these sales and advertising ideas, facts and | | i ' | 

| provide many other invaluable services which will 

| increase the efficiency of your business organization, 
| DICTOGRAPH TELEPHONES 

| |; AURELIA ROAD, CROYDON, THORNTON dearer! 


|| ABBEY HOUSE, WESTMINSTER. i 
44 Branches throughout the United Kingdom, Irish Free State, « 










INTERNAL 
TELEPHONES 


Ace in a bee 
lower cost and with less fatigue. They offe 
services which are lacking with the ordi 
of internal communication. 















Dictograph Te 
installed in thousands of municipal and c 


undertakings throughout the country. 





EXECUTIVES’ R Ay 


gives priority over conversations in progress. , 


*LOUDSPEAKING Ft TIVES 


















Conversation can be carried on while 


about the room. 


Three ot more associates can converse a: the 
same time, i 


SECRET CO 


cannot be “cut 

* LOUDSPEAKING FOR EXECUTIV 
dictation and conversation can be 

moving about the room with hands 4 

replies can be automatically switchec | 

the mere action of lifting it from the side of the 


walk 
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HUCTAELS 













: We shall n never know how long 
-it took to build those monu- 
A mental mysteries of Egypt but 
they” were- BUILT TO LAST. 





BUILT TO LAST ... not as long 
as the Pyramids perhaps, but 
| long. enough for all practical 
purposes. Reduced in price 
but not in quality, 


a They are soundly constructed 
and solidly made from specially 


selected finest quality steel 
-sheets and have the usual 
-excellent VALOR olive green 
finish 

pice — Mm The drawers, 

































: mounted on 
BUILT TO 
LAST Steel 
Slides, move 
easily-—one at 
B a time only 
—keep rigid 
and ‘‘stay 
put” exactly 
where wanted. 


This is only 
one item of 
the VALOR 
Office Fur- 
niturerange 


shelves, 
cupboards, 
letter trays, 


f; Jor Me he y hae aae nad a Mee See we DÉ 2 biaoue innare aminan 
E Mett sh a pa aa han ahe Ay ia Ja at ra paan in ial PANETTA a men 


EY a A A Ir AE A. 
wA. 


Stubs, etc. 
etc. 


bottom i “edges” May we send you 
are flanged which our fullyillustrated 
oe sadi of catalogue 29/V55 
foor. today? 


THE VALOR COMPANY LTD. 


Valor Works, Bromford, Erdington, Birmingham 


| depleted purses. 


VALOR FILING CABINETS are 


e racks, f 


H waste paper | 


London: 120 Victoria S, S, w. 1 
ees a ooo i great scope of visible control: 

| bave illustrated the details ot their. 
4} system in full colour. 





Customers Go Ca’ Canny: 
Parsimonious With Pence | 
IONFLICTING reports on. summer 
Costing drives suggest that cus- 
sh / me 
Coronation pushed up May sales 13.2 per- 


tomers have gone sales- 





cent over those of May, 1935. Resul 


prices, bad summer weather and early 
buying, has temporarily slowed up retail 
trade. 

Most big 
results ‘‘are not so bad’’. 

Despite price increases, outlook for 
autumn and winter selling is good. 
Buying for the coming season is going 
abead confidently. 


O 


Half-Million Pay Packets 


Is New Prosperity Pointer 
ANF major reasons for- optimistic. 


sales outlook, work figures is the 
first. Compared with a year ago, 
584,000 more are getting weekly pay 
packets. In the past month, over 
130,000 have found work. Leading 
areas of re-employment are: North- 
western, 19,000; Scotland, 17,000; 
Wales, 12,000; South-eastern, South- 





| western and London, 10,000 each. 


Another vital marketing fact is latest 
wage increases. Miners in Northumber- 
land, Yorks, Notts, Leicester, Stafis, 
and Warwick—367,500 of them-—are 
getting {7,500 a week more. Over 
60,000 metal workers in South Yorks, 
Seuth Lancs, South Wales and Mid- 


lands have £8,700 more, while 178,100 


clothing workers, spread all over the 


United Kingdom; have got increases 


totalling £22,500 a week. 
These figures show where to hunt 
sales this autumn. 









This, plus rising retail 


We retailers expressed _ N 
> appointment in recent sales; others say 
Nearly all 
claim luxury type goods are selling well. 


By the 
MARKETING EDITOR. 












ON Aade-'To-Measure Window 
‘Displays — Is New Policy 


REND towards made-to-measure 
| window displays is emphasized in © 

several new advertising and selling 
plans I’ve been told about recently, 
The idea is (a) to cut costs, (b) get more 
displays, (c) get more effective displays 
and (d) obtain a better balance in the 
use of time and money spent on retailers. 

Haphazard production of showpieces 
and other window display materials. has 
been found by many firms to be waste- 
ful. In numbers of cases the material 
has been unsuited to window require- 
ments of dealers. In others, costly 
material has been given shopkeepers 
whose premises and turnover do not 
warrant the expense. 

As window and counter displays are 
one of the vital links in the selling chain, 
the problem is receiving manufacturers’ 
attentions. 

O 


Survey Men On Window Tour 
Put Dealers In 1, 2, 3, Order 


UCH schemes start with surveys of 

manufacturers’ retail outlets, classi- 

fication of dealers into excellent, 
good, fair and bad categories of shop 
and window positions, and classification 
of window sizes. Based on this informa- 
tion, displays are designed. 

Says a food products manufacturer: 
‘Since we introduced the idea we've got 
50 per cent more and better displays, 
saved ourselves 4o per cent in costs for 
display materials and saved our travel- 
lers hours of time a week by cutting te 

(Continued on page 33) 


See Where VISIBLE Control ; 


Would Help Your Business — 


HE visible control of business is 
an accepted thing. It is the 


| factor which gives to executives 
that up-to-the-minute command of all 
activities which is to-day’s most valu- 
able tool of progressive management. 

It is a fact, however, ‘that in many 
businesses still, executives are not fully 


aware of the wide range of points at 


which visible control can be used. The 
attention of these executives we invite 
to the new catalogue just issued by 
Kardex, Ltd. 


This is a booklet of 32 pages, and 


-Kardex have produced it in the only 


possible way to show clearly the really 


they 
| Leadenhall Street, “London, E. Ca 









Executives can thus see dee Sion is 
selves the actual effect of having their 
records of stock, ledger, budget, wages 
production, mailing, hire purchase and. 
other movements set out before them. 
with all the action- -compelling colou 
signals at work. A 

The text which describes hise ios. i 


trations is complete and good; you cane Co 


not do without text, but the coloured .~ 
pictures themselves. tell a really live ae 
story that any business man o can ` 
visualize as applying specifically to his E 


own organization. 


Kardex will be pleased to send a. copy: Sas 
of this new catalogue to any executive 
who writes. for it on his business rae 
ing. The address is: Kardex, Ltd., 












(Continued from page 32) > > 
half their calls on 
retailers.” 

This is a marketing idea that every 
manufacturer, who uses retail outlets 
and display materials, can employ. 


0 


There’s A Sale In 
Every Sniff To-day 


EATHER, Britain’s No. 1 joke, |. 
\ } V is giving cure-all manufacturers | 


out-of-season work. Sunny south 
England has “god a co’d’’ and a sore 
throat. Hence gargles, disinfectants, 
antiseptic preparations, cough drops, 
lozenges, and similar sundries are selling 
well—with autumn-winter market pros- 
pects exceedingly rosy. l 
Medical opinion cites changing tem- 








“peratures, little sunshine and much rain 


as chief contributory causes to the 
present epidemic. Forecasters say this 
damp summer will increase the number 
_ of people who will suffer from these cold, 
. Chill and cough ailments in coming 
~~ months. | 
Manufacturers of ‘‘tonic’’ foods and 
drinks, as well as remedy products, can 
take advantage of existing, and prepare 
for coming markets. Some firms are 
already planning such advertising sales 
campaigns. Favourite slants, according 
to goods being sold, are: (1) here’s a 
preventative; (2) here’s a cure; (3) here’s 
a restorer. 
O 


10,000 More Customers 
Now Have Extra Money 


URN the marketing eye on Dis- 
tressed Areas. Cash grants by 
Special Areas Reconstruction 


Association and Nuffield Trustees are 
giving 10,000 people a holiday from 


joblessness. 
New industries started in South 
Wales, Durham and Tyneside, and 


Cumberland, are giving work to these 
thousands, respectively: 4,600; 2,700; 
3,000. Most of these will be at work by 
the end of the year. 

Homes of poverty-ridden people in 
these areas have become as obsolete as 
1914 battleships. 
tioning, new equipment and moderniza- 
tion needed throughout. Such facts are 
worth noting in marketing files for 
Special Areas’ sales campaigns a few 
months hence. 


O 
Ministry Playing Peep Tom: 
To Watch Families Eating 
XPECT soon to see results of 


Ministry of Labour’s efforts as 
Peeping Tom. Budgets of 10,000 


families are being recorded, together | 


with personal statements of housewives’ 
expenditure on feeding the family. 
Details of this survey should provide 
marketing men with “‘inside’’ news in 
more ways than one. One firm tells me 


they're not completing autumn sales 
plans until these reports are published. 
‘They expect to get from them informa- 
tion sufficiently important to warrant 
readjustment of sales policy. 
adea. 


Its an 





|45 only 9 gn. D 


| from 15 to 20 per cent., we still have 45 only of 
| these high-grade pedestal oak desks to sell at 


Complete recondi- | 









wlidly-built typists 
= one of the finest, 








Full Size 
of Surface 
47 x 20 









ideal for Office or Dining 47 x 21 
Room 












Ags 






Although manufacturing costs have increased 


last month’s sale price. Seldom are we able to 
make such an exceptional offer, but the desks — 
must be cleared to make room for new stock. 
There are six drawers, with laminated top 
and automatic locks. Finished any colour polish 


125 Beautiful 






In Finnish Birch. Worth 4 guineas. 


56/- 











This wonderful bargain in 
roli-shutter cabinets ig s- 
precedente. The materjal 
alone is worth the money. 
They are beantifully made 
of selected. Finnish Birch, 














aa burnish polished Oak, 
: Carr. Free or Mahogany finish. There 
= si! are & large sliding trays, each 144 in, sq. A 
mao really good lock Secures roll shutter. Suitable TRIAL, tp appro- 
A ae Z| for anything from papers to gramophone eek coup nies: 
i records. 7 days’ Free Trial to approved | | 


customers. You risk nothing! 


Showrooms also at (City 334%: 


16-18 St. Mary’s Parsonage, MANCHESTER (Blackfriars 6315) | 





WORRY-FREE HOLID 





is guaranteed if you leave your shop in the safe keeping of a. Monarch 
GLEDHILL “Monarch” Register. It protects your interests by T 


keeping a check on every transaction during your absence, 





This year, leave your shop with a tranquil mind-—leave a 


GLEDHILL in charge. 


British throughout—send for particulars. 


G. H. GLEDHILL & SONS LIMITED 


50, Trinity Works, HALIFAX 


GLEDHILL’S 
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FULLY SERVICED SECTIONAL FACTORIES 5,000 to 20,000 s. ft. 


INDUSTRIAL DEVELOPMENT DEPARTMENT 
WELWYN Telephone: Welwyn Garden 248 HERTFORDSHIRE 
25 Minutes from King’s Cross to Welwyn Garden City Station 






How many 
new customers 
would you like? 





We can help you to get 
some—that’s certain—we 
have helped so many other 
firms to do so! 


Ask for our recom- 
mendations for increasing 
yout sales. They will be 
based on long experience 
and sound common sense. 
You will be under no 
obligation to accept them. 
Simply tell us what you 
have to sell. 


J. W. RUDDOCK 
& SONS 
Advertising Consultants 
LINCOLN 
and at 3 Old Jewry, London, E.C.2 








AA TAA PA RE T ETE S T 


DO YOU KNOW? 


—all about the 3,500 leading news- 
papers and magazines in this country ? 
About the 750 Advertising Agents, 
the 600 Poster Contractors, 400 
Window Display Firms, Film and 
Screen Publicity, over 4,000 National 
Advertisers? Do you know of 2,400 
leading Printers who can work for 
you, 500 Commercial Artists, 100 
Direct Mail and Sales Promotion 
Specialists ? 


All this information, and a wealth of 
other valuable and indispensable facts 
and figures besides, are contained in 
the 6oo-page 1937 ADVERTISER'S 
ANNUAL, now nearly out of print. 


There will be no new ANNUAL for 
nearly 9 months. So order your 
copy of the latest issue whilst the 
supply lasts. 


The Advertiser’s Annual 
(Price 20/-) 
Whitefriars House, 


Tallis Street, London, E.C.4 
Telephone: CENtral 9891 
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Making Figures 
tell an 


A.B.C. Story 


(Continued from page 12) 


England, and the installation of 
water-softening plant in England, 
after paying for the installation, 
produced a saving in the cost of 
repairs. 

Sir Josiah said: ‘‘Economies of 
£5,000,000 in a year, Or {11,000,000 in 
four years, are only secured by an 
attack on a multitude of items of 
expenditure and a review of the 
simplest functions by hundreds of 
officers.’’ 

You see the point I am getting at. 
Statistical methods—that is to say, a 
detailed study of the records, breaking 
up the aggregate accounts, etc.—are 
not mere fads of the statistician; they 
are tools of management, not only 
necessary, but capable of producing 
really substantial results in the right 
hands and properly applied. 

Now those figures relate to a railway, 
which has a certain natural unity not 
usually to be found in a merger of com- 
panies brought under one control. But 
the methods are also valuable for the 
control and direction of factories. 

When the merger has been brought 
into existence, the old inducement to 
personal interest in economy on the 
part of the management of each indi- 
vidual establishment has obviously been 
largely lost, and it must be replaced, 
if the management is to do its work, 
by closer control from the centre. 
Probably for success it is necessary to 
have a period of highly centralized 
control, followed later by considerable 
decentralization. 

During the close centralization there 
are several things necessary. First a 
standard practice must be set up 
throughout the group—an assimilation 
of practice and a uniform classification 
of accounting and technical terms, so 
that a thing which is described in one 
way in the accounts of one company 
shall be described in the same way in 
the accounts of another. Book-keeping 
methods must be co-ordinated. Then, 
too, the technical people have to get 
down to a consideration of the different 
types of material that are purchased. 
They may discover that there are a 
great number of slightly varying types 
of things, and, clearly, if they can 
reduce the number of types, they will 
serve the purpose of economy both in 
purchasing and in stock-keeping. 

Then, during the period of high 
centralization, it is necessary that some 
system of budgeting should be set up 
and made to work throughout the whole 
organization. Budgeting is the applica- 
tion of detailed planning to the work of 
the organization. In effect, it is cutting 
your coat according to your cloth. 
` It will be necessary, in any satisfac- 
tory working of that kind, not only to 
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ration expense allowances, but also to 
ration orders, so as to see that the most 
efficient plant is kept most fully occu- 
pied, and so on. 


Now I have set out examples of the 
kind of thing which has to be done. 
Take first the Monthly Statement (Fig. 
1). This is the kind of statement which 
may be supplied by a branch factory 
or company to its head office for a par- 
ticular month. It sets out two columns. 
First, particulars in regard to the indi- 
vidual month; and next, particulars of 
the year to date. There are, I suppose, 
very few businesses that are not some- 
thing of the nature of seasonal in their 
trade, and the “‘‘year to date’’ basis will 
include every season, and so give a full 
comparison. 

You set out with sales to outsiders 
and associates. Sales to associates must, 
of course, be kept separate, because 
they have not been sold to outsiders; 
profits have not yet been realized and 
will require adjustment. In some cases, 
instead of sales, the first item will be 
an item of ‘‘production’’, indicating 
what has been produced during the 
period. The material stock and the 
expense stock will be adjusted in the 
particular items, but the finished goods 
stock will also require adjusting, and 
the form provides for addition or 
deduction of the difference between 
opening and closing stock. 





IEMEN 


TELEPHONES 








: Bowmaker House, Bournemouth 
Head Office of Bowmaker, Ltd., Industrial Bankers 


In this leading industrial finance house efficient control depends to a great extent on 
a speedy and infallible inter-departmental communication-system. To meet this require- 
ment, a Siemens Neophone Private Automatic 
Telephone system has been installed. 

Here are a few other of the foremost con- 
cerns we are serving: 


Ilford, Ltd. 

Marcont’s Wireless Telegraph Co., Ltd., 
Ford Motor Co., Ltd. 

Asiatic Petroleum Co., Ltd. 

Port of London Authority 

Harrods, Lid. 


The next statement (Fig. 2) may be 
useful in relation to a vertical merger, in 
which the businesses are not all of one 
type, but of a variety of types. We will 
suppose that one of the businesses is a 
foundry. I have not set out the Annual 
Statement, but I have summarized the 
cost sheet for a particular year. We may 
suppose that it has been taken out, that 
the costs have been considered and that 
a standard cost has been set up. 


It is supposed in this case that the 
standard is on a 3,500-ton basis per 
annum, and the costs add up to £9 19s. od. 
per ton. Then there are the materials 
used, which are set out in quantities, and 
particularly the loss in weight or the gain 





in weight, as the case might be, as | 

between the materials and the finished FOR SA L E OR R E NTA L 
goods production. Also, there is another 

figure that is vital, and that is the foundry Private Telephone Dept. 


coke used for production. The purpose 
of this is to give the cost per ton for a 

particular period, in order that it may be SI E M E N S B ROTH E RS & C O. LT D 4 
used for establishing a standard, or for | 38-39 Upper Thames Street, E.C.4 Telephone ; CENtral 2332 
comparison with a standard, set for this | i 
particular business. Thereafter a cost 


a a 
sheet will be prepared, either for each LLLLCLILLLEILI TCL I E E 


week or each month, and the cost will be ~ R f je 


compared with the standard cost. 
TO ADVERTISERS 
















The graph shows the deviation from | FOR 
standard cost. It is supposed to cover 


three months in weekly periods. It shows, | @ Automatic 
at the point on which £10 1s. od. appears, 


a line which indicates what may be Photo Printing 


assumed to be last year’s cost. Farther 


down, at {9 19s. od., it sets out the | @ Commercial Or è 











standard cost, with a note that it is on ae 
a 70-ton basis. That is, 3,500 tons (50 Photography Bienes TON 
working weeks). Then the cost of each . Terminus cRi es 
casting will be plotted, so that it is f] Guaranteed Quality 6381 = n pictur „į \deas 
possible to see at once the relation Of the | =. ——— i . acest WAP ric 
present cost to the standard cost and to x or men Copy, y CASE 
last year’s cost. A graph gives an imme- R FOX LTD 5 Drawings g UST 108; 
diate visual impression of the factors con- i x E — TON sTUD pondon, 
cerned, in order to lead to inquiry in any 14/24 BRITANNIA ST., KING’S CROSS, W.C.1 x cRich ry Lanes rw: 
department that may call for it. - chance 8400 

In Fig. 3 we deal with a distributing vi yue a 
business—a department store—and as you BRE wo LE E 





rs 


36 ; BUSINESS for AUGUST, 1937 





will see the form is on the basis of a 
monthly trading statement, because it will 
be useful for illustration, but very few 
department stores would be content with 
a monthly statement. Many of the larger 
stores have night staffs, who complete 
their accounts during the night, so that 
when the management turns up in the 
morning it finds on its desk a statement 
of the trading result made up to the 
previous night. 


The vital figure in a departmental store 
is, of course, the stock figure. It is impos- 
sible to have the stock taken as frequently 
as statements of the trading position 
ought to be made. There is the risk of 
change in demand and the danger of lock- 
ing up amounts of capital in stock, which 
have to be watched very closely. 


Broadly, there are two general methods 
of maintaining the stock records. In some 
cases the invoices inward are marked with 
selling prices as they are passed. Both 
prices are recorded on total sheets, and the 
profit margin between the two is calcu- 
lated as a percentage, and used to arrive 
at the cost of the goods sold from the 
selling prices. In another case, the cost 
prices are marked in cipher upon the 
tickets attached to the goods and recorded 
in that form on the sale tickets. 


In either case something like the State- 
ment (Fig. 3) would be made. There 
would be sales for the period, with a 
deduction for the profit added, arrived at 
in one of the ways I have described, thus 
bringing you to the cost of the goods sold. 
That cost of goods sold would be used in 
the statement below to arrive at stock at 
the end. The profit margin statement 
would then be completed by particulars of 
the wages and other expenses, calculated 
in the appropriate fashion, so as to arrive 
at the profit departmentally. Then it 
would be valuable, and perhaps it is 
customary, to prepare monthly “Z7” 
charts which give the sales for each 
month, the cumulative sales to date and 
the sales for the year to date—again, as 
I mentioned just now, using a year to 


HAVE SHARED THIS EXPERIENCE Ve pita, vehas. eae year, as being 


On the first of the two graphs (Fig. 5) 


I have ignored the values, because owing 
ole rare 


The New 
General Manager - - 







“From my actual experience Rotaprint will 
save us 50 %, of our Printing and Publicity 
costs with exactly the same quality” 


to the changes in price these do not give 
a reliable basis, and it is always better to 
find a natural unit of quantity for state- 


SAVE YOU 20°), ments of this kind. 


The first graph is on the basis of quan- 
' tities, and in the figures plotted on the 
Write or Phone for Particulars to-day === | graph the dotted line represents the stock, 
i d the thick line the sales. But it d 
KAYE’S ROTAPRINT AGENCY LTD. - CECIL HOUSE - Holborn Viaduct, LONDON | >ot show the relation between the two 


Telephone : CENtral 5655 (5 Lines) Telegraphic Address : ROPRINTLIM, CENT, LONDON | quite clearly, so we adopt another method 

















USE THIS COUPON 


If poe desire information from the Editor or from Advertisers attach this coupon, 
w mer should be signed by a responsible executive, to your business letterhead 
and post to:— 


PENCILS, 


BUSINESS Service Department, Whitefriars House, Tallis Street, E.C.4. VENUS PENCILS are 
incomparably smooth and 
long lasting, theirstandard 
of quality never varies. 


Please send, without obligation, more information in connection with advertise- 
ment (or advertisements) in the August, 1937, issue of BusmINEss numbered 
below. 


-= è s © eee 6 eee 6 eee fs eee ee ee eS ee se fe ee 6 ee 6 ce 6 fee MADE IN ENGLAND. 


KNOWN THROUGHOUT THE WORLD 


If you will state the nature of 


Numbers (see Index, page 5) 
your work and choose two 





Firm esi grades which you 

é think most likely to suit, we 
Address shall be very glad to send From 6b 
you samples to try. softest, to 


VENUS PENCIL CO. Ltd., LONDON, E.5 9h, hardest 
VESPA: TSS OE A SS AGE, ee EE PTE 









calculating indices; i.e; taking the first}. 
“year or some other year. as a base and | 
_ calculating the percentage of sales to that 
base, and similarly treating the stocks, 
-. o You will see it indicates how the quan- 
tities of stock have been increasing 
relatively to the quantities of sales, and 
- 80 Indicating the point at which manage- 
ment consideration is necessary. 
































The second table (Fig. 6) of stocks and 
sales is on a values basis, and not on 
quantities. These are supposed to be the 
figures for a highly seasonal trade—con- 

siderable sales at holiday times and at 
-o -Christmas—and the desire is to find a- 
basis for a comparison which will show 
when the stock has risen relatively to sales: 
itis useless to compare with an average or | 
-a trend. The stock is set out at the begin- 
oning of the month, and the sales for the 
month. It is not very useful to plot them 
On a graph as they stand, but it is sug- 
¿gested that if the percentages that the 
stocks at the beginning represent to the 
~~ gales for the month are calculated, as in 
_ the outer column, and if those percentages 

_ are plotted, they will, of course, show how 

the ratio varies with the months. 









alot of other reasons, but the simple fact is that a cash 
sales ledger. o 0 T 































Now most conventional ledger systems hide uj 
The long graph shows this year's figures | + a aes tvary Hirra z 
< on the black line and last year’s AA They make much of accountancy but Bi Ty little ofc # 
>o con the dotted line. The black line will, por a iat 
-< of course, be completed stage by stage as 
each month’s figures are completed, and 
_ will give an indication to the management 
of the fashion in which the stock is either 
being allowed to run up, or down, in 
anticipation of sales by buyers, or the 
-management in the particular department. 


Now, in addition to these particulars, 
it would be necessary in any organization 
of the kind we have been considering to 
provide in advance an estimate of the 
monthly cash position, and to supply that 
to the head office, so that Central Control 
might consider from time to time the cash | 
which would be required, or available for 
use elsewhere, in the separate branches. 


The goal of this type of work is that of 
making complicated matters simple. H 
these or similar statistics are efficiently 
prepared at regular intervals, quite close 
together, and really studied and compared 
with anticipations, many points will be 
thrown up for consideration, requiring 

_ detailed management attention, which will 
enable the management to see possible 
economies, or will indicate where there is 
La wastage or lack of co-ordination that 
needs attention. 
.. The above is extracted from an address given by 
Mr. W. J. Black before the Incorporated Accountants 
Students’ Society of London and District and pub- 
lished by The Incorporated Accountants’ Journal. 


© We acknowledge the courtesy of that paper for 
permission to make this extract. 


: A visible sale s le dger, whether foriot 

immense boon. Access to the accou! ; yt 
and posting and the conditions of hundreds 

„glance. g 


We have specialised in this development both for penp 
posted accounts; it is just another instance of solving 
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I, LEADENHALL ST. LONDON, E 
MANsion House 3 
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REPRESENTED IN THE PRINCIPAL CITIES 1 









[> IN NEW ZEALAND IN SOUTH AFRICA IN AUSTRALIA | 
a (Associate Houses) 
WELLINGTON, DUNE- JOHANNESBURG, CAPE SYDNEY, MELBOURNE; 
DIN, CHRISTCHURCH, TOWN, DURBAN, BRISBANE, PERTH, 
AUCKLAND. BULAWAYO. ADELAIDE, LAUNCESTON. 


i GORDON  & GOTCH L 1 D., 75-79 FARRING DON ST., LO DOWN 




















New Markets, New 
| (Continued from. page 18) ee > 


few yards from the Liverpool landing 
stage at a cost of about £500,000; It will 
_—_ the centre of the city’s business area. “It 
is expected to be completed by the summer 
of 1938. Ge ie es 











QUICKER, BETTER 
= RECORD-KEEPING 


—investigate the ‘‘ROBIN”’ system 
. The “ROBIN” Looseleaf Book 
record-keeping system ensures - 
- Quick reference 
< Compactness 
= Moderate initial cost 
Low upkeep costs 


© 


*\ on-Tyne has been rebuilt and adapted 
to the manufacture of joinery to. provide 
a large extension to the existing Newcastle 
works of W. J. Hilton and Partners, Ltd. 
Production on a large scale will be started 
when this extension is completed. - 


O 


NOME big contracts have been secured 
% from abroad by Mather & Platt. the 
| eo Manchester engineers. DNE 

Prove it for yourself I From Turkey. in face of severe Conti- 


BIG new hotel is to be built only a 


be built in Dale Street, and will be in | 


DISUSED iron foundry at Dunston- 


pental competition. the firm secured a big. 





Take advantage of this special offer : 

| ROBIN BOOK, 5” x 8”, comprising looseleaf binder 
bound. full maroon buckram, A-Z index 9 6 
and 200 leaves (feine, cash or double ledger) / 


or bound half maroon. pigskin 12/- 
















Looseleaf Book Manufacturers 
oo LINCOLN 
and at 3 Old Jewry, LONDON, E.C.2. 


+ 










m OM 
ly CALCULATIN 


2 MODELS | Post 
Each only 5 9 ad. 
CALCULATE AS YOU READ 
Addition and subtraction in 
Peio lations up to 

9,999 . 19.113 





NEW 
















Addition, Subtraction. 
4 Multiplication & Division 
ae 4 up to 99,999,900 ail an 
i lenga Sy X the one machine. 
Machines willingly sent on 7 DAYS’ APPROVAL al 
-yemttance, | Bize 44 x 2 xX in ee 
se Ahate whether € s, 4. or numerical Molel required 
Bo ae Ve Write, ead] personally or ‘phone Holborn 0277 |. 
eee ‘Satisfaction guarantised or money itetantly retrai | 
oo Marine &. Overseas Services Ltd. (Dept, 442}, 
16, Silver St., High Holborn, London, W.C.1 






















Post free on 7 days’ approval, with catalogue 7 a 





order for the calico printing machinery for 
a Government textile mill, Centrifugal 


pumping plant was supplied for. irrigation 


development in India, and the company’s 


pumps and electric motors were installed . 
| in many parts of South Africa, both for 
‘the mines and power stations. Another 
big contract was from Egypt, where the 
firm were supplying their largest axial flow- . 
|-type-of pump for land drainage. se cee 
| in course of- 


New foundry buildings are ; 
erection at the firm's works at Newton 
Heath, Manchester. 


REPAIRS — Who Pays? 


tracing the reason for a return back to 
its source in every instance, it was 
possible to spread the cost of repairs 
over six main accounts. 


In this particular case, of course, the 
-The information derived from keeping 
a statistical record has since made it 
‘possible to tighten up the existing 
system and to eliminate unnecessary 


nature of the product made it essential 


for complete overhaul and retesting to 
be carried out in the case of every- 
instrument returned to the factory, but 
| although this circumstance may be 
| exceptional, the method can be applied 


almost universally. 





the manufacture of joinery, 


GUARD THE MINUTES 
that make your profit with the “G.B.” System; it provides an 
indisputable record of time worked, thus helping to cut out waste and 


reduce overheads. It induces punctuality without either favouritism 
or friction, and it covers its own cost in a few months’ time. 











Send to-day for full details. 







Ls =CORDERS LTD. 






e are manufacturers of 

-O MQUIKWAY” CONTINUOUS FORM STATION ERY 
|  .. “QUIKPART” CARBON LOADED SET S and 

| STATIONERY FOR MACHINE ACCOUNTANCY 





dispatched by rail have now. been” | : ; 


HUDDERSFIELD mark official orders, when they are’s 
$n confirmation of a phone request, 


, noted. Polite and timely letters hi 


in costs. o 


XART of the Armstrong-Whitworth < 
P vrorks at Openshaw, Manchester, closed ~ 
for six years, is soon to be re-opened. . 
Work will be found for about a thousand. > 
additional men. | 


O 


HE boom in the motor-car industry 

has resulted in the decision of Ferodo, 
Ltd., The Chapel-en-le-Frith (Derbyshire), 
firm of brake and clutch-lining manuiac- 
turers to build a new factory adjoining the 
present works to cope with extending 
business. The present works employ about 
800 people anil the new factory, which 
will be completed in September, will pro- 
vide work for about 300 others. 


QO 


YN EVELOPMENT of the furniture and. .. 
f Jwoodworking industry is providing ~ 
increasing employment in North-East- 
England. E * 
Extensions to existing factories . are 
being built, and premises which have been 
used by entirely different industries are 
proving easily adaptable. Three acres, 
with their buildings, in a disused ship- 
yatd are now used by Tynecraft Industries, | 
Ltd., of Walker, Newcastle-on-Tyne, for. 
including - 
windows; ~~ 


ladders, barrows, casement 


doors, door frames and garden furniture. 


Development. of the manufacture of shop. 
window frames has met with considerable- 
success. 


(Continued from page 24) | 


The investigation also had another 
and more valuable result, It was dis- 
covered that the expense due to over- 
hauling, repairing and repacking could 
be attributed to 24 separate causes. 


expense by removing some of the 


Causes, 


The result of the investigation show- 
ing the causes and the accounts to be 
charged may be briefly summarized as 
shown in the table on page 24. =e 

It has since been found, by keeping 
this record, that certain road journeys ~ 
inevitably result in damaged goods; as — 
a result, the railway is used instead. In 
some cases the opposite is the case, and _ 
areas to which orders were previously... 






















included in the road service. hoa 

Another result has been the identifi 
tion of those dealers who most often 
to confirm travellers’ orders booked 
their behalf. Also, those who do i 


had the effect of persuading | 
dealers to pay more attention to 
Many other examples could be given. 
But the foregoing are sufficient to illus- ~ 











trate a feature of this investigation _ 
= which ‘has resulted in substantial saving 





saving 















































ooo - (Continued from page 30) 
_ known, it is easy to calculate the speed 
ee of the van. On several occasions lately 
. drivers have been able to prove thetr | 
= innocence by the charts. 
From the executive’s viewpoint, 
_. Recorders are a means of (a) reducing 
_ Standing time of vehicles, (b) checking | | 
> delays at dispatch and receiving plat- {| + 
forms, (c) checking drivers’ time-keep- f — 
ing, overtime and so on, (d) preventing 
_overdriving, (e) eliminating wrong use | 
Of time and equipment, (f) obtaining | 
completely accurate records for distri. | 
_ bution of operating expenses, (g) main- 
-taining transport fleets at tip-top 
_ efficiency, (h) planning delivery routes| > 
. on a scientific basis, and (i) putting | — 
every vehicle on a fair basis that auto- | “mo 
‘matically reveals the best men on the], 
j ob. | E 
Similarly, recorders fitted to factory | I] 
machinery have revealed waste and | 
inefficiency, In one famous concern in | ! 
London, noted for its efficient factory | 
organization, recorders have been the 
_means of stepping up output by 7 per} 
cent. They are attached to packaging} = 
machines. The smallest stoppages are jp ooo 
recorded on the charts. Investigations p o 
always follow. In one case it was dis- 
covered that the paper used was of a- 
type that broke easily. In another 
instance it was found that mechanics 
hurried repairs when defects appeared. 
Why? Because the girls whose work 
is affected by the machine are paid 
piece-rates and delay means they lose 
money! 

Recently the time range of the charts 
has been widened. Charts for measur- 
ing output or operation over a four-hour 
period, with as fine a division as 10 
seconds’ check, are available. The 
range goes up from this time measure 
to 8 days. t 
Naturally, in this brief review I have f 


mentioned only a few of the uses of the | "d ii a ik a _ 
recorders. Executives, interested to eae, e PERRETA 3 
QUEEN ELIZABETH 


know precisely what use the instru- 








work of a repe 
tinuous Forms elim 

to which tedious ro 
rise. E ee = 
With Primus, there is no 


































flow smoothly into the machine. : 

The use of the Primus attachment, fitting 
any ty pewriter, facilitates the smooth fi ie ting 
of forms to the machine and does not req: 
to be removed for ordinary correspondence - 
work, a 


The forms. ; 














ments can be to them in their particular 
business, can obtain this information 
free of obligation from Servis Recorders. 
v Ltd., 72-75 Red Lion Street, London, 
W.C.. | 













HVELOS” 
PENCIL 
SHARPENING 

MACHINES. 
from 6/6 retail 
including 
BRITISH CROWN -DOMINION 
BRITISH EMPIRE -~ CABINET 
NEW SOVEREIGN - VICTORY 


stands for 


Quality 

































“VELOS” CROWN 
NUMBERING 
MACHINES 

from 35 /= retail 

“LIGHTNING” 27/6 

and others 





of STAPLING MACHINES |~ 
(20 MODELS) 
and STAPLES for ali machines 














ae! ANY MAKE SENT ON 7 DAYS APPROVAL 
REES, PITCHFORD & CO - LTD., “VELOS” HOUSE, | 
Phone: NAT. 0055 (5 fines th » WELL STREET LONDON E.C. 























|. A Career in Advertising for you 
Achieve success in Advertising by spare-time > — 
study. Secure a post of influence with — 
prospects for the future. The British College | 

| > of Advertsing course constitutes a thorough- 
| training for ambitious men and women who 
want to PROGRESS. Write to-day for 

FREE brochure... 


THE BRITISH COLLEGE OF ADVERTISING LTD. atts | 


















































.. § Carmelite Street, London, ECA 






- Ex-Government and other Steel and Oak Card 
“Index Cabinets by Roneo, ete. Filing Cabinets, Desks, 
“ete. Also PLAN CABINETS, New and Second-hand, 
at low prices. Write for Catalogue.—The Miscellaneous 
Trading Co., Ltd, 18 New Oxford Street, W.C.1 
“Holborn 4804. 


CALCULATING MACHINES 
Adds , 

Subtracts : 

-< Multiplies 
Only £44s. & 
= 2 years 
guarantee 


DUPLEX 


Leather bound pocket ; 
MOEN above 35- SS Trade Enquiries tnvited 
@ Write for fully descriptive illustrated Leaflet “A” from 
K. BISSET & CO. LTD., Grand Buildings, 
Trafalgar Sq., London, W.C.2. (Whitehall 6275) 
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"Adding Machines, Calculators, Statement 
Machines. Typewriters and all Office Equipment. 
New, Rebuilt and Second-hand, Bought, Sold, 
Exchanged.—Dixon Matthews & Co, 46 Pilgrim 
Street, Newcastle-upon-Tyne, 1. 


Art Metal Visible Systems, 
a recent demonstration, you have missed the latest 
developments in this type af equipment. Or, send 
for Catalogue P-60, Art Metal Construction Company, 
261 Buckingham Palace Road, London, 5.W.1. 


Roneotype Printing Machine with Printing Ink 
attachment, £12 10s. Addreasin Machine (pedal) and 
Stencil Machine, complete, £12 Ws.—0O P.S, 199 
Farringdon Road, E.C.1. 
Roneo Duplicator Ne. 10, automatic feeding. 
. Very. little used, in perfect order, 16 months old; 
<. originally cost £25. Can be seen by appointment, 
-London: sacrifice at £19 (or near offer). 
Box 871, Business, 6 Carmelite St, London, E.C.4, 


If you have not had 








par Serer HM 





Opportunity for Purchase surplus Office Equip - 
t. Gestetner Two-colour Brief Electric Duplicator, 
10s. Guilloline, 16”%2”, £10; Perforator, 12°, £5; 
Two-value Postal Franker, £9; Four-drawer Foolscap 
<< Steel Filing Cabinet Lock, £10; Two-drawer 8” KA” 
Steel Card Cabinet, {2 10s.; Automatic-feed Rotary 
: ‘Ardressal Machine, (15. , 
‘Box 874, Business, Whitefriars Hse., Tallis St., E C.4. 


E P HE KNOCKS BUT ONCE ! 
La 


Opportunity is a timid fellow. When he does 

“o eome to our door he knocks but once-~and 
faintly at that. Therefore it behoves us ever 
to be on the watch for him—~and the Classified 
-- Columns of Business form a really. excellent 
place. in which to keep such a watch. For the 
many small advertisements here. contain amongst 












them a wealth of opportunity, All are worthy 
‘of your attention, for who knows— There may 


be something in this very issue of direct interest 
to you. So follow the lead of the knowledge- 
ot vabe ones by keeping a waichfial eve on the 

- Classified Pages of Business. Sooner or later 


` > you'll be glad you did! 
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OFFICE EQUIPMENT FOR SALE 


| 


“etna ren Aninei annn een inte 


RATE~-2/6 a line (average T words» 
Minimum 8 lines costing 7/6; each additiona 
or part of a line 2/6. Box No. counts as one hl 
and is to be paid for; replies are forwarded fr 
of charge; 24%, discount for 8 insertions, 5% 4 
6, 10% for 12. Payment with order for single 
insertion. Display panels 24/- per single colima 
inch. Discounts as above. ; 
“Appointments Wanted; 3 
price of 2 


Announcements for the next 





(Phone Central W893), nol later than. August 23." 





The Proprietors of British Patents No. 393802 
“Improved Arrangement of and Driving Mechanism 
for Typebars of Typewriters’; No. 594838, “Improved 
Type Bar Action for Typewriters”; and. No, 410022, 
CA Carriage Feeding Device for Typewriters”, are 
desirous of entering into negotiations with one or more 
frais in this country for the exploitation of the above 
inventions either by the sale of the patent rights or by 


royalty, Inquiries should be addressed to: Abel 
Imray, 80 Southampton Buildings, London, WL: 


































BUSINESS 





A pook brimful of ideas and methods 
that have secured for many teachers, 
directors and chief correspondents 
effective results in training people in 





the production of really efficient 
Business Correspondence. It aims 


to show “how’’ rather than “what” 
to do, making it equally valuable to 
the student or junior correspondent 
desirous of attaining perfection in the 
art of letter writing. 3 

A few of the various subjects dealt 
with are: The Psychology of Effective 
Letter Writing, Clear Thinking, Per- 
sonality in Writing, Reaching the 
Reader, Personality in Correspond- 
ence, Finding the Word that Sells, 
Punctuation, Function of the Dash, 
Words to be Avoided or Used with 
judgment, Faults in Phrasing.. There 
are also General Information Tests, 
‘Exercises and Examinations. 

Make sure of getting your copy of 
this unique book by posting this 
coupon Now. 
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Shaw Publishing Company, Ltd., 
6 Carmelite Street, London, E.C.4. 


Please send me post free by return 
ee ee copies of “How to Teach 


Business Correspondence’, for which 
I enclose 3s. od. each in payment. 






Name 
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© Business. Whitefriars House, Tallis Sireet, E.GA 


the grant of a Licence or Licences to manufacture on” 


Abel & 





CORRESPONDENCE | 
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‘| To START A 




















Special rate. for. ae 
insertions for the. - 


| 6 Carmelite Street, London, — ECs | 


BUSINESS OPPORTUNITIES | 










USE YOUR SPARE TIM 
MAIL ORDER BUSINE 



















-Few pounds capital only needed; 

or outfits to buy. No rent, rates nvas 
ng. New method makes success. certain. 

Send to-day for free booklet. = — 






























Business Service Institute (Dept 2960) | 


TIME RECORDERS 


Time Recorders and Electric Clocks. We have 
new machines of all systems in stock; rebuilts at 
half price, fully guaranteed. Supplies, repairs. Time 
Recorder Supply & Maintenance Co., 166 Grange 
Road, Londen, $.E.1. 








Staff Time Checking and Job Costing Time 


Recorders {all makes) for quick cash sale, exceptional 


_ condition. Write ““Betarcol”’, 


rade rri aar Lr a anari tw ins > 













-and loyalty in your staff. 


tribution to customers or ataff---Arthur May, 
“Organ Specialist, Nazeing, Waltham Cross. 


| Box 845, Business, Whitefriars Hse., Tallis St., ECE 





-HOUSE MAGAZINES 


A well- edited and interesting House Magazine 
will create goodwill and sales, or foster co-operation 
Write on business letter- 
if interested for dis- 
House 





heading for specimens and say 





EDUCATIONAL 





Be a Master of English. Learn to speak and 
write well. Booklet free—Regent Institute (Dept. 
3361), Palace Gate, W.B. 


satya sarsymniaineenvannlininrs Vrimat ee Hib i A 





‘*Abbrevia'’ Shorthand—using ordinary letters— 
is best. High Speeds. “Most simple”, “Easily 
ere (B}, 20 Donald Street. 
ALOU : 


MISCELLANEOUS 


Cycle Storage Problem Simplified. ‘*Parwinac’’ 
Cycle Racks take any number of machines. Sturdily 
made in solid steel. Stand alone, back to back, or 
against wall as required. Sheds and shelters also 
supplied. Wonderfully compact. Write to-day for 
list CYRS, 105.—PARKER, WINDER & ACHURCH, 
LTD., 105 Broad Street, Birmingham, 1, London: 
7 Gt. Marlborough Street, W.1. 


OFFICE SUPPLIES 























“CECO” OFFICE SUPPLIES | 


Carbon Papers for all Purposes. 
From 3s. to 15s. per box of 100 
sheets. All sizes, Colours and 
Quantities in Stock. Typewriter .. 
Ribbons for any make of Machine. — 

Prices from 2s. each. a 
Special Quotations for Quantities. ~ 









Duplicator Stencils for all § 
Machines. Cash with Order or> 
C.O.D. 


“GECO”’ Office Supplies Co., 
28 Warner Street, E.C.1. 
Telephone: TE Rminus 6619. 
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its inside and outside communication . . . as 
advertising and selling literature — . . wards. 
R 


essentials. lines and pictures ON PAPER, 


Efficiently produced and used, they give a new force fo business, Bayi 





they must be instantly available, ‘ quality productions, and low in cost, 
Business . . . your business has available new, faster and more ecanana]. 


tal ways of providing all these office, shop and factory essentials . . . hy 


“Multilith’ and ’ Multigraph, the new improved in-your-own-olfice 
methods of quality printing. 


Let us tell you... show you more. A personal demonstration will 
convince you that you can | 












Announce. Lahels Wrappers -—~ 
| ments Letterheads snd hundreds 
Booklets A 


Mailing Cards of other inj 


Bulletins Price Lists On -paper joha 
¥, : coy Pe a = 
Catalogues Ruled Forms 


Folders 










Statements as 

beg we 4 š 
Invoices a Addres 
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Giese faldiig Machines 






23, KINGSWAY. LONDON. W.C.2. 
Phone: Tempie dar fata (6 fines) 

fHead fice & Works : Edgare Rd., Cricklewood, NW.23 

Branches ati Manchester, Bicemingham, Leads, Livaspool. Bristol 

Newcastle, Edinburgh, Glagew, Bels, Nottingham, Dublin, 

















“MULTILITH ” CLASS 1000 








Ir 


THE NEW 


Here is the ‘‘Airline’’ desk 
by Art Metal . . . new, 
modern, dignified. Its 
simple, modern lines add a 
note of distinction to any 
office—in both appearance 
and performance it suggests 
and aids efficiency. Note 
its distinctive features —the 
attractively rounded 
corners, the ideal ‘Artolin’ 
writing surface, the new 
supporting island bases 






giving ample foot-room and 
making it easier to clean 
beneath the desk. 


This is only one of the 
many lines by Art Metal — 
the pioneers of office furni- 
ture in STEEL. Everything 
has been thought of, noth- 
ing overlooked, to ensure 
that Art Metal products 
offer maximum in comfort 
and efficiency. 


See these desks at the BUSINESS EFFICIENCY EXHIBITION at 
EARLS COURT, LONDON, Stand No. A-\1, or send for CATALOGUE 609 





Offices and Factory: 201 Buckingham Palace Road, London, S.W.I 


Showrooms: 31 Kingsway, London, W.C.2 
Telephone: Sloane 5201 (6 lines) 











All these desks are original designs 


by Art Metal Construction Co. 


BRL eae 
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Here is one of the striking new 
typewriter models, 











Office 
Manager’s 
Sob 


HE job of the Office Manager is 
not, as a rule, one that earns 
for the holder showers of 
bouquets. Human nature being what 
it is, employers are apt to be content 
to say nothing so long as things go 
well, but to become extremely vocal 
when matters go amiss. To the Office 
Manager in general that usually means 
‘“More kicks than ha’pence’’. 

Of course, the Office Manager is in 
a ‘‘key’’ position. In other words he 
is a target to be shot at. Usually he 
gets the blame if anything goes wrong 
and sees the credit pass elsewhere 
when things go right. 

‘His job is to keep things moving 
and get the work done on time, as 
smoothly as possible and with the 
minimum of worry, strain and fret. 
It isn’t an easy task, considering the 
variety of subordinates, all differing 
widely in temperament, disposition 
and ability, that he has to cajole or 
compel day after day. A large mea- 
sure of diplomatic tact is essential. 

System and order are naturally the 
hall-marks of efficient office manage- 
ment. A noisy, disorderly office is the 
surest of all signs that something is 
lacking in the control. And in 
securing fast and efficient working the 
selection of office equipment naturally 
plays a large part. In fact, in every 
department of time and labour-saving 
efficiency the Office Manager must 
necessarily be a bit of a specialist if 
the working of his office is to be up 
to date. 

The job of the Office Manager is 
essentially one of control. He has to 
find out the ‘‘better way of doing 
things’’, to be constantly on the alert 
for new methods and new machines 
that will mean greater efficiency and 
economy. He must really and truly 
keep himself up to date. It would be 
a sorry thing for him if his principal 








by THOMAS DIXON 


told him one day—and proved it 
beyond dispute—‘‘Mr. Jones, if we 
had adopted such and such a device 
two years ago we should have been 
£1,000 in pocket!” 

With the growing need for more 
economical working, hundreds of 
Office Managers are awaking to the 
fact that in the average office the cor- 
respondence department can waste 
more money than almost any other. 
That is one of the reasons why the 
dictating machine system is making 
such rapid strides. It cuts out a 
serious waste of time and money that, 
under the shorthand system of dicta- 
tion, cannot be avoided, or even 
greatly reduced, by even the most 
alert and efficient of Office Managers. 

Here are some facts which just can- 
not be disputed: 

Every scrap of dictation given 
under the shorthand method in- 
volves the work of two people. 
Under the Dictaphone system one 
person does one person’s job. 

All the time the principal is dicta- 
ting, his Secretary’s desk and type- 
writer are vacant and idle—earning 
nothing. Under the Dictaphone 
system the typist goes on typing 
even while her principal is dictating. 
She can do twice as much typing. 

Under the shorthand system the 
principal is helpless when his Secre- 
tary is out, ill or otherwise engaged. 
With the Dictaphone he just carries 
on with his work. The absence of 
his stenographer means nothing to 
to him. He can work all night if he 
likes and leave the dictated cylin- 
ders to be transcribed next morning. 

So far as the Office Manager is 
concerned, the Dictaphone enables 
him to effect economies that amount 
to at least one half the cost of hand- 
ling the business correspondence of 
the house. 






í 


To get 
Things -done 
on time, smoothly 
and without fuss” 


There are advantages to the prin- 
cipal, of course—greater convenience, 
more speedy dictation, greater accu- 
racy in transcription. He gets through 
his work more easily, gets more done 
with less effort.. That applies, too, to 
the Office Manager himself. The 
Dictaphone helps him to get his work 
done better as well that 
others do theirs more efficiently. 

Is it any wonder that alert Office 
Managers are more and more turning 
to the Dictaphone as the greatest of all 
helps to office efficiency ? . 

Whether or not you are an Office 
Manager, get to know the Dictaphone: 
find out just how it will help you. 
Write to-day for-‘‘What’s an Office, 
anyway?” and full details (free) 


as to See 





THE. DICTAPHONE CO. LTD. 


(Thomas Dixon - Managing Director) 


Telephone : Holborn 4161-2-3-4 


KINGSWAY HOUSE, 
KINGSWAY, LONDON, W.c.2 


And at Manchester, Birmingham, Glasgow 
Liverpool, Leeds, Bristol, Newcastle- on-Tyne, 
Dublin, Belfast. 





POST THIS COUPON NOW 


THE DICTAPHONE CO. LTD. (Dept. H 
Kingsway House, Kingsway 


London, W.C.2 


Please send free book “What's an Office any- 


way ?'' to 


NAME.. 


ADDRESS . 


Hi 937 


Also ask for particulars of the Dictaphone 
Telecord. Records your telephone talks, 
lessens congestion on the lines, gives you a 
complete unchallengable record of all im- 
portant messages. 





SEE THE DICTAPHONE AT THE BUSINESS EFFICIENCY EXHIBITION 
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UNDERWOOD iiss: ae UNDERWOOD STANDARD 
STANDARD TYPEWRITER NOISELESS TYPEWRITER 


UNDERWOOD SUNDSTRAND 
ACCOUNTING MACHINE 


ADDING MACHINE 


ELLIOTT FISHER 


SUNDSTRAND 
ACCOUNTING MACHINE 


ACCOUNTING MACHINE 


HIS announcement illustrates but a few of the Underwood, Elliott 


tand at the 
Fisher and Sundstrand Office Machines, which are lightening drudgery, ‘ally invite yOu to visit our $ 
speeding routine, and effecting economies in offices throughout the World. We cordially CIENCY 
Every one of these products is backed, not only by the technical resources INESS EF Fi 
of the World’s largest Manufacturer of Typewriters, Adding and Accounting BUS 
Machines—but by competent sales, installation and mechanical service 


N 
provided by forty Company owned Branches in all parts of the British Isles. EXHIBITIO 


With so wide a range of products to offer, and with experience gained from 
many thousands of satisfactory installations, Underwood Elliott Fisher EARLS COURT, 
Limited is in a unique position to suggest equipment suitable to your own 


r 20th— 
specific purpose, without attempting to alter your office routine to fit a Septembe 4 and F.2 


particular machine, and will be happy to do so without obligation on your part 


. os F rà 
UNDERWOOD ELLIOTT FISHER LTD., 120 Queen Victoria Street, London, E.C.4. SI AN D N ¿ 


Typewriters. Accounting Machines. Adding Machines. Carbon Paper, Ribbons and other supplies 


Tel: CENtral 1080. \ 





Mechanization is as Vital to the Small Firm as to the Large Organisation 





THE COMPLETE JOURNAL OF 
MANAGEMENT 


Incorporating : “The Journal of ` Commerce”, “Modern Business” 
“Syste mn, oe s Orga mand M er 
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-BUSINESS Campaign to Help YOU Fight Rising Costs © 
Management TRENDS _... Se 
Our Policy To-day : ECONOMIZE and CONSOLIDATE en 








ACCURATE Figure-Facts Can Lead to Costly Errors.: °° 2. . - By R. 
: T Motors, Ltd., and Dode Bror, 
-What You Should Know about the New Trade Marks Act . 

A Firm Saved £4,000 by One of These Ideas 
Boom Nears CLIMAX: What’s Ahead? 


Marketing : Advertising : Selling 


IDEAS for Marketing and Sales Managers 
How We Are BUILDING Our Sales | 


















Production Methods and Equipment i | i 

DECIMAL Costing Saves Us Thousands a Year J. R. M. SIM me ONS zt a 
7 aT J. Lyons & Co., Lid. a 
<- Material Supplies Plan that Cuts Stock ETT ka a ve aa : A Pe ce Fl REE. a. 


Office Practice and Equipment | | 
With this System We Can Carry Increased Labour Rates 





' Modern Methods that Give BETTER Work at LESS Cost ... | 

_ YEAR’S BEST CHANCE TO CHECK YOUR BUSINESS EQUIPMENT .. Says HARRY § ILE S 
ri Office Appliance Trades Assoet j 
BUSINESS ANNUAL REVIEW OF MODERN EQUIPMENT 


Are you sati isfied with 


-Are you paying for good lighting and seeing that you get it, or merely accepting 
“a heavy lighting bill as inevitable? 


3 Do you wish to make your ships and A models of lighting efficiency 
“at the most economical cost? 

-<< Do you wish the work on board and in your shops ashore t to be executed more 
efficiently and with the maximum speed? 


Do you wish to make your ee more contented and to protect: hen 
m eyestrain and fatigue? | a EEE 



















u wish for. all these things, ash. het hd tthe ! si ) ri ge wonderful... 
3. V. Downer System of “Controlled Light”, o or, bet er still, if you « can 
onvenientiy. do. $05, visit our Showrooms. ec | 
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~ EGRY ManiroLpDING 
EQUIPMENT 


Here are afew members of the Egry 
family; Let us introduce them— 


EGRY AUTOGRAPHIC REGISTER 


Virtually a mechanised Manifold Book, this Autographic 
Register—loaded with Continuous Stationery—enables the 
operator to write out set after set of business routine forms, 
requiring carbon copies, without interleaving carbon paper. 
A turn of the operating handle discharges the written set, 
and brings into position—ready for immediate use—a fresh 
set. One or more copies of the issued forms may be retained 
under lock and key in the machine, thus affording protection 
against loss of records and a Control over every transaction 
entered on the Register. 


EGRY AUDITOR 


When dealing with transactions involving the handling of 
cash, the necessity for a Till is apparent. The Egry Auditor 
provides the finest control over all cash taken. Any Auto- 
graphic Register can be provided mounted on a fire-resisting 
steel Cash Till so synchronised that the turn of the operating 
handle discharging the receipt automatically opens the Cash 
Drawer. For the Retail business or Public Authority, receiving 
cash, a written itemised receipt is the best protection, and 
in certain Models an analysed summary of certain pre-selected 
details is available. 








































Come and 










































see us at the 
BUSINESS 
el ae EGRY HANDIPAK 
Investigation has shown that in certain instances there 
EXHIBITION are routine operations requiring carbon copies of in- 
EARL’S COURT ternal forms which cannot, however, be created at a 
LONDON fixed point. The need for a Portable Register, small 


in size, light in weight, and convenient to handle 

became at once apparent. In the Handipak, we present 

the solution to this problem, and afford the user the 
main advantages of the standard Models, coupled with 
simplicity in operation. 


aed EGRY SPEED-FEED ATTACHMENT 


EXHIBITING For those Business Houses demanding typewritten 
AT THE records, we introduce the Speed-Feed Attachment. 

HOTEL Made to fit any standard make of typewriter, it can 
RESTAURANT be snapped on or off in a moment, thus enabling the 


20 - 29 SEPT. 1937 
STAND .H.5 


& CATERING machine to be used for billing or other work, one 

moment, and free for ordinary use the next. Accom- 

EXHIBITION modating Continuous Stationery, the carbons are fed 
NATIONAL HALL into the sets of forms and withdrawn automatically 
0 ° after use, thus confining the work of the operator to 
Le productive results only and eliminating all waste effort 


and the fatigue attendant upon the old-fashioned 
method of interleaving carbons by hand. 


EG RY LIMITED 


WARPLE WAY : ACTON > LONDON - W.3 


TELEPHONE TELEGRAMS : 


Shepherds Bush 3377 (3 lines) EGRYCOMPAK, EALUX LONDON 


30 NOV. - 8 DEC. !937 











VHICH CAN 
BE OBTAINED THROUGH THE 
IN THE ADVERTISEMENT PAGES IN 
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FAN complete with WI LL K E E P YO U R 
Switch and Adapor WENTEX AIR FILTER OZON 


T. 428 Standard and cleans the air to the point of sterilization 
Fan Fitting £7 : 12:6 
T. 128 D. Double P DEODORIZATION, ete., ae 
ae 7s a OZONAIR APPARATUS 


tion for A trang OZONAIR LIMITED per7 
ao at Fan OZONAIR HOUSE, ST. LEONARD STREET, LC 


ae ee ee Telegrams : Ozonair, Sowest, London Telephone : VIC 
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Aerial view of part of the Rolls-Royce Works. 


When vital facts or figures are needed, 
Telematic gets them— quickly. When a man 
(not in his office) is urgently wanted, Telematic 
finds him-quickly. When Head Office wants to 





5 discuss a matter with a distant Branch Office 
eas or Factory, Telematic connects them—quickly. 
a It is significant that Rolls - Royce Ltd.— 
$ “Makers of the best car in the World” 
i: D have installed Telematic to provide a system 
ee . : . . 
$ TELEPHONE RENTALS SYSTEMS of efficient control throughout their organi- 
$ have been installed in hundreds of sation. For a small quarterly rental, Telematic 
TA firme ar Narona, cinpertaner can establish the closest possible contact 
E: . 232 ; a a 
ie Fairey Aviation Ltd. Redpath, Brown & Co. Ltd. between all Departments of your organisation 
Be: Kodak Ltd. Abbey Road Building Society 7 
by: John Haig & Co. Ltd. igranic Electric Co. —be it large or small. 

A K.L.G. Sparking Plugs Ltd. 

E FOR EFFICIENT CONTROL 

$ 

ths The Slave HORSEFERRY HOUSE, WESTMINSTER, S.W.1. Telephone: Victoria 8681. And at Glasgow, 
; A of The Dial Newcastle, Leeds, Sheffield, Manchester, Liverpool, Birmingham, Bristol, Cardiff, Belfast and Dublin. 


The name “Telematic” and the Trademark “The Slave of the Dial” are the Registered property of TELEPHONE RENTALS LTD. 


e a a ae o a au Gas. ee ie) an een, See ie See emp Gn Gm. aD Gum mo aw ao u ao ae ap Em ao 8 SS ee 8 a 1 ee aii SS SD OD aT aD a ee 


1 
TELEMATIC BOOKLET. Please telephone for a copy, or attach this slip to your letter heading i 
and post to Telephone Rentals Ltd., Horseferry House, Westminster, S.W.1. Telephone: Victoria 8681 
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BUSINESS 


MANAGEMENT CONTROL POLICY 
Å 


Capt. J. P. BLACK, Managing Director, 
The Standard Motor Co., Ltd., says. . . 


should be compelled by a boom 

period to exercise even more 
economical management than was 
demanded during the slump. Yet 
that is exactly what industrialists have 
had to do in the past twelve months, 
and what they must do in increasing 
measure from now on. 

Due to the almost continuous rise in 
prices of many vital raw materials, the 
possible shortage of some of them, the 
serious dearth of skilled labour in many 
key trades and the almost universal 
demand for higher wages, manufac- 
turers’ costs must go up. 


I: seems paradoxical that business 


Progressive Management CAN 
Deal With Rising Costs 


But no manufacturer can afford to 
~ accept this condition as an economic 
inevitability or something that is 
beyond his control. No manufacturer 
can afford to be lulled by such a con- 
dition into letting this dangerous ten- 
dency take its full course unchallenged. 





It is the major job of the manage- 
ment of every individual business 
to-day to fight this situation tooth and 
nail. It can be fought and, to a quite 
considerable extent, held down under 
reasonable control. 

It calls for planning on a strict but 
constructive basis, the employment of 
the proved best equipment and methods 
and the exercise of highly critical—but 
at the same time helpful—supervision. 


Best Possible Equipment and 
Methods are Essential 


During the past two years we have 
expanded our own business so that 
production has been more than 
doubled, but, at the same time, we have 
reduced our ratio of costs—primarily by 
new and better plant, equipment and 
methods—by approximately 334 per 
cent. Furthermore, during that same 
time individual operatives’ earnings 
have steadily risen. 

But we could never have accom- 
plished this without a continuous but 
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With Constructive Economy the 
basis of Management we have, 


in the last 2 Years, more than... 


Doubled Output 


also we have 


Cut Costs 


333 7 
oF 2 lo 


Increased Wages 


constructive war on costs, bie an i little, 
at every point. 


Human Element Still More Im- 


portant than Machines 
And we could not have done it unless 


our management had devoted fully as 
much planning and helpful considera 
tion to our personnel as to the factors of 
buildings, plant and markets. 

The human element in industry is 
still far more important than the 


machine; and the human element will 
never be eclipsed by the machine. The 
more the latter is developed the greater 
becomes the responsibility of the man. 


To my mind, therefore, the vital 
duty of business to-day is to PLAN to 
get better results at lowest unit cost ai 
every point in the organization; tc 
ACHIEVE this by using the best 
equipment and methods, and by giving 
your staff every incentive to co-operate 


with you towards this vital object. 


If we do this we can meet world 
competition without a qualm 





























RRA, CUTTING 
Y costs 


z : l i To Help You Fight These 
Ee Swelling Expenses 


LMOST every cost is tending to 
creep up. There is scarcely a 
| & D department in any business that 
isnot affected, directly or indirectly, by 
the actual or imminent rises in prices 
for those key factors: raw materials, 
“labour, transport. 

> But, as Captain Black has strongly 






-> emphasized on the previous page, it is 


‘not beyond the power of the progres- 
_ sive-minded business man to meet and 
counteract to a substantial extent this 
- @rowing burden of working expenses. 
~The Standard Motor Company is 
one of the outstanding examples in the 
country of how really able manage- 
ment can, in the face of rising all-round 
costs, achieve the three vital object- 
ives of any company. 


Business, however, is going far 
beyond the point of citing but one 
~ example of successful management. 
__. While we hope to publish further and 
more detailed articles on the proved 
-. methods in use at Standard Motors, 
we are visiting progressive firms of 
- . every kind, and in all parts of the 
=- country. Our specific idea is to see 

_ at first hand just how they are com- 
_ bating these rising costs. The details 
of such plans and methods we are pub- 
lishing for the benefit of our readers. 


Look Out For The Symbolical 
| Figure 


ting’ articles we are using the sym- 
< bolical figure which you see at the head 
of this column, together with the phrase 
“how they are cutting costs’’. 

In this issue there are five such 
_. Special articles, all specially identified 

in this way. 

>: In succeeding issues we shall con- 
tinue to publish this series as we feel 
that the provision of such information 
is the very best and most helpful service 


present time.. 


Probably Affect You a 
\ LTHOUGH the new Factory Act, 


- -- To identify this series of ‘‘Cost-Cut- | 


© -we can render to our readers at the 
materials bought. 


New Factory Act Will 


which was passed on 30th July. 
last, will not come into effect until . 
July, 1938, the outline of its provisions. 
has already given business men much to- 
think about in the present circumstances — 


ot steadily rising costs. 
The Act will affect some 167,000 fac- 
tories; 73,000 workshops and 5,500,000 


~workpeople—plus a good many other 


concerns that have not hitherto appeared 
on the registers of the Factories Depart- 
ment of the Home Office. 

In next month’s issue of BUSINESS we 
shall give a detailed explanation of what 
the Act actually means to the business 
man, what he has to do to meet its 
demands, and how it affects businesses 
that, in the past, have not been subject 
to full factory legislation. 

O 

A Few Of The Many 
Factors Involved 
gy N brief, you will be bound by new 
[ reentations as to hours of work and 

overtime for women and young 
people. In a good many factories this 
will change entire schedules of work. 

New conditions will also have to be 
met in regard to lighting, heating and 
ventilating. Here, again, some drastic 
changes will be enforced. 

The regulations increase the amount 
of space legally demanded for each 
worker, and lay down a much stricter 
code for the provision of washing, cloak- 
room and lavatory facilities. ) 

Floors must be cleaned at least once a 
week; dirt and waste must be removed 
much more frequently than some fac- 
tories and workshops have been in the 
habit of doing. 

Safety from machinery and processes 
has been given very special attention in 
the Act. Many firms will find it neces- 
sary to make very big improvements in 
this direction to meet the new conditions. 
. O 
Stock Control Cuts 
Down Cash Investments 


E have on previous occasions 
WV stressed the need for manage- 

ment just now to give special 
attention to Stock Control; that is, of 
material stocks rather than of finished 
products. 

Efficient control can be of enormous 
help in cutting down expenses. We feel 
compelled to emphasize this again after 
our experience last month in three very 
different tvpes of manufacturing firms. 

O 
Paper Parcels Or 
Modern Systems ? 
HE first case concerns a firm with 
l a name famous throughout the 
& specialized small-parts engineering 


trade. We were discussing the. difficult 


_situation of the raw material market and _ 
the need for an efficient control of raw: 





ooo After we had described the simpl 
-andi effectiveness of a. m 
-said: “We don’t need any 






- make,” it too often evokes but a shrug. 
















that; our own way’s good enough.’ 





We were permitted to see his 
“system’’. In the stores a bunch. of 


stock cards—indescribably dirty--was 
lying scattered on a rickety table, one 
or two had-been flung into bins, and 


“some lay on the floor. 


* 


“Those cards might or might not have > 

been able to give the stock position—to 

anyone who had the time and inclination — 

‘to tackle such a job of analysis. «| : 
There was no ‘maximum’ or minme o) 

mum’’ control. 


At least, there was an. 





QO 
£10,000 Completely 
Disappears N 
“UHE incident concerning firm num- 
ber two was told to us by the 
director of a concern that supplies 
it with certain materials; but there is no 7 
question about the accuracy of the facts. 

' The firm secured a contract for heavy 
plant totalling £50,000. Component ` 
parts were made in different shops of the 
firm’s works; some parts took only a few 


days to make, some took weeks, some 
took months. 


Seven months was re- 
quired for the completion of the job. 
When final assembly of this big order 

was due it was found that {10,000's 
worth of various parts had disappeared :. 
just clean gone! They were never. 
found. 
O 
This Deadweight Carried 
For Five Long Years a 
N firm number three we met a young; 
[ recent joined executive who told. us > 
of some of the economies he had been =- 
able to make through instituting a.” 
system of budgetary control. eye 
One item was the selling of the metal... 
strip that the firm no longer used but had 
been carrying in stock for over five years. 
The invoice value of this unwanted 
stock, obviously bought without thought =. 
of the future and carried as a deadweight. ~ 
for five years, was £11,000! tage 
-0 
One Reason For 
Shortsightedness ee 
A LL the above firms bear wel- 



















known names. They each employ 

not less than 250 people, so they are 
not ‘‘small’’, But simply because, inä 
seller’s market, they are making com- 
tinuous profits in spite of such blunder- >. 
ing methods, their managements lose `- 
sight of the need for more scientific _ 
control. | L 
When we make the remark: “But 
look what bigger profits you could 
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experiencing a sellers’ market; we 

are, in fact, still experiencing it. 
Ihe need for our products, machine 
tools, is acute among engineering manu- 
facturers of all kinds. 

But we have not let this very favour- 
able situation lull us into any sense of 
false security. On the contrary, our 
busy-ness has stimulated us into utiliz- 
ing this period of prosperity for soundly 
consolidating our position against the 
time when the boom curve inevitably 
takes a downward turn. l 

We really began this campaign of con- 
solidation in September last year, when 
we moved from our old location in Isling- 
ton—where we had some 14,000 square 
feet of space—to new premises at Colin- 
dale, where we took over 40,000 square 
feet of modern floor space, with an addi- 
tional acre of land for future expansion. 


F OR two or three years we have been 


New Location Gives Convenience 
and Economies 


We decided on the new location for 
very particular reasons. First, and most 
important, was that Colindale is central 
to the chief machine tool-buying areas 
in London and district, which can be 
classified roughly as follows : 


“A” Greater London—South of the 
Thames; 
“B” Greater London—North of the 


Thames and West of the Edgware Road: 

“C” Greater London—North of the 
Thames and East of the Edgware Road. 

The main potential purchasing power 
in the engineering trades falls within 
sections ‘‘B’’ and ‘‘C’’. The location of 
our works is exactly between the two. 
Thus we are not only well placed from 
the point of sales direction but we are 
able to make considerable economies in 


the matter of deliveries and at 
the same time give our cus- 
tomers a better service. 

Another reason was that the 
location put us on main trunk 
road communication with the 
Midlands and other engineering trade 
centres, a convenience and economy 
both for us and our customers. 

A third reason was that Edgware is 
easily accessible from the main London 
termini. Callers can either reach us 
quickly by Underground—a station 
near our showrooms—or we can pick 
them up from the London stations by 
car, for which purpose we maintain a 
special fleet. 


Handling Machinery Made Easier 
and Less Costly 


Many of the products for which we are 
distributors are very heavy, averaging 
about two tons and in some cases weigh- 
ing 10 tons or more. Loading, unloading 
and general handling is thus obviously 
a very important point that we have to 
consider. 

At our present premises the layout has 
been designed to give us vast improve- 
ments in this direction. In our old pre- 
mises the greater part of our showrooms 
was below the ground level, and all 
machines had to be lifted up from the 
basement prior to loading. All loading 
took place in the street outside the fac- 
tory, and we were able to load on to only 
one lorry at a time. The amount of 
heavy lifting that had to be done under 
these circumstances can be imagined. 

At Colindale the main showroom (for 
heavy machines) is on the ground floor, 
and we have a large covered area imme- 
diately outside the rear entrance to the 
showroom, where three or four. lorries 
can easily be loaded at the same time. 
We are able now to move machine tools 
out from the main showroom to the load- 
ing bay, which is under cover, and here 
they are packed ready for loading. We 
have, of course, also put in the most 


Economise .. . 


Managing Director, E. H. Jones (Machine Tools 
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and Consolidate 
against the Future 


By E. H. JONES 


Ltd. 
modern tackle, so that the actual hand 
ling of machines on to the lorries can be 
carried out with greater speed and at 
considerably less cost. 

Around our main showroom runs 
gallery, where the offices are situated 
and from where customers or prospects 
can view our whole display on thi 
ground floor, as they would at an 
exhibition. 


On this gallery are also exhibited somi 
of our lighter products; and for the pur 
pose of economically and speedily hand 
ling these a ramp is arranged to connect 
the gallery with the unloading bay 

[In addition to the advantages of loca 
tion our new premises therefore give us 
the following benefits : 

1. A more varied stock, and larger 
number of machines can be kept on dis 
play for the convenience of customers 

2. By carrying a greater 
machines in stock we ar 
more prompt deliveries; 

3. The improvement in ha: 
lities enables us to make deli 
quickly after receipt of orders and to 
reduce our costs of handling 


lumber ol 


it ie to JIVE 
iling faci 


ery mori 


Bigger Forward Orders Give Us 
C.I.F. Economies 


Having bigger space for storagi and 
display, we have adopted the policy 
of ordering from our suppliers more 
machine tools in advance. Although this 


means investing more capital in stocks, 
we are compensated for this by thi 
sent heavy demand for ma 
We can sell more. 

By placing bigger orders, however, we 
have been able to make definite and 
stantial economies in C.I.F. « 
our suppliers. 


pre- 


hine tools 


Savings, too, On Buying Internal 
Supplies 


The greater floor space at our disposal 
has also given us another advantage. We 
get price reductions by buying bigger 
stocks of general supplies, such as 


10 


This firm’s position is particularly favourable ; its pro- 
ducts are in phenomenal demand. Nevertheless, Mr. E. 
H. Jones realises that oneday thisdemand willdecrease. 


He is shaping his plans NOW to meet that time. 











stationery, printing, packing materials, 
fuel, cleaning materials, electrical equip- 
ment, transport stores, and so on. 


Stock Control Keeps An Eye On 
Slow Movers 


We have a well-planned stores, where 
stocks of small tools and equipment, 
such as files and saws, etc., are correctly 
and systematically recorded. 

Naturally, in accordance with usual 
stores procedure, each individual item 
held in stock has its own card index, and 
each card carries a minimum figure so 
that new stocks are ordered when this 
minimum is reached; but we do make 
definite use of these figures to control 
our stocks of slow-moving items. 

For instance, although we need to 
carry in stock a large number of different 
types and grades of files and saws, we 
are able to determine from previous 
records which types are the most popu- 
lar; and we know exactly what the 
potential sale is likely to be for some 
time ahead.. We can therefore control 
our stocks to meet potential demands. 
This gives us a definite economy, because 
we have no capital unnecessarily in- 
vested in moribund and obsolete stocks. 


Making Sales Promotion Really 
Effective 


By means of most careful study and 
planning we are enormously increasing 
the effectiveness of our sales promotion 
while at the same time bringing down 
the cost ratio by eliminating unprofit- 
able effort. 

Our researches are not by any means 
complete, but already, for instance, we 
have analysed the relative purchasing 
power as applied to the engineering 
trades for various sections of the coun- 
try; and we have very accurate figures 





available, showing which areas have the 
highest potential buying power. 

This tells us where we should make our 
heaviest sales and also where we should 
make our biggest sales drives. We have 
been able to get some of the trade jour- 
nals to analyse their circulation so that 
we can carry out our advertising more 
logically. Therefore we are able to 
arrange our advertising to get the great- 
est circulation possible: in other words, 
to arrange our general advertising so that 
the circulation of cur own advertise- 
ments is in line with the relative poten- 
tial purchasing power of various districts. 

We have also made much progress in 
improving our direct mail methods. We 
have classified all metal-working firms 
into fourteen main categories, and we 
have divided our complete mailing list 
into these fourteen trade categories. 

When circularizing information on any 
new machine or development we are 
thus able to decide in advance which 
trade categories will be interested in this 
particular machine, and our leaflets or 
catalogues are circularized only to these 
particular trades. 

This gives us a very definite economy, 
as it cuts out an enormous waste of 
circulation. 

This is a policy that can be still further 
developed; but already it is showing 
highly profitable results and is consoli- 
dating our goodwill. 


Outside Sales Force Made 
More Active 


During the past 18 months we have 


increase our outside selling force, and at- 


the same time the size of territories has 
been reduced. This means that each in- 
dividual territory is now more inten- 
sively worked, and sales results have 
positively shown this to be a paying 
proposition. 
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We have also arranged the distribu- 
tion of our sales force in accordance 
with the facts we have available about 
the potential purchasing power of vari- 
ous districts. 

We believe that the work which we 
have carried out in analysing potential 
purchasing power by districts is unique 
in our particular trade, and we feel cer- 
tain that our sales promotion methods 
based on these facts are going to be of 
immense value in the future, when 
markets have become more ‘“‘difficult’’. 


Mechanized Accounting Means 
Quicker Collections 

In the offices we have installed mech- 
anized accounting, not only to give us 
top-line efficiency in this department 
but also so that the management can 
promptly get those figures that to-day 
are essential for the real control of a pro- 
gressive business. 

Another great advantage of this 
accounting system is, of course, that all 
sales statements are entered up auto- 
matically as the ledger is posted; and we 
are able, therefore, to send out state- 
ments immediately monthly balances 
are struck in the ledger. This means 
that, in turn, we can make quicker col- 
lections of our accounts, a factor of great 
importance in a business that needs at 
all times as much liquid money as 
possible. 


Better Lighting, But Current 
Reduced 70 Per Cent 


I mention this subject last, but it is 
by no means the least consideration. 
Lighting, in my opinion, should be one 
of the big things for management to 
study, for much depends on its efficiency. 

Naturally, where machine tools are 
being demonstrated to intending pur- 
chasers, the lighting should be very good 
so that the demonstration and all work- 
ing parts of the machine can be seen in 
detail; but in a showroom the size of 
ours lighting can be very expensive un- 
less it is applied scientifically. 

Our present system consists of about 
twenty light points, totalling 4,000 
watts, in the gallery, and 52 totalling 
10,400 watts, in the main showroom. 
This does not include lighting for offices, 
stores, drawing office, etc., which bring 
the total up to about 25,500 watts. 

We are considering changing the light- 
ing in our main showrooms to four 400- 
watt lamps of the mercury or sodium 
type, together with about forty 75-watt 
incandescent lamps in advantageous 
positions throughout the showrooms. 
Such a change would reduce the wattage 
in the showrooms to about 4,600 watts, 
as against the existing 14,400 watts, 
making a saving of some 70 per cent in 
our maximum demand and a reduction 
in our fixed charges for electricity. 

This question of lighting is at the 
moment only under discussion, but the 
foregoing facts give a general idea of 
how we are tackling the problem. 


This new showroom, with its gallery carrying the offices, gives fine ‘‘observa- 
tion” advantages to customers and prospects. It reduced costs for the 
company by giving increased display space and ground-floor facilities that 
made easier the loading and unloading of the products, the average weight 
of which is about 2 tons, while some of them weigh as much as to tons. 


MANAGEMENT - CONTROL - POLICY 
Sell 
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Even ACCURATE Figure - Statistics 
Can Lead You Into Costly Errors .. . 


UNLESS used in conjunction with 
a record of the conditions under 
which they arose. Here is a quite 


simple way to CHART that record 





TATISTICS, accurately handled by 
S: statistical mathematician, do not 

tell lies. Nevertheless, in their in- 
terpretation by the executive who uses 
them to control the business, they can 
be very misleading. 

In modern business, where past statis- 
tics are used for estimating or budgeting 
future requirements either for produc- 
tion or sales purposes, the importance of 
absolutely correct interpretation of avail- 
able data cannot be over-emphasized. 
Accurate estimating, dependent upon 
correct interpretation, is, however, par- 
ticularly important in those concerns 
where the product marketed has a 
fashion period, after which the disposal 
of stock is difficult and generally to be 
accomplished only at the expense of 
much increased discounts. 


Memory Far Too Unreliable For 
This Purpose 
An executive generally uses at least 


one year's figures for estimating pur- 
poses, and in this he is frequently mis- 





By R. J. SHILLADY 
Chief Statistician, Chrysler Motors Lid. 
and Dodge Bros. (Britain) Ltd. 


led by accurate figures when they are not 
supported by a record of the conditions 
affecting his own business at the time 
when those figures were returned. 

I am referring to conditions quite 
apart from normal seasonal fluctuations 
and quite apart from movements caused 
by legislative control or other factors 
which influence the market as a whole. 

The volume of statistics relating to 
any branch of an individual buSiness are 
constantly being swayed by minor influ- 
ences, both inside and outside that busi- 
ness, which no man can expect to keep 
accurately in his memory. 

Imagine the position of a manufac- 
turer whose sales over a given period had 
peaked due to productive difficulties ex- 
perienced by an important rival. With- 
out a record of this actual fact the real 
significance of the high figures would 
soon be forgotten, and later on, when 
using that year’s figures for budgeting 
material commitments for the following 
year, over-estimating would almost cer- 
tainly result. If the manufacturer con- 
cerned were marketing a product with a 
fashion period, only a miraculous rise 
in the market could save him from a loss, 
for material would have been ordered 
on a false basis; there would be a surplus 
to requirements which would have to be 
scrapped, altered, or sold off at a dis- 
count higher than usual. 


Any Size Business Could Use 
This Plan 


For a number of years I have adopted 
a practice which goes a long way towards 
averting these dangers of misinterpreting 
figures. All statistics that we take out 
are supplemented with a record of the 
known factors influencing their volume. 
Notes are made daily, and at the end of 
the month a summary is typewritten and 
placed on a ‘‘Business Conditions’’ file. 


"THE TRUE SIGNIFICANCE OF PAST STATISTICS, ESPECIALLY — 
, FOR BUDGETARY CONTROL PURPOSES,CAN BE READ ONLY IN THE 
LIGHT OF KNOWLEDGE AS TO JUST HOW AND WHY THEY ATTAINED 


| THE VALUES THEY REPRESENT", 


_ RECORDING THAT GUIDING INFORNAT 


HERE IS A SIMPLE METHOD OF 


Eels s 


The summary is made monthly, be- 
cause all records are so collated; but, 
naturally, the notes can be summarized 
for any period to suit individual needs 


These Kinds of Things Influence 
Sales Volume 


From a sales standpoint the factors 
which may influence the volume of sales 
are innumerable, and the following are 
among those I have recorded from time 
to time: 

1. Delayed deliveries to Dealers: In Z 
business where dealers carry heavy 
stocks this may be of little significance 
but in the motor industry—and indeed 
in any business where large stocks in- 
volve considerable tying-up of capital- 
it is of great importance. This is true 
particularly in the commercial vehicle 
field, where the livelihood of the oper 
ator is dependent upon having vehicles 
on the road. Delayed deliveries to 
dealers in this field will not only reduce 
delivery statistics immediately but will 
later affect the volume of orders, because 
purchasers, in their anxiety to obtain 
vehicles, transfer their orders to other 
manufacturers. 

2. A price change made in advance of 
the industry as a whole: This will inevit 
ably accelerate or slow down both orders 
received and deliveries made, until com- 
petition comes into line and restores the 
balance. 

3. National Holidays and Events: To 
some extent this item is cared for by the 
Index of Seasonal Fluctuations relating 
to the particular business, but the varia- 
tion in the incidence of Easter and Whit- 
sun and any exceptional public holidays 
or events, such as Coronation Day, makes 
a record imperative. 

In yearly figures the effect of public 
holidays is comparatively small, but 
in week-to-week or month-to-month 
distributions the influence may be 
considerable. 

4. Delayed deliveries on the part of a 
competitive manufacturer: The influence 
of this factor is converse to that of No. 1 
above. Statistics of orders received will 
first be affected and will be followed by 
an increase in delivery figures 
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- such things as wearing apparel, sports 
co goods, foodstuffs, holiday kit and count- 
-- less other lines. 


- Long-Period Statistics Not Always 
AA a Safe Guide 


< *=Many business men, in an attempt to 
reduce the effect of short-term fluctua- 
“tions in statistics attributable to causes 
similar to those above, employ data over 
a long period and eliminate entirely 
any consideration of individual shorter 
_ periods. 
‘This practice, however, is of doubtful 
` value, for sales lost due to causes such 
as 1, 2 and 5 above are lost for ever. 
Prue, over a long period such losses may 
> be counteracted by increases possible 
c under 2, 4 and 5, but the risk that they 
= will not be nicely counteracted is con- 
_ siderable and makes a record of the 
conditions all the more necessary. 
_. Before stressing the importance of 
-+` recording factors that have an influence 
< on production statistics I think it neces- 
gary to state some of the events which 
may possibly occur to affect the volume 
‘of such statistics. 


_ + hese Factors May Hold Up 
He Production 


Amongst other possibilities, dependent 
-upon the nature of the business, produc- 
tion may be slowed down from time to 
time by any or all of the following 
a. A high percentage of breakages in 
handling fragile materials, when such 
“breakages cannot be rapidly replaced by 
the suppliers. 
- 2. A high percentage of defective 
‘material. Not only may this cause delay 
‘due to the inability of the supplier to 
replace rapidly but it may even be neces- 
gary to hold up manufacture whilst a 
> new specification for such material is 
drawn up. 
3, Labour disputes. 
4. The breakdown of machinery or 
special tools. 

5. The breakdown of vehicles carry- 
ing materials to the final producing 
plant. 

6. Difficulties in obtaining supplies of 
raw material, such as exist to-day due 
to the rearmament programme. 

_.. It will be seen that the factors which 
can influence production figures are at 

least as numerous as those which may 
affect sales. The compilation of notes 
C for a ‘‘Business Conditions” file there- 
< -fore demands some knowledge of the pro- 
+ -cesses of manufacture so that a falling-off 
of production in the future, due to a 

slight occurrence to-day, may be intelli- 
gently anticipated. The work in my 

own organization is delegated to a 

member of the staff of the production 

department. | 













© oin so far as the production depart- 
ment controls the ability of the sales 






to deliver ma 
actors influencir 
ion statistics combine to a larg 


o make the first-mentioned factor affec 


= Tt needs little imagination to appreciate ing sales; viz., “Delayed deliveries to` 


the influence of the weather factor upon 


dealers”. a 

‘However, on account of the lag be- 
tween material entering the plant, manu- 
factured goods being passed to sales and 
the goods being finally delivered by the 
sales department, it is essential that pro- 
duction statistics, particularly for short 
periods, should be qualified with detailed 
notes of the causes affecting their volume. 

Not only do such detailed notes show 
a reason for low production figures but 
they may also affect such important 
calculations as man-hours and labour 
costs per job. 

Man-hours and labour costs per job are 
particularly liable to be affected in a 
business which has its seasonal peaks, 
for at these times labour is apt to become 
scarce. A breakdown of production dur- 
ing a peak period may render it inadvis- 
able to discharge hands, even for a few 
days, for they could immediately find 
employment elsewhere. Under such 
conditions it is apparent that retaining 








odie costs is t 

















to be made. 








Although the prime functior 
Business Conditions file is to ensur oF 
the accurate interpretation of statistics, __ 
there is another direction in which it =- 
may prove invaluable, provided the — s 
notes are kept in sufficient detail. 

If the notes are analysed every one or 
two years, it may be found that certain 
factors predominate as the causes of low 
production and sales figures, and from 


this revelation it may be possible to 
take steps to rectify the faults in the 


organization. 

The cost of compiling the Business 
Conditions file will obviously be depend- ` 
ent upon the size of the organization and) 
the number of departments to whose oco. 
figures such a system may prove useful. = 
The compilation of the file is not jausta 
routine job to be left to the office-boy; © 0. 
but its cost will be more than repaid | 
if only by the savings made through — ~ 
more accurate estimates of future — 
requirements. oy 


Would Photography Help You to 


Keep More and 


ing industry where the scope of 

photography as a system of pro- 
viding valuable records is almost un- 
limited. 

It is practically impossible to men- 
tion an article, whether completed or in 
process of production, that could not 
be usefully recorded by photography. 
And it is not the least of the merits of 
the photographic system of record-keep- 
ing that it can show an article at every 
stage of its manufacture, including the 
machine set-up for the various pro- 
cesses. This latter point, as many 
specialist manufacturers know, is often 
a vitally important point. 

It is important to remember, toc, 
that the photograph can be reduced or 
enlarged to any required size through- 
out a wide range, and it can therefore 
be made to conform in its overall 
measurements to any cards or pages of 
books which have been adopted as 
standard size for the files in an office. 

In the small factory it is often the 
case that full, detailed working draw- 
ings or sketches have not been prepared 
beforehand for the guidance of the 
workmen in the shops. It often 
happens that sketches, if made at all, 
are rough and incomplete, containing 
a few leading dimensions and supple- 
mented by some details drawn in rough 
perspective. 


T ing in are fields in manufactur- 


O 


= Such drawings and sketches are often 
departed from during the process of 
manufacture, but unfortunately they 


are not always altered to show these 


‘modifications. It follows, 


therefore, Not all laymen can ‘‘read’’ an a 


that such drawings remain dangerously 





Better Records? 


misleading records of the article in its 
final state, for these drawings may be 
filed away and, perhaps, a duplicate of. 
the original article, or a new part for =. 
it, is ordered a long time afterwards. =- 
Photographic prints of the original . 
article would serve as a check on draw~ . 
ings and sketches filed away as records _ 
and would do much to guard against 
errors. ee 


O 


Again, there are articles of almost = 
innumerable variety in the realms of < 
the fine and applied arts of which no. 
two are exactly alike. vl Be 

When articles of this Pade 
completed and dispatched it. is often. o 
the case that the makers never see them. 
again. Hence we may ask: What kind. — 
of records of such articles remain in the > 
hands of their makers? me: 

An inquiry, say, comes through 
one of these manufacturers. fo 
article similar to one he had madein th 
past. The first step is to search for an’ 
existing photograph, or other pictoria 
record of the former article in- 
finished state. It is remarkable. that 
the search is so often fruitless—that 
nothing can be found beyond a few. 
brief, descriptive notes in the maker’s 
























books. Here, again, photographic re- 
cords in the office files would have 


furnished the data sought. 
O ny ii 

There are, too, many cases in which 
photographs are needed, if only too- 
supplement scale drawings, for a photo. > > 
graph conveys more information te a. 
jJayman than does a working drawing. 





_tect’s or engineer’s drawing. 














HE Trade Marks (Amendment) 
Act, 1937, will not come into 
operation until the Board of 
Trade fixes the date—but as this is 
most likely to be within six months, it 
will be valuable if Trade Mark owners 
and prospective owners can know in 
advance something of the most im- 
portant changes that are involved. 

It must be understood that in this 
space the full scope of the new Act can- 
not be dealt with, so those business men 
who need further detailed information 
should consult a Trade Mark practi- 
tioner. 





New Conditions for Assignment 
of Trade Marks 


Probably the most important amend- 
ment is that relating to the assignment 
and transmission of Trade Marks. The 
present law cn this point, based on the 
somewhat obsolete assumption that a 
Trade Mark is inseparably bound up 
with goodwill, is very strict in requiring 
that a Trade Mark used in the United 
Kingdom shall be assigned and trans- 
mitted only in connection with the whole 
of the goodwill of the business com- 
cerned in the goods for which it has 
been registered. 

This condition will now be somewhat 
relaxed, subject, of course, to suitable 
safeguards to prevent deception to the 
public and trafficking in Trade Marks. 

Under the new Act, therefore, it will 
be possible to assign a Trade Mark either 
in connection with the goodwill of a 
business or not. But there is a provision 
that the assignment must not leave the 
assignor with the right to use the same 
Mark for goods of the same description 
or with a right to use a similar Mark for 
the same or like goods in a way that 
might cause confusion: or be likely to 
deceive. 

It will be appreciated, of course, that 
the question as to whether goods are of 
“the same description” and whether 
Marks are sufficiently similar as to be 
likely to deceive or to cause confusion 
are points that may sometimes be very 
difficult to decide, and machinery will 
be set up under the new Act whereby it 
will be possible to obtain a certificate 
irom the Registrar expressing an opinion 
on these particular questions before an 
assignment is completed. 

Unless it is shown that the certificate 
was obtained by fraud or misrepresenta- 
tion, such certificate will be conclusive, 








What You Should Know About The 
~ NewTradeMarks(Amendment) Act. 


By H. T. P. GEE 


subject to an appeal to the Court from 
the Registrar’s decision. 

In the case of the granting of a certi- 
ficate in favour of validity, the applica- 
tion for registration of the assignment 
must. be made within six months from 
the date on which the certificate is 
issued. | 

After the commencement of the new 
Act a Trade Mark will not be assignable 
for a part only of the United Kingdom, 
unless the Registrar approves and is 
satisfied that in all the circumstances the 
assignment would not be contrary to the 
public interest. 

Where the Registrar's approval is 
given, an application to register the 
assignment must be filed within six 
months from the date of approval, or, 
in the case of a transmission, before that 
date. 

In view of a comparatively recent 
decision of the Court to the effect that 
the whole of the goodwill, in the United 
Kingdom, of the business concerned in 
the goods for which the Trade Mark has 
been registered must pass with the 
assignment and transmission of the 
Trade Mark (and this decision came as 
a shock to many business men), it is 
important to note that the new Act con- 
tains retrospective provisions which are 
to have effect without prejudice to any 
determination of a competent tribunal 
which had been made before the date of 
the commencement of the new Act, or 
to the determination of any appeal 
therefrom, or to any title acquired for 
valuable consideration before that date. 


Alteration in the Duration 
of Registration 
Under the present principal Act of 
1905, the period covered by registration 
of a Trade Mark in the United Kingdom 


| The Latest 
Business Equipment 
For Better Work 
at Lower Cost 


Is Reviewed, Starting on 
Page 34. 






































is t4 years, calculated from the ds 
the application to register; anc re 
is necessary every 14 years to keep 
registration in force. 
It was pointed aut to the corm: 
making recommendations for t 
Act, however, that many rf 
Trade Marks are abandoned | 
expiry of the full term of th 
years’ protection, and that s 
are never put into use at all, 
less, so long as such Marks 
the register they may prevent 
tration of the same or sim 
the same kind of goods by o 
Thus these inactive Marks are b 
and cause a good deal of me 
The committee therefore 
mended that the period of of 
registration be reduced from 44 
years, in order to assist in clearir 
register of dead Marks. This impor 
revision is incorporated in the 
amending Act. 
The period between renewals 
ever, remains at 14 years. Thus 
the new Act, Trade Mark registri 
will be granted originally for ; a pe 
7 years, and thereafter will be rene 
for periods of 14 years upon appl 
(with the prescribed fee) being m 
the appropriate time. 
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Other ‘Registered’ Users Can Use 
Your Mark 


Here is a very useful and important 
addition that will be valuable to parent 
and subsidiary companies. 

The new Act will enable the pre 
ofa Trade Mark, in circumstances 
will not be contrary to 
interest, to allow other per: 
his Trade Mark for their ; 
other persons will become t 
‘registered users’’. This ‘point 
tionary; ander the existing jaw 
imperil the registration of 
Mark on the ground that | 
indicate the proprietor's goo 3 

The modification will be welcom 
many businesses. 

An application to the Keg 
register a registered user of a 








Mw we! 





Also the proprietor, or 
authorized to act on his bef 
approved by the Régistra 
required to supply a statutory 
tion setting out the “pari 
(Continued on page 62) 

















































N ‘the search for points at which the 
expenses of a business can be reduced 
‘many executives do not know in what 
ections to make their investigations, 
‘particularly after a merger of two or 
-> more companies when work has to be 
centralized. 





O 


<4 4tPaper” Business that 
-Cost Thousands 
< It is recorded of H. S. Firestone, head 
- òf the famous tyre company, that when 
= he made a rigorous tightening up after 
a spate of reorganization he first directed 
his personal attention to the paper forms 
in use in the company. 
oo His critical review of these forms re- 
- sulted in the elimination of enough to 
~- reduce the personnel of the statistical de- 
_ partment from nearly 40 to three. 
=. This, in turn, reflected throughout the 
whole staff. It was found that there 
were clerks all over the place whose sole 
job was to deal with these forms sent 
ee out by the statistical department. Also, 
ccecce was found that almost every execu- 
 Sive spent some proportion of his time 
studying, filing, referring to, or writing 
-about these forms. 


-Are YOU 
ae Fooling Yourself ? 
OYA XPRESSING himself on the sub- 


dictated the 


ject, Mr. Firestone 
‘When 


following to his executives : 
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one gets his business into too many de- 
partments with heads, those heads begin 
to departmentalize their own depart- 
ments, and just as naturally the head 
of a big department has to imitate the 
higher executive and do nothing but 
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Week Ending 


Aii packages ret'd | Ali work correctly 


entered 


10% ALLOWED IF ABOVE CONDITIONS ARE 
ADHERED TO 


This idea is being used by a big laundry. 





by oné | 





tion after a new capital issue, cut but a 
expense of over £4,000 a year by elimin- ae 
ating ‘‘paper’’. fe ae 

A new rule was instituted that no- de- A 
partment would be allowed, under any 
circumstances, to have a new toum E. ; 
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Ali work marked 
with name in full 


Gash paid in fult 
no balance owing 





Customers are offered a cash inducement 


to save those small errors that ordinarily cause a laundry staff so much profitless 


work 


direct. Gradually an organization is 
worked up, second to none in its division 
of duties. It seems that a duty is never 
faced without dividing it, and then, in- 
evitably, the men begin writing memos 
to one another. I know of no better way 
of fooling oneself than by writing inter- 
office communications and asking for re- 
ports. A man can keep himself busy that 
way all day long and completely satisfy 
his conscience that he i is really doing some- 
thing worth while.’ 


O 


Only Brave Men Here 
Suggest New Forms 


a firm of business consultants, who 
aided in reconstructing the organiza- 


I: one Midland concern that we know 







ease and speed with which. it. can 
which the strips are “unified” avoids 
ee It is known -asthe 

ouse, Milbank, Tondon, s: S Wa. ae 








printed until a draft of it had been < 

critically examined by the management =- 

committee. E 
It is still unusual for top executives to 

give attention to forms. “Forms” areo = 

too liable to be relegated to the lowly > 

status of “‘office stationery’. But forms 

can assume a dangerously high import-.. 

ance. It is definitely management’s job: 

to keep an eagle eye on this point. a 


O 


You Can’t Overlook 
The Little Cuts 


O executive can afford to despise 
details. Business is made up of 


details. You do not have to be o 
limited by what is described as a purely 
detail mind in order to appreciate the 
benefits of a ‘‘little’’ idea. Management. 
finds closer attention to small details REST 
pays, o 
In Glasgow, for example, we visited Kie 
several firms who told us they were _ 
watching the markets for new building — 
materials. Why? Listen to what this — 
managing director says: 

‘The floors of our factories and ware- 
houses get worn out quickly by th 
movement of heavily loaded trucks 
Rubber tyring on truck wheels didn’t t 
eliminate the damage. 

“Some months ago we heard of a ney 
flooring material, a kind of plastic.. W 
investigated. Tests showed it had t 
necessary resilience and toughness t 
stand up to our conditions, and the pri 
was reasonable. Since we laid it we" 
had no floor maintenance costs, and pi 
per cent less truck repair costs.” - 


O 


NOTHER firm told us that they 
had cut a large percentage. ot ToC 
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y AST year’s trade spurt in July and 
,August astonished the prophets : 
~@ this year’s has left us all gasping; 
n 1 fact, the rising curve of British pros- 
perity refuses to flatten out. It seemed 
vonderful that retail sales for July, 1936, 
-should be up by 5.8 per cent on the year 
before; now July sales are another 8.1 
- per cent up. 
A year ago foreign trade made a sud- 
den spurt. This year it has positively 
. soared. No wonder the experts pause 
c dn alarm. 



















_ Japs ‘ Shanghai ’ 
Exchange Boom 


ER CONTRA, the Sino-Japanese 
War, apart from causing immense 
cee to British property, will slow 
up Far Eastern business, and the Portu- 
0 = guese-Czechoslovak impasse does not 
“help European trading possibilities. 
~~ On the other hand, these two factors 
have probably prevented an autumn 
Stock Exchange boom which would have 
dangerously affected prices. 

Last year we said that the boom would 
last on four conditions: If the building 
boom did not break; if overseas trade 
could be resuscitated; if more unem- 
ployed in the Special Areas could be got 
back to work; if the present expansion 
was under the control of either banks or 
Treasury. 


. = Factories Rise As The 
*Home’ Building Falls > 


To all these questions can be 
0 A answered in the affirmative. The 
‘building boom has not broken. The 
heavy fall in domestic “building plans 
passed”’ is balanced by the increase in 
factory and public works buildings. 
Overseas trade has revived almost 





















: Special Areas is very largely reduced. 
=- Money is still cheap, which means that 
the banks and the Treasury still have 
_ control. The dangerous factors working 
7 for a break in the boom are the rapidly 
_ increasing prices of raw materials, the 
danger of restrictions on working 
~~ methods and of labour troubles result- 
a ing from excessive wage demands. 

` | The duration of our present prosperity 
| depends upon the balance between these 
factors and the recent improvement on 
foreign trade coupled with the duration 
of the armament boom. 


Trade’ s Sprinting Habits 
lartie Business Savants 


‘HE extent of the recent spurt in 
AS a te for its 








miraculously; employment in all the 


Approaches Its Clima 


months the Economist Index of whole- 


sale prices has risen 23 points. Between 
mid-1933 and mid-1936 the rise was only 
9 points. Now foreign trade is making 


an astonishing spurt. In the first quarter 


of this year exports were up by 14.6 per 


cent, imports by 14.7 per cent over 1936 


(in value). In the past quarter the per- 
centage increases were 27.8 and 25.4. In 
other words, our foreign trade has in- 
creased by one quarter in twelve months. 
Such rapid improvement is unknown in 
recent business Statistics of this country. 


Quit Gold Standard: 
Making Money Now 
ORTUNATELY there are two good 

- reasons for these astonishing figures. 
One is the rapidly rising purchasing 
power of raw-material-producing coun- 
tries. The second is the immense impetus 
given to foreign trade by the rapid re- 
vival of the countries which left the gold 
standard last year. Our exports to these 
countries increased by no less than 43.5 
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Business Activity Index 
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1 Coal Production 
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per cent, our imports by 35.6 r 
These revitalized markets inclu 
and her colonies, Switzerlan 
and her dependencies, Ital 
slovakia, Turkey and Greece. 
experiencing revival. 
The two factors ment 
re-opening the channels of 
trade, despite every ar 
The trouble in China will mi 
Far Eastern trade, but fort 
tal goods and all cheap CONSE 
modities are already fully bog 














































Home Trade In 





A Hurry Too 
TOME trade progresi 
i rapidly. The Econ 


active index has soared far bey 
1929 levels; retail sales are u 
prising rise in unemployment 
almost exactly the number of 
taken in from the schools. I 
words, employment is steady 
highest level ever recorded. 
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explained by 
drop in price (14.1 per cent). 


_. meantime two significant trends should 
- be watched. At last wage rises are be- 


<. coming, general. The railwaymen will 


©. receive £2,900,000 in additional wages 


next year. Since January wage rises 
conceded bring the total of extra wages 
to be paid close upon £600,000 per week. 
Most of these wages follow the rise in 


ost of living (11 points in th 


Labour's Demands May 
Put On Red Light Signal 


NSOFAR as an industry's wages are 


in line with the price level they can- 


not impair our competitive power. 
Otherwise they are a pure gain, for only 
increasing purchasing power can keep 
the prosperity spiral rising. However, 
the many demands for shorter hours at 
the same wages and such restrictions are 
more dangerous. We hear of various in- 
dustries in which increasing difficulties 





E NUTSHELL SURVEY OF EVERY TRADE AREA 
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London District: Retai 
o sales up 88B% Sammer 
MMR aies resulting in good 
| pusiness according to Tre- 
| ports from big stores. 
Over 10,000 more at work. 
Prospects for autumn 
business bright. City 
quiet. Factories remain 


| very busy. 

è . €E. Districts: 
kish landings heavy in 
May, last month unre- 
stricted fishing. Prices 
low. Supplies exceed de- 
mand. Farming behind 
schedule because of wet 
weather, little sunshine. 
East coast ports’ timber 
trade slow, coal trade 
good at Hull. 

Midlands: Leeds, Leices- 
ter, Nottingham and other 
centres of clothing trades 
enjoying active conditions. 
Birmingham, Sheffield, 
Scunthorpe steel indus- 
tries very busy. Pressure 
continues on all Midland 
engineering centres. Pros- 
pects of working at 


iy capacity for months ahead 
BARROW 7G i are bright. 

B } Yyy W. & $. W. Districts: 

Welsh coal markets 


active, Tinplates industry 
busy at Swansea. Bristol 
and West England cloth- 
ing trade busier. Glouces- 
ter, Bristol. Swansea and 
other engineering centres 
continue working ate pres- 
sure. All ports in area 
report good demand for 
freights. 
N.W. District: Fair 
active wheat markets at 
Liverpool. Lancashire cot- 
ton and other textile in- 
dustries somewhat busier. 
Engineering, as elsewhere. 
very active. Coal trade, 
too. shows improvement. 
Barrew district furnaces 
stil working af pressure, 
unable to cope with de- 
mand, 
N.E. District: On NE. 
coast B4 blast furnaces 
Output 


now operating, 

is sti} below demand. 

Production remains sold 
months ahead, De- 
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for 


Durham and Northumber- 
land collieries almost sold 
output for this year, now 
contracting for 1838. 
Freights strong. General 
outlook much brighter. 

Northern treland: Con- 
ditions show some im- 
provement. Now over 
26.000 more at work than 
at corresponding time 
year ago. Shipbuilding, 
farming. distribeiive and 
building industries 
enjoying 
ditions. 


5% ro 10% 
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g. are 
improved. cone. 


“made in many directions for wages be- alle te 
yond this level. fo 
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liveries much behind time. | 


Slow-Up Set-Back Aes 
APPILY there are other factors = 
which will at least postpone the <- 

actual extent of any recession. One is the =: 


Many © 


- strictions on output which weal 


competitive power from 1920 t 
are returning. Here is a real dar 
when orders begin to flag at home 


High Price ‘Raws’ 
May Slow Up the Boom | 
ICHE other danger is the still increas- 
ing price of raw materials. The 
increase of £2 per ton in newsprint is 
not serious, but the increase of £4, pre- 
dicted by the end of the year, may be. 
Fortunately the steel situation is a little 
eased by the increase of imports and the 
expansion of production power at home; 


but the shortage of many other raw — a 
materials and forms of equipment is. — 






becoming increasingly serious. Prices 


rising slowly over a long period promote 


a boom, but prices rising sharply over a 


short period are the forewarnings of a. 
slump. Indeed, they are almost invarte =” 
able accompaniments of any boom’s last ~ 


stage. What is the situation now ? 


Expert Says Money 
Bags Heaviest Now 


HE foremost expert on the subject, 
Mr. Colin Clark, believes that our 
national income is already at its climax 
in the present cycle. For four years it 
has been rising by £300,000,000 a year, 
an unprecedented rate. Yet in the whole 
twenty-five years from 1865 to 1890 the- 
increase, expressed at present-day prices, 
was only {960,000,000. What wonder 
if the experts question the future! es 
Mr. Clark believes* that the peak of . 
employment will be reached this autumn, et 
when the unemployment figures “wil 
drop to a little below one and a quarter ee 


milion for a brief moment and then. © 


begin to rise again’. The cause for. 
the decline in investment ultimately. 
causing a fall in employment will 
be the lesser reward possible for. 
capital, owing to higher raw-material Rg 


prices and wages, which will have got > 


out of harmony with the purchasing 
power of the masses. Even the arma- 
ment boom, Mr. Clark believes, will be 
powerless to prevent this. Our own be 
lief is that, as the expenditure on equip- ` 


ment involved in the re-armament boom =- 
begins to diminish, employment in thë 


industries concerned will be affected. > 


Reasons That Will 








slowness with which the re-armament. 
boom is getting going. Although we =i 


may expect the inevitable acceleration oe 
due to mass-production when all the fac- 
tories are at work, the process of getting 
them built and equipped is taking more. 


time than was anticipated. In other- 


words, technical difficulties will tend. to. 


reserve more employment in the actual — 
production of arms for 1938 and 1939 _ 
than could have been anticipated. 


_ *The Economic Journal, June, 1937." ee 











ee French Franc-ly look 
For More Confidence 
© ECONDLY, there is every evidence 
J thatthe ex-gold countries are at the 
beginning of a genuine revival. If 
the French Cabinet can put its house in 
order, France would no doubt lead this 
revival. Unfortunately, French recovery 
is a matter of touch-and- -go. Any fur- 
ther rise in prices would mean a further 
fall in the franc, which would be fatal. 
Can M. Bonnet prevent this? To do so 
he must restore confidence; confidence 
can only be restored when the workers’ 
present irresponsible mood has passed. 

























U.S. Pays, Too, For 
‘Its Social Reforms 
_CROSS the Atlantic America ap- 
r į pears to be paying a similar price 
for social reform and wage rises intro- 
duced at a time when financial reform 
is the first necessity. There is a tempor- 
ary setback to revival, but its causes are 
_ hot political: rather they seem to be 
o associated with the failure to get that 
¿o fundamental of revival, the building in- 
<o dustry, going. This, in turn, is appar- 
ently due to a curious combination of 
high wages, labour restrictions, a lack of 
skilled labour and the small, uneconomic 
units into which the business is split, 
which do not permit of rapid, efficient, 
organized expansion. Such a trouble in 
the country of mass production is quite 
unexpected, but the ablest commenta- 
tors agree that this is the chief impedi- 
ment to a rapid continuation of a 
nation-wide revival, apart from diff- 
culties in the flood-swept areas and in 
the tracks desolated by sandstorms. 






Germany’s Danger To 
British Steel Trade 


HE position of the totalitarian states 
is different. Although revival has 
© come very late, it is nation wide in both 
_ Germany and Italy. German unemploy- 
: ment is now lower than British; her 
-exports of steel, and steel products par- 
ticularly, are again expanding; and the 
reorganizing of her iron and steel 
industries under the Goering scheme 
will mean severest competition for this 
country when Germany is again able to 
export largely. 

. Indeed, the use of Corby’s original 
methods for the reclamation of poor ore 
may greatly reduce German steel costs. 
In these circumstances the older mar- 
ginal plants in this country will become 
rapidly obsolete. Significantly, the need 
for reorganizing the entire steel industry 
on a national basis by an impartial body 
is suddenly and urgently stressed by The 
Times, a frequent precursor of unex- 
pected official action. 







‘ Furriners ’ May Be Key 
To British Prosperity 


LTOGETHER, British business 
opens the new season with the 
brightert prospects in every branch of 
industry. Further, the new possibilities 
of sales abroad cannot be over-rated as a 
safeguard when depression comes. For, . 


as we have indicated, 2 i 
Eastern and European prosperity w 
probably outlive our own, since we are — 
several steps ahead of everybody else or sound opportunities. 
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Better Business By 
Giving These Facts 

N ALES of a branded line of cotton 
Msheets have been increased by over 
12 per cent by means of a “Certified 








a Quality Plan’. 


_ On each pair of sheets particulars of 

. the materials used in making them, how 
they are made, the kind of service they 
will give, how they should be cared for to 
get the longest possible wear, and so on, 
are given. For example, under the head- 
ing of service, is stated: ‘Strong, 
durable fabric for maximum service 
... etc. The fabric takes up to a 
75-pound pull . etc.’’ On the ques- 
tion of getting long wear from the sheets, 
the firm point out that they can be 
washed without special care at home or 
at a laundry but advice is given against 
the use of strong soaps or bleaching 
powders. The effect of these on the sheets 
is stated. 

This plan is being used by a Canadian 
manufacturer. He claims that letters 
received from customers-~and the results 
shown in rising sales—proves that the 
jdea is appreciated by the public. It 
gives them detailed facts about the 
‘manufacture and background of the pro- 
duct which are not usually revealed by 
firms. Thus, while appreciating the use- 
ful information, they also gain a feeling 


ž 


> 


Replacing the old-time confusion of the hardware shops are these new displays of 
the R craftsman-made ware manufactured by G. H. Williamsom & Sons, 
ie. Ltd., a unit of the Metal Box Co.'s progressive group. - 


Marketing and Sales Man age 


of confidence about the sheets because 
they know ail the essential facts. 


Q 


Have You Tried Out 
These Display Positions ? 


TOST menufacturers struggle to 
4/8 get their goods displayed in shop 


windows; but there are other 
worthwhile spaces to be filled inside 
stores. 

This fact has been brought out 
strongly by a firm which has investi- 
gated. Their salesmen questioned the 
6,000 retailers on the books. The firm 
wanted to find out from the men on the 
spot the best display positions inside 
ordinary shops. 

According to the information collected, 
the best selling position is near the scales 
and the wrapping counters. Most cus- 
tomers go to watch weighing. In 
drapery shops they watch measuring. 

A number of retailers said that dis- 
plays of fancy goods near the scales or 
the wrapping counter pay well. In some 
cases sales here had doubled. 

The type of goods selected for display 
at this key point are mostly seasonal 
products or the kind in fairly constant 
demand. Such goods must be attrac- 
tively packaged. The price, too, must 
be reasonable as goods sold this way are 


an 


tric, Ltd. 





generally ‘‘extras’’, that is to say, the > 

customer had no idea of buying such a 

product when he or she entered the shop. 
Another very good display spot is by 

the cash register. Again, most customers 

walk up to the till to receive their 


change. | 
Most change given out includes 
coppers and small silver. Therefore, 


articles displayed at this point stand a 
much better chance of sale if they are 
low in price. 

An interesting point brought out is 
that where there are three displays on a 
counter, it is usually the middle one that 
gets best results. In most cases packaged 
and branded goods get most displays. 


O 


House-to-House Sales Plan 
Increase by 32 per cent 

N the Midlands a small paint manu- 
J Ecturer has been using a sales plan- 

that could be adapted readily to the 
marketing of many kinds of goods. 

The scheme is a house-to-house can- 
vass by men equipped with all the kit 
for carrying out a painting job. The 
theme behind the drive is to develop the 

“paint it yourself’’ practice. The sales- 
men offer to demonstrate how simple 
such work is by painting or enamelling 
some small object about the house. 

During the demonstration the sales- 
men hand the brush to the householder 
and invite him or her to "have a go” 

The number of sales resulting from this 
scheme is remarkably high. During the 
three months it has been in force the 
manufacturer says his sales have gone up 
32 per cent as compared with the corre- 
sponding period last year. 


Q 
Neon Signs for 
Motor Vans | 
mobile neon device bas 


NEW 
Å reen developed by Technical 
Inventions, Ltd., London. The 


apparatus is for operating signs on i 
motor vans. OF eo 
The initial costs and running expenses 5 
have always been against the use of . 
neon signs on vehicles. It is claimed = 
that the new development eliminates 
these difficulties. : 








Oo 
Battery Turntables 


for Retail Windows 










OVEMENT is alw ays | a i ; oe ae 
M tive aid to display in- 


windows. For 
who have no mains current, ‘how : 
a new battery-operated turntable stand - 
is being marketed by Orel-Micro El 





One model, costing 70s., carries and fie 
turns in either direction a toad: ot. dis 
played goods up to 3- a 
working $, 000 hour on 
eee ii for Is. 6d. os 
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Ww A ANY years of experience in mar- 
keting various types of electrical 


| products have enabled us to de- 
_ velop a technique for selling electric 
lamps which has proved highly success- 
-. ful in the past five years. 

The first and most important con- 
Sideration has been that the product 
Shall be the best of its kind, and to that 
end nothing has been spared in equip- 
ping our factories with the most modern 
machinery. It is an established part 
of our faith that an article that is not 
the best of its kind is not worth adver- 
tising or sales effort. 





Distribution is Through These 
Main Channels 


Electric lamps are distributed to the 
general public through channels that 
are probably similar for other com- 
modities in other trades. The demand 
can be roughly divided into two main 
classes: The first, lamps for new instal- 
lations, and the second, lamps for re- 
placement. The first category is, 
generally speaking, supplied through 
the medium of the electrical contractor. 
The second category, however, is not 


We Tell The User FACTS About Lighting 


2 “That a definite relationship exists between | 






Advertising, Yes; But Service to 





By T. H. WINDE 
Sales Manager 2 Crompton La ; 


wholly supplied by these installation 
contractors but, particularly in the case 
of the domestic installation, often sup- 
plied by the ironmonger and domestic 
store. Both of these retail channels of 
distribution may be supplied either by 
the manufacturer directly or through 
wholesale distributors. 

The manufacturer's problem resolves 
itself principally into promoting public 
demand by various methods and pro- 
viding an adequate number of distribu- 
tion points, both wholesale and retail, 
throughout the country. The promo- 
tion of demand by advertising has 
received considerable attention, and 
most recognized methods have been 
used in some part. Experience in 
marketing electric lamps endorses the 
general experience of marketing other 
commodities that the bulk expenditure 
is best devoted to the Press, closely 
supported by good poster advertising. 
Finally, and as adequately as possible, 
tied up with the dealer by window and 





ite re ighting-efficiency and work-efficiency is no 
. mere theory, it is incontrovertible fact—and an. extremely important fact to the business 
- man. The strength behind our advisory service to light users is: the scientific equipment 
~ and the technical training which. our staff employ to demonstrate this fact” ~ 





“free advice on 
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counter displays at the poi 

The company’s 1937 pu 
gramme has been set out im c 
book form, in colour. TI 
fact, forms in itself a vitally 
piece of publicity. 





Our Complete Publicity Can 
is issued in prini 
As it is a fully expla: 
of the Crompton campaign 
son ahead, it provides power 
for the salesmen in their 
customers and prospects. 
it shows clearly to trade ct 
the liberal support the co 
to give in the way of pr 
advertising. It is alsa v 
another way to the trader. 
reproductions of window 
material and ranges of special | 
lets that he can order for his owr 
(order forms are provided) by oi 
the key numbers, g 
_ Copies of this book will be | 
salesmen to 16,000 dealers fo 
and guidance as explained above 
will also be posted to the dire 
larger reselling businesses thr 
country. 
Such readers, of course, will ṣ 
ploy the books as their bave 
they will gather from the s 
out pages an impression of the 
of the company. In this wa 
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builder. 

























sting demand, th 
very “eon clusive proo fol 
a force of men whose sole 
tacting with the lar ger user: 
and commerce, making ti 
the basis of selling “More and 
light’. These men 
educated and e quipped to 
OFT i amin a tion ee na 
thorough manner, and thei 
devolve, after N 

advice, into passing i 
the electi $ cal . contr ae to 
for execution. i 
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itis a positive: fact th xt 


20 


great majority of factories, offices and 
houses the artificial lighting is unsatis- 
factory. 

This service is given by our staff of 
illumination experts who are equipped 
with scientific instruments which enable 
them to examine with absolute accuracy 
the lighting conditions, both natural 
and artificial, of any building interior. 
These men are qualified to recommend 
the right intensity and quality of light 
necessary for various manufacturing 
processes, shop window displays, office 
lighting, stunt lighting, or any other 
purpose. What is more, too, they can 
show the results obtained by the appli- 
cation of their advice. 

After such advice has been given they 
may, of course, make certain recom- 
mendations for electric bulbs, fittings, 
etc., but this business they pass on to 
the electrical contractor or wholesaler. 

It is the policy of the company to 
allow the user or reseller to select his 
own source of supply, and it is the duty 
of the sales staff, for which they are 


_ adequately remunerated, to transfer the 


orders to the dealer or wholesaler 


selected. 


Great Attention is Devoted to 
Training Salesmen 


Much attention has been given over a 
period of years to the training of the 
sales force. The salary and commission 
basis is standardized. Motor cars are 
the property of the salesmen, but are 
adequately paid for by a basic fixed 
sum paid quarterly, plus a mileage rate. 
All out-of-pocket expenses are paid. 
The men are very carefully selected and 
spend about a fortnight to three weeks 
preliminary, or refresher training, in 
each year, plus weekly conferences. 
Training is comprehensive and the 
syllabus contains elementary practical 
electricity, principles of illumination, 
the development and manufacture of 
the product, salesmanship and its 
applied psychology. 

A good portion of time is spent in 
specialized selling in conference rooms, 
where an attempt is made to reproduce 
the actual selling conditions met with 
on the road. It is generally recognized 
in modern business that the salesman 
must be properly equipped mentally, 
physically and financially to produce 
adequate results. 


STING BRILLIANT, 


pont aa. 


This is a section of the special Crompton book in which is published full det 


These facts form the basis of the com- 
pany’s selling policy. 

Crompton men are trained to recog- 
nize the responsibility which they carry. 
The quotation of a reminder which 
appears in every sales office epitomizes 
the thought. A study of psychology of 
both customer and salesman has been 
made one of our greatest considerations. 


A Right Sales POLICY is 
Essential 
Successful business to-day requires a 


clearly defined policy, unique in some 
respect (if possible) to stand out from 


competition and so avoid either 
monotonous mediocrity or ‘“‘price 
selling’. 


Such a policy must be as completely 
understood and interpreted by the sales- 
man as by his employer. This demands 
thinking alike, speaking alike, acting 
alike; and this result can only be 
obtained by continuous constructive 
association together. 
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The discussion of details and criticism 
of results must only be a smaller part 
of the whole problem of envisaging and 
building a bigger amd more comprehen- 
sive future. 


We Check Ourselves Against 
This Question 


There are personal considerations for 
the sales executive as there are for sales- 
men. The saying is now so old that its 
significance seems lost, yet never a more 
thoughtful remark was made than: 
‘Build your men and you build your 
business.’’ 

How do we build our men to-day? 
Do we provide them with a clear under- 
standing of our aims other than the 
broad demand for more orders and no 
bad debts? 

That is the question we constantly 
ask ourselves and one on which we 
endeavour to frame our constructive 
sales policy. 


Gives Fillip to Sales in Quiet Times 


has been organizing special sales 

of his famous branded lines 
through the retailers. The method is 
to supply them with special stocks 
which for one reason or another can be 
reduced in price, often because a 
delivery of leather is not quite up to 
the exactingly high standard set for the 
brand. : 

Retailers welcome the opportunity to 
display a well-known quality shoe at a 
lower price and co-operation is assured. 
These sales do not include any other 
manufacturer’s lines and are entirely 
separate from the seasonal. sales. 

The idea might be extended to other 
industries to make a selling event 
during months when sales curves are 
inclined to sag. If the sales were 
staged regularly, methodical customers 


À N enterprising shoe manufacturer 


“would plan their buying for these times 


and a steady ‘‘sale’’ trade could be 
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built up for cheaper qualities of a 
particular brand. 
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Output Up 5% 
Light Bill Only 0:2% More 


P AKE the case of a London firm 
í of metal workers. They recently 
had their plant completely re- 
lighted by a modern system. Result? 
Output has gone up 15 per cent. 
There are several reasons for this 
apart from the obvious fact that the 
workmen can see to do their jobs more 
easily. Work is done more accurately, 
consequently there are less rejected 
articles. 
In telling us about the change, an 
executive said: “We have been sur- 


prised at the decrease in the number of 
complaints about headaches and feeling 
of sickness.” 
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ails of the whole of the company’s publicity campaign. 


The dealer can select from the reproductions of press ads., posters, booklets, showcards and window display material any items for 


his own use; he simply quotes the code number and orders 
window displays, a unique and very helpful feature 


from the company. The illustration here shows one of the self-erecting 
of the book 


PRODUCTION, MANAGEMENT AND EQUIPMENT 
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S far back as 1926, J. Lyons & 
Ac. took the first step towards a 
reform of costing methods, which 
has since proved itself of the utmost 


value. In that year we began the 
experiment of calculating in decimals 
throughout our internal accounts and 
costings. 

Close observation and study of the 
decimal system as it is applied through- 
out the U.S.A. had convinced the con- 
trolling body of our company of its 
great possibilities in the way of both 
convenience and economy. Our reorgan- 
ization scheme was, therefore, based 
not on mere theory, but on severely 
practical examples. There were, how- 
ever, many problems to be faced in the 
adaptation of the system here. Besides 
being a reform of a highly revolution- 
ary nature, the question obviously 
demanded the very closest scrutiny 
and a protracted try-out under actual 
working conditions. 

In addition, the fact that decimals 
would directly oppose the sterling 
system adhered to generally meant that 
their scope could be limited only. 
Would the advantages of the reform 
warrant the cost of the change-over? 

It is now eleven years since we went 
over to decimal calculation. The re- 





Says :— 


He believes that this 


form has been an unqualified success. 
Measured in terms of cash, it has 
resulted in a saving of thousands of 
pounds annually. 

It should be stressed straight away 
that the use of decimals is closely 
inter-related with the employment of 
mechanized methods in costing work. It 
will be generally admitted that the pro- 
gress of the machine in costing depart- 
ments is a development of the first 
importance. 


Decimals Facilitate Use of 
Machine Accounting 

In plain truth, the use of the calcu- 
lating machine—as opposed to the add- 
ing machine—wholly depends on the 
use of some form of decimal currency. 
The complicated three notation British 
£ s. d. system can never be really fully 
applied to machine calculation proper. 
The calculating machine is, indeed, the 
product of countries which use decimals 
—with Germany and America the 
pioneers. Great Britain’s progress in 
the development of this vital factor 
must necessarily remain at a less 
advanced stage whilst she adheres to 
£ s. d. Our impracticable system for 
calculating not only currency, but 
weights and measures, etc., prevents us 
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saves Us, In Cash 
‘Thousands A Year’ 


says J. R. M. SIMMONS 


Assistant Secretary 


J. Lyons and Co., Ltd. 


Sir ISIDORE SALMON, C.B.E., D.L., 
J-P., M.P., Chairman and Managing Director 


“That which is of value to the Lyons business must also 
be of value to every other business in the country.” 


country’s adoption of decimals 


would mean a saving of millions of pounds annually 
through the great amount of time and labour saved, 


from 


effecting many of large 
economies already being secured by 
competitor nations. 
This is How We Use The 
Decimal System 
The unit selected in our own concern 


for the basis of decimal interna! 
accounts is the penny, since most 
prices of individual goods related 
to the 1d. rather than to the £. Al 
detailed accounts are kept i pence and 
one decimal place of a penny, though 
the aggregate accounts furnis! to thi 
Management are converte the 
nearest pound. For this purpose, 
special conversion tables have beer 
devised and printed for the use of th 
staff. 

The operations for which a de imal 
currency is used in conjunction with 
calculating machinery can be broadly 
classed under two heads 


(1) The preparation of costi 
calculations made for t 
of determining the cost 
vidual articles manufactured. 

The accounting, i.e., the ki eping of 
records to show the actual perform. 
ance of the various departments— 
manufacturing, distributing, selling. 


e purpose 


indi 


(2) 


INRY FORD claims - 
common fractions and to 
- His adoption of 


mies in the Ford Motor 
Dagenham FE 


ide the inch into tenths only. Be a 


I np e decimal, instead of common, fractions of the inch have the advantages 
of the metric system without the disadvantages that are sometimes offered 


ainst this latter for general use. | 


ee Costing 
- For the sake of clarity it is best to set 
out a typical but imaginary costing, 
giving details of the various ingredients 
used in the manufacture of an article: 
ch an example is reproduced here. 
-This in itself should provide anyone 
familiar with costing work a striking 
visual proof of the immense simplicity 
which can be obtained by using 
decimals. 
Compare it with the appearance of the 
-same costing operation carried out in 
fs. d. The illustrated table shows the 
<= translation of cost prices in sterling to 
- decimal prices and calculations made 
-by machine in order to arrive at the 


x total cost of the finished article. 


: <; The showing of weights in pounds and 
decimals of a pound, and not in pounds 


amd ounces, is of particular interest. 


“This further extension of the decimal 
system is at present confined to office 


work. But recent experiments with 


- decimally-calibrated scales in factories 
themselves give good hope of a further 
extension of the system shortly. 


“Accounting : End-of-the-Month 


Peaks Eliminated 
> The basis of the internal accounts, or 
cording of the movement of stock 
rom one department to another, is the 
very note which accompanies the 
is, a copy of which is returned to 
e costing department by both the 


ending and receiving departments. 
‘This note often deals with a large 
riety and range of goods. Since all 
rices have been decimalized from the 
first; however, the calculation of the 
ue of these goods can be worked out 
ry rapidly with the calculating 
C “The system has now reached such a 
‘pitch of efficiency that it is possible 
‘for the office to keep absolutely abreast 
‘of the actual position in any one of the 
uamerous departments. The compli- 
ated business of end-of-the-month ac- 
ounts no longer exists, and the whole 
of the costing work is evened out. The 
ralue of this state of affairs needs no 
mphasis. : 
It has been wrongly suggested that 


‘decimals can result in approximations 


The Decimal Association 
Our Chairman, Sir Isidore Salmon, 
who is also President of the Decimal 
Association, said in a recent reference 
to the use of decimals: ‘‘That which is 
of value to the Lyons business must also 


< the Decimal Association makes it clea 
“that more business men are becoming 


aware of the opportunities. es 

It is, we consider, to the advantage of 
the heads of businesses who believe 
in the progress of mechanized costing 
to study this question. 


business, and to the country generally, — 
if they came to a definite decision and 


supported present efforts being made to. — a 


introduce the decimal system. If we 
are to gain the full benefits now being 
reaped by competitor countries from 
their use of decimals, there must be no. ~ 
question of the opinion of the industrial. 
world towards the reform. ai 


FACTORY COSTING 


MATERIAL 


Mixing + 
Flour 


Butter 

Egge 

Glaser Cherries 

Currants 

Sultanae 

lemon Peel 

lemon Essence 

Baking Powder. 

Colouring 

Fresh Milk 

Granulated Sugar 
Total Mixing 

Caster Sugar Dusting 


PACKING 


Gresaeproof Bands 
Grenseproof Bottons 
Printed Wraopera 


Boxes 


LABOUR 
OHRECT MANUFACTURING & PACKING 


DIRECT BF FROM CONTING NG. 


TOTAL MATERIAL. PACKING & LABOUR 


S N 


FACTORY ONCOST « 1-6 


only. Since the products of Lyons are ; a 
nearly all articles of small value, costing 


to a very fine margin is essential. 
fine margin is, in fact, achieve 
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FACTORY 
COST 


D PER inet ¥ 


13,568 
28467 
15.00 
Tatl 
2.94 
1,59 
2695 


QUANTITY 
PEA UNITY 


10 
10 
16 


10 


re PER ter 


20.60 
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It would be to 
the immense advantage of their own | 
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UR products are standardized; we 
know every part and material that 
-“ goes into them and the quantity of 
1 item required to build one unit. 
Vith this basic information it is the job 
of the Material Control Department to 
provide supplies of materials and parts 
-in sufficient quantities for production of 
a predetermined programme and yet to 









hold down costs by maintaining the in- 


_ ventory investment at the lowest pos- 
_ sible level. 


‘he Control Has These Main 

Objectives 

© Before giving details of this control 
-I ought to mention a few important 
aspects of material control in relation to 
the general operating economy of the 
yüsiness. 

© Continuous Production: The main work 
of the material control department is to 














a direct bearing on factory costs and 

profit. 
oOo Customer Goodwill: The customer 
=- generally wants delivery on a certain 
_ date and will probably extract a delivery 
_ promise from the sales department. It 
_ we keep our delivery promise we shall 
- have laid the foundation for that cus- 
ii tomer’s goodwill and for a reputation of 
< reliable service. Regardless of whether 
=- the time allowed to fill an order be short 










Control Plan that 








Cuts Down Cash Investment in Sto 


_By JAMES FREER 


Chief of Engineering Records and Specifications, 


COSTS 
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Bodies Ltd. Formerly Assistant Material Super’ isc 


General Motors of Canada 


or long, every effort must be made by 


the material control department to pro- 
vide materials in time to meet the re- 
quired delivery date. | 

Economical Inventories: One way to 
ensure proper supply of materials is to 
turn stockroom into a warehouse: but 
manufacturers cannot afford to become 
warehousemen of raw materials and 
parts. That ties up too much capital 
and needs too much storage space and 
handling. Further, material deterior- 
ates in storage; it may become obsolete 
through changes in design. 

The second function of material con- 
trol, therefore, is to keep inventories at 
a level just sufficient for current produc- 
tion, plus a predetermined margin of 
safety—-and no more. With the higher 
costs now obtaining on purchases gener- 
ally, the amount of the company's capi- 
tal invested in stocks is on a rising scale; 
an effective inventory control is there- 
fore of vital importance. 

Departmental Operating Economy: Just 
as our products are made up of a few 
large parts and many small parts, so 
our departmental operating economy is 
made up of a few large economies and 
many small economies. l 

To illustrate material control, sup- 
pose we are producing 100 units a day, 
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3 No. 


materials will secure 
safety th 
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| Paved on a benie of A sexta ant | 

















ally the ideal way to provide | 
for this production would be - 
flow of roo sets of material e 
but this is not always prac 
economical, and it is not s 


500 a week, 2,000 a month. T 
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every two weeks; down to 
2,000 4 month. It will selio 
sary to take delivery at one ¢ 
than a month's supply of any 
This is practical economy. š 

Having regard to the bulk, cost 
kind cf material and also the | 
and reliability of the source of 
we move our delivery schedule 
production two days, a week, fous 
or a month. That is safety, ax 
provides against a sudden incr 
production. 




















Why Source of Raw Mater 

Supply is Importany 

Besides the bulk, because of | 
space; the cost, because . 
vestment; and the kind of m 
cause ef the length of time ¢ 
process; the location and reli 
the source of supply are imp 
tors to be considered in estal 
bank or amount of stock to be cx 
our margin of safety. 
If the source is located near bs 
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CS away OF UY a 
~ Planning and control of material Ly 


-be divided into seven principal op 


requirements; 
Authorizing and 
; liveries; 

3) Receiving and checking; 

4) Disposition of defective stock; 
} Provision of material for service, 
repair, or special orders; 

) Storage and issue to production; 

Annual or semi-annual inventory. 


de- 


securing 


Gives Ample Information With 
| l Least Effort 
© To provide all the information in an 
. easily accessible form and at the same 
_ time to avoid duplication of records and 
= waste effort, which commonly arise in 
© an expanding business, the following 
system was developed for an important 
_ manufacturer and has since been adopted 
by other concerns. 
An important feature is that the entire 
“record of each part is carried on one 
“master card; there are no requisitions 
to write, and no perpetual stock inven- 
tories are kept. Information on which 
“the record is set up is drawn from only 
© four sources outside the material control 
and purchasing departments: 
ceno {1) Engineering Release or Bill of 
_ Material; (2) Manufacturing Programme; 
(3) Inspectors’ Defective Material Re- 
“ports and Non-Productive Disburse- 
ments; (4) Production Report, which 
last is used only for ascertaining the 
“amount of stock on hand at any par- 
ticular date. Source and price informa- 
tion, vendors’ invoices, and receiving 
-o reports complete the record. 


‘TOTAL NO, JOBS 
X NO. POS. PER JOB 
= TOTAL POS. R=EQD. 


ADD CUMULATIVE NON- 


PROD, DISBURSEMENTS 
==GROSS QUANTITY 























excluding the actual purchasing: 
Calculation and requisitioning of |. 


Z| CUM. GROSS RZQ 
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Get to know why workers lea 


“able to eliminate the causes so _ 

















that their successors will stay 











From the engineering release we set 
up on our material card {see illustration) 
the description and part number of the 
material, the model numbers of the pro- 
ducts in which ‘the material is used, and 
the quantity of the material required 
to build one unit. Later I will ex- 
plain how engineering changes are taken 
care of. 

Next we take the manufacturing pro- 
gramme, showing the number of each 
of the several products scheduled for 
production over a period, and this cumu- 
lative total, multiplied by the quantity 
per job, gives us the cumulative produc- 
tion requirements of material, which is 
written in the column on the left-hand 
side of the card. In the non-productive 
disbursements column are written par- 
ticulars of every withdrawal of material 


from the stock room for any purpose 


other than the manufacture of the pro- 
ducts shown in the engineering releases 
and set up in the upper section of the 
material card. 


Tremendous Amount of Clerical 
Work is Saved 


No further record and no requisitions 
are necessary in the case of withdrawals 
of material for productive purpeses, and 
as 9g per cent of withdrawals are of this 


MAKE PURCHASE ORDER 
TAKING ALL INFORMATION 
FROM MATERIAL CARD 


WRT NO. 
PRESCRIPTION 
mee 


r wh 


: vour employ: you má then be | : Phe oid 28 
y oe pe y Oooo z |. required requisitions for. every 
| © drawal of stock from the stcck i 


them, the irksome signing by foremen, 







pom 
We save, in addition to the requisitions 
themselves and the labour of writing 













the man-hours spent in going to and). 
from the stock room for stock, store- 
keeper’s time in handling the requisi- — 
tions, clerical work in connection. with 
the requisitions and their filing. 

The stockroom, being provided. with 
copies of production orders and bills: of © 
material, operates as a production depart- 
ment picking stock and delivering it to. 
the production lines in accordance with the o =: 
production orders. Only where unspecified 
material is required are requisitions neces- < `i 
sary. Such material is requested on excess oy 
material requisitions signed by the depart- <) 
mental foreman. All excess material. 
requisitions are investigated and, if found 
necessary, the material is added to the bill 
of material, automatically eliminating 
requisitions for that part in the future. 

The saving of clerical work in handling = 
requisitions is reflected in the cost depart- — - 
ment, where a standard unit material cost 
is set up from the bill of material, excess 
requisitions being shown as a separate item. 

Returning to our material card, the next. 
column, ‘‘Gross Cumulative Require- _ 
ments’, is simply the addition of the- 
productive requirements and the non- 
productive disbursements. 

On the right-hand side of the material 
card we write the quantity required to 
make the cumulative orders balance gross 
cumulative requirements. H our manu. . 
facturing programme is not subject to. 
much fluctuation or the items are of little. 
value, delivery instructions are written in 






the right-hand column and copied in the 


(Continued on page 60) 
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CHECK ORDER AND 
WRITE NO. AND 
DATE ON CARD 
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Us FIGURE- FACTS 


Formerly Wages Analysis took 10 days: Job Costing on Service 
was haphazard Sales Analysis was incomplete and had. : 
time-lag. The changed system made all figures more con 
brought them continuously up-to-date and enabled us 


BUDGETARY CONTROL OVER THE WHOLE BUSINE 
By J. L. BAXTER, A.C.A. 


Wilmot-Breeden Ltd., Birmingham 





CUTTING 
COSTS 

















HEN we installed a system of 
standard costs and budgetary 

_* control in our factories, it became 
learly revealed to us that much of the 
nefits. we naturally expected from 
hese steps was being lost because of the 
long time it took to prepare the necessary 
‘statistical data. 






















Thus, for each productive department 
in the factory we have an analysis of the 
productive labour by product and the 
D, analysis of the non-productive labour by 
; type of expense. 

Under our old method the 


operator details of the work don 
tity and the piecework pric 
obviously a detailed and very 
procedure. 

it is possible for operativ 
other departments to work 


j 











wages were booked in the factory 
by checkers, who, on receipt of 
the inspection ticket for the work 


as 30 Or more jobs in ans 
of which may be repeated 
of the week, and the wee 





































done and by means of a 
schedule of all piecework 


ruled vertically to prov de | 
zach day and final colg 





A le. prices operative in their amount. The various 
department, would enter on the left-hand side of th 
<4 Yo ona weekly card for each the inspection tickets came i 





the quantities were ente 
respective columns, DODSPHE 
end of the week it was nece 
add the various items. 

The wages week ends on: 
—~the whole day on Sz atur 
up ine ompleting the entr 
vious day and cross acic 
rota made on the Monday and Tue 
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; Pierce meant that the cards were not 
Below - Fig. 3 ver in the wages office until late « 
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< Modem methods of control are based 
On up-to-the-minute facts, that is why 
modern methods do give control. But 
we were not getting current facts, we 
were getting history: historical facts too | 
old to be usable in any system of real 
control, 
Particularly was this true in regard to 
our wages analysis, where it was not 
unusual for ten days to elapse between 
the end of the working week and the 
receipt of the completed wages analysis 
from the wages department. 
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We Need a Wide Wages Analysis p~ —-— 


© The dissection of wages that we need 
is quite extensive and entails the 
analysing of a total weekly pay-roll of 
about £8,000 over the following head- 
ings: 
<: {1) All wages analysed over approxi- 
mately 50 productive departments. 
_ (2) All productive wages analysed over 
21 productive groups. pjes 
3) All non-productive wages analysed Te 
-uneer 23 gst a 3 oon n 
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payment on the following Friday was 


immediately commenced, so that it was 


impossible to start the analysing of the 
wages until the following Monday. 

Obviously, figures coming in so late 
have only an historical interest; they are 
much too far behind current events to 
be of any use in the management for 
effective control. 


This System More Quickly Gets 
at the FACTS 


The Paramount system was considered 
as a means for speeding up and obtain- 
ing the necessary information in the 
shortest possible time. To this end the 
Paramount card (see Fig. 1) was de- 
signed. These cards are in four colours, 
two colours being allotted each factory, 
and one colour in each case being for pro- 
ductive and non-productive labour. One 
of these cards is used for each job for 
each operator. 

The cards are issued to the checker in 
each department, gang punched for 
department number and check number 
and as far as possible for productive and 
non-productive code. All punching is 
completed by the checkers before the 
cards are returned to the wages office 
and they are ready for immediate 
handling. 

The Paramount cards are returned to 
the wages department daily, where they 
are first extended then sorted into check 
number order and entered on the weekly 
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Mr. J. L. Baxter, A.C.A. 


wages card summary (see Fig. 2), and are 
then sorted and tabulated over pro- 
ductive and non-productive headings. 
By this means it has been possible to 
build up the pay-roll and analysis daily, 
so that when necessary we can obtain 
to-day an analysis of the operations in 
any particular department for the pre- 
ceding day. 


Here Is a Saving of A Full 
Week 


The building up of both the pay-roll 
and the analysis in this manner means 
that at the end of the week we have only 
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one day’s wages and analysis to deal 
with, and, therefore, the wages analysis 
for the preceding week ended on the 
Friday can be in our hands on Tuesday 
afternoon. This represents a saving of 
approximately a week over the old 
method. 

A further advantage which we have 
derived from this method of daily book- 
ing is that by means of a duplicate 
carbon ticket behind the Paramount 
card, the one writing of the ticket pro- 
vides information for both wages and 
progress departments, thereby dis- 
pensing with the need for duplicate 
records being kept in the factory. 


Has Made Our Cash Business 
More Profitable 


In our London depot, where we do a 
considerable cash business in service 
work on cars, we have extended the 
Paramount system for job costing and 
stores control. Through it we are now 
able to get completely accurate costs for 
all work in far shorter time than before. 
The result is that for every job done at 
this depot an accurate profit-making 
charge can be made instead, as under 
the previous best conditions, of a charge 
based mostly on estimate or guesswork 
that might or might not prove profitable 
to us. 

In other words, by giving us all the 
facts promptly, the system has removed 
uncertainty and has enabled a progres- 
sive control to be maintained over the 
depot. 

Paramount sorting is also in use in the 
control of our stores for both productive 
and non-productive materials. The 
stores requisition (see Fig. 3) is made out 
in triplicate, the third copy being a 
Paramount card, and by means of this 
card all requisitions are sorted and 
analysed as to department using, the 
store issuing, and, in the case of produc- 
tive material, over the sales code of 21 
headings and under 19 productive mate- 
rial groups. Non-productive materials 
are analysed under approximately 40 
headings, and by the Wednesday morn- 
ing following the working week ending 
on the Friday, this information is in our 
hands for the proceeding week. We are, 
however, able to use this information 
daily as and when we need it. 


Quicker Sales Statistics Made This 
Vast Difference 


Considerable benefit has been gained 
by the adoption of Paramount sorting 
for the preparation of sales statistics. 
An eight-copy invoice set is used, com- 
prising customer’s copy of the invoice, 
advice notes, delivery notes and various 
other copies, the final copy being on a 
Paramount card (see Fig. 4). Provision 
is made on this card for analysing total 
sales over areas, inter-depot trading, 
customers’ account number, sales of 
items other than productive, and sales 
of productive items analysed over 21 
headings. 

Provision is also made for tabulating 


(Continued on page 60) 


The National Stand at this yean’s Business Efficieney Exhi 
bition will be the largest in the whole of| Earls|Conrti.. 
accommodating a more comprehensive range! of| Natiana 
Accounting Machines than has eyer before appeared| or 
exhibition. 

Visitors with an interest i 
should testelere avail thems 


ives ai this special opportunit 


to see the latest * National *) models in operation. 


Stands Nos. F3 and F4, Business Efficiency Kxhibidion, Earls 


Court, London. September 20th ta 29th 
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NATIONAL ACCOUNTING MACHINE SYSTEMS 


NATIONAL CASH REGISTER 
206-216 MARYLEBONE ROAD 





COMPANY LIMITED 
LONDON, N.W.1 
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Modern Equipment and Methods 
that Give You Better Results 


LOWER 


at 





Posting Hire Purchase Accounts at high 
speed 





first thought, the present condition 
of prosperity has done far more 
than the slump did a few years ago to 
induce business men to equip their 
offices for the double purpose; work 
efficiency and cost saving. 
eThe present full flood of the streams 
of industry has been, and still is, so 
bestrewn with difficulties in the way of 
raw material shortages, skilled labour 
scarcity, high pressure competition, and 
so on, that, in the very face of a boom, 
businesses are literally forced to adopt 
every measure they can for the speedy 
conduct of work at the lowest possible 
unit cost. 


Pies thought, ti as it may seem at 


‘BUSINESS’ Shows You What 
Modern Firms are Doing 


At this month of the year it has 
always been the policy of BuSINEss to 
tell its readers just what progressive 
firms are doing in the way of adopting 
these constructive cost-cutting mea- 
sures; how they are making use of 
to-day’s most modern equipment of 
services to improve their business turn- 
over and to reduce overhead costs. 

Ten years ago, or even less, it was 
possible to pick out as an exampl¢ the 
office of some well-known firm that 
had recently ‘‘gone modern’’; in other 
words, that had turned over from tradi- 
tional hand methods to mechanization 
in pretty well all departments. 

One cannot find such examples now. 
There are no stories about complete 
adoptions of modern methods. The con- 
trolling executives of the average firm 
long ago became equipment-minded, so 
that, to-day, it is simply a matter of 
recording what improvements progres- 
sive firms are making to their already 
high standards of equipment and 
methods. 

Every day, of course, sees fresh firms, 
through expansion, becoming in need 


COST 8. 


of more of the latest business appliances 
and services. And it is to such firms, 
particularly, that we give these indica- 
tions of what is being done. 

I must leave out the whole subject 
of mechanized* accountancy as it is 
much too wide to deal with as a simple 
item among many. The policy of this 
brief review is rather to indicate the 
‘“‘short-cuts’’, the ways here and there 
at specific points where modern appli- 
ances can improve the speed and ac- 
curacy of work and, at the same time, 
reduce its cost. 

Visible indexing, especially for sales 
control, is being more and more used. 
There still exists, to a certain extent, 
the idea that the range of “‘visible’’ 





Letter openers dealing with 60-70 per 

minute handle the post at Cadbury Bros. 

Ltd., where in-coming mail ranges from 
7,500 to 15,000 letters a day 





equipment is narrow. But when it is 
shown that there are available cards 
from about 24 by 14 inches to monsters 
of 12 by 17 inches the variety of records 
that can be kept will be realized. 

In one installation that we saw the 
records were housed in double capacity 
cabinets, which permit double the 
quantity of cards to be kept in the same 
number of cabinets normally used for 
single records. 


This System Gives You Complete 
Sales Analysis 

In this installation there were (1) 

Current Sales records on which travel- 

lers’ orders are entered daily in analysed 

form. These cards were double ones, 

giving very long life; (2) Traveller's 


BUSINESS for SEPTEMBER, 1937 





toste TLL! 


a To 
HAN 
ma as 













-4 


t- 


call cards, sent to travellers by the 
sales manager, thus ensuring that each 
traveller definitely calls on every cus- 
tomer at the proper time; (3) Analysed 
summary, by product each quarter, 
covering sales to every customer. 

The exposed edges of this complete 
record provide a visible graph that 
shows at once which customers are buy- 
ing, what they are buying, and what 
they could but do not buy. 

There you have a complete up-to-the- 
minute sales control over the whole 
country, kept by one clerk and housed 
in a very few square feet of the office. 

This type of record is also being 
applied to credit control, purchasing, 
stores, production, and so on. A great 
feature about it, too, that should be 
remembered is that it is as applicable 
to the small office organization as it is 
to the big concern. 


More and More Firms are Using 
Office Printing 

Another field that is being more 
profitably exploited by thousands of 
firms throughout the country is that 
of office printing. We visited recently 
a comparatively small firm of seed mer- 
chants and saw an astonishingly high 
class catalogue for direct mail being 
produced in the office. Net saving by 
producing these catalogues and other 
advertising material, letter heads, etc., 
the proprietor told us, was over £250 
a year—with additional advantage that 
production is under much more direct 
control. 

A big firm, conducting frequent and 
heavy direct mail campaigns, told us 
that from this factor of control alone 
they were getting enough benefit to 
more than pay for the installation of 





This steel slotted planning board makes 
graphical recording a quick and easy 
matter 
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EXECUTIVES are saving time and 
trouble with PHILCOPHONE 


INTER-COMMUNICATION 


SYSTEM 


. —GIVES MORE—COSTS LESS . 


A Philcophone gives you private and 
immediate two-way communication be- 
tween a Master Control Unit and one or 
more Remote Units in other rooms. 
Through the Master Control you can speak 
to all the Remote Units together or to each 
separately. The special Philco micro- 
phone-loudspeaker picks up your voice 
from any corner of the room, and relays it 


at whatever strength is desired. 


No trouble to install. Housed in an 








HILCOPHONE -mmm 


attractive walnut cabinet. Sturdily built for 
long, reliable service. A knob controls the 
volume, and a red signal light shows when 
the system is in operation. 


The Philcophone is one of the least expen- 
sive and the most convenient inter-room 
communication systems on the market. 
No rent to pay. No lease to sign. No com- 
plications. Write for full particulars today. 


Master Control and one 
Remote Station 


Extra Remote Stations, each 
2 gns 





in Se GC? 


or from 23/6 monthly. 





Demonstrations obtainable at Philco West End Showrooms, 193, Regent Street, W 


PHILCO RADIO & TELEVISION CORPORATION OF GREAT BRITAIN, LTD., PERIVALE, GREENFORD, MIDDLESEX 
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power-driven office printing plant, while 
the substantial cash saving on the work 
was so much additional advantage. 


Locates Those Perambulating 
Executives 


The automatic paging system for 
finding executives, wherever they may 
be, in a large office or works is another 
important ‘‘short-cut’’ that is being 
rapidly taken up. By coloured light, 
buzzer or combination of both, the 
phone switchboard operator saves hours 
a week, and the money and tempers of 
many callers, by being able automa- 
tically to catch the attention of a 
wanted executive who is absent from 
his office. 


Saves Both Time and Energy 
For Typists 


Time and energy are saved by using 
continuous stationery for repetition 
work. We have seen even long letters 
done on this principle, sheet two being 
a vertical continuation of the ordinary 
headed first sheet. The firm in ques- 
tion had a proportion of its letter paper 
made up in this way, the two sheets 
being divided by a tear-off perforation. 
Triple sheets were not considered necés- 
sary in this case, as examination showed 
that only very rarely did a letter run 
to three sheets of single spaced typing; 
though the proportion requiring two 
was high. 

* Minutes were saved on every double- 
sheeted letter by eliminating unneces- 
sary movements for the typist. 

In this same office, address labels in 
continuous rolls were used for big 
single-shot mailings where addressing 
machine plates were not necessary. 

When continuous stationery is being 
used the work of typists can be still 


The clean sweep of this corridor is typical of modern office design. 
flush doors are surfaced with Bakelite laminated material. 


Survey 


of the year’s 


Most Modern 
EQUIPMENT 


Turn to Page 34 





further lightened and speeded up by a 
special little crank handle that can be 
fitted to the platen of any typewriter. 
This gadget eleminates the ordinary line 
space shifting, and enables the paper 
instantly to be wound into any 
required position. 


- Loud-speaker Phones Help 
Busy Executives 


Introduction during the last month 
or so of a new low price inter-office 
loud-speaker phone brings this enormous 
time-saver within the easy reach of 
even the very small organization. The 
ability for executives to remain seated 
at their desks and exchange conversa- 
tion with one or more colleagues any- 
where in the organization needs no 
emphasis to bring out its importance as 





The 

Note the fluted 

glass windows and the metal-finished circular windows of clear glass in the 
doors 
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a time and trouble saving factor. No 
telephone piece to hold in the hand, 
just a flick of a switch and then natural 
conversation. 

In the offices of a small textile firm, 
we found that the use of messenger boys 
for the distribution of inter-office papers 
had been replaced by a silent con- 
tinuous conveyer system. ‘‘We find 
the conveyor a godsend,” was the 
general opinion of this equipment, ‘“‘it 
gives a steady non-stop service, nothing 
is ever delayed or lost.’’ 

It happens that all the offices of this 
concern are on one floor, but conveyor 
equipment can be just as conveniently 
fitted and used from floor to floor. 


Will do all your ‘Difficult’ 
Copying Work 


In many types of businesses it is 
necessary to take copies of plans, draw- 
ings, facsimile copies of documents, 
etc. This can be done quite easily in 
the office, without the aid of a skilled 
operator. Just another time and money 
saver. 

With the very wide range of equip- 
ment and services available to every 
business to-day, it is almost impossible 
to pick out any phase of work that is 
not catered for by a cost-saving im- 
provement of some sort. 

In the following pages—our annual 
survey of the leading manufacturers’ 
products—we have covered most of 
them. We invite you to read through 
this survey and to check your own 
present equipment against it. 

You may not need, right at this 
moment, to invest in new appliances, 
but we think you will agree that it will 
be to your advantage to know about the 
latest developments for getting your 
work done better, more speedily and at 
a lower unit cost. 


Use This Efficient 
Business Library 


F you want to know the latest and 

most useful business books to have 

for immediate reading or for refer- 
ence, get the new list, “A Business 
Man’s Library’’, issued by the National 
Book Council. The books in this list 
cover all phases of Management, Pur- 
chasing, Marketing, Production, Retail- 
ing, Transport, Office Routine, etc. 

A useful point is that the books that 
go logically together to form a compre- 
hensive library for the average pro- 
gressive business man are specially 
marked. 

Send your request to the National 
Book Council, 3 Henrietta Street, 
Covent Garden, London, W.C.z2. 


HE character, permanency and indivi- 

dual policy of any large firm comes 
from a powerful personality at the head. 
From him emanate the policies, ideas and 
forces that make the house. This is rarely, 
if ever, possible, under ‘‘committee rule’’. 
—L.R.A. 
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THE FASTEST KNOWN METHOD OF BOOK-KEEPING is by per- 
forating holes in cards. This, the basic operation of the Powers 
Accounting System, transforms the Powers Card into an accounting 


document which can be handled mechanically at machine speed and 
with machine-like accuracy. 


Our booklet “Accounting for Management Control” describes the 
various sizes and types of Powers Equipment available and shows 
how hundreds of well-known organisations have benefited by adopting 
Powers for Costing, Payroll, Invoicing, Sales and Purchases Accounting, 
Statements, etc., etc. A copy will be sent free on request. 


Powers Equipment may be | We are exhibiting at the 
purchased, hire-purchased Business Efficiency Ex- 
or rented on very advan- hibition, Earls Court, 20-29 
tageous terms. September, 1937. 


POWERS-SAMAS ACCOUNTING MACHINES, LTD. 


POWERS-SAMAS HOUSE, HOLBORN BARS LONDON, E.C.1 
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The Cope-Chat Ww Tepes | f IACH i N f 
range is compre- SJ S qe | 


hensive. There Ù 


is no need for 


us to push any bama 


one type and our 





advice is there- 


POSTING EQUIPMENT 


unbiased. Ex- À by 


pert advice or 


service is avail- | a er S Cpe-Chat 


able throughout REGO TRADE MARK 
This type of Tray and Trolley is made in sizes to 


W. give you a 
suit all Cards. Fitted with three-way ball-bearing 


castors. Strongly made of best British steel cordial invitation to visit us at 


STAND G5 


at the forthcoming Business 


the provinces 





Efficiency Exhibition which is to 





be held at Earl] ’'S Cou rt from the The “Express Posta’’ Combination 


Binder Tray. One simple lever move- 
The “Maybee” High Speed Posting Tray. ment converts Loose Leaf Binder into 


Adjustabl d ly cl 100 d High-S d Posti Tray. All f 
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loaded. Simple. Light. Portable 
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are unable to do so, a full 
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Machine Posting equipment 


Visible Index equipment 





‘“Maybee” Trays are equally suitable for Han d-Ope rated Punched 
ordinary cards or Vertical Visible, the 
Perfect Accounts Control System. This Card systems 
is the Ideal Combination . . i ; $ 
The “Fast Grip?’ Combination Binder 
Loose Leaf Binders and Tray securely grips one sheet or one 
thousand. Instantly convertible by 
requisites simple Trigger movement. Permits easy 
offsetting 


Continuous Stationery and 


Fire Protection equipment 


can be seen at our London 
Showroom, or at any of our 


Branch Offices, where a 





permanent exhibition is held. 


The Cope-Chat Double Steel Wall Fire The “D” Binder is the Speediest 
File gives convenient protection and Operating Ledger made. A quarter-turn 
brings the strong-room into the office. of the key and the Binder springs full 
Actual test shows 30 per cent safety open instantly. Fitted with Seal Pattern 
margin lock 


“Modern Machine Accounting”, our latest 
booklet, will be sent free on request 


THE COPELAND-CHATTERSON COMPANY LIMITED 
EXCHANGE HOUSE, OLD CHANGE, LONDON, E.C.4 
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Sept. 20th—29th ... 


The Year’s Best Opportunity 


to set your Plans for 
Reduced Working Costs 
HARRY E. STILES invites you . 


of Great Britain and Ireland, I extend a cordial invita- 
tion to all readers of Business to visit the Business 
Efficiency Exhibition to be held from 2oth to 29th September. 


At this Exhibition, by far the largest and most compri 
hensive of its kind ever held in Britain, will be displayed all 
the latest developments of the Office Equipment industry. 


Of particular interest tg readers of BUSINESS, apart from 
the actual exhibits, will be the special evening lectures arranged 
for during the period of the exhibition dealing with such vital 
subjects as Sales Management, Office Management, Staff 
Grievances, Production and Costing, and Direct Mail Advertis- 
ing, all to be given by men who are acknowledged authorities 
on their subjects. 


N S Chairman of the Office Appliance Trades Association 





The accessibility of the new Earls Court is an important factor. It adjoins Earls Court Underground Station; 
also ample garage accommodation is provided for cars. 

I feel that this Exhibition is of such importance just now, when so much depends upon careful planning, to meet 
the demands of modern business, that it should be visited not only by the heads of firms and their executives but also 


by all responsible members of their staffs. 


PAT As 











ACCOUNTING MACHINES 


LL business men know of the extensive 

range of office machines produced by 
BURROUGHS ADDING MACHINE LTD. 
The firm has more than 450 standard 
models, machines and equipment of such 
varied range that every type of office 
‘machine work can be done on a Burroughs 
machine. 

Of particular interest is the new 
Burrough Fanfold machine for continuous 
invoice forms. It is entirely automatic- 
ally run. The operator's attention can be 
completely centred on the typing of forms. 
Shifting carbons and withdrawing com- 
pleted forms is reduced to one quick 
motion of one hand. Automatic features 
are: carriage opening, shifting of carbons, 
carriage closing. All these save time, 
reduce operator's fatigue. and, conse- 
quently, lead to increased production. 

The electric duplex calculator is an 
important addition to the firm’s range 
of non-listing adding-calculators. It is 
equipped with direct subtraction—auto- 
matically by use of a single key. 

Another new-comer is a high-speed post- 
ing machine. Full visible alignment, 
automatic carriage closing, faster tabula- 
tion and carriage return, automatic print- 
ing of balances on ledger and statement, 
instant adjustment of set-up in one 
operation by movement of a convenient 
lever—these are some of its special 
features. 


FIRM the size of NATIONAL CASH 

REGISTER CO., LTD., can provide 
machines to suit the purpose of any busi- 
ness, large or small. 

Two factors have chiefly influenced 
popularity of the machines: (1) flexibility 
and (2) simplicity. 

The machines provide full adding 
machine keyboard and a standard type- 
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This is Burroughs’ 
latest invoicing type- 
writer with fanfold 
equipment for high 
speed billing 





writer keyboard. Their flexibility is 
possible by the removable stop bar. In 
a few seconds the bar can be changed for 
an entirely fresh set up. 

number of automatic features make 
for simplicity in operation, speed in out- 
put. Progressive column selection and 
manual tabulation, for instance, are not 
necessary since selective form bars auto- 
matically move the carriage from any 
position to the column required. Both 
debit and credit balances are computed 
and printed automatically by pressing a 
single key. Credit balances are, of course, 
printed in red. 





This new type of ledger and equipment—called 

the “Poste Haste’’—binds sheets from the side, 

leaving the feeding edge unbroken. (See under 
Machine Accounting Equipment) 
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ern Equipment 
For Every Department 


of Your Business 


By THE EDITORS 


The National Cash Register Co.'s 
analysis machine provides fully dissected 
information by (a) departments, (b) sales- 
men, (c) territories, (d) method of delivery 
(van, post, etc.). It is also used for post- 
ing and remittance control, pay-roll, 
dividend warrants, etc. It provides 30 
adding totals for dissections and five 
original printed records without carbons. 


UNCHED card accounting is about the 
Prastest mechanical method in the world 
for dealing with all the routine of account- 
ing operations. All information is regis- 
tered by means of perforating holes in 
predetermined positions that represent 
values, descriptions and designations. 

Perforations are made by a punching 
machine, one card per transaction being 
used. Every card provides an unalterable 
record of sales, accounts, stocks or what- 
ever the subject may be. It can be inter- 
preted visually or by mechanical means. 

An automatic sorter groups and arranges 
cards in whatever order required. Speed 
or sorting is 400 cards per minute. 

The tabulator machine translates in- 
formation into words and figures. It 
prints results on statements, invoices, 
ledger sheets, sales analyses, etc. 

As POWER-SAMAS ACCOUNTING 
MACHINES, LTD., Power-Samas House, 
Holborn Bars, London, E.C.1, point out, 
the machines do not introduce any 
new principle in accounting but in the 
mechanical speed. 

The latest development, the Powers-One 
punched card equipment brings rapid 
mechanical accounting within the reach of 
the smallest business. 

The card measures only 2} in. by 2 in. 
but it provides 17 columns of information. 


rT.\HE REMINGTON TYPEWRITER 

CO., LTD., 100 Gracechurch Street, 
London, E.C.3 has a range of products 
that extends from the latest noiseless 
Remington typewriter to electrified account- 
ing and other machines. 

One of the most interesting is the cross- 
balancing machine which gives a daily 
balancing of all customers’ ledger accounts. 
It eliminates completely the frantic last- 
minute rush each month to get accounting 
work completed. 

Some of the things cross-balancing 
machines will do are: (a) post in full detail 
customers’ ledger accounts, (b) post in full 
detail customers’ statement of account, 
(c) produce in condensed form an audit 
sheet showing in detail all entries made 
to the various ledger accounts, (d) balance 
each ledger account as postings are made, 
(e) balance control account showing 
balance of sundry debtors for proof with 
trial balance, (f) prove daily each balance 
by star key, (g) prove daily that all debits 
and credits are accurately posted and (h) 
prove machine accuracy on all features of 
the day’s work. 






















Burroughs meets the fi iguring, accounting, 
cash ı registering and typing requirements 
of to-day with new and modern machines. 
: For any type of job, Burroughs can recom- 
_ mend the particular machine that will do 
the work with the utmost speed, ease and 

simplicity —and, at the same time, give 


the greatest return on the investment. 


: Every Burroughs machine is sturdy and 
dependable. It carries the standard 
_ Burroughs guarantee—and is backed by 


- Burroughs service. 


For complete information or a demon- 
stration, telephone the nearest Burroughs 


office, or write direct. 







ELECTRIC 
CARRIAGE 
TYPEWRITERS: 





BURROUGHS ADDING MACHINE LIMITED, 136 REGENT STREET, 
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The Remington Rapid invoicing machine 
saves you nearly two working days in 
every week. It does not interfere with 
the machine for use in ordinary typing. 

The newly improved automatic tabula- 
ting Remington electrified accounting 
machine lessens operator fatigue and 


creasing or curling nor any 


bending, 


handling of loose carbons. 

Another outstanding machine is that 
which can type in a bound book. This 
book recorder makes possible the speed, 
legibility and uniformity of typewriting 
for bound records. 





“ Airline’ desks are the latest of Art Metal Construction Co.’s products. Note how 


island bases are centred under each pedestal. 


This arrangement gives more foot 


room, facilitates cleaning, and adds to appearance 


raises output. Features include electric- 
ally driven numeral keys, adding mechan- 
ism, alphabet keys, tabulator keys, date 
printing mechanism, carriage return, line 
spacer, back spacer, shift key and credit 
balance key. 

The Remington company is only too 
epleased to investigate the problems of 
individual businesses, big or little, and 
advise on what office machines should be 
used for efficient working. 


HE concern, UNDERWOOD, 

ELLIOTT, FISHER, LTD., 120 
Queen Victoria Street, London, E.C.4, 1s 
well-known for typewriters, adding and 
accounting machines and other office 
equipment. 

Over the 40 years, its products have 
been improved to meet the need for 
greater output, better work, easier opera- 
tion. Take the Underwood Simplex 
accounting machine. This is the new 
Underwood standard typewriter with a 
conveniently placed 10-key set tabulator 
and column adding and subtracting 
registers. Operated by hand or electric- 
ally, it is fitted with front or rear feed 
carriages for unit forms and is available 
for continuous fanfold or interfold forms. 

The Underwood fanfold machine is for 
continuous stationery. A touch of the 
handle puts one order or invoice set into 
circulation and the next into writjng posi- 
tions with the carbons in place. 

For handling with equal facility all 
continuous length interfold, famfold or roll 
forms of various widths, including card 
or other related record, there is the 
Underwood, Elliott, Fisher automatic feed 
machine. Perfect legibility up to twelve 
or more copies is ensured by its flat writing 
surface. 

The machine is available with or with- 
out adding-subtracting registers for auto- 
matic totalling. Operation—manual or 
electric. 

There is, too, the famous firm’s famous 
flat-bed writing, invoicing and accounting 
machine. On it, collation and registration 
of forms is as simple as laying sheets of 
paper upon a desk. Related records of 
varying size, shape and thickness are 
easily inserted and removed. There is no 


The machines mentioned are but a few 
of the wide range produced by Underwood, 
Elliott, Fisher, Ltd. 


ADDRESSING, DUPLICATING 
& PRINTING MACHINES 


Wits o mailing lists are used there 
is a problem of achieving speed and 
keeping work at an 





accuracy while 
economical level. 

The ADDRESSALL MACHINE CO., 
266 High Holborn, London, W.C.1, has 
tackled this complete question. The 
Addressall system has the primary pur- 
pose of such addressing work and simul- 
taneously providing perfect recording and 
filing systems. 

Patented stencils are used. These are 
easily set up on any standard typewriter 
by any typist. 

When the stencils are cut, addresses 
and other matter can be printed by the 
smallest hand model Addressal machine 
at speeds of 500 to 1,000 an hour. On 
larger models the speeds range from 5,000 
to 8,000 an hour. 

Among jobs that can be done are 
addressing of envelopes, wrappers, all 
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labels, statements, dividend warrants, 
shareholders lists, wages and salary 
sheets, pay packets, etc. The system 


saves 90 per cent in time and go per cent 
in cost. 

Names and addresses on stencils are cut 
from above and are therefore always 
visible. Information is recorded in columns 
ruled below stencils. Stencils can, there- 
fore, be arranged in various file forms 
according to your needs. Cards can be 
obtained in various colours. Addressall 
also sells steel trays and cabinets for filing 
purposes. 


NYTHING that throws a spotlight 

on repetition clerical work wherever 
it exists in office or factory and shows how 
to eliminate errors, cut out time-waste 
and reduce costs, is welcomed by the 
business man. And this is precisely what 
is done by the new 30-page booklet “ʻA 
Challenge to Repetition’’, just published 
by ADDRESSOGRAPH-MULTIGRAPH, 
LID., 29 Kingsway, London, W.C.2. 

The book has practical management 
value. It deals with subjects as widely 
diverse as writing factory production 
forms, account collection, dividend work, 
selling and so on. It shows how you can 
tackle these problems in the most efficient 
manner, how to avoid errors, how to get 
maximum output, how to cut costs and 
time-waste in all work of transcribing 
facts and figures that must be repeatedly 
written in the life of a business. It is a 
book that every major executive—manag- 
ing director, works manager, company 
secretary, accountant, registrar or office 
manager—should read and keep by him. 
It contains information of practical value 
to every business man, no matter what 
type of business he runs. 

Any executive interested in industrial, 
commercial, governmental or social admin- 
istration—anyone in business—can_ obtain 
the book free of charge from Addresso- 
graph-Multigraph, Ltd., at the address 
given above or from any of the firm’s 
branches. 


NE of the big misconceptions about 

duplicating machines is that they 
are of no use except for long runs. 
DITTO, INCORPORATED, Bush House, 
Aldwych, London, W.C.2, emphasize the 
point that Ditto machines are economical 
wherever it is necessary to write anything 
more than once. 

Analysis of copying requirements of 
hundreds of ordinary offices shows that 
where copies are required to get things 
done, the commonest need is for one to 
150 copies. In all such instances, the 
Ditto machine will do the job in one to 
eight colours in a fraction of the time and 





The Southern Railway are among the many large concerns that use Ediphone 
“Voice- Writing” for making their staffs’ work easier, speedier and more accurate. 
Here is one of the S.R.’s offices equipped with the latest Ediphones 













Opies. 







itto- machines: (1) Copies are made 
lirect from pencil, pen and ink, type- 
titer or printed original; (2) no stencil, 
no type and no carbon wanted; (3) copies 
n one to eight colours produced in one 
‘operation; (4) thinnest paper or heaviest 
‘card stock can be used; (5) any or all 
information on any form can be copied; 
(6) sheet sizes range up to 22 by 34 inches; 
47) master sheets can be copied immedi- 
ately or filed and used a year or more 
hence; (8) several originals can be made 
at one writing and used independently, 
t any time or place; (9) information can 
written on master sheets as it is accumu- 
ted and copied when complete; (10) the 
tal cost of operating Ditto machines is 
all, each 100 copies costing only a few 




















A ANUFACTURERS of duplicating 
| machines have concentrated on 
improving such mechanical parts as paper 
feeds, ink distribution, registration and, 
at the same time, on retaining simplicity 
i operation of machines. 
good example of success in this respect 
he new ‘‘Fermaprint’’ duplicator pro- 
luced by FERMA, LTD., 80/86 Regent 
treet, London, W.1. The new machine 
s built in the simplest form according to 
he fundamental principles of fully auto- 
matic, self-feed rotary duplicator. 
‘The automatic feed is adjustable for all 
ypes of paper. Rate of feed is up to 
,000 copies an hour. Adjustable fences 
and paper guides ensure perfect alignment. 
uor Instant pick-up is enabled by the receiving 
tray. Post card to foolscap size printed 
© matter can be done. 























THEN Rotaprint introduced the off- 
l set litho office printing machine the 
. Re en became simplified. Printing 

-© costs were cut by 50 per cent. The office 
-boy or girl could turn out colour printing 

“comparable to that produced by profes- 

~ sionals. 

A wafer-thin aluminium sheet, costing 

_ few pence, is the basis of production. 

he sheet is typed on in the same manner 

as on an ordinary sheet of paper. H 

sketches or drawings are to be printed, 

they are sketched or drawn on the 
aluminium sheet. Even fine photographs 
= ocan be reproduced by this process. 

> A few minutes after the subject matter 

has been imposed copies of letters, leaflets, 
© folders, billheads, statements, invoices, 
labels, ledger sheets and other ruled forms, 
can be run off at a rate of 4,000 to 5,000 
jour. Just sufficient copies needed for 
ob can be printed at one run. The 
ininum master sheet can then be taken 
the machine, cleaned and filed away 
until more copies are needed. 

: Jobs of many colours can be produced 

easily by the process as already explained. 

Registration is simplified because machines 

“automatic registration, 

here are no stencils, no typesetting, 

block-making and no segments re- 

quired. Almost any kind of paper can 
used. Machines are automatic in 

‘ration. 

‘firms that haven't the equipment 

ose. photos of the aluminium sheets, 

\YE’S ROTAPRINT AGENCY, LTD., 

za Holborn Viaduct, London, E. C. 1, who 

Hl the. machines in this country, have a 
cess: works. „Customers. can 

posing: work to ther. Ee 















































Here are ten outstanding points about 
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HOTOGRAPHIC copying without dark 
room or elaborate apparatus is one of 
the latest time- and labour-saving jobs in 
the office. It eliminates all typing, draw- 


ing, writing and checking that normally 
takes place when copies are made of docu- 
ments, plans, drawings, specifications and 















Light, hygienic and comfortable are these 
executive chairs designed by Cox & Co. 
who are specialists in scientific seating 


so on. Providing the original is correct, 
the photographic copy must be correct. 
The actual work of copying can be 
done in any office with the Ruthurstat 
Electro Copyist which is manufactured by 


RUTHURSTAT, LTD., Astor House, 
Aldwych, London, W.C.2. Facsimile 
reproduction of letters, reports, pages 


from books, plans, maps, charts and all 
kinds of documents and forms can be 
made. No elaborate equipment is neces- 
sary. Even the use of a dark room is 
eliminated. And an office-boy can operate 
the equipment. 

The popular office model takes sizes up 
to double foolscap. A bigger model, used 
chiefly in large engineering works, takes 
originals up to 42 by 30 inches. The 
cost of copies is about 2d. for quarto size 
letters. Any office junior can reproduce 
a hundred or more copies a day. 


CALCULATING 


MACHINES 





HE Silent Speed Model M. MAR- 

CHANT CALCULATING MACHINE 
does not belie its name. In this it is not 
superior to Model D, which was introduced 
a few years ago, but in speed of operation 
the new model is better. It is capable of 
goo revolutions per minute. 

In other respects, too, Model M is 
superior. One feature is the full automatic 
multiplication. When the figures are set 
to the machine the result automatically 
appears in the dials. Another improvement 
is the short-cut operation for 6, 7, 8 and 9 
on the multiplying keys. This can be used 
in the same way as it is with a semi- 
automatic machine. The full carry- 
through and carriage dials enable the 
short-cut operation to be done with cer- 
tainty that the answer will be correct. 


Your office workers will appreciate this 
point on the new model: clearances are 
grouped so that all three dials can be 
cleared with the minimum effort. 

From the managerial viewpoint, the 
frictionless operation of the machine is 
important for it means long life. 


CONTINUOUS STATIONERY 





& EQUIPMENT 


LL executives will agree that bottle- 

necks in business are disastrous, but 
not all realize that such an ordinary 
routine matter as the system of internal 
documents, forms, notes, letters and the 
rest can become such a danger. Yet this 
is the case. 

Continuous stationery is widely used, but 
there are still many businesses in which it 
is not employed. If, for example, these 
businesses decided to use ‘‘Primus’’ con- 
tinuous Stationery, a product of CARTER- 






The Dictaphone Co. Ltd. has made a 
notable advance in the all-important 
matter of shaving cylinders. Here is 
the new and improved shaving machine 
referred to in this review 
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DAVIS, LTD., Queen Elizabeth Street, 
London, S.E.1, they might easily effect a 
saving of 30 per cent in costs, time and 
labour. The saving might be much higher. 

Primus continuous stationery is in inter- 
fold packs or roll form. By means of the 
Primus attachment, the stationery can be 
used on any standard typewriter. The 
attachment is simple to fit on the machine 
and does not interfere in any way with 
operations. Non-productive work of 
assembling, interleaving and removal of 
forms from the typewriter is cut out and 
the typist has more time for actual typing. 


The Primus equipment makes every 
typewriter a dual purpose machine— 
typewriter one minute, billing machine 
the next. 

Machine accounting records, where sta- 
tionery needs perfect alignment and 


registration, are also supplied by Carter- 
Davis, Ltd. Supplies include statements, 
ledger cards or sheets, proof sheets, cheque 
and receipt sets, etc. 

The Carter-Davis daily balance system 
is of particular interest to small firms 
whose office work does not warrant the 
use of book-keeping machines. The system 
is a machine method applied to pen and 
ink. The customers’ ledger account and 
the daily journal are written, posted and 
balanced in one operation. 


® 
ONTROL over every type of cost, no 
matter how small, is always a 
managerial problem. Fractions of pence 
that get lost in either cash or stock may 
easily land a business ‘‘in the red’’. 

Foolproof records of control are therefore 
essential. For example, EGRY, LTD., 
Warple Way, Acton, London, W.3, manu- 
facture the well-known manifolding regis- 
ters, compact machines whereby you can 
produce one to five unalterable carbon 
copies of an original written form. An im- 
portant feature is that no interleaving of 
carbon paper is needed. This fact speeds 
up handling of routine forms. 

The new streamlined ‘‘Trupak’’ register 
is built on the principle of all Egry’s 
manifolding registers. It can be used for 
production of any type of form—cash 
sales, stock records, works orders, advice 
notes, internal transfers, etc. One writing, 
one turn of the handle and the written 
set of forms is discharged, a fresh set 









The ‘‘Philcophone”’, made by the 
famous Philco radio firm, is a 
newcomer into the loud-speaker 
inter-communication field. Com- 
bined speaker-microphone, volume 
control, high efficiency and low 
price are important features. The 
caller or the called can hear and 
speak from any part of the room. 
Close proximity to the instrument 
is unnecessary 
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h Ta a a a A TT ON SENT 
BILLING CAN BE AS SMOOTH AS THIS 
With 


PRIMUS 


CONTINUOUS STATIONERY 












Rapid operation—no irksome unproductive tasks such as remov ing 

and repositioning forms and carbons—then two flicks of the wrist 

and one set of forms (as many copies as you wish) is complete and 

another in position for the typewriter. You can save one hour in 

three on billing, invoicing and other multiple typewritten work 
by use of PRIMUS 


CARTER- Davıs, LTD. 
15 QUEEN ELIZABETH STREET, 


SEs HOP: 0204-5-6 


Electric Drive Model 300 
Addressing Machine 


handles every known addressing 


or name -writing problem 
mat DO YOU KNOW THAT THIS MACHINE WILL: 


—Address every kind and size of form, a sheet-feed attachment 
automatically listing names, numbers, etc. in column form on 
_ pay sheets, route lists, etc. 

, —Automatically skip, repeat, duplicate, etc., any required name 
* or names from the list. 

Automatically select, by use ef an attachment, any address, 
any given name, classifications or combination of same from 
a general list, while skipping al others without disturbing 
alphabetical or numerical sequence. 

—Print 3,600 addresses an hour. 








ee 





a You can see this machine in operation at the 
Business Efficiency Exhibition, Earls Court 
Stadium, S.W.5, Sept. 20th—29th, Stand No.) C.5, 


JADDRESSALL MACHINE COG 








266, HICH HOLBORN,LONDON W.C.!1 
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brought into position, ready for use. One 
carbon of each writing is automatically 
retained in the register under lock and 
key. Control over any entry is ensured, 
protection provided against fire and theft. 

Another new, useful model is the 
Handipak, a portable register. For stock- 









taking, checking-in, van sales, issuing 
special instructions during departmental 
tours, etc., this small, light-weight register 


is first rate. It takes 100 triplicate sets of 
forms or equivalent number at one 
loading. 

Another Egry product, the ‘‘Speed- 


Feed’’ attachment, is suitable for use on 
any make of typewriter. It cuts out every 
non-productive effort. 

The attachment can be snapped on any 
typewriter at a moment's notice, and 
removed just as quickly. There’s no 
interference with the normal working of 
the machine. 


IME studies have shown that an 

increase of output up to 70 per cent 
can be obtained by use of continuous 
stationery. But to get the maximum gain, 
you need special study of your multiple 
form problems. 

This is where FANFOLD, LTD., North 
Circular Road, London, N.W.z2, can give 
you the benefit of a long experience gained 
in specialized production of continuous 
stationery. A staff of trained men investi- 
gate and advise on each individual firm's 
problems in this respect. 

Fanfold stationery is flexible, speedy 
and accurate in registration. It can be 
used in any billing machines available ‘and 
also in the Fanfold adapter. The adapter 
requires no change to the typewriter. 

Typists can become expert billing 
operators right away. No special training 
is needed. For firms not using continuous 
forms, an adapter can be the means of 
big savings in billing costs. Users of con- 
tinuous form billing machines find the new 
double duty method an economical way 
to meet peak loads of work. The same 
stationery as used in the billing machines 
can be used in the Fanfold adapter. 

There are, of course, a number of other 
products sold by Fanfold, Ltd. These 
include the Speedoform system which, by 
use of Speedoform stationery, simple 
method of continuous form typing is 
possible, and the Transkrit process. This 
isa process whereby ink is applied to 
different positions on the backs of forms. 


Thus, each department may receive only 
such information as it needs. 

Some other Fanfold products include 
Carbonset continuous forms, conformu- 
lator automatic feed for attaching to 
Addressograph machines, autographic 
registers and Fanfold register systems. 


No alterations to typewriters are needed to 
fit this Speedoform attachment. 
slipped on or off in an instant, allowing use 
of the machine for continuous stationery or 
ordinary typing at any time (Fanfold Ltd.) 


It can be 


NE of the best-known makes of con- 
GPS stationery is ‘‘Quikway”’, 
manufactured by MANIFOLDIA, LTD., 
West Bromwich. It is made in fanfold, 
interfold and roll form. 

With ordinary loose forms and cut sets, 
typists must waste time and effort gather- 
ing up loose forms, inserting carbons and 
setting them in alignment in the type- 
writer. With Quikway, as one set of 
forms is completed and taken from the 
typewriter, the next set is automatically 
drawn into the machine and set at writing 
position. Carbons are already interleaved, 
so work is limited to the essential opera- 
tions of typing. 

The use of such stationery enables two 
typists to do the work of three. Each 
typist increases her output, thus lowering 
her costs. 

Manifoldia, Ltd., is just bringing out a 
new attachment for converting any model 
of typewriter into a continuous feed 


“Visible” records for 
every main activity 
of a business are 
essential if progres- 
sive, finger-tip con- 
trol is to be main- 
tained. Here is a 
typical Kardex Visi- 
ble record cabinet 
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machine. Details of this are not yet 
available. 
e ~ 
HE outstanding feature in the 


‘‘Alacra’’ method of producing mul- 
tiple copy records on all types of business 
machines, is the impossibility of the forms 
to side-slip or creep. : 

A pinwheel device engages the per- 
forated margins of the forms. This 
ensures automatic and accurate registra- 
tion both vertically and horizontally at 
all times. 

The pinwheel drive (which can be fitted 
to all types of business machines) used 
with Alacra continuous interleaved sta- 
tionery, ensures: (a) registration and 
alignment; (b) continuous production; (c) 
increased output; (d) economy in more 
compact, smaller forms; (e) more accurate, 
legible records; (f) elimination of non- 
productive operations. 

The Alacra system is also available for 
hand-written records. The pinwheel de- 
vice is incorporated in a registrator. This 
engages in the marginal punching of forms. 
The positive feed ensures that the forms 
will advance in the register set by set in 
perfect registration. 

Registrators are provided in a wide range 
of sizes and models—portable, desk, cash 
and charge, electric and rotary electric 
types. These and all other Alacra products 
are supplied by W. H. SMITH & SON, 
LTD., Bridge House, Lambeth, London, 
55S. y 


DICTATING MACHINES 


S the perfection of cylinder service is 

important in securing best results from 
the dictating machine, the new High-Speed 
Shaver (Model 12), introduced by THE 
DICTAPHONE COMPANY, is a big step 
forward. 

A metal cabinet, 
taupe grey picked out 
houses the new shaver. Setting of the 
shaving knife is fully automatic. The 
new Set Gauge Rod gives an instantane- 
ous, positive setting to a cut of .00125 
inches—about the thickness of a cigarette 
paper. Four more cuts of .0005 in. each— 


finished in neutral 
in chromium, 


seldom required in practice—can be made 
automatically, by raising the carriage and 
moving it to the right-hand edge of the 
cylinder. 
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WAREHOUSE 


Make your office 
the nerve centre 


The modern business organization is a delicate 
and sensitive machine—and cannot be run with 
ponderous out-of-date devices. Install the Ericsson 
Loudspeaker Telephone System and your office 
desk becomes the nerve centre of your business. 
Orders, queries, opinions, advice, pass swiftly 
from key-man to key-man. One man—or fifteen— 
you can ‘‘get them together”’ in a second on your 
Ericsson Master Station. 


Here are the advantages: 


1 Get through instantly to any 4 Hold a conference without 
* department without dialling, * any executive out of his de- 
calling a switchboard, holding an partment. 


ear á á 
ae or speaking into a mouth 5 $ If necessary loud speaker can 


Hear replies AL OUD— be switched off so that only 
* keeping hands free. you hear replies. 


Right - of - way over other 
3 * conversations. á 6 e FULL SECRECY. . 


Can you afford to 
be without these 
unique conveni- 
ences and advan- 
tages? Why not get 
in touch with us? 
Ask for particu- 
lars of our mod- 
erate RENTAL 
MAINTENANCE 
or make an ap- 
pointment for free 
demonstration AT 
YOUR ADDRESS 


MASTER STATION 





Ericsson Telephones Ltd., Head Office: 22 Lincoln’s 
Inn Fields, W.C.2 


Tel.: HOLborn 6936 
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EARLS COURT 


This unique display of the latest ideas in 
office methods and machinery is even 
more worth visiting this year. For it will 
enjoy the extra space and facilities of the 
new Earls Court — the most wonderfu 
Exhibition building in Europe. 


All who work in an office — from managing 
director to typist — will find in this Exhibition 
something to make their work easier, quicker ana 
more efficient. 


ARLS COU 


Sept. 20th—29th 


ADMISSION ONE SHILLING 





OPEN 2—10 P.M. 


easy te get ta 


10 minutes by train from West End. Under 30 minute: 


from City. Special escalators from station to inside ol 
Exhibition. Buses pass the door. Ample Car Parks 
Organised by THE OFFICE APPLIANCE TRADES ASSOCIATION OJ 


GREAT BRITAIN & IRELAND, 6, St. Bride Street, London, E.C4 
"Phone : Central 4573 
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An outstanding feature is the new Auto- 
matic Switch which starts the motor and 
automatically cuts off the current as soon 
as the shaving operation is finished. 

The high speed and accuracy of the new 
shaver gives a mirror-like gloss to the 
surface of the cylinder. This ensures good 
recording and lifelike reproduction. 

Another Dictaphone improvement is 
that of the dictating machine with the 
new ‘‘Nuphonic’’ principle. 

The Telecord, a vitally important instru- 
ment, enables you to obtain automatically 
an exact, permanent record of any tele- 
phone conversation from both ends of the 


line. It is a natural development of the 
Dictaphone, simple in operation, and 
reliable. 


If you are not immediately available 
when someone rings, your caller can dic- 
tate his message to the Telecord. You 
can dictate to the Telecord from your 
home or elsewhere any letters or messages. 

Suppose you are discussing by telephone 
some important professional or business 
matter. The Telecord, with or without 
the knowledge of the other party, will 
give you an unchallengeable record of the 
exact words used. You can store this 
record away for any length of time. 

The record is made on standard Dicta- 
phone cylinders which can be transcribed 
in the usual way from a Dictaphone trans- 
cribing machine. Cylinders may be used 
over 100 times before they are worn out. 

Telecords may also be used for record- 
ing conferences, speeches, board or com- 
mittee meetings. 

Matter can be recorded far faster than 
by shorthand, thus preventing delays and 
lessening congestion on the lines. Greater 
accuracy, especially on long-distance or 
foreign calls, is also ensured. 
——————— 


Silent-Speed Calculator : 
* All-electric operation 


Automatic add and subtract bars 
Instant electric clearance 
Automatic Comparison division 
Automatic Reversible Muitiplication 
Pre-set Decimal System 
Automatic Two-way carrjage shift 


This machine has been designed to cover every problem 
of business figuring, with the swiftest, simplest operation 
Our representative will without obligation 
‘“‘short-cuts”’ 


possible. 
explain how it lends itself to further 


especially applicable to your own figure work. 
you visit the Business Efficiency Exhibition at Earls Court 
Stadium (Sept. 20-29) you will see it on Stands D6 and D7. 


Here are some of the features incorporated in the new 


One-hand keyboard control, simple even to the novice 


X OICE-WRITING is a term associated 
with the Ediphone, the product of 
THOMAS A. EDISON, LTD. For many 
years now this firm’s voice-writing machines 
have been a personal aid to busy executives. 

The latest addition is the Pro-technic 
Ediphone which contains all those improve- 
ments suggested by past experience, Or 
discovered through research. 





It is claimed of this Stapler that it will, 

without jeopardy to its efficient working, 

withstand the most severe abuse you can 

heap upon it. It is a product of Standard 
Office Supply Co. 


Much depends on the ‘‘recorder’’, that 
part of the mechanism which registers the 
spoken word on the cylinder. Most of 
the research work, therefore, has been 
spent on the design and construction of 
this part of the machine. 

The recorder should make a light cut 
on the cylinder so that the recording 
stylus vibrates freely and accurately with 
the minimum surface noise. A light cut, 
however, lacks stability and over-vibrates 


When 
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with certain heavy tones. This causes 
indistinctness. Thus, the object has been 
to achieve the advantages of a light cut 
without the disadvantages. This.has been 
accomplished by use of a new principle in 
the nature of counter-balance. 

The Pro-technic Ediphone has balanced 
voice-writing. Every voice, whether loud 
or subdued, is accurately recorded. 

A steel covering, making the Ediphone 
dust-proof and stable, has been added. 
All working parts are thus protected from 
injury, and more economical operation and 
longer life to the instrument is ensured. 






















p 
HE trend towards electric time 


systems has become pronounced be- 
cause business men know how directly 
their overhead costs, their production and 
the general smooth running of the organ- 
ization depends on accurately controlled 
time. 

The synchronous electric clock can 
never be anything but dead accurate. 
The hands are moved by a small syn- 
chronous motor and simple train of gears 
actuated by the A.C. mains, impulses that 
are themselves controlled by a master 
clock. The master clock maintains 
scientifically accurate time at Greenwich. 
Every electric clock plugged into A.C. 
mains is virtually controlled by the 
Greenwich master clock. This advantage 
is maintained without human attention or 


supervision. 
As SMITH’S ENGLISH CLOCKS, LTD., 
Cricklewood Works, London, N.W.2, 


points out, the running costs of Smith 





ACCELERATED 


yet smooth POSTING 


=with 


DOST=*HASTE 
Machine Accounting Equipment 





To be seen on STAND No. G.1. Efficiency Exhibition, Earls Couri. 
September 20th-29th 


The illustrations show sheets securely locked in perfect align- 
ment or freed for machine-feeding by a single lever-turn. 
Swift and smooth in operation, fouling or catching up made 
impossible through the unbroken edge, this equipment ensures 
speeded up and more accurate accounting. Our special 
Advisory Dept. is always at your call to discuss, gratis, any 
machine-accounting problem 


PERCY JONES awiniock) LTD. 


Chansitor House, CHANCERY LANE, W.C.2 















IMERS” 


Says Mr. Sectric 









N othing short of Greenwich time will satisfy the man 
who controls labour and production by fixed standards .. . 


DELHI de Luxe and why should it? For a few Smith Sectric Clocks 
po Re a as plugged into the A.C. electric mains can make Sectric 
e ogay folh, Aad Timers of the staff of a whole factory. 


nasia e Aiae a Punctuality, accuracy, efficiency . . . all encouraged by 


clocks that look after themselves at a cost of less than 
1/- a year each for current. 


MII SECTRIC 


CKS 


i Sta 


Soentjie 





Issued by: 
SMITH ’S 
ENGLISH CLOCKS 
LTD., 


Cricklewood Works, 
London, N.W.2 








Im the smallest 
of a fine big 


amily -we are 


all in Office ! 





Ey if you do “file things away” . . . by 
throwing them into the waste-paper bas- 
ket, may we supply you with the Valor Waste- 
Paper Tub ? 
The model at the top, doing all the talking, 
is the ‘“‘baby’’ of the VALOR splendid range of 
Steel Office Furniture—filing cabinets, shel- 
ving, steel lockers, cupboards, waste-paper 
baskets ? 
May we send you our List No. 20/V55 giving 
details of all Valor Steel Equipment for Offices 
and Works and showing greatly reduced 
prices for Filing Cabinets ? 


THE VALOR COMPANY LTD. 


Valor Works, Bromford, Birmingham 


LONDON: 120 Victoria Street, S.W.| 
+ If it’s Valor made, it’s well made ! `’ 


Sectric Clocks average less than a shilling 
a year per clock. Add this to the other 
advantages already mentioned, and you 
have real economy in clock-running and 
time-keeping. 

Similar advantages of dead accurate 
time-keeping and no need for human 
regulation are embodied in the Smith 
Sectric Time Recorders. These are of all 
metal construction, compact and light. 
They print on the front of time cards and 
have automatic day change with shift 
levers. Irregularities are indicated in red. 


FOLDING MACHINES 


FT HE new Bancroft precision office 

folding machine is capable of folding 
your letters, invoices, statements, circu- 
lars and similar matter at a rate of 6,000 
to 10,000 an hour. 

With this machine there is no need to 
be faced with those rush periods to get 
out special mailings. Staff which is often 
taken off normal work to help the mailing 
department needn’t be disturbed. The 
rate of output of the new machine is 
enough to take care of the biggest mailing 
work in the average office. 

Special features are these: model “A” 
will give any combination of two parallel 
and two cross folds; it will also give over 
30 distinct styles of folding. 

The machine is manufactured by BAN- 
CROFT ENGINEERING CO., LTD., 7/8 
Stationer’s Hall Court, London, E.C.4, and 
distributed in Greater London by Magowan 
& Co., Ltd., of the same address. 





FRANKING MACHINES 


NY equipment that (a) speeds up 
a Ceep of outgoing mail and (b) 
gives a closer check on postal expenses is 
worth the attention of executives. That 
is why the postal frankers sold by UNI- 
VERSAL POSTAL FRANKERS, LTD., 
Victory House, Regent Street, London, 
W.1, are to be found in many offices. 
This firm’s latest model, the ‘‘Junior’, 
is a small machine that gives you any of 
23 denominations of postage between 4d. 
and 114d. printed at one impression. The 
speed is about 2,000 an hour. 
The ‘‘Universal’’ franker gives any 
postal value between d. and 29s. 114d. 
in one impression. Its speed is up to 3,000 
an hour. Operation is by hand or elec- 
tricity. 
Bulky parcels, air-mail letters, telegrams, 
and so on are dealt with by the ‘‘Multi- 
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Value Electric’’ model. Another franker, 
‘‘High Speed Model A’’ has electric semi- 
automatic feed with which it seals enve- 
lopes while franking them. It stacks 
letters at the rate of 250 a minute. 

A machine for the average size office is 
‘Speed Model F’’. This has electric auto- 
matic feed. It seals and franks at a rate 
of 125 a minute. 


FFICE and factory lighting is a 
problem that repays investigation. 
B 


NJAMIN ELECTRIC, LTD., Illumin- 
ating Engineers, Brantwood Works, Tariff 
Road, London, N.17, a firm that has in- 
stalled up-to-date lighting systems in fac- 
tories and offices all over the country, can 
give many striking examples of the savings 
effected by lighting systems. Work has 
been improved, output increased and staff 
welfare bettered by planned lighting. 

The old idea of putting in enough lights 
to enable people to see to do their work is 
thoroughly outdated. Correct lighting 
depends on many factors—arrangement 
and power of the lamps, surrounding 
objects, colour of walls, type of work 
being done and so on. Benjamin Electric, 
Ltd., has made a study of these and all 
other factors involved. The company 
plans lighting to suit individual conditions 
and needs. If you are interested in having 
a correct lighting system in your office and 
factory, the firm will draw up a detailed 
survey and complete plan to show you 
what is needed. 

The whole matter is, as you see, put on 
a scientific basis. In most cases where 
new lighting systems are introduced not 
only are lighting conditions made ideal 
but the cost of lighting is reduced. 





Notice how you 
see even the far- 
therest corners of 
this London pub- 
lisher’s counting- 
house? This is 
an ` example of 
shadowless, dif- 
fused lighting as 
carried out by 
G. V. D. Illu- 
minators Ltd. 
There's no eye- 
strain under these 
conditions 


YE comfort and efficient, economic 

lighting can go together but frequently 
they don’t. The trouble is that the average 
business man is so accustomed to ineffec- 
tive and injurious lighting conditions that 
he isn’t aware that anything is wrong. 


G.V.D. ILLUMINATORS, LTD., Ald- 
wych House, Aldwych, London, W.C.2, 
specializes in systems of controlled light. 
The aim is to eliminate such bad features 
as glare, uneven lighting which tires the 
eye and fatigues the individual, waste cur- 
rent consumption and other inefficiencies. 
The essential feature of the firm’s lighting 
systems is the even distribution of light 
throughout the room. The light is well 
diffused, practically shadowless and com- 
pletely free from glare. Under these condi- 
tions office workers can see equally well in 
all directions and in any position without 
getting in their own shadows or being dis- 
tracted by seeing the lamps. These are 
concealed. Patented arrangements of re- 
flectors are used to distribute each lamp’s 
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You get through much more work, much more easily, 


if you use Voice-Writing 


It has been carefully estimated that the executive’s 
time saved by EDIPHONE VOICE - WRITING 
amounts to an hour a day. It frees you from 
routine, it cuts out dictation delays ¥altogether, 


it facilitates quiet, speedy work. 


EDIPHONE SYSTEM OF 


Voice-Weitin G 


Write for full particulars to 


THOMAS A. EDISON LTD. 


Victoria House, Southampton Row, London, W.C.I. 
BRANCHES AND DEALERS IN ALL PRINCIPAL CITIES 


FREE DEMONSTRATION 
AT YOUR DESK 


Every responsible executive 
is invited to “sample” 
Ediphone Voice-W riting, with- 
out obligation. You buy 
nothing until the Ediphone 
proves its advantages. 


Earls Court 


STAND D3 


Business Efficiency Exhibition 


September 20-29 











CORRESPONDENCE 
WITH CLIENTS 


INSTRUCTIONS 

TO YOUR STAFF 
MEMORANDA 

FOR YOURSELF 


THE EDIPHONE 
SYSTEM 





OT 












of Voice-Writing benefits 





the typist because she has 





far less routine, and more 







time for other 





Secretarial duties. 
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Don't Stamp, FRANK “4 Seve 





Sa sivas stamping of letters with 


stamps torn from a sheet or roll is 
as out-of-date a practice in the modern 
office as individual writing of letters by 
hand with pen and ink. Franking is faster, 
safer, more accurate saves time, 
labour, money. Franked mail suggests 
commercial prestige, carries an added 
message when desired, and clears the 
decks of your despatch department swiftly 
and efficiently. Let us send you detailed 
reasons, please. 


UNIVERSAL POSTAL FRANKERS LIMITED 
1/7 CANONBURY STREET, LONDON, N.I 


Clissold 3613/5 


POSTAGE 


















The Model illustrated is the 
new improved Midget showing 
special gummed paper strip 
attachment for franking of 
bulky envelopes, parcels, etc. 
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Dialling 999 ? 


You hope not, but who knows? To insure against 
the unforeseen, Municipal Authorities, Banks, 
Insurance Offices, Building Societies, Hire Purchase 
Firms, Departmental Stores... and all classes of 
business professional firms from the largest 
organisation to the smallest one-man concern are 
installing CHUBB FIRE CABINETS. 


Dial Cen 6111 


—the Chubb Head Office or apply to one of the 
local offices, listed below. No insurance company 
can indemnify the immeasurable consequences of 
loss by fire of important documents and records— 
the ‘‘digestive’’ system of a modern business, 
Or— 


Visit Stand No. A.4 


at the Annual Business Efficiency Exhibition, where 
the 1938 range of Chubb Fire Resisting Office 
Equipment will be on view. A quite inexpensive 
installation will increase the accessibility and 
efficiency of your files, will give you full security 
against fire . .. and peace of mind. 


CHUBB 


Chubb & Sons Lock & Safe 
Co. Ltd. 


128, Queen Victoria St., London, E.C.4 
Tel.: CENtral 6111 


Branch Offices :— 


MANCHESTER—+, Albert Square. 
LIVERPOOL— 28, Lord Street. 
WOLVERHAMPTON—-Chubb Street. 
EDINBURGH— 92, George Street. 


GLASGOW— 229, Buchanan Street. > 
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light with the greatest effect, evenly and 
with least waste. 

The system used is applicable to every 
type of lighting device and to any office, 
large or small. Results have shown that 
firms using this system save enormously 
on light bills and through better lighting 
get more work from the staff and have 
less complaints of headaches and other 
evils of eye-strain. 


MACHINE 
ACCOUNTING EQUIPMENT 

HE COPELAND-CHATTERSON CO., 

LTD., Old Change, London, E.C.4, 
has for nearly 50 years applied research and 
practical experience to producing systems 
which save time and money in the office and 
factory. 

One of the firm’s outstanding contribu- 
tions to management is its ‘‘Paramount’”’ 
punched card system. This is a hand- 
operated method of sorting and analysing 
all kinds of statistics. The card used can 
be an ordinary time-card, the carbon copy 
of an invoice or an index record card. The 
holes are punched along the edges. The 
original document is always utilized. 
Information to be sorted or analysed is 
indicated by clipping the card edges with 





Sometimes a far better and more useful 
purpose is achieved by spending on recon- 
ditioning an old desk the money which 
would represent the purchase of a new one 
of the cheaper style. The Office Equipment 
Co. specialises in such reconditioning 
work, of which this is an example. It is 
a conversion from a 4 ft. 6 in. desk origin- 
ally built in 1820 


a pair of ticket nippers. Sorting is done 
with a needle. No machinery is needed. 
Operation is so simple that an office junior 
can do it. From 40,000 to 60,000 cards 
can be sorted an hour. 





For Foolproof Filing you need the 


THE WORLD’S BEST 
STAPLING MACHINE 


Here is a stapling-machine constructed to secure up to 40 sheets 
as strongly as a rivet, so that as much as half filing-space is saved. 


The machine absolutely CANNOT jam, and will stand up to any 


ACE | 


amount of hard usage. 
And it will last a lifetime. 





Model No. 102 


STANDARD OFFICE SUPPLIES COY. 


9 Lovell’s Court, Paternoster Row, E.C.4 
Tel. CITY 7211 (4 lines) 






Triple-plated. Jam-proof. 
Guaranteed 25 years. 


Staples per box of 5,000, G/- 


30/- 








ALACRA 


(THE FORMS WITH A PUNCH) 


THE MOST UP-TO-DATE AND EFFICIENT METHOD OF PRODUCING HAND 
WRITTEN AND TYPEWRITTEN RECORDS 





WITH BUSINESS MACHINES (typewriters, 
accounting and tabulating machines), ALACRA 
continuous interleaved forms and pin-wheel 
platen ensure—perfect registration and align- 
ment — legible copies—increased speed of 
operation—REALLY continuous production—— 
LOWER FINISHED COST. 











Phon now. 
er 
CENtral 3184 


FOR HANDWRITTEN RECORDS—ALACRA 
continuous forms and pinwheel Registrator 
ensure — positive accuracy — trouble - free 
service—from one to six clean distinct copies— 
increased efficiency—a reduction in the possi- 
bility of errors and mistakes. 















BRIDGE HOUSE. LAMBETH. LONDON. S.E.1 
HEAD OFFICE: STRAND HOUSE, PORTUGAL ST. LON N. WC? 


A typewriter saves time. 
A ROTAPRINT saves TIME AND MONEY. 


The ROTAPRINT does all the quality printing in thousands of business 
organizations—letterheads, catalogues, leaflets, billheads, booklets. folders, 
sales letters and circulars—in fact, the whole of your printed propaganda can 
be kept right up to date and every new sales idea can go to press immediately, 
for prompt dispatch, far more rapidly than by any other method and at very 


drastic economies. 


KAYES ROTAPRINT AGENCY LTD. 
London Showrooms : CECIL HOUSE 
57a, HOLBORN VIADUCT, E.C.4 





We have a modern, well-equipped service factory occupying 30,000 sq. feet 
and employing over 200 technicians to render Service to ROTAPRINT users 


An enquiry costs you nothing but can save you big money 


Visit us at our Stand, No. C.I, BUSINESS EFFICIENCY EXHIBITION, EARLS COURT, 


SEPTEMBER 20th—29th 





Factory and Registered Offices: 
The Hyde, London, N.W.9> 
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A New Page in DUPLICATING 





MACHINE PROGRESS. . . 


A 
am > 


OR years Ditto Incorporated has been 
the world’s largest manufacturer of 
gelatine duplicating machines and sup- 
e plies. To-day Ditto not only retains its 
leadership in the gelatine duplicating 
field, but it is also the foremost manu- 


facturer of liquid type duplicators. 

You use no stencil and type when you 
use Ditto, and there is no carbon to pack. 
Simply typewrite, write or draw with 
Ditto ribbon, pencils or inks on ordinary 
bond paper, take that original to Ditto 
and make your copies. 


am eee eee se =P cl le 


DITTO DEPT., 
THE MERKHAM TRADING CO., LTD. 
Bush House, Aldwych, London, W.C.2. | 


Please send me your new book ““Copies—T heir 
Place in Business,” telling how Ditto will save 


money in my business. No obligation. | 
CONCETA, OEA T T i K I V REDE E E E AYAT 

o r AT TNE OE a A EE E T E a e AA | 
AGAVESS...cccccsectececceccnsccsseresestecnesateeesnnecteseuaccsereseennens | 





Ditto reproduces eight colours in one 
operation, on tissue or card stock, and on 
any size sheet up to 20 X 32 inches. Ditto 
is saving money every day for large and 
small concerns in every line of business. 

Whether you need a liquid or gelatine 
type machine depends entirely on what 
use you have for the machine. Because 
Ditto manufactures and sells both types 
of duplicators, Ditto representatives can 
make intelligent, unbiassed recommenda- 
tions as to the machine that will serve 
your purpose best. Ask the Ditto repre- 
sentative for his recommendation. 


Ditto 


Department 


THE MERKHAM TRADING CO. LTD. 
Bush House, Aldwych, London, W.C.2 


Temple Bar 3751 
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“‘Cope-Chat’’ speedrail posting unit, 
built specially to help machine account- 
ing, is another well-known product. The 
equipment holds thousands of accounts 
but entirely eliminates fetching and carry- 
ing ledger trays. It is in its own fire-pro- 
tected, self-contained cabinet. 

Visible indexes, accounting equipment, 
safe-cabinets, fire-files, loose-leaf books, 
and a whole range of office equipment are 
included in ‘‘Cope-Chat’’ products. 


N mechanized accounting the old form of 
[routing sheets round the platen is being 
replaced on modern machines, where papers 
are fed up to printing point by a sliding 
movement from the front. The new method 
is speedier, but any cuts or punch holes in 
forms are liable to tear in the paper guides. 

PERCY JONES (TWINLOCK), LTD., 
37 Chancery Lane, London, W.C.1, has 
gone into this problem. The firm has de- 
signed equipment that binds forms and 
documents from the side, thus leaving the 
feeding edge unbroken. It means greater 
speed, less waste and more accuracy in the 
posting of ledgers and other office books. 

The equipment, known as Poste Haste, 
is an instant-release type with adequate 
expansion. An opening tray immediately 
throws the ledgers into operation. It 
also ensures that an ample posting gap is 
maintained, a big help for the operator in 
doing speedy and accurate work. 


OFFICE FURNITURE 





& SUPPLIES 


OT only has appearance, design and 
finish of desks completely changed re- 
cently but their working efficiency is in- 
comparably higher. Take, for instance, 
the new ‘‘Airline’’ desks produced this year 
by ART METAL CONSTRUCTION CO., 
Buckingham Palace Road, London, S.W.1. 
They are planned for work, long life and 
smart appearance. They have no corners 
to get in the way of passers-by. Island 
bases are centred beneath the pedestals, 
instead of legs. This helps to provide 
ample foot and leg room and to keep the 
desks, and the floor space beneath. them, 
clean. Another feature is that drop-in 
card trays, stationery holders and vertical 
partitions may be fitted in drawers to keep 
the desks tidy and records close at hand. 
The Art Metal concern provides, of 
course, a complete range of office equip- 
ment—desks, chairs, files, cabinets, shelv- 
ing, cupboards, drawers, trays, book-cases, 
wardrobes and all kinds of visible record 
systems. Drawer cabinets, for example, 











Pat. No. 344159. 





- Works and Showrooms: HARTSPRING LANE, WATFOR 





Patent Nesting Chairs 
Withstand HARD WEAR 


Here is the ideal seating for canteens and mess- 

rooms, etc. The welded tubular steel construction 

provides equipment light and easy to handle and 
minimises costly renewals through rough usage 


THE CHAIRS ARE EASILY STACKABLE WHEN NOT 
IN USE — PROVIDING FOR SPACE ECONOMY 


Catalogue B, with full details, 
gladly sent on request. 


D BY-PASS, BUSHEY Tel. : WATFORD 2274 
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Pr DICTOGRAPH 
OEMS | rerna 
. TELEPHONES 





@ TAKE 200 customers in Birmingham 


ade © WHO hasn't: ordered: since October ? because they elimiiħate the short- comings and 

re ‘Send now for folder @ YES and all the others ? the efficiency of other systems of inter-coma 
“Why?” showing @ THANK YOU— They save cost, free the mind and facil: 
: nee nee THAT took you 6 minutes ; : D- tact ni Fekepons te or seb £ 
s: -~ Liuctoera elephones are user yy ip 
‘at your finger-tips. VISIBLE SYSTEMS WOULD HAVE a P 


TOLD YOU IN 3 SECONDS thecountry, #8 = 


CARTER-PARRATT LTD. | SMALL AND LARGE— 
(P. J. Carter-Eve, Managing Director} Whether used in a two-room: š y acre a 
317 ABBEY HOUSE, VICTORIA STREET, hospital, Dictograph Internal Telephones pov deemo | 
RL LONDON, S.W.1 tralized control Literally at the fingertips of Executus anoo 
Telephone: ABBEY 3675/6 ae without manipulating dials, and without loading die aot E 
| side switchboard Operator with the burden of malde co ee 
Each Installation is specially designed tw suit i heo 
individual needs of the case. Es 








































“Consult: 





THE CHIEF GOODS MANAGER | by giving you ee pelot acess ‘the | wiele system, z : oe 
Development Department Engaged lines present no obstacle. 
GREAT WESTERN RAILWAY 


PADDINGTON STATION W.2 sycamore Lo oak « or AI "Simple selt- contai ed- BE 
(Tel. : Paddington 7000. Extension 2466 = ocan be supplied, or the working parts can be Pitot noioe 


existing furniture of your office. 
for details of factory sites in 


SOUTH WALES 


mee FACTORY SITES 
i “<Proximity of raw | 
materials, 






B 4A fine range of DICTOGRAPH models wi. 


operation ae the : 


BUSINESS EFFICIENCY 
STAND 




























Direct shipping 
facilities. 







Efficient rail 
transport to thickly 
: powered areas, 






provide many other invaluable services | 
increase the efficiency of your business o 


DICTOGRAPH TEL 
| AURELIA ROAD, CROYDON, + 
> ABBEY HOUSE, WESTMINS’ eR. 


Branches throughout the United © ingdom, bish Pree Stat 
overseas 










General Manager 
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rustless spriig-wire card holder whic! 
used, This takes up minimum space and” 

| gives unvarying visibility always. Due to , 

its efficiency only 3/16inch visibility is res, 05 
quired as compared with the usual j inch, | ~ 
| e oo ae 
PISHE firm of COX & CO., Hartspring 

| Lane, Watford By-pass, Bushey, 
Herts, has specialized in producing high- 
grade. comfort chairs and desks. This 
equipment is the modern tubular steel 
type. The chairs have a springiness which 

| eliminates the jar on the spine that occurs 
when you sit down, The height of the seat 

| of the chairs in relation to desks or benches 







| ting comfort. With the desks, the aim has 
| been to provide plenty of leg room and 
desk-tops at right working height. 
| In addition to these factors which reduce 
| staff fatigue and increase output, tubular 
| steel furniture stands up to the roughest 
| office use. Moreover, the equipment 
| always looks spick and span and imparts 
| a smart, modern touch to the office. 
@ 


MALL office supplies cost a tidy sum 

of money in the course of a year. For 

that reason alone it is economical to buy 

good materials and products, articles 

which will give a high standard of service 
and satisfaction. 

In this respect the name of Velos office: 


| appliances comes readily to mind. These 


Aen yo, | pi ale Many é | e. S | a k *» f products are sold by REES, PITCHFORD 
K: OV P R H = AD ; — l k. a A > | & CO., LTD., Velos House, Well Street, 
was ' S le.” D [AN a UA London, E.C.1. They include such a diver- 


sity of articles as pencil sharpeners, stap- 


I rent eh, | . ;|gling machines, staples for all models, clip- 
_ Wasted time has no place in the profitable busi- "less fasteners, eyeletting presses, metal 


pie Daily Referencelists hidden in obscure ie | daters, numbering machines, perforators, 
ata Den to graced en 4 w | punches, letter openers, stamp affixers, 
_ Shannon ONE LINE Visible Records every fact | moisteners, and similar goods. 

can be noted inaflash with accuracy...ahundred | 





and one or more facts can be ascertained ina | o 
matter of seconds with no fumbling or wasting | am : as 
of valuable time. It isa sound, practical system of | HTE concern of SHANNON, LTD., 


reference, always in perfect order, ready to yield | Kingsway London, W.C., specializes in _ 
the answers to queries AT A GLANCE... it | producing equipment of every kind to help. 
cuts down the overhead costs of office routine | YOu maimtain visual control of busmess.. 


work. At such a low cost it is truly a sound Shannons look on an office as most 
profitable investment. Send for folder giving | executives look on factories—as a place 
full particulars. | where every action is efficient, where every 
| movement of men or materials and every 
IMPERIAL HOUSE, | arrangement of machines and processes is 
15, 17, 19, Kingsway, W.C.2 part of a plan. : 


This is the approach to all office equip- 
| ment—~<lesks, files, cabinets, typewriters. 
Ee : office machines, use of natural and arti- 
SIRERE EEREN PAE a ! Aii ficial light, use of space, visible filing . 
CU SSESU Un ZOU ISL OlU) SIN DEEN (MEE - EAN i | systems and so forth. The principle is — 


rational office planning. 


ce EFFICIENCY EXHIBITION, EARLS COURT, SEPT. 20—29 a SE 





Birmingham, Bristol, Manchester, Liverpool, 
Newcastle-on-Tyne, Glasgow, Cairo, Egypt. 
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, INCREASED OUTPUT 


demands stricter time control. The benefits of better trade may be lost | | i ms d 
if unproductive minutes neutralise your efforts and rob ar of profit. PE NC | LS 
The “G.B.” System encourages punctuality and efficiency by its fairness : | A 
and impartiality, and prevents slackness from swelling your overheads. | VENUS PENCILS are 3 
ae a Don’t delay—investigate to-day. | enor Merwin pe 
of quality never varies. 
| KNOWN THROUGHOUT THE WORLD 















a “TIME RECORDERS LTD. —_| iin mo aoe 
| 38, EMPIRE WORKS, HUDDERSFIELD | wae 





















Here are some of the applications of this machine : 
© Cash Sales @ Time Cost Records 
© Delivery Notes © © Stores Requisitions 
© Invoices @ Warehouse Orders 
© Purchase Requisitions © Production Orders 
© Stock Control @ Credit Sales qi 
@ Works Orders @ Stores Counter Sales | 


This machine provides the means by which Continuous Stationery with all the 
advantages can be used for all kinds of multiple handwritten records. As many | 
copies of each form as you wish can be produced in ONE operation. A copy is = 
automatically filed under lock and key for auditor’s use. | 


Carter - Davis Lro 
London, S.E.I 

S THE NATIONAL 

I LIGHTING UNIT 


Queen Elizabeth Street, 
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Tue range of ““Reveo’” 
Patent Gall-bearing 
castors runs from lig 
domestic p 







For 40 to 150 
watt lamps. 
Prices from 
5/9 each list. 

















“Phe patent } 
bearing constract 
¢liminates the wma 
“Weakness in ardine 
castors-—~ the cent 
-pincin the swivel, 






















See n, se oe 

Fully descriptive 
catalogue sent upor 
request. 








PATENT BAIL 
ca 
THE REVVO CASTOR co., LTI TE | 


` Blechynden St., London, WII ~ 
= Also at 191 Corporation Street, 


{ REFLECTOR FITTING & 
THE BENJAMIN ELECTRIC LIMITED 
a O ke 











































other equipment w 

. speedy reference a very easy matter. 
IAHE STANDARD OFFICE SUPPLIES 

| cO, 9 Lovell’s Court, Paternoster 

Row, London, E.C.4, sell Ace Stapling ~~ 
Machines which are built of case-hardened — 
steel. They are strong enough to stand up 

. to rough office use. 

The company now has a range of 27 

| | models. Out of this variety any office will 
| find one to suit its requirements. Inci- 

dentally, the newest machine is a pliers 

| type—the Ace clipper stapling pliers. | 

Po © : 
IAHE firm of H. C. STEPHENS, LTD., 

[ 57 Aldersgate Street, London, E.C.1, 
makers of the famous Stephens’ inks, have | 
recently produced a fountain-pen with a 7 
special self-filling device. It is a very = 
simple arrangement, a filler stud which is. 
raised with a twist. It needs to be pressed i 
once, and the pen is full, ready to write. © 

Nibs are of 14 carat gold, iridium tipped, 
graded for points and flexibility. Prices- 
range from 5s. 6d. to 218, : 


® 

Vie steel filing cabinets are familiar 

objects in many up-to-date offices. 
They are built with the knowledge in 
mind that speedy reference is an essential 
factor in filing, The roller-bearing action 
of the drawers in ‘‘Valor’’ files is one of 
those small but important features that 
make for speed in office work. 

The cabinets are built with compressor 
plates, drawers mounted on contact steel 
slides, flanged base and finished in olive 
green, complete with brass handles and 
card-holders. Cabinets are delivered. free 
by the VALOR COMPANY, LTD., from. 
the London address, 120 Victoria Street, 
S.W.r, or from the Birmingham factory, 
at Bromford, Erdington. = 

The company also makes pigeon-hole 
and ordinary types of steel cupboards, 
adjustable steel shelving, steel waste-papet = 
tubs and other office equipment. os ooo 
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BOUT 40 per cent of firms whose 
An are destroyed in fires never 
carry on business. Which is an argument. 
for fire-proofing all files. pers 
The firm to tell you something a 
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PloS TWIN ROLLER 


UNIVERSAL MOISTENER | 


This Strong non -rusting Metal elo i 

Damper is one of the most : 

Popular Models in use. The 

Brass Twin Rollers (Rubber “LIGHTNING” 

Se ee a o Numbering Machines 
T tribution of moisture, and. revoive me 

Ask to see the “Lightning quickly without friction. >: Impr ened: Sa hal z j 

@ Stamp Affixer., Counts, Licks, No. 1508 6 in. Rollers: B >o @wheels — 5 actions ae ik 

E and Affixes 150 slamps per minute Gan be had with 8 in, Relies Gi ~ Gs @ styles of Figures 27/6 


 EVELOS? HOUSE, WELL ST. LONDON, EGI A 
ae a Te oa ae eee Please mention ** Business’ 


























jor all kinds of numbering — 

















information from, or control operations in . 
division of your organisation, by the use o 
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FOR 





SALE | mi It makes no difference whether you want t s 





OR kept in contact with 5, Oor 20 depart . 
A single touch of a button, and you are con- 
RENTAL nected immediately with any of them. 





Private Telephone Dept. 
Siemens Brothers & Co Ltd, 38-39 U pper Thames t; ke 


Phone - - -~ CENtral 23.3.2 emma 















The Fermaprint incorporated many tim e-saving and cost-cutting features a 

exclusive to the more expensive and elaborate equipment. | 
5,000 Copies printed per hour. Automatic Feed adjustable for all types. of 
and cards. 

_ Adjustable fences and guides assuring perfect alignment with speedy 
An efficient Inking System enabling additional inking to any or all 

time-saving Receiving Tray allowing instant. pick-up of printed ime: 
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©- Make a note to visit 
our Stand No, B. 5 
at the BUSINESS 
EFFICIENCY EX- 
HIBITION, EARLS 
COURT, SEPTEM- 
BER 20-29. 








protection for records is CHUBB & SONS 
LOCK & SAFE CO., LTD., 128° Queen 
‘Victoria Street, London, E.C.4. They 
have been studying fire-protegtion tech- 
nique for the past 100 years and now have 
a range of safes, filing cabinets and similar 
equipment which have been certified “Full 
< Protection, Class A” after official tests by 
‘the National Fire Brigades’ Association. 

~"Anvexample of protection afforded re- 
cords ‘in Chubb’s cabinets can be appre- 


Ever since its first introduction the 
booklet ‘‘Lost Motion’ has been ac- 
claimed by many business executives as 
a revelation in business management. — 
At illustrates how leakages and losses can — 
be eliminated’... how every inch of- 
“available office space can be utilised to 
its best advantage and how a hundred 


ATIO 


annon 


LIMITED 


below 270 deg, E : 


! 





< and one other items can be turned to 
: profit instead of maintaining high over- 
head costs. This fascinating booklet : 
will be gladly sent to Principals on | 
receipt of business card. | 



















IMPERIAL HOUSE, 
15, 17, 19, KINSSWAY, W.G.? 


Birmingham, Bristol, Man- 
chester, Liverpool, Glasgow, 
Newcastle -on - Tyne, Caire. 





electrically welded at alf joints, insulation 
cast in one monolithic block and rein- 
forced with heavy steel mesh and special 
tongue and groove fitting of the doors and 
frame, 


“ASH and book safes that are bomb- 
Cc. as well as fire-proof is not an un- 
important point to-day, as the OFFICE 
EQUIPMENT CO., 113 High Holborn, 
London, W.C.1, realizes. 
good management to prepare against every 
contingency, and the need to have bomb- 


proof equipment may arise in the future. 


In any case, this firm sells safes which pro- 


vide the maximum protection under all- 
. Seircamstances for your records and import- 
“änt documents. ` ess 


c Fhe Office Equipment 


Saas on a 


It is an item of 


3 | Co, can also do 
light. steel, what its name su ggests—-provide you with 


TELEPHONES & 
ACCESSORIES 





A NY business method that gives exécu-- 


/\tives immediate, finger-tip control 
over their organization is of vital import- 
ance to-day. That is why internal 


communication has developed 
in recent years. R a 
Dictograph Internal Telephones, pro- 
duced, distributed, installed and main-. 
tained by DICTOGRAPH TELEPHONES, 
LTD., Croydon, is a case in point. These 
internal telephones have been installed in 
thousands of businesses throughout the 
country. They provide executives with 
centralized control. Any organization 
equipped with this system has every... 
department within speaking distance of = 
the managing director's desk. By flicking. — 
a key, instant communication between any ` 
two or more executives is possible. Con- 
ferences between the chief executive and 
his subordinates can take place without 
any one leaving his desk. There is not 
even a switchboard to go through or even 
a dial to manipulate. | | 
Dictograph Telephones, Ltd., make“ 
themselves responsible for the installation 
and servicing of all equipment they supply 
in the British Isles. Incidentally, the pro- 
ducts of the firm can be supplied on rental 
terms or under a hire-purchase agreement. 


“DEAS are valuable products, but elusive 
until you get them down on paper. Jti 
is the same with all first conceptions—a 
plan, a letter, a report, all valuable when 
they can be seen and understood By 
others. 2 ee A 
Here, then, is a reason for every creatives 
executive to have on hand the means of 
putting his thoughts into action at once. 
It is a problem of communication, and it. 
can be solved by the use of Ericsson loud- 
speaking inter-communication telephones, 
he product of ERICSSON TELEPHONES, 
LTD., Kingsway, London, W.C.2. 
There are many advantages in such a> 
communication system. The six out- 
standing features are: (1) there is no need 
to dial, call an operator or hold an ear- 
piece or mouthpiece; (2) you can hear the 
replies aloud—-your hands are free; (3) 
you can have right of way over other con-" 
versations: (4) no executive need leave. _ 
his desk when you hold a conference; {5} 
you can switch off the loud-speaker and 
use the hand-piece when necessary so tha 
only you can hear the replies; (6) the 
system gives full secrecy. | ae 
Key men all over your organization are 
at your elbow by means of this loud- 
speaker telephone system. A flick of- 
key, and you can speak to any one or a 
of them together. One to 15 executives i- 
may be on the “‘hock-up’’. When yowo 
get an idea that affects any one of: your 
executives, you can put the matter to him 
immediately. Or, as your secretary is on 
the system, you can dictate your notes 
to her without having to call her into 
your office. oA ty A 
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One Machine does the work of Two 


Continuous Form Billing in addition to regular typing 


Your typewriter actually does the work of two machines 
when used with ‘‘Fanfold’’ Continuous Form Adapter, because ° 
the many time and money-saving methods of the Continuous 
Form Billing Machine are added to all the advantages of 
regular typing. 


‘‘Fanfold’’ Continuous Forms typed over our Attachment effect 
savings in Billing time, and costs, ranging from 17% to 78% 
without affecting the operation of the typewriter for regular 
correspondence and other purposes. 


"Fanfold” Adapter places no strain whatever upon the type- 
writer carriage; because of the very simplicity of construction 
and operation there is nothing to get out of order. 


anfo/ 


TRACE MARK 


NORTH CIRCULAR ROAD, LONDON, N.W.2 
Telephone : GLAdstene 5477 (3 lines) 
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Facts and Ideas for 
Advertisers that You 
can Use with Profit 


Ji you could gather for yourself all the latest news, 

developments, and the most successful plans in 
the advertising field, and those selling methods 
proved soundest in actual practice— 


How much would it be worth to you? 


poas and Pounds! For it would help you to get more out of your 
advertising and to increase your turnover and profits. But the cost, 
if you did it yourself, would be prohibitive. 


Here is a way you can do it for less than a penny a day. 


For in the pages of the ADVERTISER’S WEEKLY there comes to your 
desk every Thursday just such a complete report as you could wish for, 
on the most recent news and developments in advertising and selling and 
in the latest ideas in Press, Poster, Direct-Mail, Outdoor, Sign, Film, Novelty 
and every other branch of advertising. In addition, you also get Marketing 
Surveys, both regional and overseas, which show you the sales possibilities 
and facilities in all the markets covered. 


To secure all these sales and advertising ideas, facts and 
data regularly every week, you need simply order your 
newsagent to deliver “ADVERTISER’S WEEKLY” 
every Thursday morning. Or, if you prefer, first send a 
postcard for a specimen copy TO-DAY to the Publishers :— 


Advertiser’s Weekly 


BUSINESS PUBLICATIONS LTD., Dept. B.S., 
WHITEFRIARS HOUSE, TALLIS ST., LONDON, E.C.4 
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Invest Some of Your Leisure | prospering in Commercial and Business 


Hours and Draw Dividends of 
Prosperity in Your Future Career! 


Y investing some of your spare even- 
: ings in home study under the ex- 

perienced guidance of the eminent 
and experienced tutors of the Metropoli- 
tan College, you may make for yourself 
an effective and successful future, 


If you are ambitious, you will realise 
the value of such spare-time home study 
as a power in your life for successful 
achievement. 


By this means you can acquire, during 
the hours when you are not engaged in 
your regular work, the vital business 
knowledge which is essential to success. 


A METROPOLITAN COLLEGE 
Postal Training is the best obtainable: 
it is the finest investment any young, 
ambitious man can make for his future 
welfare and progress in business life. 
You need a business or professional 
training but once in a lifetime. 
Be content only with the best 
—that provided by the Metropolitan 
College, the College of proved Success. 


FREE 132-PAGE 


“ GUIDE TO CAREERS ”’ 
Make your 
decision now and 
Pearmeens Min! send at once for 
| SECRETARYSHIP | BE: a FREE COPY 
taweocommence Iia] of the Metro- 
a er politan College 
; “GUIDE TO 
CAREERS ir 

Secretaryship. 

Accountancy, 
Law and Com- 
merce’*—a care- 
fully compiled 
132-page volume 
which shows 
you plainly how 
CIVIL SERVICE to secure that 
Pech fv ance ment 
Those eed financial 
A O Stability upon 


which your 
future happiness 
depends. 


for free 52 p p," Civil 
ò «Service. Guide" 





To many thousands of voune men now 


METROPOLITAN C 


(G9), ST. 


| INC, 


callings, the receipt of the “Guide to 
Careers” was like the raising of the 
curtain on the stage of life. It opened 
their eyes to a vista of achievement far 
surpassing their expectations or hopes; 
and it guided their steps to a prosperity 
and progress that, but for its inspiration, 
they might never have attempted. 


SPECIALISED POSTAL TRAIN. 
TAKEN AT HOME, IN 
SPARE TIME, for all Accountancy, 








Secretarial, Banking, Legal and Insur- 


ance Exams.; for Professional Prelim- 
inary Exams.; Matriculation, B.Com.. 
B.A. and other London University 


Degrees; for Civil Service, Police and 
Relieving Officers’ Exams., etc. Also 
many intensely PRACTICAL (non- 
exam.) COURSES in Accountancy, 


Secretarial, and Commercial subjects, 
Salesmanship, Foreign Languages, 
| English, General Education, Public 
| Speaking, etc. 

| Your future prosperity waits NOW on 
your decision. Let the urge of your 
ambition have sway. The turning point 
of your career may be in the attached 
Coupon. 

Fill in that Coupon and post it to-day 
to the Metropolitan College, St. Albans. 
So will you place your foot on the first 
rung of the ladder of leadership 





COUPON—POST NOW 


Please send me—without charge or 
obligation—the College 


132pp. GUIDE TO CAREERS 
52pp. CIVIL SERVICE GUIDE 

(Cross out Guide not required 
NAME 


(In Capitals) 


ADDRESS 


Exam. (if any) in 
which interested 

POST Coupon (4d. if unsealed) to Metro- 
Politan College (G9), St. Albans, or CALL at 
40-42, Queen Victoria Street LONDON, 8.0.4, 
or 2], Spring Gardens, M ANCHEASTER, 2. 


susiness, Sey tember, 1937. 
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E) ilt will cut your costs — reduce your stocks — speed up your account 


An ~ @ The SELDEX System of Visible Re- 
oe cording: produces the. essential facts 
-o of your business quickly, surely and 


_ collecting — increase your sales 


© There is a SELDEX Equipment for every class of business 


J. ® 


We invite you to vis 


BEFORE INSTALLING ANY SYSTEM 
INVESTIGATE THE ADVANTAGES OF 
SELDEX. THEY ARE MANY 


* 


it: 


STAND No. C.ll 





EARL’S COURT 


BUSINESS EFFICIENCY EXHIBITION 


| P\EPARTMENTAL 


20-29 SEPTEMBER 


OR SEND FOR ILLUSTRATED CATALOGUE TO: 
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boo onumbered below, 
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{o Numbers {see Index, page z] 


Firm. 
Address 





wae pact eRe EHR AD tyler eee ónt 


If you desire information from the Editor or from Advertisers attach this coupon, 
‘which should be signed by a responsible executive, to your business letterhead 
and. post to :-— 
atte s omen i emes p e a mmm comes mas ee ome 4 come © eR a meant a Summ e una > ema e SNES 
‘BUSINESS Service Department, Whitefriars House, Tallis Street, E.C.4. 
ad. without obligation, more information in connection with advertise- 
t (or advertisements) in the September, 1937, issue of BUSINESS 


LIMITED 


Sida diesen, TE ETE AA d, Witton, Birmingham 6 
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VISUAL SYSTEM 


| simple to install and extend. 





| you merely plug in by that person’s name.” 


and others may be added. Two-way con- 
versations can be held between the master 
and any other unit or with all units simul- 
taneously. In these conversations callers 
at either end can hear and speak from 


| any part of the room. A red light signal 
fat the master station indicates when the 


phone is “live”. 
e | 
| {ME and labour saving are the features 


of the new Reliance loudspeaking tele- 
phone, made by the RELIANCE TELE- 


| PHONE CO., LTD., 12-13 Henrietta Street, 


London, W.C.2, i Semen 
No busy executive likes to stop to dial- 
a number when he’s in a hurry to get im- 
touch with any department. This instru- 
ment eliminates the need. The depart- 
ments with which an executive has to be 
in touch frequently are called by merely 
pressing a button. It is not even neces- 
sary to hold the receiver. It is possible 
to hear replies at some distance from the 
instrument. When other people are in. 
the room and it is necessary to hold private 
conversation, the hand-set can be used. 
Any number of instruments can be 


| installed, linking executive with execu- 


tive, department with department. No 


| multiple cable is needed, only a twin wire. 
to connect the 


instrument with the 


automatic exchange. 
© 


inter communica- 
tion systems, staff location ‘systems 
and other means of getting quick contact 
between executives and departments are 
now accepted as a business necessity. De 
SIEMENS BROTHERS & CO., LTD.. 
Woolwich, London, S.E.r8, has a repūta=- 
tion for producing high-class equipment in 
this field. Their new private. automatic 


| telephone system, for instance, is one of 


the outstanding installations of its kind. 


| It incorporates the ‘‘Neophone’’, the new 


British Post Office pattern high-efficiency 
telephone. It is compact and can be fixed 
almost anywhere. Dust-proof covers and 
double contact relays ensure reliability and | 
long life. It is a 2q-volt system, can be. 
operated from A.C, supply mains, an: 


Too often executives are unable to find >: 
the key men in the works or some other o 
department. In chasing the missing per- oo 
son, time labour and money are wasted ~ : 
everywhere, | peice 

By using the Siemens automatic staff call. 
service, however, you can find any man at 
once if he is anywhere on the premises. 
Each person on the service has a code call. 
Names of people are arranged on a plug. 
panel. When any one of them is wanted, 






























Immediately, automatically, his code call 
sounds throughout the offices and works. 
He hears it and walks to the nearest tele- 
phone to call you. | 


beg co BIG London firm. recently - were 7 able a : 7 








to increase the efficiency of its inter: o 
communication system by over r00 per i 
ame time make a cash =o 

oant. This was done 















S TYPING & C 


RUTHURSTAT ELECTRO-COPYIST 

















Have you a copy of the original 
document ?—this question is a daily 
. one in almost any business and have | . ; ee 
= you ever considered what it entails p Wee ae. 
= by way of time and labour? C op tes: LETTERS . DEEDS = 
- Within a few moments a Ruthurstat | PLANS. CERTIFICATES . W LLS 
O n ee ase et 20 Imperar CONTRACTS . CLAIM FORMS . POLICIES 
letter or report without need for | a 
checking. CHARTS ; LAYOUTS . STATISTICS 
= The Ruthurstat is specially designed INVOICES . REPORTS . SPECIFICATIONS 


for use by an office junior, it needs BLUE PRINTS TENDERS . ETC. 
no dark room or skilled operation : 








Used by the leading Banks, - _— eebying capacity i 


double foolseap Br 










Every 
D e p a r t m e m t Sele Manufacturers: 


Ruth urstat | YOU & 12-13 ASTOR HOUSE, ALDWYCH. Ree 


Phone; Nolbors 4057 


Insurance Companies, 


Industry and Commerce 
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5 BOMB-PROOF and FIREPROOF || SP&ed YP 


cash and book SAFES— ||B'ANCR O! 


new and 
second-hand, 
all sizes 
and qualities 
in stock 


% 


Please give full details 
of your requirements 
when writing. 


VVVVVVV" 


K We carry the largest stock of New and 
Second-hand (reconditioned) Office 
Furniture, Safes, Typewriters and 
Visible Indexes in London, and guarantee 
to supply better value than any other 
firm. 
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Patents applied far 
MODEL ‘A’ WILL GIVE ANY COMBINATION ae T 
PARALLEL AND TWO CROSS FOLDS. OVER J0 OST 
STYLES OF FOLDING 
May we send particulars of this and other models 
Designed and Manufactured by 


HE BANCROFT ENGINEERING COMPANY | 


_ OFFICE EQUIPMENT CO. {|| ys sfariondes ua SUR 





113 HIGH HOLBORN :: LONDON, W.c.I 


: Tel. CITy 4056 Cables oBusikwip Londont ‘Head Office aad 
a {Opposite Holborn Tube Station) Telephone : HOLborn 8235 


Sole Distributors fer Greater London | Kinghamway, Re; 
MAGOWAN & COMPANY LIMITED 1 Luton 


_and 79 VICTORIA STREET, S.W.i MAI NY L [a 








Lj & CONSTANT 







. Pnumber of departments put on the system- 
Iwas far in excess of the number previously 
“|wired up on the old hand-operated switch- 
board. | 

This is a typical example of work being 
done by Telephone Rentals, Ltd. Pro- 
portionately, savings of like nature are 
effected by small firms that install the 
Telematic service, 

Telematic service gives much more than 
just inter-departmental communication. 
Other facilities include loud speech with 
sensitive transmitter, priority calling, tie 

costs cut— increased output —- toned up line service, staff location systems, press- 
 accuracy——quicker service to clients. Above | button calling, conference systems, secre- 

all, PERSONAL AND CONSTANT CONTROL OVER EVERY PHASE OF YOUR BUSINESS tarial service arrangements, and so on. 


ELIANCE l 


LOUDSPEAKING AUTOMATIC TELEPHONE SYSTEM 


over every phase 
of your business 











A system of rapid intercom- 
munication between you, your 
- department-executives, and every 
single unit in your organization 
is of vital importance 
Think what depends on it : time and 









TIME RECORDERS 





INUTES lost in the morning cannot 


ACHIEVES ALL THESE VITAL FACTORS IN THE EFFICIENT RUN- Ji be made up during the day without 
NING OF ANY BUSINESS WHETHER A LARGE ORGANIZATION that extra effort which sends up costs. 
l OR A SMALL CONCERN That is one sound reason for keeping a 

British Manufacture throughout. For full particulars, Sale or Rental Terms, write to:- [check on staff time of starting in the morn- 


THE RELIANCE TELEPHONE CO., LTD. fiivoogouinesss e 


ae me Pane E ae Time recorders have established them- 
A subsidiary of The General Electric Company Ltd. selves as the impartial keepers of staff time. 


GOSCHEN BUILDINGS, 12/13 HENRIETTA STREET, W.C.2 Recorders made by GLEDHILL BROOK 







e i i and 26 branches throughout the country TIME RECORDERS, LTD., Empire 
© voU CAN SER. THIS. EQUIPMENT WORKING ON STAND EQ BUSINESS EFFICIENCY Works, Huddersfield, are among the best 







EXHIBITION, BARL'S COURT, 8.W.5.-SEPTEMBER 20-29 known in the country. They provide an 
raiment s ' lindisputable record of time worked. They 
| | induce punctuality without favouritism or 

Nt ae at s POENE friction. By these means they help to cut 

| NOW is the time to arrange out waste in time and to reduce overheads. 
| k {Firms find that a Gledhill Brook recorder 


| | | for SYSTEM DESK CALENDARS ode its own costs in a few months of 
to Give You All-the-Year- ae, : 
Round Publicity in 1938 


“System™ Desk 


VENTILATING — 
EQUIPMENT | 
your poulies | eae ae 


meenam announcement | | IR purification has become an estab- 











=o How 
eall on possible 
customers ? | 

































: : “Your salesmen call regularly 





onl your actual customers. “a copa eolaner printed promi lished practice in offices now it is real- 
nee Sa je l ea mhàn » $ he f . . : on Fb 7 d 
I But how often on po ssible ous- = | ene pte maned Ory Sh ized what bad effects on health and w ork 
I romers? cme mann ose cach — Daily result from unfavourable air conditions. 
Do Pee Seseto SSS Eee Sle will keep OZONAIR, LTD., St. Leonard Street, 
as ee 5 A Aknai your goods or = > reg qE 
-To win new business demands Yie betore | [London, S.W.1, makes many types of” 
: : Grad vee the notice of equipment that purifies air. The Ventex 
persistent ee icitation. oe customers OF air filter, for example, cleans air to the .. 
salesmen probably have not the ee point of sterilization. . 
necessary time. What’you need hour of every pre se eee ’s Selig enti T. 128, 
a . ee re working ay is of particular interest to business men. 
To | eae Direct Advertis ng eales | BEE he | |It is capable of dealing with a room up-të 
g - economical than pet sona sales~ cause they com- 3,000 cubic feet. It consumes electric cure > 
[i omanship and almost equally mand more fre- rent of 25 watts with the fan working and = 
Hee fa ame: roA = quent reference Ny ear Spee ae as 
ective for the preliminary than any other only 5 watts without the fan, aoa 
| = ` article of desk | | 6 
equipment they constitute the best form of- | 












continuous publicity at a minimum cost, 
COUPON = 

To SHAW PUBLISHING CO., LTD., HE key to having vital information 
6, Carmelite Street, London, E.C.4, f on hand is to be found in records and 
recording systems. A visible system is t 

only type of record which will give yo 
vital facts ina moment's glance... 
This finger-tip control is the aim 









__VISIBLE | 





` Would you like details—with- 


t obligation ? 












| A WwW. RUDDOCK H 
Direct Advertising Consultants 
EE LINCOLN o 
O and at3 Old J ewry, London, E.C.2 





“Without incurring any obligation I would Hke 


to have your quotation for........00.. eee 


System Desk Calendars for advertising purposes. 


{you instantly. 





limit, which lines are moving, which are 
not, how your stocks stand, what your pro- 
duction is, how your selling costs are 
moving—any one of these important and 
specific facts can readily be seen by using 
a visible system. There’s not one section 
or department in your business that can- 
not have its position shown clearly by 
such methods. 

You may need to know certain kinds of 
information peculiar to your business, If 
so, visible card equipment can be adapted 
to meet your special needs. A good idea 
of how visible systems can keep your busi- 
ness at your finger-tips can be gained from 
a folder called ‘‘Why?’’ This is published 
by CARTER-PARRATT, LTD., 317 Abbey 
House, Victoria Street, London, $.W.1. It 
will be sent free of charge on application. 


NE of the newest systems of account- 

ing introduced into this country is 
by DEFINITIVE ACCOUNTING, LTD., 
Southampton Row, London. The equip- 
ment consists of (a) a piece of mechanism 
called a ‘‘recording table’, (b) specially 
ruled forms for your ledger, journal and 
other sheets, (c) a cabinet for holding the 
arrangement of ledger sheets. 

By means of carbons, the ledger, journals, 
statement of accounts and other sheets are 
written directly from original sources of 
information, Exact registration of all 
columns on all sheets is achieved through 
the recording table, a flat piece of metal 
with bars on the left-hand side that lock 
into place a sheet. 

The table is used for hand entries. For 
typewriters, a special attachment which 
gives automatic alignment and multiple 
front feed is used. 


r | \HE Kardex system, sold by LIBRARY 

BUREAU, LTD., Leadenhall Street, 
London, E.C.3, makes it possible to refer 
or post straight away to a given record 
or to survey a mass of records without 
summarizing. 

In Kardex, a record card is titled on its 
bottom page and set behind a transparent 
and protective margin of a paper pocket. 
These pockets intermesh like slates on a 
roof. They are kept in trays which are 
housed in cabinets or similar fire-resisting 
equipment. A single tray holds up to 100 
records, 

Signal control is effected by use of 
coloured, transparent signals bedded 
behind the pocket edge. Signals may con- 
vey a wide range of meanings. They may 
be used to indicate dates for action, to 
classify, to call attention to certain con- 
ditions in accounts or stocks and so on, or 
arranged to progress over a scale. 

Where permanent and protected indexes 
are concerned, there is the Kardex inter- 
locking tube index, Typed slips are 
inserted into flexible transparent tubes. 
Each tube interlocks with the tube above. 


HE firm, SELDEX, LTD., Dulverton 

Road, Witton, Birmingham, makes 
every type of visible recording equipment 
—book units, wall panels, drawer files and 
containers. They show in complete, vis- 
ible, up-to-date detail all the essentials of 
a business. Visible records may deal with 
any phase of control—cesting records, hire- 
purchase accounts, ledger accounts, pro- 
duction records, etc. 

Record cards are contained in flat, steel 
trays which are kept in steel cabinets. One 
feature is the patent steel clip hinge which 
operates on a spring steel bar. This makes 
it possible to suspend two record cards to 
a single bar in a file tray. 

Record cards can, normally, be any size 
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To-night at elosing ° 
will your records be 
posted and balanced 

up-to-the-minute? 





Secure this book-keeping control with 
. the completely electrified machine 


Make your book-keeping records more valuable, more useful 
Send out customers’ statements early. Avoid all unnecessary 
duplicate posting and repetition of identical information. 
Obtain a running check on the accuracy of the work. 


You can obtain these Accounting advantages with the Remington 
model ‘‘86’’, 


By furnishing you with automatic 
proof of every item posted, the 
Remington ‘‘86’’ provides complete 
control of the accounting work. 






NO OTHER MACHINE, AT ANY PRICE, 
7| GIVES YOU ALL THESE FEATURES 


1. Complete electrification of all | traction, providing contra-entries within 
alphabet and numeral keys, and of | specific column, and instant correction 





carriage. of errors. 
2. Complete flexibility of registers, | 4. Automatic tabulation. 
providing extra accumulations without 5. Complete visibility of writing line 


rebuilding or replacing machine. Addi- | permitting easy checking of every entry. 
tional registers limited only by length | 6. Automatic line proof of each 
of carriage. | individual entry provides instant audit. 
8. All registers visible for columnar | 7. Independent control of each related 
accumulation and cross-computation. | form to be pré@pared simultaneously. 
All registers equipped with direct sub- 8. Uniform legibility of all records. 


REMINGTON 


ACCOUNTING MACHINES 





BUSINESS EFFICIENCY FREE SURVEY For a scientific 
EXHIBITION money-saving 


analysis of your book-keeping costs, 


EARL’S COURT, LONDON, without obligation, write to the 
SEPT. 20th- 29th Accounting Machine Division, (Dept. 
).840), Remington Typewriter Co., 

STAND No. D.1 Ltd., 100 Gracechurch St., London, 


E.C.3, or any of the Remington branches. 















eae k —and leave it at that. 
























SHIP CANAL HOUSE, 


















































by 1} in. to 13 in. by 7 in. 
m how much. information gust be 
on-the cards. Cabinets contaimng 


+ 26 trays, single row, have record. 
cabinets are supplied with 12 


-ord cards are ruled in columns and 

actions according to the information to 

be-placed on them. At the bottom edge, 

which is always visible in the file, the 
“eoloured metal or celluloid signals are 
attached. 





a dition of stock and its handling. 
© AN stock in store is entered 


'S MORE TO IT THAN 


A great many people say Lancashire and Cotton in the same breath 


. ‘True, Cotton is Great Britain’s leading export industry, but it is 
only the beginning of the commercial life of Lancashire—a com- 
mercial life which will amaze you by its diversity. 
| Every element, every facility needed for the development of modern 
ndustrial enterprise is to be found in Lancashire. Economical 
oduction is an accomplished fact in countless trades and industries 
ich have, after investigation, decided that Lancashire provided | 
‘Lancashire offers unrivalled opportunities to modern industry. - - : : 
Inquiries for Information and Expert Advice treated in strict 
confidence. 


TT STOREY, General Manager 





AN 


Sees Take an example of stock control: =o | ! 
Primary things to know are (1) excessive © original. Placed on an account form, they 

< stocking, (2) -anderstocking and (3) con--> 
pee AS : Janey gofient, 







ois automatically entered. Minimum and _ 
mum amount of stocks to be beld 











Preliminary information obtain- 
able tah om 

THE TRAVEL A . 

DEVELOPMENT 


TRIAL 

ASSOCIATION 
BRITAIN AND IRELAND, 
6 Arlington Street, London, 
S.W.1. British Empire Build- 
ing. Rockefeller Center, New 
York, and 28 Avenue des 
Champs Elysées, Paris. 


OF GREAT 





is determined and signals set on stock con- 
trol cards. At “minimum stock level’ is 
set a danger signal. Thus, re-ordering is 
automatically carried out and overstock- 
ing and understocking gparded against, 


| MISCELLANEOUS | 


YONANOY products are stickers, the 


size of a large postage stamp. 
. The stickers are amusing, tactful and 


focus attention on the demand for pay- 


successful in speeding up payments. 


| travellers’ commissions. Here again the 
| information is built up by daily analysis; 
| and at the end of each accounting period 
| a complete sales analysis over all the o 
| headings as listed above is prepared ` 
within five days. 


these figures is enormous. 
no exaggeration to say that, by so speed- 

ing up the supply of essential figure- 
facts, the Paramount system has proved. 
to be the one essential necessary to make. 
possible a progressive plan of budgetary 
control in this business. : 





Firms that use them say they are. 
control cards.” Any withdrawal or addition. 58: 6d, for a box of 550, they are worth. r 
“getting from NONANOY PRODUCT S,.23.... All the bu 


_Prinsep Road, Hove, 4. = the appropri 







prompt 





Our accounting year is divided into 


13 four-weekly trading periods, and the — 
ability to prepare the foregoing statistics 

in the time stated now enables us to pro- | 
duce a complete trading analysis of the 
whole of the company’s business within 
ro days of the end of the accounting 
period. This analysis takes the. form of 

a detailed comparison of all items of 
expense with a pre-determined budget | 
set up and a statement of the net profit — 
on each line of commodity. E 


The greater analysis which has been => 


possible by means of the Paramount >. 
| card has enabled us to set up accurate 

departmental burden rates which we are i 
capable of revising and bringing into line 
with current trading conditions in a 
remarkably short time. 


Now We Can Have Effective 
Budgetary Control 


The benefit which is derived from 
In fact, it is 


We have already been able to reduce a 


our overheads appreciably, which has 
helped us to carry increased labour rates, 
and we are still extending the Para- 


mount system. When we have com hen 
pleted further application of ith weer: 
confidently expect our overheads to be.” 
still further reduced and our function. 
of control made still more easy and 
effective. 


Control Plan Cuts 
















(Continued from page a = 


purchase order; otherwise the order. ¥ 
say: ““Deliver as Released’, and separat 
delivery instructions are issued later, The 
material card now goes to the buyer, acting. 
as a purchase requisition. oe see 

With this card the buyer has before him 
more information about the material or 
part than could possibly be shown in any. 
requisition. The description and part 
number are positively correct as there has i 
been no recopying., There is a comple 
history. of every previous order placed. 
quantity, source, price, etc. (| On. s 
reverse of the card are listed all the quota 
tions which the buyer wrote in at the time = 
the. bids. were received, together with any 
notes as to placing future orders. oo. cp 















” 









selected, initial the card, and pass it to a 
typist, who types the purchase order 
directly from the card. 

Consider the saving here over the former 
system of writing requisitions for all pur- 
chases. Besides the cost of the requisi- 
tions, we save the clerical labour of writing 
them and checking, the buyer’s time in 
referring to other records for information 
on previous purchases or quotations and 
in writing the supplier’s name and address 
and price on the requisition, the clerical 
and typist’s time in cross indexing num- 
bers on the purchase order and requisition 
and in filing the requisition. We also save 
the cost of filing cabinets and the space 
which they occupy. 

The purchase order and card, or cards 
when several items are on one order, now 
pass back to the material control clerk, 
who checks the order and writes the date 
and order number on the card. He then 
passes the original order to the buyer for 
signing and mailing. 


Another 50% Reduction of 
Error Chances 


Here, again, we save the recording of 
requisitions and a second removal and re- 
filing of the card to record the purchase 
order. The chances of error are reduced 
50 per cent, since the order is checked 
directly with the master card instead of 
against a requisition which may itself be 
incorrect. The centralization of responsi- 
bility further reduces the chances of error, 
since the checking is done by the person 
who is constantly dealing with that par- 
ticular item and who knows that, should 
an error creep through, it will cause most 
inconvenience to—himself. 

When separate delivery instructions are 
issued this is done on a release authoriza- 
tion, as illustrated. The process of figuring 
delivery requirements is quite simple. 
Starting with the last month on the manu- 
facturing programme, it is merely a matter 
of dividing the monthly needs by the num- 
ber of deliveries desired each month and 
advancing the delivery dates by the num- 
ber of weeks’ bank it is desired to carry. 
Work back only until the amount of 
material due on orders has beer accounted 
for. The figures in the release illustrated 
are based upon deliveries every two weeks 
and a minimum bank of two weeks’ stock 
in hand. 

The material control clerk’s job now is 
to see that deliveries are made by the 
source, according to instructions. For this 
purpose he keeps on his desk a copy of all 
purchase orders, which mention delivery 
dates and a copy of all current releases. 
As the invoices or receiving reports are re- 
ceived they are marked off against the 
order or release until it is completed, when 
the copy may be destroyed as the per- 
manent record of receipts is kept on the 
material card. It is the material control 
clerk’s job also to contact with the source 
by letter or telephone as necessary to se- 
cure prompt deliveries. 

Formerly, follow-up on deliveries was 
handled by a separate department. This 
system left the way open for the passing of 
responsibility from one department to the 
other; it also impeded the quick gathering 
of information relative to the status of 
orders for meetings’or individual heads of 
departments. Now, when information is 
required, it is all available in one place; 
the responsibility is fixed, and the actual 
work is speeded up. Naturally, the saving 
of time has a favourable effect on our 
overheads. 

Engineering changes are taken care of 
with respect to requirements on the 
material card by entries in the non-pro- 
ductive disbursements column, with an 


SPEECH IS 
POWER 






earn the Secret of All Suc- 
cess by Simple Home Study 


Life to-day offers golden opportunities to the man or woman who 
possesses the qualities of leadership. The big, high-salaried positions 
in business and professions invariably go to those who are forceful, 


IN BUSINESS LIFE 


convincing speakers. The leaders in social life are those who know o OAE eel: 
how to talk interestingly, convincingly and compellingly. And, success comes to the man who thinks 
amazing though it seems, nearly everyone had the hidden “‘knack”’ of straight and speaks with conviction 
Effective Speech. A new simple system of training quickly overcomes and power. 


nervousness, timidity and ‘‘stage-fright’”, and gives you power, 
leadership and success. 


Get what you want — Sway, 
Convince, Compel 


In a very short time you can learn to address large and small 
audiences with unshakable confidence; to win popularity, position 
and authority. Success begins to crown every effort. People listen 
to you, seek your views, accept your opinions, your teaching or your 
persuasion. Whoever you are and whatever you are, Effective Speech 
is the Master Key to Success. 





- » « IN SOCIAL LIFE 


g ” a the fluent conversationalist and witty 
Gras this amazin 0 ortunit at once speaker at meetings and functions is 
the leader of popularity. 


This amazingly successful system of home study, astonishing in its 
simplicity, is fully explained in a remarkable book now being sent 
entirely free to every applicant. It tells how to overcome every trace 
of self-consciousness and make yourself a speaker who can dominate 
every position with ease. 


Send at once for this brilliant book. It will grip your interest from 
cover to cover. Ayd remember—no cost—no obligation. . 


POST COUPON NOW FOR THIS 
* VITALLY IMPORTANT BOOK FRE E 





ee rn rs ws se e es ee es ee es es ee ee — 


PSYCHOLOGY PUBLISHING CO., LTD. (Dept. 


B / ES18), 8, 5 and 12 Queen Street, Manchester 2. - + « IN PRIVATE LIFE 


Psychology Publishing Co. Ltd. 


(Dept. B/ES!8), 


3,9 & 12, Queen St., Manchester 2 


J 
j 
i 
4 2 self-confidence, authority, and happi- 
| Please send immediately my FREE copy of “How to ness are the rewards of speech 
I Work Wonders With Words”. training 
i j 
J 
i NAME . 
J 
i Adkas iaa td A at 
Í 
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The Best Way of 
Record-Keeping? 
For most businesses the “ROBIN” 


method is the best way of record- 
keeping. Childishly simple. Quick 


reference. Economical to install and 
maintain. British throughout. Why 
not try it ? d 


SPECIAL TRIAL OFFER 


ROBIN BOOK 5 ins. x 8 ins., com- 
prising looseleaf binder bound full 


maroon buckram, A-Z index 9/6 


and 200 leaves (feint, cash o 
double ledger) w a, 
or 
bound half maroon pigskin 12/- 
Post free on 7 days’ approval, with catalogue 
J. W. RUDDOCK & SONS 
Looseleaf Book Manufacturers 
LINCOLN 
and at 3 Old Jewry, LONDON, E.C.2. 





FULLY SERVICED SECTIONAL FACTORIES 5,000 to 20,000 s. ft. 


INDUSTRIAL DEVELOPMENT DEPARTMENT 
WELWYN Telephone: Welwyn Garden 248 HERTFORDSHIRE 
25 Minutes from King’s Cross to Welwyn Garden City Station 





A FREE SERVICE 
TO 


“BUSINESS” READERS 


We maintain a Service Depart- 
ment ready to serve you with 
information on Machines, Equip- 
ment, or any Office Appliance. 


We will advise, secure printed 
particulars and, if desired, put 


you in touch with firms supplying 
services or products in which you 
are interested. 


Service Department, 


BUSINESS, 


Whitefriars House, Tallis St. 
E.C.4 





WILLIAM BRENDON & Son Ltd. 
THE MAYFLOWER PRESS, PLYMOUTH 


Specialists in the manufacture of 
DAILY TEAR-OFF CALENDAR BLOCKS 


with or without quotations 
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explanation of the entry at the foot of the 
card. On the card illustrated it is shown 
that 100 jobs of Model AC did not use this 
part; therefore, a ‘‘again’’ of 100 jobs— 
200 pieces—is entered in red and, of course, 
deducted in the cumulative column. 
Another entry shows that 200 jobs of 
Model D were produced with this part, and 
a corresponding ‘‘loss’’ is entered (in 
black) for 400 pieces. 

Reports of defective material that is not 
repairable are entered in the same way as 
a loss. Defective material repairable in our 
own plant is, of course, not lost to produc- 
tion but is merely unavailable for the time 
being, and, therefore, no entry is made in 
this case. 


How The System Works When 
Taking Stock 


When taking a special physical inventory 
or an annual or semi-annual inventory, the 
total production usage is first ascertained 
by multiplying the cumulative production 
of each model by the quantity per job; 
adding the cumulative non-productive dis- 
bursements gives the total number of 
pieces accounted for. Deducting this 
figure from the gross receipts shows the 
quantity that should be on hand, thereby 
providing an accurate, quick check against 
physical inventory at all times without the 
necessity of laborious and expensive keep- 
ing of perpetual stock cards. Where a 
discrepancy occurs a suitable entry of a 
‘loss’ or a ‘‘gain’’ in the non-productive 
disbursement column will bring the 
records into agreement with the physical 
inventory. 

No system is absolutely fool-proof be- 
cause of the human factor, but what we 
can do is to reduce the value of the human 
factor and provide checks against it. This 
plan not only reduces the amount of work 
by eliminating recopying wherever possible 
but it reduces the possibility of error to a 
minimum, and any error that does creep 
in will quickly make itself apparent. 

The essential feature of the plan is the 
management’s definite control of inventory 
investment. Every manufacturing pro- 
gramme is approved by the management 
before issue. This, then, controls the 
amount of purchases, since no material 
can be purchased in excess of the manu- 
facturing programme without the manage- 
ment’s approval. Deliveries of material 
are similarly regulated by the manufac- 
turing programme. 


What 
You Should Know About 
The New Trade Marks Act 


(Continued from page 13) 


the relationship, existing or proposed, 
between the proprietor and the proposed 
registered user, including particulars 
showing the degree of control by the 
proprietor over the permitted use which 
their relationship will confer, and 
whether it is a term of their relationship 
that the proposed registered user shall 
be the sole registered user or that there 
shall be any other restriction as to per- 
sons for whose registration as registered 
users application may be made’’. 





Tt will also be necessary for th 
| declaration to state “whether the 
mitted use is to be. for a perio 
without limit of period, and, if for- 
period, the duration thereof’. 


















__ Adhesive A/C Reminders @| 


NEW AND DESIGNED “STICKERS” | 
jfor Account Collecting: Designed to 
{Collect from Dilatory Payers .... .| 






















evidence, etc., that he may require. 





HE STICKERS (in Rolls) 
© 50 of each-—550 Bxd. Q 
naaa aa A ener, 


SEND FOR SAMPLES 







| ACTUAL SIZE 1” Sq. 
First Follow Up (Yellow) 





prove extremely valuablé. 








Just to Remind You! 
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pect of any of th 
goods covered by the reg 


stration on th 
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sd and Final Applications 


the application to expunge. 





{Mauve} (Orange) 












goods, 





You 2 


NONANOY PRODUCTS 
23 PRINSEP Rd. | 
HOVE, 4. Sx. | 


ng = 












POST FREE 
5/6 
6.W.8 -0.0.0 
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be obtained. 
The registration of defensive Trade 





exist. 










used by others, 





| MANIFOLDIA LTD. of WEST BROMWICH 
| are manufacturers of 
“QUIKWAY” 


— “QUIKPART. 














It must also contain. certain other jf Oog 
particulars, and the Registrar may || BEN 
further call for any other documents or. : aia 


If the applicant desires, the Registrar JF 
will take steps to ensure that informa- jjo 
tion supplied to him by the proprietor of ia 
the Trade Mark (other than that which jf 
would be entered in the register) is not Jf 
disclosed to trade rivals. This is a factor H 
that might, in various circumstances, |] 


in certain circumstances a registered || 
Trade Mark may at present be expunged |} 


It will be appreciated that there are | 
certain registered Trade Marks which | 
have been used so extensively and are I 
so well known in relation to other goods IP, 
that the use thereof by others would be The 
likely to give the impression that there [peer 
was some connection in the course of |] 
trade with the person or concern entitled |] 
to use the Mark for the first-mentioned H 





The amending Act recognizes this fact |} 
and that it is desirable in such cases for | 
the proprietor to be able to obtain regis- i 
tration of his Mark for goods in respect |} 
of which he has no intention of using it, |f 
without the risk of having the registra- | 
tion expunged on the ground of non-user, ii 
and provision exists in the new Act for | 
the registration of such Trade Marks, I 
known as ‘‘Defensive Trade Marks’’, to | 


It will also be possible for the registra- If ° 
tion of a Trade Mark as a defensive Mark |} 

to be cancelled, on the application of |f 
any person aggriêved, ifit can be shown Ji- 
that there is no longer any likelihood of |f 
the defensive Trade Mark giving the |i 
wrong impression indicated above if 1 



















This Point Aff ect s “Def ensive” g | es ag i ¥ 


ground that it was registered without qo 
any bona fide intention to use it for such Jf- 
goods, or on the ground that there has oe 
been no bona fide user of the Mark in tion o 
connection with such goods during ce eo 
period of 5 years immediately preceding |} 


‘tT ishing — 





J | Perfect Control— 


Marks, however, is limited to those If 
Marks consisting of “invented” words, [I 
and the Registrar may cancel the defen- i 
sive registration at any time should the f 
basic ordinary registration no longer jf. 


SOUTHAMPTON ROW, 
WC 
Telephone : HOLborn geo% 
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OFFICE EQUIPMENT FOR SALE | 
: Government and other Steel and Oak Card 
Index Cabinets by Roneo, etc. Filing Cabinets, Desks, 

h PLAN CABINETS, New and Secoüd-hand, |. 


es. Write for Catalogue.—The Miscellaneous 
a. Ltd., 18 New Oxford Street, W.C 


D IATOR 


ILCULATING MACHINES 


nia aanu 




































ather bound pocket 
Madel of above 35- Trade Enquiries Invited 
Write for fully descriptive iRusirated Leaflet “A” from 
"BISSET & CO. LTD., Grand Buildings, 
faigar Sq., London, W.C.2. (Whitehall 8275) 





























ig Machines, Calculators, Statement 
o Machines. Typewriters and all Office Equipment. 
oo New, Rebuilt and Second-hand. Bought, Seid, 
eee Eachangod Dixon Matthews Co. Pilgrim 
oo Street, Newcastle-upon-Tyne, 1. 
















.  Roneotype Printing Machine with Printing Ink 
: ponent, £12 10s.—O.PS., 189 Farringdon Road, 


ae aad 





>. 














Roneo. Duplicator No. 10, automatic feeding. 
ery litte used, in perfect order, 18 months ald; 
riginally cost £25, Can be seen by appointment, 
ondon; sacrifice at £12 (or near offer}. 

871, Business, 6 Carmelite St, London, E.C.4. 
















































GECO” OFFICE SUPPLIES 


rbon Papers for all Purposes. 
om 3s. to 158. per box of roo 
sets. All Sizes, Colours and 
ntities in Stock. Typewriter 
ons for any make of Machine. 
- Prices from 2s. each. 









eC l Quotations for Quantities. 
jcator Stencils for all 
ines. Cash with Order or 





ATE~2/6 a line (average 
Minima 3 lines costin 
ay part of a tine 2/6... 
“of charge; 24% 


“Appointments 
Announcements for 


(Phone Central 9893), 


AANPALENDE Ne AEA EN INN 


+ 

The Proprietors of Brit 
“Improved Arrangement © 
for Typebars of Typewriters’; No. 
Type Bar Action for Typewriters”; 
“A Carriage 
desirous of entering into negoti 
Arms in this country for the ex 
inventions either by the sale of the 
the grant 
royalty. 

Imray, 30 


7 words ta a nep og 
716; each additiongl line — 
ox No. counts as one line |. 
aid jor; replies are forwarded free |: 
discount for 3 insertions, 5% Joro- 
Payment with order for single 
sertion. Display panels 24/- per single column 
ch. Discounts as above, Special rate for 
Wanted’: 8 insertions for the 
price of 2. . 

the nexi issue should reach 
Whitefriars House, Tallis Street, E.C.A 
noi later than Sept, 28. 


40% for 12. 


4 


USINESS. 


BUSINESS OPPORTUNITIES 


ish Patents No. 393802 
{ and Driving Mechanism 
304888, “Improved 
; and No. 410022, 
Feeding Device for Typewriters’, are 
ations with one or more 
ploitation of the above 
patent rights or by 
to manufacture on 
d to: Abel & 
don, WE, 


of a Licence or Licences 
Inquiries should be addresse 
Southampton Buildings, Lon 





HOW TO TEACH 
BUSINESS 
CORRESPONDENCE 


A pook brimful of ideas and methods 
-that have secured for many teachers, 
directors and chief correspondents 
effective results in training people in 


the production of really efhcient 
Business Correspondence. It aims 
to show ‘‘how’’ rather than ‘what 


to do, making it equally valuable to 
the student or junior correspondent 
desirous of attaining perfection in the 
art of letter writing. 

A few of the various subjects dealt 
with are: The Psychology of Effective 
Letter Writing, Clear Thinking, Per- 
sonality in Writing, Reaching the 
Reader, Personality in Correspond- 
ence, Finding the Word that Sells, 
Punctuation, Function of the Dash, 
Words to be Avoided or Used with 
Judgment, Faults in Phrasing. There 
are also General Information Tests, 
Exercises and Examinations. 

Make sure of getting your copy of 
this unique book by posting this 
coupon Now. 

Shaw Publishing Company, Ltd., 

6 Carmelite Street, London, EC. 4. 
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|! Time Recorders and Electric Clocks. We | 
















Send today for free booklet. 
Business Service Institute (i 


é Carmelite Street, London, 


TIME RECORDERS — 


new machines of all systems in stock; reb 
half price, fully guaranteed. Supplies, repairs. a 
Recorder Supply & Maintenance Co., 159 Grage ii) 
Road, London, $.E.1. ee 
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Time — 


Staff Time Checking and Job Costing 
Recorders (all makes) for quick cash sale, exceptional. : 


condition.— Write ‘“Betarcol’’. 


Box 243, Business, Whitefriars Hse., Tallis St, E.C.4. 0 






HOUSE MAGAZINES 


A well-edited and interesting House Magazine ` 
will create goodwill and sales, or foster co-operation 
and loyalty in your staff. Write on business tetter- 
heading for specimens and say if interested for dis 
tribution to customers or staff—Arthur May, ‘House: 
Organ Specialist, Nazeing, Waltham Cross. Tas 


EDUCATIONAL 








Be a Master of English. Learn to speak and.) 


write well. Booklet free.-Regent Institute {Dephocey 
886L), Palace Gate, W.8. ; 





meata 


“Abbreyia” Shorthand—using ordinary letters— a 





is best. High Speeds. “Most easily acquired’ = 
ABBREVIA [B), 29 Donald Street, Cardiff. oy ES 





MISC 


Cycle Storage Problem Simp 
Cycle Racks take any number 
made in solid steel. Stand alone, to 
against wall as required. Sheds and shelters’ gio: 
supplied. Wonderfully compact. Write to-day dor. 
list CYRS. 105.—PARKER, WINDER & ACHURCH, 
LTD., 105 Broad Street, Birmingham, 1.. London. s 
7 Gt. Mariborough Street, W.L . Se 


ELLANEOUS 


lifted. “Parwinac™ 
of machines. Sturdily > 











Building Depts. of large works— Buy your Venti- 
LATORS DIRECT, Stevens’s or Boyle’s Systems, 
Round or Square Base, with and without Rooi 
Flanges. Ui you want quick delivery at keen, com- 
petitive prices write for list RVS 105.—-PARKER. 
WINDER & ACHURCH, LTD., Sheet Metalworkers,: 













Granville Street, Birmingham, 1. 


nesama 


“Quietly closes the door, neat, 
Ironmonger sells it. It’s called the “P 
Closer, Cheapest OTL CHECK pattern obtä 
“DAGE MINOR”, for light doors, beautifull 

ium plated, 12s. bd., “PAGE MAJOR", Ñ 
doors, bronze finish, 25s., chromium ph 
85,000 in use.—Sole Makers: PARKER, WI 
ACHURCH, LTD., New Building, 23 Borkel 
Corner, Broad Street, Birmingham, 1. È 

Gt. Mar borough Street, W.L fe 8 




















Advertisers are often surprised at the exe 
results which emanate from a small advertiser 
Bustness—but, after all, the Classified Section 
with just as much interest as the rest of Bus 


back te ‘back; “ot > 
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THE “A-M." FOLDING MA’ ible the werk 


of ten pairs of hands-~in half the time and a tacions si Tas apavus- every 


fold perfect. | 

Statements, accounts, price lists, advertising litercturs, sireulans, genera! 
communications of all kinds, can all be folded. mechanionliy geci at 
5.000 to 8,000 an hour on an ” A-M” Folding Machine. Think of the 
money that folding costs you to-day ... the time if tokis when i 

is precious—perhaps a special sales drive, a price ligt 
end-of-the-month statement rush, or the year's ingevite S 

“A-M” Folding Machine in your office and cy fusion: 

and quietly fold everything required to catch the portei 


SAVE TI 


& 


Why not see the model illustrated, at work? A personal 


me TAN demonstration will gladly be arranged to suit your 
e] convenience, Write or phone to-day. 


Single Fold Two Fold Two Fold 


[Wide Gap) 


v 


a \ 


Three Fold — Baronial erin racine cnn 
ee Fola | 2%, KINGSWAY. LONDON. W.C.2. 
l _ Phone: Tempie Bar 8474. (6 ines) | ae 
{Heed Olite & Works : Edguare Rd, Cricklewood NWI) 
Barche at: Manchesine, Baimiagham, lee, Livepooh Braak. 













f| One Machine does the work of Two 


Continuous Form Billing in addition to regular typing 


> 
Your typewriter actually does the work of two machines 
when used with “Fanfold’’ Continuous Form Adapter, because 
; the many time and money-saving methods of the Continuous 
eS i "Ta gS Form Billing Machine are added to all the 


advantages of 
regular typing. 


‘Fanfold’’ Continuous Forms typed over our Attachment effect 
savings in Billing time, and costs, ranging from 17% to 78% 
without affecting the operation of the typewriter for regular 
correspondence and other purposes. ' 


‘Fanfold” Adapter places no strain whatever upon the type 


writer carriage; because of the very simplicity of construction 
ind operation there is nothing to get out of order 


gnto/ 





while ifs fresh 


Time lost between the first concep- Ltd. 

tion of an idea, a plan, a report, a Tease wane 

letter ... means effectiveness lost. NORTH CIRCULAR ROAD, LONDON, N.W.2 
Flick a key in the privacy of your Telephone : GLADstone 5477 (3 lines) 


office, speak into your neat Ericsson 
master station. . . and get the thing 
done onthe spot. Key men all over 


“the house” are at your elbow— E P 
one at a time or fifteen of them onsult. 














at once—on your Ericsson Loud THE CHIEF GOODS MANAGER 
Speaker Telephone System. Development Department 
Here are the adrantages:— GREAT WESTERN RAILWAY 
1. Get through instantly to 4. Holda pp Firade PADDINGTON STATION W.2 
any department without having a single executive f 3 4 
dilina, calling an opera- out of his department. (Tel.: Paddington 7000. Extension 2466) 


tor, holding an earpiece 


a Sega iito g Mogi- 5 u iind loud speaker for details of fa ctory sites in 


: can be switched off so that 
ee, only vou hear epics: | SOUTH WAL ES 
3. Right-of-way over other 
conversations. 6. FULL SECRECY. 


Plentiful fuel, power, 


Can uou afford to and water. 


) FACTORY SITES 
beat these | IN SOUTH WALES 


ences and advan- 
tages? Why not get 
in touch witn us? 
Ask for particu- 
lars of our mod- 


Proximity of raw 
materials. 





erate RENTAL Direct shipping 
MAINTENANCE facilities. 
or make an ap- A , 
pointment for free Efhcient rail 
demonstration AT | transport to thickly 
YOUR ADDRESS populated areas. 
MASTER STATION 
. . m E] 
Ericsson Telephones Ltd., 22 Lincoln’s Inn Fields, 
London, W.C.2 : 
w i Tei.: HOLborn 6936 | J AMES MILNE 







General Manager 


_LOUD-SPEAKING Paddington Station 
INTER-COMMUNICATION London W.2 
TELEPHONES 
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work with 
yesterday’s 
= methods 


By THOMAS DIXON 


What would be the fate of an 
army that went into action with the 
old muzzle-loading rifle against a foe 
armed wtih the latest magazine 
weapon? There can be only one 
answer to such a question. 

Yet there are thousands of business 
undertakings striving with worn-out 
and obsolete equipment to maintain 
their place against the competition of 
rivals who have adopted the latest 
and most efficient machinery and 
methods. 

It is a curious paradox that many 
firms whose factories are superbl 
organized neglect and ‘“‘starve’’ their 
offices. They have not learnt, first, 
the ill-important part played by the 
office under modern business con- 
ditions; secondly, that the best office 
equipment will bring them a hand- 
some profit on its cost, and thirdly, 
that the saving of time is just as 
important as the saving of money. 

Labour costs, for years past, have 
been steadily rising. A few years ago, 
for example, the supply of shorthand- 
typists greatly exceeded the demand, 
and the rate of pay ruled very low. 
To-day it is becoming increasingly 
difficult to secure sufficient competent 
girls, and wages have gone up 
considerably. 

Better and more efficient equipment 
` is helping to solve this problem. The 
dictating machine is making immense 
strides in the modern office because, 
among its many other advantages, 
it saves the time and enormously 
increases the output of the indivi- 
dual typist and thus enables a 
greatly increased volume of work to 
be handled without increasing staff. 

The ‘‘weak spot’’ in the shorthand 
system of dictation is usually the 
shorthand: comparatively few girls 
can write shorthand really fast and 
transcribe it accurately. Mistakes due 
to defective or misread outlines, are 
incessant and cause much trouble. 


With The Dictaphone all the dis- — 


= = A 


a 


’t do to-day’s 





OVER 260.000 DICTAPHONES 
red | | a USE 


advantages of the shorthand method 
are instantly and completely abolished. 

To begin with, the girl has no 
shorthand to write at all. Her atten- 
dance during dictation is unnecessary. 
Speed of dictation is no longer limited 
to shorthand capatity, and, since the 
transcription is done direct from actual 
spoken words (which can be repeated 
as often as required), the possibility 
of error is brought down to an irre- 
ducible minimum. 

No one who will spend even a few 
minutes investigating the Dictaphone 
system can remain in the slightest 
doubt as to its many advantages to 
the dictator and the typist alike. The 
enormous saving of time, the confident 
sense of control, which the Dictaphone 
brings to the dictator is matched by 
the relief the secretary gains through 
the abolition of the dreary and nerve- 
racking job of shorthand-writing. In 
speed, in convenience and in economy 
The Dictaphone offers as great an im- 
provement on the shorthand system 
as the magazine rifle offers over the 
antiquated muzzle-loader. 

“You cannot do to-day’s work with 
the methods of yesterday!” Not 
even if you are a superman! If you 
are to keep pace with modern con- 
ditions you must modernize your 
methods, Thousands of once-flourish- 
ing businesses have dropped out of 
existence simply because their pro- 
prietors failed to realize this essential 
fact. 

Give a little thought to the modern- 
ization of both your personal and your 


office methods. Find out just whether 





The Dictaphone would help you or 
not. That, at least, will cost you 
nothing, and it is more than likely 
that it will show you a method of 
greatly lessening the strain of your 
own work and effecting a great econ- 
omy in your business organization. 


Write to-day: 


THE DICTAPHONE CO. 


(Thomas Dixon - Managing Derector) 


LTD. 


Telephone : Holborn 416!-2-3-4 


KINGSWAY HOUSE, 
KINGSWAY, LONDON, W.C.2 


And at Manchester, Birmingham, Glasgow 
Liverpool, Leeds, Bristol, Newcastle-on-Tyne 
Dublin, Belfast. 


% ALSO get details of the Dictaphone Telecord. Gives 
you a perfect record of all telephone talks and messages, 
Saves time and lessens congestion on the lines. 





POST THIS COUPON NOW 
JHE DICTAPHONE CO. LTD. (Dept. H.) 


Kingsway House, Kingsway, 
e London, W.C.2 


Please send free book ‘ What’s an Office any- 
way? ”' to 


dakki Err rrr rrer 


Also ask for particulars of the Dictaphone 
Telecord. Records your telephone talks, 


_ lessens congestion on the lines, gives you a 


compiete unchallengable record of all im- 
portant messages. 








How ms NEW 
PRIMUS Proouc 


CUTS COSTS ON HANDWRITTEN 
RECORDS 


Cash sales, delivery notes, invoicing, requisitions, 
stock records, time-cost records, warehouse 
orders—these are a few of the applications of the 





PRIMUS AUTOGRAPHIC REGISTER 


As many copies of these records as you wish 
can be produced at one operation. One copy 
is automatically filed under lock and key for 
Auditors’ use. A turn of the handle feeds 
the next form-set into position, ensuring 
perfect alignment. You can see the enormous 
saving of time that is effected, besides which 
the possibility of error is greatly reduced. 


CARTER.DAVIS Limited Telephone 


QUEEN ELIZABETH ST., LONDON, S.E.| HOP 0204/5 
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“ VELOS” Mode! “C” 
STITCHING MACHINE 


Invaluable in the Office, Warehouse 
or Factory. 


A-7/6; B-l5/-; c-22/6 
“VELOS ” 325 STAPLES 5/6 5,000 









“VELOS” LIGHTNING 
STAMP AFFIXER 


COUNTS - LICKS - AFFIXES 
150 STAMPS PER MINUTE 


4 gns. : with counter 4} gns. 


















u VELOS” 
NEW SOVEREIGN 


PENCIL SHARPENER, 
AUTOMATIC SELF-FEED, 
TAKES ALL SIZE PENCILS, 


15/- 


BRITISH CROWN, 6/6 










“VELOS” 
LIGHTNING 
NUMBERER 

For all kinds of numbering 

6 whee's—5 actions 


27/6 








No. 8 


“VELOS” UNIVERSAL 
TWIN-ROLLER MOISTENER 





















“ VELOS” LIGHTNING 
METAL DATER 


For the Packing and Mailing Self-Inking 
Depts. = 5/6 
6ia. Rollers 5- O scoters =) cl Gee oer eee ee on 






No, 10 


“VELOS” LETTER-OPENER 
Saves 20 minutes in every 30 taken 


by hand 
42/- Lighter Model 35/- 


8 in. Rollers 6/- 


“ VELOS” MOISTENER 
In Aluminium 


No. 1500 - 2/- 
(No. 6) 


























No, 7 







LIGHTNING 
PERFORATOR 
Double-Gauge (heavy) 2/- 

on wood base with gauge 3/9 


“VELOS” 
ADAPTABLE RULER 


Specially made for use with 
Fountain Pens 12” 2/6: 15” 3/6 











RETAIL SELLING PRICES ARE GIVEN IN EVERY INSTANCE 
STOCKED BY LEADING STATIONERS. ASK TO SEE DEMONSTRATION OR WRITE FOR COMPLETE LIST TO: 


REES, PITCHFORD & CO., Ltd., “Velos” House, Well Street, London, E.C. I 


Please Mention ‘* BUSINESS ` 


wy. 


T } 
~. Ri 
Ti 


\ Vi 
-catatocue WNA 
` B.201 AN 


CONST RUC CTORS 


CYCLE PARKS 


CONSTRUCTO 
NICKEL WORKS 
E RDINGTON 





TYPEWRITER FITNESS.. 


TYPEWRITERS RUN SMOOTHLY— 
TURN OUT GOOD WORK ALL THE 
TIME—WHEN THEY ARE KEPT IN 
GOOD FETTLE. THEY CAN ONLY 
FUNCTION PROPERLY, ALL THE 
TIME, IF THEY ARE KEPT IN A 
STATE OF “T YPEWRITER FITNESS”. 


When a typewriter is serviced hy men who under- 
stand it inside and out, it stands to reason that it— 


PRODUCES BETTER RESULTS MORE 
CONSISTENTLY FOR A LONGER 
PERIOD. 

It is just a logical conclusion that any user must 
benefit, economically and in efficient working, if 
his typewriter equipment is expertly looked after. 


Ask for particulars of the 
RIKARBON SERVICE 
for keeping typewriters FIT. 


RIKARBON 


28 VICTORIA STREET 
CONDON; oS Me 








~~ BUSINESS 


THE COMPLETE JOURNAL OF 
MANAGEMENT 


Incorporating : “The 


Journal of Commerce”, “Modern Business” 


“System”, “Business Organization and Management}? 





OCTOBER, 1937 


Index to 


Principal Contents 


Management : Control : Policy 


Management Trends . 


. By The EDITORS 


Control of Overheads: aba Shietands ... By H. A. SIMPSON, 


F.C.W.A. 
Labour Policy that Cuts Costs ... ... By C. G. RENOLD 
How the Consultant Can Help You ... By F. T. POULTON 
Run Dispatches by Budget ... ... By J. COURTNEY 
Prices! Winter Prosperity Factor ... TREND OF TRADE 
Proper Lighting Saves Costs ... ... Specially Contributed 


Wear and Tear Allowance on Plant 


The New Factory Act 


How We Engage Staff ... 


It Affects YOUR Pinhas SS 
. BOXFOLDIA, LTD. 


Marketing : Advertising : Selling 


National Distribution in 18 Months ... By G. HAVINDEN 
What Do Your Salesmen Cost? ... ... By WARD BENSON 
IDEAS That Build Sales ... 


Marketing Trends 


By The Marketing EDITOR 


Road Transport 


PLAN Your Commercial Motor ... By R. TWELVETREES 

Show Visit A.M.I.Mech.E. 
Office Practice and Equipment 

Equipment that Suits the Job... . By ©. EB. BaF 

Files for Quicker Action En sy ya e 

Metric System Must Come __... ... By A. J, MARTIN, 

F.S.1., FAI 


TREFOREST TRADING ESTATE 
Factory Site Survey, No. 4 


No. 10 





BUSINESS, Published by Business Publications, Ltd., 
House, Tallis St., E.C.4. Telephone: Central 9893. 


Whitefriars 
Subscription 


Rates: 15/- a year post free, United Kingdom and Continent: 
20/- a year post free, Overseas. 


















WE ARE 


THE preparation of a set of multiple forms for EXHIBITING : - oe 
typing involves considerable waste of time HOTEL 

through the interleaving of carbon paper and RESTAURANT 

alignment of such forms. & CATERING 


EXHIBITION 


NATIONAL HALL 


4 


30 NOV. - 8 DEC. 1937 


This unproductive operation is entirely eliminated 
by using the EGRY SPEED-FEED Attachment and 
Continuous Stationery. The carbon sheets are 
automatically fed into each set of forms and with- 
drawn after typing, thus enabling the operator ‘to 
spend more time in actual typing and achieve a 
considerably greater output with more convenience 
and less effort. 








The Speed-Feed can be unhooked at a moment's 
notice, thus allowing the typewriter to be used 
for ordinary purposes at any time, and by an 
ingenious method of compensation involves no 
strain whatever on the typewriter. 


Ask also for details of the y 
EGRY MANIFOLDING REGISTER E G R i LTD. 


which can be applied in a variety of ways for dealing 


with hand-written records requiring carbon copies WARPLE WAY, ACTO N, LONDO N, W.3 


Telephones : Telegrams : 
SHEPHERDS BUSH 3377 (3 lines). EGRYCOMPAK, EALUX, LONDON 





GOOD TIMEKEEPING Vee See 
is essential for efficiency BOMB- PROOF and FIREPROOF 


< cash and book SAFES— 








You are not getting the best 


a new and 
from your business if over- ee second-hand, 
heads are inflated through un- all sizes 
punctuality. G.-B. Recorders and qualities 
have been proved the best in stock 


system for protecting both 
employer and worker. Their 


* 


Please give full details 





impartiality eliminates any ofyour requirements 
. ee e h iting. 
feeling of injustice. when writing 
vvvvVvvvy 
® 
Send for catalogue and full information K er re e largest aot a Nonne 
regarding free trial conditions econ an (recon itione ) e 


Furniture, Safes, Typewriters and 
Visible Indexes in London,and guarantee < 


GLEDHILK..BROOK to supply better value than any other 


firm. 


TIME RECORDERS LTD. OFFICE EQUIPMENT CO. ° 


A 113 HIGH HOLBORN :: LONDON, W.C.I 
38, Empire Works, HUDDERSFIELD | (Opposite Holborn Tube Station) Telephone: HOLborn 8235 


and 79 VICTORIA STREET, S.W.| < 
DAAAAAAAAAAAAASAAAAAAAAAS 
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FAN com plete with 


3 yds. Flex, separate 
Switch and Adaptor 


T. 128 Standard and 
Fan Fitting £7 : 12 : 6 


T. 728 D. Double 
and Fan 


: DICTATING MACHINES 
{18} Dictaphone Co., Ltd. 
(19) Ediphone Voice-Wr iting 


DIRECT MAIL 

(20) Ruddock, J. W, & Sons 

DUPLICATING & PRINTING 
MACHINES 


(21) Addressograph - lie he ot 
Cover i 
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Faster! Simpler! More Efficient! 


Machine of 
at a price 
reach of every 


An Accounting 
advanced design 
within the 
business 


Every feature of the new Sunstrand ‘‘Class 
A” Accounting machine is designed to pro- 
vide GREATER SPEED, eliminate physical 
and mental effort on the part of the 
operator, and to assure absolute control of 
accuracy. 


FASTER feeding of forms to correct 
printing position in full view —in both front 
and rear feed carriages. Previous and new 
balances and line proof are all directly in 
the operator’s line of vision. 


FASTER insertion of figures on the simple, 
modern 12-KEY keyboard. Makes touch 
operation amazingly simple. Assures maxi- 
mum speed and accuracy—complete one- 
hand control. 





FASTER carriage travel—forward and re- 
turn. Entirely automatic, reducing effort 
and speeding operation. 


FASTER insertion and removal of forms 
enables work to be carried out with the 
minimum delay. 


The coupon below will bring you further 
details of this new range of Underwood 
Sundstrand “‘Class A’’ Accounting machines 
which offer all the advantages of Machine 
Accounting to those organisations which 
have so far considered mechanization be- 
yond their means. Post it now. 


UNDERWOOD ELLIOTT FISHER ;LIMITED 


Typewriters a Accounting Machines e Adding Machines 
Carbon Paper, Ribbons and other supplies 


120, QUEEN VICTORIA ST., LONDON, E.C.4. Telephone: CEN. 1080 
and 40 fully equipped Branches and Service Depots throughout the country 


EE e SSE 
G Te \orl FISHER LTD., vat queen Ne onstration yr in 
WOERWOOD ELL ae i ) Arran’ ves 
(a) Send ie we » Accounting me \ 
i ae S ndstrand E ese E \ 
A T aa = ASR \ 
\ heii CAT Fe A a a 
\ Pen CS S E E a a S puslocT fn 
; ence T {i a pane —_— 
Se onl A 


Mechanization is as Vital to the Small Firm as to the Large Organisation 





BUSINESS 


MANAGEMENT CONTROL POLICY 
pace dcaehedatheneerettcnotttatae nba ase nal: ad 
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The Month’s NEWS in 


Management Trends 


There Are Not Enough 
Employee-Incentives 


T is often said of the majority of 

modern businesses that they are 

impersonal, that employees, beyond 
the desire to satisfy the supervisors 
immediately over them, have no aim 
beyond that, and no incentive to seek 
one. 

This is generally the criticism levelled 
against present-day business when com- 
paring our big undertakings with the 
small, intimate, semi-private concerns 
of half a century ago. It is said of these 
small undertakings that the interest 
of proprietor and employees alike was 
bound up in the business: that every- 
body had an incentive to increase the 
net profit. 

Then why is it that co-partnership 
and profit-sharing schemes in the bigger 
businesses of to-day do not -make 
greater headway? It is claimed that 


such schemes are, in essence, the spirit 
of the old-time personally owned busi- 
nesses of the best type infused into the 
modern commercial undertaking. 

True, some striking examples exist of 
the success of profit-sharing plans in big 
businesses, but taking industry as a 





By The Editors 


whole, profit-sharing does not hold a 
big place. 


Why Profit-Sharing Schemes 
Are Not More Widespread 


N comparison with the effectiveness 

of the ordinary type of profit-sharing 
idea, Mr. Simpson, in his article on 
page 9, cites the far more tangible 
attractions (as an employee incentive) 
of bonus payments based on a system 
of Standard Costs. 

Incidentally, Mr. Simpson thus 
touches upon one of the most im- 
portant factors that are now developing 
in the field of scientific management. 
Control by standard costs is rapidly 
becoming better understood; some of 
the advantages it introduces are briefly 
sketched by Mr. Simpson under their 
respective headings—no responsible 
executive should fail to read them. 

It is easy to see how bonus payments 
of this type do grip the interest and 
stimulate the ability of workpeople. 


Left : Cost cutting by 
means of improved 
plant is the great 
factor for manufac- 
turers to study to- 
day. This atmosphere 
controlled gas furnace 
for heat treatment of 
high speed steel and 
alloy steels is a typical 
example of improved 
equipment which en- 
ables firms to main- 
tain profit margins. 


The waste formerly 
sustained in heat 
treatment of high 
speed steel tools has 
been a big expense. 
This new furnace 
practically eliminates 
damage to fine cut- 
ting edges or 
machined surfaces be- 
cause the steel is 
heated in a controlled 
atmosphere. Savings 
thus made through 
elimination of wastage 
and by the improved 
product help to keep 
up profits that would 
otherwise be swal- 
lowed by rising costs 
of raw materials, 
labour and overheads 


(Photo by courtesy of Gas 
Dept., Glasgow Corporation) 


Six men, for example, are working on 
some operation—maybe a quite unim- 
portant one—which is set to a standard 
cost. These men know that as they 
beat the standard cost on this job so 
they will, at the end of the week, have 
a cash share in the saving they have 
made, 

What a difference between this kind 
of incentive: immediate, practical, per- 
sonal, and one that, after six or twelve 
months, offers a share of some amount 
worked out by an accountant and 
which, as to individual amounts, has 
no relation whatever to individual 
efforts. 

The institution of standard costs and 
of bonus payments on that basis is 
therefore one of the important things 
for managements to consider. 


This Understudy System 
Broke Down 


IMHE principle of understudies is, of 

course, a sound one, both in faé- 
tory and office organization. Rightly 
planned and conducted, such a system 
will guarantee you a reserve of trained 
executive material. 

But even the best plans slip up occa 
sionally; we came across an instance last 
month. A much upset office manager 
told us about it. 

Apparently he had lavished time and 
energy on getting the best material 
possible to understudy all the women’s 


key jobs. Every important responsi- 
bility was covered by a capable 
runner-up. 


Then one day last month the persona! 
assistant of the chief accountant was 
taken ill, but the understudy—for 
months carefully coached so as to be 
able to step right into the job in an 
emergency—threw such a fit of nerves 
that she, too, had to stay away ill; she 
just couldn’t face the responsibility. 

There had been no indication that 
this girl was “‘nervy’’, so there was no 
fault in the selection. But it just shows 
how thirfys sometimes work out in the 
unexpected way. 


Try-Outs That 
Prevent Failure 


N a famous biscuit factory (London) 
jae a failure would probably not 
have occurred, because every employee 
who is understudying a job, whether 
executive or routine, is given definite 
periods of full control during training. 
Not only are holidays of the principals 
being understudied used as trial periods 
for the runners-up, but other weeks in 











ee HILE ‘walking round some of the 
xhibitions—trade and public— 
month, we noticed that many firms 
» 80 to speak, busy throwing away 












Pwo. particularly bad points that 
eal faulty executive control are 
1ese: (1) some firms just dump their 
roducts on to a stand and so produce 
-effect that is altogether without 
nterest to the average observer; (2) 
aving bought exhibition space and 
ranged a display, there are concerns 
hat forget to have any salesmen 
present, 














Planning For Exhibitions 
Is An Executive Problem 


YF it’s a worthwhile policy to take 
$B space at exhibitions, then executives 
ought to see that the show is good and 

4s well run, Otherwise, much harm is 

oa done. 

At lively, interesting stands at various 
Be -exhibitions we talked with directors 
= about the work behind such shows. 
-| One very successful exhibiting firm uses 

> this method: in conference with the 
managing director, sales, advertising 

and production executives decide (a) 

products to feature at the show, (b) 
presentation angle to be used, (c) type 
of special advertising material to be 
ee employed and (d) the number and type 

z of staff to be on duty at the stand, 

Bach executive has his part of the job 

Be fully outlined well before the exhibition 

= Opens, Particular attention is paid to 
oo the. design and layout of the space 
es taken. ‘Designs and schemes, drawn up 

DY: -xperts, are decided upon at an 
ive conference. Every detail of 
volved is planned, and the 

-is complete the day before the 
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‘Personality Plus’ Staff 

For This Front-line Job 
NALESMEN, demonstrators and other 
Jstaff are carefully chosen by this firm 
< for exhibition work. It is regarded as 
_a front-line job, one for people ewith 
< énergy, enthusiasm and first-class per- 




















ss always on the spot, in charge. 
With organization like this, you don’t 
-find odd times when the firm's stand is 
. attended only by an office boy, a com- 
< “missionaire or by nobody at all. That’s 
why the company have “built up 40 per 
cent of their business through exhibi- 
: tions. 
ae ô 
n New Impetus 
of management's big problems 
‘oncerns factory location and ‘de- 
3 inate of P 










sonality. What is more, a top executive 


em o. manufacture; near ar to th 
arkets. Thus, instead of havin 
big factory to supply the whole. 


mi the British Isles, they have taken several N. 
ser plants. A London factory will AX 
produce, say, for the south of England; 


one in the north will supply that part 
of the country and Scotland, and so on. 
Encouragement to this trend is given 


by the new Government-backed trading. 
estates in South Wales, the North-East — 


Coast, Cumberland and Scotland. On 
these estates, planned specifically to 
meet modern business conditions, the 
most up-to-date types of factories are 
to let at inclusive rentals of {50 a year 
and upwards. ° 


Small Plant and Low Cost 
In This Development Plan 


N our visits to these estates we have 

„noticed one important feature: estab- 
lished firms are taking factory space for 
experimental or side-line manufactur- 
ing. 

The managing director of a firm that 
has taken two small factories on one 
of these estates explained: ‘‘Without 
undertaking extensive and costly altera- 
tions and building additions to our main 
factery in London, we could not take 
up the two new products which we are 
manufacturing on the estate. We're 
sure they are good, marketable pro- 
ducts; tests have convinced us of that, 
and we expect them to get an estab- 
lished place on the market very quickly. 
But we couldn't afford to disorganize 
our main business to get them started.” 

That statement sums up the situa- 
tion. It is why many firms are finding 
rich opportunity for new development 
on the estates where conditions are 
first-rate and costs are very low. 

































cy the o trend í of profits, 





























seem to know that those profits: ya 
be made bigger and the firm’s position 
immeasurably strengthened by scientific 
management, 
We came across a striking instance of 
this fact the other day. It concerned ` 
a firm of international repute whose. 
system of control of every cost in all 
departments was thought to be irre- 
proachable. e o 
It was not in the mechanism and = 
equipment used for control that the = < 
fault lay, but in the methods of that 
use. It was discovered, for example, = 
that over 140 items of writing of one 
kind or another were needed to see an 
order for small parts completed. An > 
analysis of other details of methods and 
system showed similar complexity. 


£16,000 A Year, Time And 
Labour Saved By Overhaul 

COMPLETE investigation followed 

. these findings. The use, value and : 
layout of every document employed by = 
the firm was analysed. In scores of oooi 
instances overlapping was eliminated = _ 
and documents which had been written __ 
singly were so arranged that all were. 
done at one writing. Hundreds of 
forms were eliminated entirely. Much 
of the old routine was destroyed and © 
documents were routed to serve their = — 
purpose by the most direct, short-cut — 
methods. anes 

Savings from this scheme amounted ee: 

to £16,000 in cash plus economies in è = 
time and labour affecting every departe = 
ment of the firm. : 






































‘ JISH to A the title of this 
bject into four simple headings 
* which could be taken as the defini- 
on of ‘Organized Management”. 

ble statements issued by the 
edit rating concerns place the 
reatest single factor of responsibility 
: business failures on the doorstep of 
e This means that no other 















bad a a pea lack of respect rae or 
ven knowledge of, the enormous power 
E1 ; the. four simple headings: 





Be ‘Vital Factors for. Successful 
Management 


“1. To know what to do. 
2. To know how well things are done. 
_ 3. To know how well things should 
be done. 7 
4, To know that a portion of the 
co savings made by actual performance 
better than standard will be divided 
with those responsible for the savings. 
_. « Time does not permit me to discuss 
->10 those four headings fully so I will merely 
touch upon the first two before concen- 
trating on the last two. 
=- “To know what to do” requires a 
carefully planned and well defined 
organization procedure. A hazy con- 
_ ception of one’s duties, to be responsible 
~ . to two chiefs, to fail to know how far one 
co. is Overstepping one’s duties, the secret- 
-cing of information. all lead to envy, 
jealousy and internecine warfare that 
ventually destroy any organization, 
“to Know what to do’’ is, therefore, 




















defined organization procedure. 

~~ “To know how well things are done” 
requires records of performance and an 
_. accurate, modern costing system. Here 
co o again I cannot now give you a descrip- 
tion of a costing system, but let me 
c< answer the criticism which many firms 
¿oo must often make, namely, that costing 
oo and office systems are too expensive. 

-. By careful re-arranging and plan- 
oning of all ofice work the cost of a cost- 
ing system is infinitesimal. -The cost of 
our costing system amounts to one 
thirteenth of one per cent of the turn- 
os over. I would like to quote the 
= => following which recently appeared in 
the Manchester Guardian Commercial. 












Nine men point with pride to low 
clerical costs ratios to one who boasts 
of low total costs and higher profits 
resulting from the intelligent use of 
ade quate records. 

J .the smaller firms which have 
ee failed not t many.. have gone. to the well 





placed first in well planned and well | 
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By H. A. 


This great combine of manufacturin 
panies produces complete profit and 
for the whole group 8 HOURS 


each month. 


cent of turnover 


SIMPSON, F.C.W.A. 
Comptroller, United Steel Companies, Lid. 


Costing system that r 
this possible costs one-thirteenth of o 


E tandards ii Ince ative 


















































office. On the other hand quite a 
number have closed their doors because 
of fack of adequate guiding data. 


Now for the last two headings. 
No. 3. “To know how well things 
should be done’’ requires standards of 
performance, and I am going to advocate 
strongly No. 4, which requires the 
creation of incentives, but you may 
find me referring to all four because 
they are co-related. If the records of 


any company are to mean anything at 
all then they must reflect a given 


responsibility of a given function, and 
that is the reason why I have always 


advocated the splitting of costs into 
functions 


or services, for example, 
steam, gas, and electricity services. 


Records Must Have This 
Definite Purpose 


Records must be an alive and useful 
instrument in the hands of the manage- 
ment. It must have records which 
give a measurement of how well these 
functions are progressing. Therefore, if 
any method of accounting is to reach 
its greatest value it must be fitted into 
a distinct responsibility whereby it 
not only provides for the one respon- 


sible for some particular function the 


means whereby he may know what he 


is doing, but also how he. may better his 


results. 


ratios at one time possible only in ‘one-man’ conc 


Cases, 


But just knowing wh at is going onis 


not the Teast: pat of wa whole ee 















lem. After each responsibility 
throughout the entire orga 
first natural move is to create re 
give the advantages just ro 
The next logical move, along 
modern management is to set 
each one of these records a 
how well each o one of t 
should perform. This brings 
is saa coe of s set 




























standards, aad ian oa star 
been set to see whether , 
business is operating, at wor 
than standard, 

Tie laser Op. ois 


has pee ety 
saviggs in cost. “And whe 
whatever are tuned up: 
may be made coincide: 
setting ùp of standards, we indi 
something well worth while. 





Far Too Many WR B ee 
Comparisons are Made. 

I believe that many of 
executives of industry to- 
much time in comparing © 
the results of the previ 
or year, and I believe. sp 
to be ineffectual. 
each p 3 









„made and new truths revealed every 
month, consequently new standards 
- have to be set up when these new 
_ developments are made. 

. [define a standard: the latest known 
truth about an operation; in other 
: words: what the result should have been 
after making allowances for varying 
pation: during the period examined. 


| Some Advantages of 
Standards 


Advantage No. 1 Standard Costs 
lace Emphasis on Costing PER- 
FOR RMA NCE rather than on 










\TANDARD costs set up as a basic 
"KJ principle a scientifically measured 
amount of production to be reached in 





Py time studies, material estimates and 
expense budgets adjusted to given 
< volumes of production, definite standard 
0k performance are set for workers and 
as file: Uo hematite 
ooo. This shift of emphasis from product 
ree to performance thus is a basic improve- 
ment in the science of cost accounting. 
-Efficient checks on work, specific con- 
> trels over cost elements, and on effective 
< tool for management are provided by 
standard costs placing major stress on 
the measurement of performance. 


< Advantage No. 2 Standard Costs 

_ Produce Live, Dynamic Data as 
`=- Against Dead, Static Information 
_ that comes from so-called Actual 
Cost Systems. | 





























ow, a NY cost data that goes to execu- 
ood A tives must be timely or it is worth- 
ae less. -At one of our branches the costs 
: are circulated in five hours after the end 
of the week, and we get our total profit 
and loss for the whole of our combine, 
ae which stretches from the North of 
England to Lincolnshire, in eight 
f » hours after the end of the month. 

When definite responsibility to meet 
standard costs is pinned upon specific 
individuals it becomes necessary to 
report to those individuals in such a 
way that any variance from standard is 
. noted before the specific incideht fades 
< from the memory. Standard costs, 
io being immediate in their portrayal, 
< thus are barometers of activity rather 
-othan histories of past and probably 
= forgotten events. 





=. Advantage No. 3 Standard Costs 
Nip in the Bud Inefficiencies. 










“FQ Y weekly variance reports, detailed 
-ÅJ wastes and inefficiencies are set 
-torth as to their amount and to their 
nature and as to the person responsible. 
By ing a + follow-up sheet for all vari- 








< a given time and at predetermined costs. 


F raa: remedies are ted a 


Let me quote an actual example in 
the result of applying standards when 
making steel. 


One of the large items in 
our costs is defective steel. When we 
began, defective steel made was quoted 
as a percentage but when we translated 
that percentage into money and revealed 
a large sum it presented a very different 
picture. We then analysed the reasons 
why those defects were made. The steel 
melters and departmental managers 
said you can’t make steel without 
making defectives. We replied that 
there were numerous casts made without 
any defectives, so they were bound to 


In connection with the preparation 
of this address Mr. Simpson wishes 
to acknowledge fully the interesting 


paper given at the annual confer- 
ence of the National Association of 
Accountants in the United States. 





admit that it was possible to make steel 
without defectives. 

In our classifications of those reasons 
we valued each reason and translated the 
money figures into pillar graphs and dis- 
played them at the spot where the 
defectives were made. In one year we 
got eight per cent down to two per cent, 
so you can readily imagine the large 
amount of money we saved per week. 
We applied this same system to all our 
branches and by that means alone we 
paid over and over again for any extra 
cost incurred by extra girls in the office. 


Advantage No.4 Standard Costs 


Offer a Tool whereby Management 


hsammemneeaneanetes-” anaa a eee mee mney mere omen 
can Increase Productivity of the 
Plant. 





7 HEN definite known targets are set 

. for men to hit, automatically their 
production improves. Three years ago 
I gave an air rifle to a ten-year-old son 
as a Christmas present. 

Without any advice he immediately 
created targets. The house cat, tin cans, 
sparrows, all became objects of his aim. 
Within a few days he became a fairly 
good marksman. In short, the target 
improved his aim and also gave zest 
and joy to his shooting. 

The illustration is analagous to the 
influence standard costs and budgets 
have upon operators and supervisors. 
Work becomes a game or a contest in 
which certain favourable psychological 
factors are brought into play. 


Advantage No.5 Standard Costs 
set up a Scientific Method 
Controlling Overhead Expenses. 






: > Y using expense budgets adjusted to 

specific volumes of production, overe °*** 
head becomes as rigidly controlled under they at 
É supervisory responsibility as is direct =~ 


vith each variance and daily check-ups © 
sult are reported until the malconditions = 
| | pared | as vd. “vanish. 
“based upon the best. ‘known “methods. 

` In industry new developments are being 


-requireme; 


ipmen 
E highly paid, technical and. supervis 
-personnel—all are too valuable. to i bD 











High Eai | and eqi 














left dangling in thin air. 


Advantage No.6 Standard Costs E 
Take full advantage of “The 
Exception Principle” in Industry. 





HE executives at the head of an 
enterprise, or of a department, 

instead of attempting to act personally 
on each case or activity that comes under 
their jurisdiction act more and more 
upon the exceptional matters only. 
Activities of a more or less constant 
frequency are now made matters of 
routine and are handled according to 
fixed rules and responsibilities without 
reference to executives. Thus execu- 
tives are freed to look after the abnormal 
off-standard events that occur in every = c 
business, and to devote more of their 
time to developing general policies. 

In short, all conditions not standard 
must be explained and costed. In 
addition, the reports must be shaped 
so that the executive can use them in 
building a programme for solving the = 
specific problems under his jurisdiction. a 

If standard costs perform the imi ¢o 
portant service of pointing out specific. oer 
detours from standards for mođern 
executives who are fast coming under 
the “exception principle’, then the. 
science of costs is keeping abreast of 
business progress. 


Advantage No.7 Byuse of Stand- 

ard Costs Sales and Merchan- 
dising Divisions are giving more 
reliable data. 





IRST, they are given cost informa- 
tion that reflects general commercial 
trends of a long-time nature rather than 
short-time jumpy fluctuations. 
Second, and of great importance, the 
Sales Department is given information 
as to how sales relate to the profit ©. 
budget and to manufacturing costs. =. 
Standard costs must not be conceived = 
as being applicable solely to the manu- > 
facturing division of a business; varianc 
in (1) sales volume, (2) sales prices, 
variety of lines, (4) sales and admit 
tration expenses, (5) manufacturing 
costs, all must be measured and related - 
to the profit budget. Only by such 
procedure do standard costs reap their 
full benefit to a firm. 










Advantage No.8 Standard Costs © 
give the Psychological Injection _ 
that makes the whole organization 
““Cost Conscious” and ‘‘Perform- 
ance-Minded”’, 












HEN workmen and man 

have pre-determined -st 

and a pene then befo 
art. Ib. 











"N recent years we have all become 
“more and more conscious of the 
“human factor in industry. Thought 
‘has been devoted to an ever-increasing 
extent to the various aspects of condi- 
tions and organization which affect this 
factor. 
These aspects may be grouped into 
irly distinct categories. There are the 
problems centring on the provision of 
ooe labour-—“‘hiring and firing” and discip- 
>o line; the problems of getting the maxi- 
mum work out of the labour force-- 
>. payment by result, rate-fixing and ‘‘eff- 
c ciency’ schemes; the problem of keeping 
your labour contented-——welfare, safety, 
health and social activities; the problems 
arising from employer and trade union 
relations—Capital and Labour politics; 
and, lastly, the group of questions aris- 
ing from legislation—factory laws, in- 
surance, and so on. 

These aspects or groups of problems 
impinge on each other, but I think that 
the need to consider and provide for each 
has arisen somewhat separately and that 
we still find in many organizations that 
they are under the charge of separate 

: officials or departments, with little or 
- . no co-ordination. 
‘Thus ‘hiring and firing” and discip- 
». line are still too often left to individual 
-foremen.and heads of departments; pay- 
“ment by result and efficiency are the job 
"ofa time-study or perhaps a rate-fixing 
department; there may be a welfare 
-= supervisor floating around somewhere, 
-attempting to be ‘‘a little ray of sun- 
shine’’; labour politics are left to the 

















and Contented 
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Deputy Chairman and Managing Direcor, Renold C oventry Chain Co., 


Explains a High k Efficiency es 
Happy Basts of Personnel Control 


works manager, who also deals with the 
factory inspector; insurance and acci- 


dent claims may be left to the finance 


department, or partly dealt with by the 
company secretary, and so on. 

These problems are now becoming so 
complicated and so interlocked that one 
must co-ordinate the handling of them. 
This is where the employment depart- 
ment comes in; not that the employ- 
ment manager should himself take over 


all the activities indicated above, but 


that he should co-ordinate them all. 


This co-ordination requires some 
general policy for its guidance. It is 


the object of these notes to suggest some 
of the main lines and objectives of such 
a policy. 


1. Conditions of Employment 
Must be Clearly Defined 


HE relationship between employer 
and employee is, in essence, a con- 
tractual one, and if misunderstanding is 
to be avoided each must know what the 
obligations are which he has undertaken, 
what rights he enjoys and what duties 
he owes under the contract. In fact, it 
should be the aim of all the hundred- 
and-one aspects of employer-employee 
relationship to substitute established law 
for ad hoc decisions. _ 
I regard this as the cardinal principle 
in a sound labour policy, independent of 


“Too often Labour Management is in these 
= WATER -TIGHT COMPARTMENTS 
where little or no co-operation exists” 


TIME STUDY EXPERT OR 
RATE = FIXING DEPT, 


payments by result. 









“tnirtng and 





Of firing’. 


efficiency. 







dicipline. 





WELFARE SUPCRVISOR 


| floats about pro~ 
viding the flittie 
ray of sunshine!, 


PINANCE DEPT. OR 
COMPANY'S SECRETARY 


insurance and 
asenident clains, 


deales with the 
Factory Inspector, 















whether the conditions ther 
harsh or liberal: whatever- 
people should know where th: 
and what they may expect. 

I do not, of course, for one 
suggest that it is of minor iz 
vacate the teorion arg 


















































ae penh Kacsa 
case there will be co 
fusion spells bad relations, 
liberal the intentions. 






2. Fatal Mistake : Those Wi 
tight Co mpartments 


BUSINESS organization at 
C) an organic whole, and th 
tions of employment in each d 
and. for each class of employee 
be adjusted to form om 
acheme. 

There is often a tem 
organization, as regards | 
to think of it as a number < 
departments: “ofice” and 
men and women; seniors » 
manual Pedant and stafi 


¢ “BY, FO Ofte ne k its and: 39 

































Box a in the 3 
its ia oat nc war ae 


ditions ok sale pe 
same for all classes OF for 
ments, but there should ont 
ences for which there is a 8c ried 
reason. 


tee eee of ihe ee. ba 
important are those corm 
‘status’. To ensure ha 
ployment conditions it Js ne 
establish a scheme of ‘ tiy 
employees that shall pens rac 
ments and all classes 2 
top to bottom. The ae 
yinent can then i 










| 3. Syetematize the Searek for 
Individual Merit 


tess elaborate schemes of rules, 
lings and codifications, with their 
mpanying danger of strangling in- 
“itiative and personality in a trapping of 
-red tape. 


















ncy. by a deliberate search for indivi- 
lual merit and by recognizing and re- 
-warding it. This search must not be left 
to the haphazard notice and goodwill of 
foremen and section leaders: it must be 
conducted systematically and in such a 
way that everyone realizes that his indi- 
iual capabilities are being noted and 
that. his efforts will bring their reward. 
. A sound method of systematizing the 
earch for individual merit is to institute 
‘a half-yearly or yearly review of all em- 
-ployees. Such a census should be origi- 
hated by the employment department, 
which should issue census sheets, made 
out by departments, and containing 
details as the names of all em- 
jloyees, their grading, classification and 
present wage or salary, the range of wage 
Or salary available, the date of last 
e advance, etc. etc. The appropriate 
-census sheets should be sent to the head 
- Of each department, who should enter a 
comment on each individual, recom- 
‘mending such as he considers merit it 
-=o for advances. The employment depart- 
-.. ment should then collect the sheets, 
__ scrutinize them to see that so far as pos- 
sible similar standards of treatment are 
being applied throughout, and finally 
'. bring the collected proposals before the 
proper authority. 
This procedure has many advantages. 
Fits irstly, it ensures that no one is over- 
ked and that the capabilities of 
yone really are reviewed and ability 
< Secondly, it collects” together 
questions of advances and promotions 
nd enables them to be dealt with in 
alati n to the financial situation of the 
ompany. Thirdly, the procedure not 
nly co-relates the claims of all sections 
of the establishment, but it enables con- 
< sideration of all such questions to be con- 
. centrated on to specific periods of time. 
: < It has been found by experience Where 
a census of this kind is practised that the 
management can safely and fairly refuse 
to consider interim demands from dis- 
utisfied individuals. This is not only a 
‘great convenience for the management, 
but it helps towards a general equani- 
mity by making clamour and intrigue 
f no avail. 

















3 _ Arrange for Easy Employee 
= ~~Management Contact 

P ‘OR what may be called strictly busi- 
A Mess purposes, the contact of an 
employee with the management is 


‘direct contact between grades or classes 
of employees and the higher manage- 


' ment. Such contacts are best provided 


H E two first objectives lead to more 


It is therefore vital to offset this ten- 


limited to his immediate superior—the z 
wotkman with his romai the e foreman. : 





l uperintendent, and: s0 
hain of contacts should 
ented ` by another providin 





by some scheme of works and staff com- 

mittees holding regular meetings with © 

officials of the higher management. 
The question of the proper organiza- 


_ tion of these committees is too large to 


deal with here, but certain of the con- 
ditions on which success depends may be 
noted. 

It must be realized that contacts such 
as provided by these committees cut 
across the normal lines of delegation of 
authority and involve therefore possibili- 


IDEAS, not money, form 
the life-blood of 


progressive industry 





ties of confusion and of undermining the 
position of officials of status intermediate 
between the employees represented by a 
committee and the higher management. 
To avoid such confusion and under- 
mining it is essential : 


(a) That the Management, from top | 


to bottom, be itself well organized and 
that every official has a clear charter of 
duties and responsibilities. 


(b) That systematic contacts exist 
throughout the management with the 
double purpose of: 

enabling all grades of management 

to help to formulate labour policy; 

and 

ensuring that every official of the 

management from top to bottom 

knows what the policy is. 


{c} That no question arising from 
the action of any management official 
is admitted to discussion between a 
committee and the higher manage- 
ment until direct discussion between 
the officials of the committee and the 
management official concerned have 
failed. 


It is another condition of success that 
meetings between the committees and 
the higher management shall be regular 
and systematic and not be regarded 
merely as emergency provisions. This is 
most important. 

One of the main objectwes of an em- 
ployee committee scheme is to establish 
an atmosphere of personal confidence 
and goodwill. Such an atmosphere can- 
not be improvised in times of tension; it 
can only be created slowly by systematic 
contact when no special emergency 
exists. 

A further requirement, to which it is 
worth calling attention, is that easy and 
informal access to the employment 


manager should be available for com- 
This is particularly T 


mittee officials. 
important in the initial stages of, say, a 
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5. How ` to ) Provide Seopa A . 
| Personal Leadership 


ANAGEMENT depends on per: : 

sonal responsibility and personal. 
leadership. How can we provide scope 
for such leadership within the framework 
of a highly systematized constitution — 
such as has been indicated? I have 
purposely placed the emphasis on the — . 
provision of scope rather than on finding 
the individuals capable of exercising _ 
initiative, since it is useless to have the 
leaders if the constitution offers no scope |. 
for leadership. ages 

The reconciliation of these two con- ee 
Aicting requirements—that for constitu- 
tionalism and that for personal leader- 
ship—is difficult, and takes one deeply Eee 
into fundamental principles of organiza- = = 
tion. It is only possible here to indicate... 
in a very general manner the lines along ooon 
which a solution must be sought. — er 
Briefly, it is a question of the correct 
delegation of authority. In devising 
the constitution and laying down the 
methods by which it shall operate, atten- J 
tion should be focused on defining each > oo 
man’s responsibilities rather than on c> ooo 
prescribing in detail how he is to carry = 
them out. In other words, give each: 
official a kingdom, define clearly the 2555 
frontiers of it, lay down the nature of the = © 
relations he is to maintain with neigh: = 
bouring kingdoms, give him a constitu- = < 
tion which describes his authority = 
towards his ‘‘subjects’’; and tell him. 
from time to time the produce which you ` 
expect from him, but do not attempt to 
run his kingdom for him. Leave him, °° | 
within his frontiers and his constitution, 9.” 
to do that job himself. ee 
Along such lines it is possible to build = 

an organization which, while being 
highly constitutional and systematized, 
provides scope at every level of manage- 
ment for personal leadership. 




























































6. Make Your Employees Safe ee 
in Their Jobs o 


HERE are few things so disturbin y 
to an organization as sudden and 
rapid changes, and the minimizing o 
these should be one of the conscio 
objectives of a sound labour policy 
With forethought and consideration 
much can be done to mitigate the impact 
of changes on the personnel. Fo 
instance, it should never happen thai 


(Continued on page 42) 



















Correction 


E regret that by an error “the 
W article in our August. 
(page I1): “Making Key Fig ites 
Tell A Clear A BC Story” was describ 
as being by W. J. Black. This should 
have read W. L Back, f who is oe 
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The Outside Q UALIFIED Consultant Can 


Make Improvements 
and Economies in even 
the Best run Concerns 





F. W. Taylor, whose famous paper “A Piece 
Rate System”, gave the greatest stimulus to 
the development of scientific management 


HE various examples we have 

given in the last few issues of 

BusINnEss, showing the consider- 

able savings and improvements made in 

various firms by qualified business con- 

sultants, have brought us a good deal 
of correspondence from readers. 

This correspondence has been of two 
distinct types: positive and negative. 

The positive type has included letters 
from (1) other firms confirming their 
own beneficial experiences of the ser- 
vices given by qualified specialists, and 
(2) straight out inquiries from control- 
ling executives, asking to be put in touch 
with consultants who can introduce such 
improvements as we cited. 

The negative type were mostly models 
of self-satisfied complacency, of which 
the following quotation is typical; it is 
taken from a letter addressed to us by 
the head of a famous manufacturing 
concern : 


“We have a highly trained staff. 
The making and distribution of 
is our business, and for nearly a hun- 
dred years we and our predecessors 
have been trying to work out the best 
form of organization for this purpose. 
I think we ought to be ashamed of 
ourselves if outsiders, with no inti- 
mate knowledge of our business, could 
show us how to do it better. I really 
do not see how they could.’’ 





Views like this are still rather wide- 
spread; it is a very favourable sign, how- 
ever, that correspondence of the positive 
type has been incomparably the heavier. 

It can, of course, be said of the ‘‘nega- 
tive” viewpoint that it is a traditional 


By'F. T. POULTON 
Editor of Business 


one. Old legend says an Englishman’s 
home is his castle, and, while not all 
executives take their businesses into 
their homes, many certainly adopt the 
“‘castle’’ attitude in their businesses. 
Appropriate as this attitude might 
have been in the past, it is a dangerous 
one to hold to-day. Sir Arthur Quiller 
Couch once said: ‘‘The Anglo-Saxon, it 
has been noted, even built a wall around 
his house. No doubt that is good for 
a house; it is not so good for the mind.”’ 


‘Secrecy’ Has Handicapped Bus- 
iness for Years 


To-day the successful management of 
a business demands the highest qualifi- 
cations of trained minds. Isolation and 
secrecy about management methods is 
the very thing which, in past years, has 
been a tremendous handicap to the 
development of these qualities. Shrewd 
caution may have been the inspiration 
of secrecy, but the policy certainly pre- 
vented the cross-fertilization of ideas 
and practices as between different enter- 
prises. It has checked the growth of 





‘‘T’ve been in this business 
for years, how can an out- 
sider tell me how to run it 
better ?’’ That epitomises 
the attitude still held by 
many business men who 
have yet to understand the 
Management Specialist’s 
real function and value. 
In this outline, therefore, 
we have explained his func- 
tions. 

We haye also invited Mr. 
L. Urwick, an authority on 
scientific management, to 
contribute a number of 
articles. These will appear 


in subsequent issues. 





that adaptability and elasticity in facing 
problems, which are the surest guarantee 
of a successful solution. 

No individual and no organization can 
live to itself alone. There are no per- 
fect managers. What is nearest the eye 


is hardest to see. For these reasons the 
educated and intelligent outsider can 
nearly always detect in every business 
with which he is brought into contact 
opportunities of eliminating waste and 
of improving organization. Much more 
is this the case where the outsider is 
specially trained in analytic methods 
and has wide experience of similar situa- 
tions in a large variety of undertakings. 

That the experienced outsider can 
quickly see these things implies no 
criticism of the existing management. 
It merely suggests that the management 
are faced with a very complex and exact- 
ing task, in which no one man and no 
one group of men among them can know 
all there is to be known. 

One highly successful manufacturer 
often tells his friends that he never visits 
another factory without getting a fresh 
idea for his own. The truism still holds 
good: the looker-on does see most of 
the game. 

If this were the only reason for em- 
ploying consultants in management, 
however, those practising this profession 
would have a hard time making a living. 
It would be enough to engage any in- 
telligent administrator to take a stroll 
round one’s factory or office and then 
pick his brains. 


Miracles Cannot be Worked 
This Way 

A keen and experienced observer can 
indeed see a good deal from even a single 
tour of a business undertaking. But for 
the purpose of a thorough examination 
of a business no such cursory look-over 
as this is anything like sufficient. 

Itis in claiming to work miracles from 
the lightning appraisal that charlatans 
have dgne incalculable harm to the pro- 
fession of management consultancy. 

Business organizations are built up not 
so much of a variety of ‘‘jobs’’ as of a 
variety of human beings, human beings 
who vary infinitely in their capacities, 
temperaments, and sensibilities. Jobs 
alone could be adjusted with compara- 
tive ease, but it is a different matter 
altogether to adjust the human ele- 
ments from which jobs are inseparable. 

A moment’s thought, therefore, will 
reveal the speciousness of any claim to 
reorganize a business after but a quick 
glance at what might be called surface 
conditions. 











There are many influences constantly 
at work which demand that manage- 
ment shall make changes and adjust- 
ments of method and routine. But the 
average business rarely has executives 
sufficiently detached from their own 
immediate responsibilities to appre- 
ciate the full significance of all these 
influences. 


Why Staff Men Can Rarely 
Reorganize 


Reorganization is exacting and deli- 
cate work. It calls for undivided atten- 
tion, often over fairly prolonged periods. 

And even granting that a firm 
possesses individuals who may have 
the vision, knowledge and personality 
to induce major changes in organization 
these individuals are, quite rightly, 
fully employed on the daily tasks 
allotted to them. It is impossible for 
them, and unfair to expect them, to 
devote the concentrated time and effort 
needed to plan and execute such 
changes. 

Human nature being what it is these 
higher ‘‘constructive’’ efforts are rather 
looked upon as extra work and become 
pushed aside in favour of the more 
immediate demands of regular routine. 
How many times in the year does the 
employer or manager when questioned 
on a point in organization where large- 





Henri Fayol concentrated on business 
administration. Where Taylor analysed 
the work of the man at the bench, Fayol 
discussed the functions of the men at the 
top 
scale change is involved, confess to him- 
self if not to the questioner: ‘‘I’ve been 
meaning to do that for months but I 
never seem to find the time.”’ 


Run the DISPATCH Dept. by Budget 


and get a Better Control of Costs 
By JAMES J. COURTNEY 


now well recognized as an essential 

part of efficient management, and 
although the production and the sales 
departments are usually operated on a 
scientific method of budgetary control, 
the dispatch department is generally re- 
garded as simply a necessary expense 
item in the organization and is conse- 
quently ignored where any form of 
budgetary control is considered. 

From the point of view of the dispatch 
manager it is highly desirable that he 
should know frequently and regularly 
exactly how his costs are comparable 
with the limits within which he should 
work, and it is a simple matter for him 
to institute a system of cost control 
which will yield the necessary informa- 
tion without any high cost of preparing 
and obtaining it. 

In the first place he should detail all 
the expenses of the department, these 
will include such items as :— 


T ro value of budgetary control is 


Rent Depreciation 
Rates Salaries 
Lighting Wages 
Heating Stationery 


Packaging Materials such as Cartons, 
Paper and String 

Transport Costs by Rail 

Transport Costs by Road 

Transport Costs by Sea 


Transport Costs by Air 
Local Deliveries. 


Assuming his output is fairly consis- 
tent, it will not be a difficult matter to 
estimate the actual monthly expenditure 
for each item, and these costs should 
then be divided by :— 

1. Total number of packages dis- 
patched, or, 

2. Expressed as a percentage of the 
company’s turnover. 

In either case, a certain fundamental 
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Depreciation = | Fe 
Salaries 
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Packing Materiale 


Transport Costs 
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Sea 
Air 


Local Deliverics 












That is why, as‘can be proved beyond 
question, the trained outside consultant 
can secure larger results very much more 
quickly. To leave the work to inside 
people is generally to invite procrastina- 
tion, incomplete accomplishment and 
needless expense. 

In the last 50 years the development 
of management as a science has been 
great and rapid. F. W. Taylor probably 
provided the greatest stimulus by his 
famous paper “ʻA Piece Rate System’”’ 
in which he suggested to the American 
Society of Mechanical Engineers that 
managing a group of lathes in a machine 
shop could be studied scientifically. 

Then a few years ago, at an Inter- 
national Congress in Amsterdam, Dr. 
H. S. Person presented a chart showing 
how Taylor’s fundamental principles 
had been extended to clerical work, 
marketing and selling, financial control, 
and higher organization—in short to 
every aspect of business activity. 

In the year of Taylor’s death, a 
famous French industrialist, Henri 
Fayol, published a study of business 
administration from the standpoint of 
the man at the top. Where Taylor had 
analysed the duties of the worker at his 
bench Fayol discussed the functions of 
the Chairman or Managing Director. 
His theory of administration was 
applied to the French postal service 
and aroused widespread interest in 


(Continued on page 43) 


basis will, by this means, be obtained, as 
a means of comparing monthly the 
various items of this budget. 

Figure 1. shows how this budget can 
be laid out. Each month, when this 
monthly analysis is completed, it is then 
a simple matter to compare actual per- 
formance with the estimated per- 
formance, and this can be done as shown 
in the illustration (Figure 2.). By this 
means a monthly check is obtained of 
expenditure in the dispatch department 
as compared with actual performance 
and cost, and this should prove invalu- 
able to the dispatch manager when he is 
called upon to consider expenses or 
asked to account for a sudden variation 
in such expenses. 
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YET another month of disaster 
abroad and prosperity at home! 
The expansion of the Sino- 
_ Japanese war from a minor to a major 
~= conflict, the most panicky flight from 
- the franc since 1933, the severest slump 
{the year on Wall Street, further acute 
tension over Spain—all these distresses 
quite naturally gave the coup de grdce 
to the hoped for autumn boom on 

‘Change. 

Alongside these alarums and excur- 
sions the curve of our own prosperity has 
>o run up more steeply than ever. August 
= saw little or no seasonal recession. 

.. During September every branch of 

_- British business has taken another 
~~ upward bound. 


-Hitting High Spots 
Is Getting A Habit 
AFTER scoring an all-time record 
\. £AMfor June the Economist’s Activity 
Index has scored a second for August 
with 113.5 points. Which means that 
business activity is 13.5 per cent ahead 
of the average for 1935. Here is a 
pinnacle of prosperity none of us ever 
dreamed to see even three years ago. 
More surprising still, there are no 
visible flaws in the foundations of this 
prosperity. Exports and imports are 
both rising fast, although largely thanks 
to rising prices. Better still, raw 
material imports are up 42 per cent 
whereas total imports are up but 31 
per cent. Employment continues to 
-~ improve. More than 2,356,000 more 
_. people are at work than at five years 
. ago; over 1,500,000 fewer are unem- 
ployed. 




















«Joy Givers’ Out 
To Improve Wares 


HE slight fall in steel production is 
unimportant. The big fact is that 
increasing capacity is enabling the 
makers to expedite deliveries. New 
industries continue to boom. The 
tourist industry has had its best summer 
ever and every seaside resort and spa 
in the country isin funds. Hoteliers will 
continue to sink profits in improvements 
in the services, amenities and entertain- 
ment offered our foreign guests par- 
= ticularly. | 
> Typical of the booming new industries 
s the 11 per cent increase in car sales 
his year. It’s astonishing that last 
rear’s epic figure should have been so 
horoughly beaten. Leaders hope that 
pia will put the year’s sales still 
‘ther ahead. 
One of the new industries, rayon, 
„an increase of but 5.8 per cent 
st year. It is questionable 













whether this industry is keeping pace 
with the development of its German and 
Italian competitors, despite the driving 
enterprise behind it, 


Stock Market Men 
Turn Prophets ? 


ToS absorbing question is whether 
A Throgmorton-st.’s reading of the 
situation is justified. In other words, 
whether the stock jobbers are justified in 
holding back, whether the average in- 
vestor is right in refusing to buy shares 
of any sort. Jobbers and investors are 
only right if the situation is such that 
next year’s dividends are going to be 
seriously affected. These can only be 
seriously affected if the boom is to reach 


its height during the next few months 


or if prices do not keep pace with rising 
costs. 

When the boom will reach its peak 
depends on the balance between a num- 
ber of factors. In some cases a single 
factor like rising prices of raw materials 
may be working both ways. While the 
higher prices of raw materials put money 
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New Capital Issues cme ay 


How to Read the C hart: Black bars represent the 


the month of August. 


| July, 1936. n 





a warning that we may- 











Figures show percentage ime 
compared with August, 1936. Shaded bars represent 3 
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in the pocket of the native per 
over Asia, Africa and the As 
may eventually reduces th. 
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These Bogies Are Not 


As Solid As They Seem 
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| ACTIVITY FACTORS- comparisons with same month last year 
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cotton prices. ud t 
‘ders. would inevitably i increase again: 






P “i Deets In ‘Raws’ 
Is Good For Business 


| EED the trend of raw material 
es will be a vital factor in deter- 
g the. peak point in the boom. 
fall during the past six months has 
en an invaluable break on the price 
oom which was looming up. So far as 
1¢ balance of our own internal economy 
mcerned, it has done nothing but 
good. At the moment, too, prices are 
bigh enough to give a reasonable profit 
ie native producer of wheat, cotton, 
tbber, tea, coffee and sugar. But a 
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i her decline might hit him bad 
too rapid rise would in six mo ths 
the British housewife. 

‘be other danger i in the background 
at of retail prices. 


further rise in retail sales by 8.1 per cent 
in August. Increases in wages are 


During August over 3,920,000 workers 
had their wages raised by an average of 
2s. 6d. per week. 

But in many cases higher wages are 
being given in the masked form of 
shorter hours. If the same wage is paid 
for a 45 hour week as a 48 hour week 
(as recently agreed by the printing and 
engraving tradés) costs may rise. We 
say ‘‘may rise’ because efficient 
management may find means to save 
on overheads what is lost in hours by 
using the 5 day week. It remains to be 


London District: As 
autumn season gets into 
swing, more people are 
finding work in retail and 
distribution trades. Latest 
retail sales figures show 
an 8.8% gain for London 
over figures of corre- 
sponding month a year 
ago. 


E. & S. E. Districts: 
Although fish landings at 
Grimsby and locality have 
been running higher in 
quantity than at this time 
last year, prices are lower. 
East coast timber trade 
satisfactory. Wheat busi- 
ness upset somewhat by 
crop reports from over- 
seas. Hull shipping rates 
low during quiet spell in 
coastwise trade. Agricul- 
tural conditions through- 
out East Anglia fair. 


Midlands: Iron and steel 
production still at full 
activity. General engineer- 
ing, aircraft and . motor 
trades at Birmingham, 
Coventry, Wolverhamp- 
ton. Rugby, etc., busy. 
Non-ferrous metal busi- 
ness steady. Electrical 
industry still have full 
order bnoks. Leicester, 
Notts., Northants, Leeds, 
etc., boots, shoes, leather 
goods, hosiery and knit- 
wear trades busy with 
autumn-winter orders, 


W. & & W. Districts: 
Throughout Bristal-Glou- 
cester area, aircraft and 
general engineering firms 
very busy. Timber trade 
in West is heavy. Welsh 
coal trade, fair. Shipping 
is active. Swansea re- 
ports pressure on iron 
and steel production. Out- 
look is encouraging. 


N.W., District: Demand 
for lwematite pig-iron still 
exceeds supply in Barrow- 
in-Furness area. Lanca- 
shire yarns and piece- 
goods markets firm. Er- 
gineering throughout the 
county continues to be 
active. Demand noticed 
for heavy chemicals. Re- 
tail sales show increase 
of 8% in N.W 


M.E, District: Tron and 
steel output of area ap- 
proaching 250700 = tons. 
monthly. Teesside fur- 
nares cannot vet meet 
orders for early delivery. 
Newrastle coal and coke 
trade satisfactory, 
yards. active on existing. . 
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home a ‘our export markets in 
beginning to keep pace with them. “long run. 
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thai ‘Go far they have È 
been held well in hand, witness the ri 


Red Light Trio Gives 
Boom ‘Slow Up’ Sign 


N the whole, we may say the build: i 

ing boom is holding up amazingly; 
that a fall in the cotton industry’s 
activity is possible, but should not be 
too serious: that the present fall in. 
prices is altogether healthy. In other — ae 
words: that the three possible danger- => 
ous factors in the situations are not yet -~ 
vigorously undermining the present 
boom. 

Further, the inevitable delay 
getting the armament boom going 
should prolong the boom and m d 
the recession when it comes. oo 

One factor always important in con- > 
sidering the trade cycle is the influence 
of America. At the moment her summer: © 
spurt of revival is apparently working 
off; steel production is to be curtailed; 
the main indexes are unpromising. for 
the near future, while Wall Street eee 
completely pessimistic. 


Behind these swift recessions sui eo 
Wall Street ‘‘jitters’’ lies the funda- 
mental unsoundness of the American 
situation, indicated here a year. ago... 
The Treasury still allows deficits to plè 
up. The expenditure of the individual 
states is not apparently under any strict: 
control; no building boom has got going .__ 
because costs are too high, although the 
Government injection of {100,000,000 © 
into house building may have that 
effect. But until a confidence-inspiring 
long-term economic policy has been 
worked out by the Government. and | 
accepted by business opinion, it is use- ee 
less to hope for a consistent American oS 
revival. 








La Belle France In 
Cost-Price Tangle 


HE same is true of France. The 5 

rapid introduction of shorter hours 
higher wages and increased social si 
vice within twelve months have 
located cost and price relationships 
Result, no building boom is possib 
because the consumer cannot afford t 
pay the builder's prices. Further, t 
business community is suspicious. of 
and lacks confidence in, the Gover 
ment. There are signs, however, tha 
French common sense is coming to t 
rescue at the last moment as usual, so 
that the possibility of a French: reviva 
in the near future is not ruled out. 


Already the Sino-Japanese - war. ha 
halved the value of China’s foreig 
trade. But throughout the Britis 
dominions, America and Scandinavia 
the present price of primary com- 


meg is a, bas Sou steady 
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N added to West Cumberland È 
Products Company’s works at Flimby, ` Ltd., a 
- Maryport. -It is for a new process for. Archibal 
Manufacturing carbon disulphide for Dumbart 
wrapping paper and rayon industries of {£400,000 have bi 



























the area. 







_ They're GUIDING FACTORS 
Slee IN THE TREND— nn 
















‘HE erection, at present taking place . 


on a 4$-acre site, of a factory for EXPORTS U P 
S š ME E E E 






y-cleaning, dyeing, carpet beating and 
eaning in Wolverhampton forms a 
apter in a romance of industry. The 
Midland towns of England have long been 
famous for their self-made men, but on 
-this occasion it is a self-made woman, Mrs. 
> Marshall, who directs the business. The 
= firm, which began sixteen years ago with 
© one small shop, now has ae ae 
-~ {apart from the one being built) and 62 err 

: ae shops located in six Midland RAI LWAY 


eee | TR AFEI | cs _ UP : t khai 


= 7 (AVERAGE PER WORKING DAY 
AFTER a lapse of about 6o years the 
production of yarns from jute has 
been revived in Belfast. A new factory 
has been built alongside a large engineering 
‘works. 
= The new factory serves dual purpose of 
-producing yarn and of engaging in research 
and demonstrating new machinery. 
| James Mackie & Son, Albert Foundry, 
_.- Belfast, control this enterprise. 
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ICOTINE manufacture near Belfast 
introduces novel enterprise to 
orthern Ireland: scarcely more than a 
dozen firms in the world are engaged in 
-a similar activity. This new industry — 
owes its existence to two factors. Years 
. Of research and experiment on tobacco 
: leaf have resulted in the perfection of 
entirely new process for extraction of 
nicotine from tobacco waste, and the 
Belfast neighbourhood, adjacent to two 
vorld-famous tobaccco and cigarette- 
‘making concerns, provides suitable pro- 
baat ine Beier since raw materials are 
~ easily obtained. ASAN a A at a 
© A new all-electric facto has been ag PONT ee ya Rela ee Bebe 
erected at Whitehouse, near Belfast WE NA Y 
There the drug is extracted and when 7 


_ the project develops, fumigants, insecti- i MANnITV opirec ~ 
_ cides, and sheep dip will be produced. COMMODITY PRICES 
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J IVERPOOL factory extensions: TE a ea S 
„4 Entwistles, dog food manufacturers, 
are building about 50 per cent additional HO 
floor space; Hunter & Sons, clothing > 
. Makers, are erecting a new factory on 105, 
city outskirts and will employ 100 extra 
workers; Stairs, Ltd., Helsby, have put up oo 
a factory for producing joinery; Brough gsr S : ae 
& Co., Speke, are building a factory for aca’ aes ppg 
the Podac tan of packing drums; Diver MATERIAN i pi 4 
_ pool Central Oil Co. are adding two UNEMPLOYMENT — pol 
: refining plant buildings to their works: COMPARED WITH LAST MONTH 
.Carmichaels, Norris Green, are construct- AUG IGG eee z 
ing a factory near East Lancashire road aa $ 
for production of filter cloths; Hutchinson 
3 'ollock, rope-makers, are building an 
iito 
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itional wing to their factory and a new ~_ ; | 
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Revolutionary Product— 
Conservative Market— 


Yet National Distribution in 18 Months 


By G. Havinden. 
: Director, René Cos Ltd. 


AUNCHING any product that 
| sells to men presents problems 

enough, but when that product is 
of a revolutionary nature and is up 
against heavy competition the difficul- 
ties are intensified. With Veloshave, a 
new brushless shaving cream, we faced 
this complex marketing question. We 
solved it by means of a long-term 
policy and campaign in which attention 
to details played an important role. 

At the time we decided to launch 
Veloshave as a national product a 
small, local market had been secured 
in Scotland. The sales were limited 
and data from this experience were 
insufficient for drawing sound con- 
clusions. 


First Job—Tests, Then 
Pack Redesigning 


We started our investigation with 
the fundamental question: Is the pro- 
duct good? Tests of shaving with the 
cream, carried out by staff, friends and 
acquaintances, gave the answer “Yes. 
The tests were a comparison with 
several other brushless shaving creams 
so that the result was trustworthy. 

The original pack was a carton of 
dull green colour, printed with some 
yellow but mostly black lettering. Its 
design was old-fashioned and the black 
letterpress almost unreadable on the 
dark green background. As a display 
piece, it would hardly attract attention 
if alone in a window. We designed a 
new pack, using a light green and an 
eye-catching yellow scheme. All un- 


necessary wording was eliminated. The 
name ‘‘Veloshave’’ appeared in bold, 
clear lettering and underneath ‘‘Brush- 
less Shaving Cream’’. 


This terse and 





complete description of the product was 
printed on all four sides of the pack. 
At each end was the name and price. 
Thus, the carton is striking enough to 
stand out in crowded windows and 
shelves and whichever way it is placed, 
the name and price can easily be read. 

To-day most shavers use a safety 
razor although time was—and not far 
distant, either—when men swore by 
their old ‘‘straight blades’’. We kept 
this in mind when framing our policy. 
We saw there is a trend toward brush- 
less shaving but that the public needs 
educating. Although there are a num- 
ber of competitors in the field, the one 
consistently advertised has an old style 
pack. 

A vital point we kept in mind was 
to avoid becoming ‘“‘just another’ 
brushless shaving cream. We had, too, 
to remember that we were selling to a 
very conservative public—men. These 
and other factors influenced our policy 
(a) to put over Veloshave as a really 
new and unique product and (b) to pre- 
pare plans in complete detail, in a spirit 
of investment and extending over a long 
period. We didn’t expect immediate 
success but a gradual expansion of 
sales as our consistent marketing cam- 
paign made itself felt. 

The problem of how to make the 
product unique revolved around quite 
small details. For example, we used 
the name as a verb—Veloshaving. We 
were able to tell men to throw away 
their brushes and soap and save time 


Note how the re- 
designed pack in the 
foreground has bold, 
clear lettering and 
price. No matter 
how a retailer places 
the pack on display, 
it can be seen and 
easily read as all 
sides are designed in 
the same clear-cut 
way. The old pack 
(in background) has 
only one readable 
side—that shown 
here. Its display 
value is negligible in 
windows and almost 
non-existent on 
crowded shelves if 
the one readable side 
is not carefully 
shown 
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by Veloshaving. As we saw it, the 
term became synonymous with a new 
technique, a revolutionary change in 
the shaving habits of men. In keeping 
with this idea we introduced the 
description ‘“‘luxury’’ so that Velo- 
shaving is ‘‘luxury shaving”. 

Our advertising also stresses the com- 
mon advantages of brushless shaving 
cream—no soap, no mess, no sore or 
rough skin from shaving, an antiseptic 
cream that is also a skin tonic. 

This advertising had to make an 
impression on a conservative market of 
men, to get instant attention. With 
ordinary advertising it would be like 
trying to push over a brick wall. We 
decided, with our advertising agents, 
to try a humorous approach with a 
series of caricature heads drawn by 
that well-known artist, Ashley. These 
tinted line-blocks appeared in all adver- 
tising. They were eye-catchers and 
were linked up with slogans such as 
‘Don’t shave—Veloshave!’’ 

Each advertisement carried an illus- 
tration of the Veloshave tube and pack, 
together with price and descriptive 
copy. Here, again, we sought to hold 
men’s attention by using short, crisp 
phrases. The reading matter was 
boiled down to a staccato, factual 
message that men, not willing to read 
advertisements, would pause to scan. 


All This Preparation Before 
Advertising Started 


Before we started any advertising 
our representatives were calling on the 
trade. We advertised in the trade 
press, announcing our plans to chemists 
and hairdressers. We also prepared a 
folder to give retailers and wholesalers 
complete information on our plans. 
This folder contained (a) one complete 
set of pulls of the advertisements to be 
used and (b) an illustration of an ex- 
pensive showcard which was available 
for display purposes. The front of the 
folder itself was so designed that it 
could be used by retailers as a show- 
card. The advertisement pulls could 
be used as window bills and leaflets. 

At this point we didn’t try to splash 
into the national market. We con- 
ducted a local campaign in the Birm- 
ingham area as a test. A team of half 
a dozen representatives, armed with 
the folders and with plans for special 
advertising in the Birmingham papers 
—II inch triple column spaces in the 


Illustrations clearly show the many advantages of Cope-Chat equipment, but we cannot, j 
show the benefits to be derived from our methods and services —backed, as th 
erience of nearly half a century. Hundreds of firms of all sizes through: 
enefited, many of them gladly say so. Some of them have described their | 
ress, and the following are fair examples :— a 


A WORLD RENOWNED STEEL COMBINE—~SHEFFIELD 
See BUSINESS—SEPTEMBER 1936, Page 26 
Installation of your methods enabled us to 
save 133 million clerical entries in a single 
year. Cash savings and other economies 
during the same period amounted to 
£311,000. 


A WELL-KNOWN HIRE PURCHASE FURNISHER—LONDON 
See BUSINESS—MAY 1937, Page 32 


See BUSINESS—APRI 


Our costs figures were weeks old and we 


could not consider expensive m 
because, apart from cost, we co 
employ it to capacity. Within a 
installing. your inexpensive sys ? 
junior clerk working only five hours a 
gives us operation, job and departm 
costs, also wages analysis, up to wi 

a day for 250 employees. | 


We had four branches and formerly it took 
a full month to balance our Sales Ledgers. = 
_It-also took a month to get out a full profit A VERY LARGE MIDLAND ENGINEERING F 
and loss account. To-day, largely due to reo 
improved methods, we have twelve very 
active branches, and we have a complete 
balance of sales ledgers the same day as 
delivery notes are received from branches. 
Our bought ledger is balanced within 
quarter of an hour of receiving final invoices. 
We now have finger-tip control of all our 
~~ Hire Purchase accounts. 


Every firm has keen executives eagerly concentrating on the day’s work, but this conce 
robs them of time and facilities to keep themselves informed on devel iness 


Our trained representatives see and study the methods of scores of b 

they are co-operating on the solution of problems, and they have the a 

nearly 50 years’ research and development in methods and equipment at 
lay we suggest that the proved qualities of your executives and the resources at our 
be combined to produce results for you, similar to those mentioned above, | We cha 
there is no obligation so you have nothingeto lose. Full details gladly sent by return 
We specialize in Management Control for Purchases, Stores, Production and Costs, 

Credit, Sales and Accounts for every kind of business. 


Our equipment covers Machine Posting, Visible Records, Punched Cards, Loose Leaf, 
Manifold and Continuous Forms, Fire Protection Cabinets, and Stee! Furniture, 





See BUSINESS—SEPTEMBER 1937, Page 25. 






reeks” drive in the district. = =o 
mapped out before they started. We 
listed all the wholesalers and retailers 
chemists and hairdressers) in the area. 
We planned the daily routes and calls 
-of each representative so that the 
cheme progressed like clockwork. 

Why did we choose the Birmingham 
locality? Because it is an area of 
industrial prosperity, has a concen- 
trated male population, has money to 
spend, has good local newspaper cover- 
“age and a well-organized wholesale 














‘Direct Mail Opened the Way 
5 to Salesmen 
<0 Our representatives first called on 
-owholesalers. They didn’t go unan- 
nounced and have to explain Velo- 
o ghave. We-did a direct mail campaign 
~~ to tell of the product and the arrival 
-of our men. 
The Birmingham plan was valuable 
=< for. two reasons: (1) we were able to 
get 75 per cent distribution in the area 
in six weeks; (2) London and other 
= wholesale and retail chemists and hair- 
_ dressers heard of, and became interested 
in, Veloshave. We got, for example, 
-o jimited distribution through all the big 
 ghain stores—Boots, White & Taylors, 
= Woolworths, British Home Stores, etc. 
Birmingham results, although reason- 
“able, showed that piecemeal develop- 
‘ment of national distribution would 

























into a national plan. Our representa- a- 


“443me on London and other wholesalers 
and. retailers. 


take far too long. We went at once 
tives were, of course, calling all the 


The national campaign 
started with 8 inch double column 
advertisements in the Daily Maid. For 
the special attack on the London 
market we used similar size spaces in 
the Star and the Evening Standard. 

We used the trade folder again, 
together with a special broadsheet 
setting forth details of, and illustrating, 
the new campaign. Although progress 
was not so rapid as in the local drive, 
we g@ined distribution more evenly 
over the country. 

A second campaign was started in 
June, following along similar lines but 
with the use of other national and local 
newspapers. By this time we had 
Veloshave stocked by all the important 
wholesalers on the P.A.T.A. list. Thus, 
any retailer could get Veloshave 
immediately he received inquiries. 

The next effort was a special sum- 
mer campaign. Ashley added more 
humorous heads to the list and fresh 
slogans were devised. The Ashley car- 
toons were also adapted as cut-outs 
making effective small display pieces. 
The specific appeal was to holiday 
crowds, hikers, cyclists, motorists—all 
would appreciate easy shaving even if 
only cold water was available. 

All these campaigns have put into 
effect our policy of gradual expansion 
on a national scale. Each forms a part 
of our complete plan. The special 


ndow display unit, featuring the pack and the Ashley cartoon heads, ties up com- 
th the general advertising and marketing plan. Retailers who joined the free 
scheme (see text) agreed to this display Standing in their windows for 14 days 


_window bills, cut-outs and 















play material. | 
We have been partially successiu 
The struggle to establish the produc 
however, has not been as easy as | 
telling might infer. This problen 
getting at men through advertising, tor 
example, has taken a lot of mastering. __ 
We have now developed the staccato, = 
factual style of copy. We tell men™ 
exactly what to do in 1, 2, 3 order. |. 
It is something like this: 1. Wet your. _ 
face; 2. Put on Veloshave, and so on. 
Another small point is that concern-~ 
ing the cap of the tube. We had large. 
caps fitted that, in the morning rush, 
are not so liable to slip from wet fingers 
and get lost down the waste-pipe or- 
elsewhere. ae 


This Plan Encourages Barbers —__ 

to Push the Product. 

Some sales resistance from the trade _ 
was met. We had to think up ways | 
and means of persuading wholesalers 
and retailers to take a stock and, having 
taken it, to push it. One of our smal 
schemes is to give hairdressers a large — 
jar of Veloshave for use in their saloons. 
The point is this: when a man getsa 
haircut the barber shaves the neck and =~ 
by the front of the ears. Often this” 
shaving is done without soaping and 
irritates the customer. We say. to 
barbers: ‘‘Here’s a jar of Veloshave,' 
free. Use it when you’re doing this- 
shaving job. The customer will like it- 
and probably ask you what you're: 
using. Then you'll have a chance to- 
tell him and sell him Veloshave.’’: : 

Another scheme we have initiated _ 
secured (a) 14 day displays, (b) new — 
accounts and (c) first-class sampling to ` 
the public. UIE Aes 

The plan works this way. In return | 
for a definite order, we supplied. re- 
tailers with tubes of Veloshave, and- 
counter display material including the 
Ashley cartoon cut-outs. 

On the back of the application form... 
can be recorded names and addresses: 
of customers selected by the retailer as — 
suitable prospective users of Veloshave i 
to whom we send a free sample. > =o 

Retailers are pleased to select cares  __ 
fully their best customers for a free _ 
gift. We are satisfied because our - 
sampling is 100 per cent efficient, or 
thereabouts, We mail to a hand-picked 
list. This is very different from mail-  _ 
ing haphazard to general lists or to | 
people selected from directories; < < ooo 

Thus we have been able to help the | 
trade and help ourselves. It has also 
been the means of opening. up new 
worthwhile accounts. We keep 
record of all retailers who enter. th 
scheme, so that our travellers can 

We have a great respect fo 
small details in marketing schem 
total, they form a. vital pa 
paign. As I have shown 
helped in the successful la 
Veloshave and they are helpi 
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of Offices. ops and 8 


wl That is the total area of floor space available for letting in reasonably large floor spaces fo. have privat l washrocty a 
| Berkeley Square House, Its ideal situation in the heart of aniis in ar own sul 






Mayfair, is but an additional advantage to interested tenants, 
for Berkeley Square House has been so planned as to make 


it London's finest block of offices, economic in renting 
values and years ahead in both facilities and service. 
At least 90% of the office accommodation is within 20 feet 
ofa window... a most important point to be considered plans, Sie may abioa. on 


when comparing rentals. Particular care too has been given letting agents, Knight, Frank and Rutley. Possession ‘will be 
to the floor plans; thelr arrangement allows tenants occupying given in September, 1938. 


LEY SQUARE 


(IN THE HEART OF MAYFAIR ) . 

















BERKELEY SQUARE, LONDON, W.1. IPSS CENTRE OF LONDO 





Office and Showroom 
accommodation may now be 
reserved 


Enquiries are now invited fer 
shops facing Berkeley Suare 
or Bruton Streed 





Managing Agents, KNIGHT. FI 


















A LTHOUGH nearly every business 
Ay to-day employs its own represent- 
Aatives there are still many houses 
ere the management has no actual 
ord of the cost of representation. 
ithough in some cases it may be con- 

red necessary to employ a represent- 
g stafi, regardless of cost, it should be 
sossible in any company to compare the 
elative cost efficiency of one represent- 
ative with another in order to ensure 
< that each representative is working with 
a reasonable amount of success. 
Although it is difficult to arrive at a 
formula which will yield or express the 
| efficiency of a representative, it is 
 gerferally agreed that the only possible 
means of arriving at the efficiency of a 
representative is to take the total cost 

of that member of the sales staff for a 
piven period, i.e., salary, expenses, car 
allowance, commission, etc., and ex- 
= press that cost as a percentage of the 
actual cash received from the customers 
in that man’s district. 




















































es Manager Over-did It: 
tomers Wouldn’t Buy—Till. .. 


IRS of a branded line of well- 
n goods felt satisfied they 
ad made a good move by pro- 
wo small-unit pack at an 
ce and of arranging a neat 
‘for retailers’ counters. 
ere successful in getting 
ts dealers to place the 
‘but, after a month, the 
se had not materialized. 
reason, the firm then 
ave observers watch the 
veral. key shops. These 







good numbers certainly gave 


~ @,) | B. 
© Cast AC ACD. % Jost on Cor- 
is Received Pact Orders 


bservers were not long in discovering 
16 cause of this sales-shyness. Cus-_ 













sis eae | 
eek Sees 


If this plan is used, it should be combined with a “lose 
knowledge of each salesman’s territory. A man hav 
rich territory with a high potential on it should have a. 
unit cost than a man having to cover a sparse area with a 
potential. 

always be faced with higher travelling and hotel expenses, 
with a probable lower gross yield. te gy 


corresponding lower 


One may be inclined to feel that a 
more accurate reflection would be 
obtained by expressing the cost of the 


representative as a percentage of the 


value of orders received for a given 
period. But this is a dangerous prece- 
dent to adopt as orders received may 
for one reason or other never be repre- 


sented by cash received: sudden can- 


cellations, bad debts, varying cash dis- 
counts, etc., have got to be considered. 
For this reason therefore I suggest that 
the only possible means of measuring 
the representative’s efficiency is to ex- 


: that are Building up SALES 


upsetting the symmetry of the display. 
At once the artistic display idea was 
abandoned. A heap displayed loose in 
a basket was substituted. Result of this 
easy-access method—a substantial jump 
in sales. 
O 


‘Test It Yourself’ Idea “Opened 
The Market For This New Line 


NORTHERN manufacturer of 
A aluminium kitchenware has re- 
. cently obtained good distribution 

and sales of a new line of specially pro- 
cessed articles by means of a ‘‘practical 


test’’ scheme. | 
= When he first brought out the new. 


lines he had difficulty in selling to 
dealers. They liked the look of the 


articles, but they were dubious. about. of thes ny 
the claims to exceptional strength; and - this. kitchenwar 
those who did place orders were soon sa A 


Suggests this Simple Syste x 
of ‘ Costing ’ Each Salesman 


de 
% Cost on 
Cash Recd. 


ateetan hpr rimpapaayary ashi ain w e 





retailers, who, convince 










K. 
% Progreesive Cost on Cash D 
Recd, for yeer to Date ee Be 















The latter man < would 








press his total cost as a percentage on” 
the cash received. Pyan oaa., 
The last column in the illustration > 
given here—i.e., the progressive perso = 
centage of cost—becomes monthly a | 
more valuable and stable figure: Many. __ 
organizations who have adopted a form > 
similar to the one illustrated here have, o0. 
after a preliminary trial period, fixeda 
predetermined cost which the represent- o 
ative is not expected to exceed anda 
bonus is offered each month to the __ 
representative whose cost forthe month — 
(expressed as a percentage) is the lowest. = 


complaining that their customers were 
distrustful of the products. 

It was apparent to the manufacturer. 
that his showcards, display pieces and = 
other dealer helps and local advertising: 
were not enough to convince retailer o 
public of the value of the new 
Thus, he concluded, the only cour 
was to prove by tests the claim 
strength. | eis 

He then adopted a very simple idea 
A small disc of ordinary aluminium wa: 
attached to a card. Beside it wa 
fastened a similar piece of the new metal 
On the card was copy, setting fort 
claims made for the new. prod 
inviting people to test it for th 
by bending and twisting the two 
“By this idea retailers and thei 

ths wi 






























































The manufacturer's sales 
able to demonstrate the new: li 


pushed the product. Backed by 





| it le to pick | i 
e of oil they want by merely 


inting to a colour. Tops of sealed 
s are to be coloured to show which 
poe of oil they contain. Standard 


= S.A.E. 
Light Yellow Light 30 
Red Medium 40 
Blue Heavy 50 
aree: Special Heavy 20 
is development is being accepted 
he oil companies who see in it a 
er simplification i in their oil service. 
-printing on the end of the can 
tally protects the end from rust. 
rages: and motorists who have 
ed to appreciate sealed oil cans for 
‘protection of the oil, cleanliness in 
ing, speed and simplicity in filling 
il appreciate this further conveni- 
ce, which makes it an easy matter to 
dentify: a can in whatever position it is 
eS or lying. 


O 


sales. Raised 123% 
‘his Planned Block Service 
¿© FIRM manufacturing food pro- 
“ducts has just replanned its print- 
™® ing block service to dealers and, 

a result, has gained a 124 per cent in- 

sase in sales in three months. 

In the past the firm followed the prac- 
ce of providing retailers with complete 
dvertisement blocks of varying column 
idths. All the retailer had to do was 
o have his name and address inserted 

n the space provided for that purpose. 
Some time ago an investigation into 
he use of the service was made. It 
as found that about 40 per cent of the 
ealers did not make use of the blocks 
provided. The reasons were several. 
Some retailers said that they ‘‘couldn’t 
afford to advertise’’; others complained 
that the spaces needed for the complete 
block advertisements were too big, and 
thers said they did not like the stereo- 
yped class of advertisement; but one 


ny other. It was this: retailers were 
notin favour of contributing 50 per cent 
towards the cost of an advertisement 
which mentioned only one brand of 
goods sold by them. Even the 60 per 
cent. who made some use of the blocks 
-and service admitted that they could use 
them more but for this fact. 
After this revelation the firm decided 
provide stereos of individual products 
instead of complete block advertise- 
ments. Thus, the retailer was given 
reedom to the firm’s blocks as part of 
his advertisement. The firm still main- 
tained its service of providing copy and 
iggestions for layout and soon. It also 
mtinued to contribute a proportion of 
@ expense of the space taken up by 
blocks and copy dealing with its 
roducts. 
Results have fully justified this change 
‘policy. Blocks are now used to some 
‘tent by all dealers concerned. The 
majority make use of all blocks pro- 
a „Hence the firm has obtained a 
ease in public 


blicity for its prona z 


meré are haaa 


expen ë a A IN 
now oi into i a regi lar broadcast avery 4 
throughout the year. | 


Ar When Messrs. Sharps first e came to, 
by one of our Ta th 


ingenious use 4 pion in 
selling they rompers su 


P Smiths’ ee qe 
been continually associated with ihis 
steady progress. 
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"HE chief event 
of. the year for 
- all those business 
ten who are con- 

-o cerned with road transport is the Com- 
mercial Motor Transport Exhibition, 
which will be held at Earl’s Court, 
London, from 4th to 13th November 









e will probably consider it best 
Gi the agenda for the proposed 
sonally and to give instruc- 
issue to the departnfental 










h ould be allowedeto elapse 
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Exhibition 


issue of the agenda and the © 








ACCOUNTANT 





¢ of | Should provide operating 
wut | coset figures of exinting 
< $ fleet and of expenses for 
| garage buildings and eque | 
“Apment o 0 


A method that will help you get most profit a 


out of | the best opportunity the year 


- presents for reviewing your transport needs 


By RICHARD TWELVETREES, A.M.LMech.E. 
Road Transport Editor of BUSINESS ae 


actual conference so that those attend- 
ing can prepare notes and suggestions 
relating to improved transport opera- 
tion for submission to the managing 
director. 

Such a course will result in a clear, 
general perspective of the exhibition 


as a business proposition, as distinct 


from a mere spectacle or a semi-social 
event in the business man’s calendar. 


Among the questions calling for dis- 
cussion may be the acquisition of addi-. 


tional vehicles to promote sales in areas 


beyond the scope of existing transport 


arrangements. 

This matter raises important points, 
chief of which may be that of housing 
extra vehicles where available garage 
space is already congested or limited. 


The transport manager may, of course, 


be able to clear up 
this difficulty, though 
perhaps he may have 
to modify his original 
views on vehicle selec- eM 
tion. | 
















SALES MANAGER 





Neede wehicles with 

| amart bodies and annie 
capacity. He may need 
new & larger areas 
covered, His views on 
the delivery system must 
be considered 





















DISPATCH MANAGER 
ee 


May want to discuss faster 

yehisies or different types į 
of vehiciea, He may want to fi. 
l complain about vehicles being). 
“| too often out of service or Fo 
unable to keep up with time — 





achedules =o 


In the case of concerns whose trans- 
port fleet is made up of various makes 


and types a large proportion of the 
available garage space must be sacrificed 


‘to purely mechanical services and the __ 
appropriate equipment, which tend to _ oe 
increase if new models are putintocom- — 
mission without careful consideration of 


subsequent maintenance operations. 


A vital factor, therefore, in selecting — 


new vehicles is the quality of technical 


service for operators offered by the. ae 


manufacturers. 
For instance, where the vans can be 









The italics are ours. The ci 
NOT ours. itis bys 

following t 
have bought: ver 


How long have you 
Binders? aar 
Are they givi ng compite 
satisfaction? EES 
Will they continue to do so alter 
35 years? 





















Cer -CHAT LOOSE ILEAF BINDERS and Requisites are made in every type--Thong, Pos eR 
Section Post, Spring, etc., for pen or machine posting, and are made in a size which WHE 
suit your forms. Nothing but froved materials and highly skilled craftsmanship could ee 
these attractive Binders, which are finished in many coverings and edged with Har i eee 
almost indestructible material of pleasing touch and shade. We could win your confi dence 4 
-illustrating tests—such as that of a Gloucester County Council steam ro ler r ‘olling and rë- 
over a binder taken from stock—but you do not buy a binder to be run over. yo 
give lasting service under your own NOUE conditions, The best test you can give a Cope C 
Binder is to use one. | 


COPE-CHAT Quality costs no more. WHY NOT SEND US YOUR EN 























Note the flat opening. 









.. No binder of any make 
will give you better 
writing facilities. It is 
a pleasure to use. 


FULL DETAILS GLADLY BY RETURN POST 


re COPELAND-CHATTERSON 


E X CHANGE H o U SE, OLD CHA NGE, L o NDO N, EC 
~ BRANCHES. Thi ROUGHOUT THE PROVINCE ES 















































































f the arguments commonly advanced 
avour of fleet standardization, none 
appeal more strongly to commercial 
than this one. 

decision affecting the ultimate 
standardization of mixed fleets, how- 
, cannot be reached, promising as 
principle may appear when outlined 
he transport manager, without going 
the financial aspects of the situ- 


Costs Must be Used 
as a Basis 
Accordingly, the accountant should 
‘be instructed to prepare an analysis of 
ng fleet costs, including those 
d to garage buildings. 
1, having determined the total 
as they stand, the managing direc- 
or will have a figure to compare with 
hat to` be expected if the transport 
manager's proposition is acted upon. 
‘Provided it offers true economy, all 
other things being equal, the unit ex- 
hange method of vehicle maintenance 
appeals to one as a sound policy, and, 
therefore, all information bearing upon 
-othe subject in relation to new vehicle 
-co selection, financial and otherwise, should 
be collated well before the show, when 
final details can be discussed with the 
-o o mañvfacturers’ representatives at Earl’s 
a) Court. 
"Thus far we have seen that the vehicle 
<- selection problem resolves itself into 
technical and financial elements. Now, 
if the sales manager is consulted, his 
< wiews. will introduce an entirely new 
ine of thought. Motor vehicles for the 
sales organization are simply convey- 
ances for the goods to be handled. 





"OUR article in last month's sue 
Y -which points out the great savings 

- made in the firm of J. Lyons & Co., 
by use of the decimal system in 
g must surely have interested 
avery business man. 

In this country we are naturally loth 
to change from. our most firmly estab- 
lished traditions, but when such great 
benefits in cash, time-saving and work 
improvement can be demonstrated for a 
system. other than that which we have 
been used to employing, then surely the 
case for a change-over has been proved. 
-In common. with the fast increasing 
number of modern business men, I feel 












e adopted in this country; 


ure the Metric System will sooner or _ 
hi ;and Io 








.Further Refinement of 
New Type Package 


MANUFACTURERS find that 
retailers are apt to store goods 
on shelves that are sometimes dusty. 
An idea to prevent dust and dirt 
collecting in the lever ring of a plug 
lid tin comes from The Metal Box 
Company. The ring is covered and 
protected by a circle of cardboard, 
held in place by the lid 





The head of that department, there- 
fore, will be on the look out for models 
offering the maximum interior space, 
easy loading arrangements and im- 
proved load distribution. 

The trouble with some of the older 
models in a business fleet is that, while 


m Metric System Must 
C ome to British Business 


Says ALFRED J. MARTIN, F.S.L, F.A.I. 


suggest two important stepping stones 
towards this change :— 

1. The gallon be deggeased about 
g drops or minims in 76,800 drops, so 
that the half Dekalitre would be exactly 
1o per cent more than the gallon (in 
‘dry measure this would be equivalent 
to 9 grains of corn in 76,800 grains of 
corn). 

2. The avoirdupois pound be increased 
14% grains, namely from 7,000 grains to 
about 7,014? grains, so that the half 


kilogramme would be exactly 10 per cent 


heavier than our avoir. pound. 

There would then be points of 
contact—thus: 11 lb. would be exactly 
equal to 5 kilogrammes. On a. dial 


weighing machine there would þe a 














ached th 
ondition. Perhaps 
been a case of harsh susp 


whatever the cause, one sh 












view. Then, again, though some of ti 
older models may still run economically 
according to the chief accountant’s cal 
culations, it may be advisable to wnite 
them off as inconsistent with a firm’s 
commercial progress. se 

Goods of high quality demand trans- 
portation in appropriately smart 
vehicles, uniform in appearance and. 
presenting the utmost value in the way 
of mobile publicity. 




































A Strong Argument Against 
Shabby Vehicles 


There is another point which may 
possibly escape attention when choos 
ing a new vehicle at the show for. ust 
by a progressive sales department. In 
many cases the annual turnover has 
been increased by carefully trained — 
salesmen-drivers, who will naturally 
object to calling upon important buyers 
in old and shabby-looking vehicles. It ou 
sets up an inferiority complex, especie- 
ally if one’s competitors travel in come os 
fortable and well-appointed vehicles. — 
When the driver’s cab is cramped, 
noisy and draughty the salesman’s job 
becomes unnecessarily arduous and dis- 
sipates energy required when the real 
business is to be done. vite 

As distinct from the mere delivery. 
of goods it is clear that commercial. 
vehicles must be regarded as mediums 
for promoting business; the sales mane ¢ o. 
ager therefore should have his say when o 
new ones are about to be selected. ©. 

In organizations where traffic work 
is controlled by a department distinct 

(Continued on page 44) ee 

















number of these points of contact. 
The change would be so slight that = > 
shopkeepers would carry on their. 
present weights until their next annual 
verification took place. The housewife: 
would not be disturbed for a moment. 
It would obviate long strings of decimals 
in future comparisons and lead to th 
complete adoption of Metric measures of: 
capacity and weights. og 
Both the above reforms could be 
accomplished by a short Act of Parlia 
ment, re-defining our primary measure 
of capacity and our primary weight. 
namely the gallon and pound. Thi 
would overcome the difficulties arising 
from our primary standards being © 
different metals from the Metric ‘st 
dards and the two systems being 
dard at different temperatures. 
Whatever extra work might be thro 
on the Standards Department. of 
Board of Trade, would: be counter: 
by the benefits to business generally ar 
the decrease of work in the education: 
our children. Ce ee 
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Price £3 He 


THE TWEED 


Crean Dial with raised 
silvered zone. Height 62” ; 
Width 83” ; _ Depth ay". 


Oak 63/6, Walnut 74/6, 
| Mahogany: 74/6, 
A JOTHIN G short of exact Greenwich Issued by : 

= time is accurate enough for up-to-date SMITH'S ENGLISH CLOCKS, 
: ’ i business men or their employees. They’ re Cricklewood Works, London, 
-fast becoming Sectric Timers, taking their 
~ time from Sectric clocks which neither gain 

nor lose, run a year for a shillingsworth 

of current, and never have to be wound 

or regulated. 


A typewriter saves time. 
A ROTAPRINT saves TIME AND | 


The ROTAPRINT does all the quality printing in thousands of b 
organizations—letterheads, catalogues, leaflets, billheads, booklets. 
sales letters and circulars—in fact, the whole of your printed pr 
be kept right up to date and every new sales idea can g0 to press 


CENtral 3 i 84 for prompt dispatch, far more rapidly than by any other method andi 


3 drastic economies. 

AYES ROTAPRINT AGENCY LTD. i 2 

London Showrooms : CECIL HOUSE ne rere i ae = but i i i 
57a, HOLBORN VIADUCT, E.C.4 


have a modern, well-equipped service factory occupying 30,000. sq. feet n 
mploying c over 200 techniclanë it render Service t to ROTAPRINThusers ae 
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Properly Designed Lighting 


Gives 


A Higher Return For Your 


USINESS men to-day are quick to 

take advantage of discoveries. Age 

and tradition no longer entitle ideas 
to be respected and valuable space to 
be given to obsolescent equipment. 
Everything is scrutinized in the light of 
recent development—machinery, furni- 
ture, tools—everything except one most 
important factor—Light! 


Lighting Does Not Usually 
Change With the Times 


Even in progressive firms it is not 
uncommon to find that lighting, first in- 
stalled to the specification of architect 
or builder, has since never been con- 
sidered exċept perhaps by the office boy 
when a lamp failed. 

Only very recently have business men 
come to realize the vital factor, physic- 
ally and psychologically, that light plays 
in industry. Executives have proved in 
terms of cash that effective lighting, not 
necessarily more intense lighting, can 





affect production to an astonishing ex- 


tent. With this knowledge factories 
have been enabled to speed up produc- 
tion and eliminate many previously 
common accidents. 

Thanks to the co-operative efforts of 
the manufacturers of lighting equipment 
these facts are becoming universally 
recognized. The intelligent executive 
to-day no longer purchases cable, lamps, 
reflectors and current, but expects to be 
given an installation that will take into 
account all the special needs of his office 


_ or factory, permitting work to be done 


with the maximum speed, safety and 
comfort. 

In short, lighting has become the job 
for a specialist. 

At first the manufacturers gave as 
much service as they could in this direc- 
tion, devoting considerable research to 
the problem. But they themselves were 
the first to realize the restriction imposed 
by the fact that recommendations would 


COSTS 





WAGES OUTLAY 


SPECIALLY CONTRIBUTED 


The business man can now buy lighting—not as 
something intangible—but on a definite ‘value for 


money’ basis. 


We describe here the new Service 


which for the first time puts light—and other elec- 
trical services—on a footing! similar to machinery, 
labour and other factors bought on a ‘result’ basis. 


necessarily only take into account their 
own equipment. 

The logical solution of this problem 
may now be found in London. An Elec- 
trical Centre has been formed by a group 
of experienced engineers, pooling the re- 


Instead of showing light 
fittings from manu- 
facturers’ catalogues, 
experts at the Elec- 
trical Centre use these 
photographic enlarge- 
ments which show the 
products in their 
natural size 


In the centre are the 
special cabinets (re- 
ferred to in the text of 
this article) where the 
actual effects of both 
good and bad lighting 
are clearly demon- 
strated to the 
business man 


sults of the researches of all the manufac- 
turers and offering disinterested advice 
and a complete lighting and electrical 
service. 

This headquarters, known as the Mor- 
timer Gall Electrical Centre, is directed 
by experts in each particular depart- 
ment of electrical installations, whether 
they comprise, lighting, heating, staff 
location, ventilation, etc. It is the pur- 
pose of this article, however, to concen- 
trate on the problems of lighting. 


Lighting is As Important As 
Machinery 


These men base their work on the 
conclusion that lighting is as important 
a factor in any efficient factory or office 
as any other piece of equipment or 
service. They have demonstrated to 
the satisfaction of many well-known 








Any lamp 
from 40 to 
150 watts, will 
give a more 
efficient non- 
glaring light when 
fitted with a **Benflux 
Reflector Fitting”. It thus 
ensures greater economy, 
easier working and less strain 
on the eyes. 


Ideal for Shops, in the Home and for 
small Workshops, it fits all existing S.C. 
B.C. lampholders, and by adequate top ven- 
tilation keeps the flex cool and prolongs the life 
ofthe lamp. Send for literature. 


List Prices from 5/9 






THE BENJAMIN ELECTRIC LIMITED 
BRANTWOOD WORKS, TOTTENHAM, LONDON, N.!7 


22°/. 
INCREASED 
RETURN 
ae 
WAGES BILL 


DETAILS OF A FREE ADVISORY SERVICE 


AN impartial investigation conducted by the Department of 
Scientific Research has proved that better lighting 
increases value of output up to 22% of the total payroll. 


During the past eleven years the Mortimer Gall Electrical Centre 
has successfully advised many well-known organisations on thus 
improving efficiency through scientifically planned lightingeand 
heating. 

Our Advisory Department will gladly assist you without charge. 
May we have the pleasure of discussing your particular needs? 


©THE MORTIMER GALL 


ELECTRICAL 
CENTRE 


115/117, Cannon St., London, E.C.4 


(opposite Cannon Street Station) 








Telephone: MANsion House 9888 (Private Exchange) 





























Push it 
Pull it 

Twist it 
Turn it 


e+ + just where 
you like... 
tt “stays put.” 





MAKES A 25 wart 
LAMP WORK 
LIKE A 60 
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Until you have used a Terry’s 
Anglepoise Lamp you have simply 
no conception what real lighting 
comfort in every sense of the word can 
mean. Instead of variable, badly placed 
lighting, often glaring in your eyes, 
you have a light, responsive to the 
least touch, holding any one of 
1,001 possible angles, brought 
tight down on the work or out 

of the way as required 
clear, concentrated, yet not a 
scrap of light in your eyes. 
That’s the Terry Anglepoise 

Lamp ! 


Absolutely designed for correct light - 
ing comfort in home, office, factory, 
studio, etc. No fiddling nuts to tighten 
or to catch fingers, simplicity itself. 
Twist it as you like- sideways, 
slant wise—upside down—all the 
time it throws a powerful beam 
of light—making a 25-watt 
bulb work like a 60! 





Beautifully made with chromium -plated arms, 
solid base and tireless TERRY SPRINGS. Base 
and shade in®pleasing **Krinkle’’ enamel. In really 
charming colours—red, green, orange, blue, cream 
— Or any required colour. Many models available 
in various forms—trolley, wall -fixing, etc. Prices 
from 50/- (U.K. only). Pat. home and abroad, 


SEND THIS COUPON TO-DAY 


Brat 

Please send particulars of Anglepoise Lamps l 

l 

! TRIED Wg. A ERE P EEEE S PRS 
l 
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l Herbert Terry & Sons, Ltd., Redditch | 


Lonpon: 27 HoLBoRrN Viapucr, E.C.1 r 
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organizations that lighting is as readily 
checked for efficiency in terms of output 
per {1 as is, for instance, the wages roll. 

One of the first functions of this centre 
has been to dispel some of the misunder- 
standings about lighting that are popu- 
larly held. The most elementary error 
is to place importance solely on the in- 
tensity of light sources. An idea nearer 
the truth was formed when consideration 
of watts gave place to foot-candles and 
the amount of light falling on the work- 
ing surface was measured. Even this 
does not give a true idea of the problem 
which finally depends on the amount of 
light and the nature of the light which 
is reflected from the work into the eyes 
of operatives and employees. 

It is beyond the scope of this article to 
list all the factors that control the effects 
of a given illumination on the worker. 
The nature and colour of the work, the 
speed, the degree of precision required, 
the pigmentation of walls and other 
surroundings—all these and many others 
must come within the study of the 
specialists employed at this Electrical 
Centre. 


Wear and Tear Allow- 


ances on Plant 


ANUFACTURERS are vitally 
JJ [eoncerned with the rates of 

depreciation for wear and tear on 
plant and machinery as agreed between 
the Board of Inland Revenue and the 
various industries. 

The Board itself does not publish the 
list and full details are therefore not 
readily available. 

The Association of International Ac- 
countants has obtained the sanction of 
the Board to publish the complete official 
Schedule in its monthly journal. 

A limited number of these copies, 
price 6d. post free, has been made 
available for business men who are not 
members of the Association. Write to 


the Secretary, Association of Inter- 
national Accountants, Planet House, 
12a Finsbury Square, London, E.C.2. 





So the expert examines every lighting 
job individually, no matter whether it 
covers a 60,000-square-foot factory floor, 
a single craftsman’s work-bench or a 
director’s office. He considers the 
physical effect of light on factory 
operatives and the psychological effect 
of light perhaps on diners in a restaurant 
or club. 

In problems such as these the advan- 
tage of the Electrical Centre is evident. 
The equipment at its disposal comprises 
the entire range of all the manufacturers, 
and with every problem tackled the sum 
of their already considerable experience 
grows? 


These Figures Prove Big 
Savings 


While its unlimited choice of equip- 
ment may at first suggest an expensive 
liberality, the client will speedily recog- 
nize that it really makes possible a wise 
economy. Actual figures will best prove 
this fact. In a certain large factory, 
where the wages on the assembly floor 


New Easy-Fit 
Office Partitions 


NEW type of unit system steel 
A partitions is being marketed by a 


Cardiff firm. It is suitable for 
offices, factories, workshops—in fact, all 
places of business where contraction and 
expansion of room space becomes neces- 
sary to meet changing conditions and 
needs. 

Some of the outstanding points about 
this new product are: 


1. it is standardized for speedy hand- 
ling; 

2. all sections are rigid and non- 
warping; 

3. it is fireproof, dustproof, rotproof 
and vermin-proof; 

4. increased natural light available 
through use of partitions; 

5. costs less than wood; 


Typewriting on the 
bottom line of an 
index card is easily 
accomplished with a 
new American device 
which is rolled into 
the typewriter in the 
same manner as any 
card. The index card 
is inserted into the 
holder and it is ad- 
justed so that all the 
visible lines clear to 
the bottom of the 
card are perfect 


BUSINESS for OCTOBER, 1937 


amounted to £42,000 a year, the centre 
put in a scheme of improved lighting. 
This scheme cost the company £1,000; — 
but it increased the volume of output 
by six per cent; in other words, it gave 
the company £2,500 a year better value 
for the same wages paid. 

The experts at the centre take the view 
that the light user should not bother at 
all about the technical details of the 
light fittings. All he should consider 
is whether a certain revised lighting 
scheme submitted by them, giving a defi- 
nite increase in production, is justified. 
The money he spends on lighting is an 
investment which, well spent, can give 
as high a return as many other invest- 
ments. 

The Electrical Centre in Cannon 
Street, London, is a very interesting 
place. It is equipped to show the execu- 
tive exactly how lighting problems can 
be solved when specialized knowledge 
is brought to bear on them. 

For instance, in a row of ingenious 
display cabinets one can see instantly 
how the colour of office walls can, by 

(Continued on page 46) 


6. takes up very little space and has 
decorative value. 


Several leading firms in the country 
have already tried out this new product 
successfully. It is easily adaptable for 
any type of building and can be changed 
around to fit any new plan of internal 
layout that may become desirable. Its 
wearing qualities are as good or even 
better than the average permanent wall. 


Silk Finish 
Window Envelopes 


HESE time-saving envelopes are 

| enjoying increasing popularity in 

many countries. They are made 

in different ways, oil varnishes being 

more commonly used to render the win- 

dow transparent. A recent method is 

the insertion of gelatine foil or strips of 
parchment paper. 

There is now an envelope the window 
of which has a moire silk finish, an effect 
obtained by a newly invented process of 
impressing the cellulose material. A 
feature of this type of window envelope 
is its elegant appearance so that it will 
probably appeal not only to business 
but also to private people who use a 
typewriter. 

% 


B the Office Equipment Review, on 
page 36 of last month’s issue of 
BusINEss, reference was made to the 
new Ditto duplicating and printing 
machines. The firm handling the pro- 
duct was mentioned as Ditto Incor- 
porated. This should have read Ditto 
Dept., The Merkham Trading Co., 
Ltd., Bush House, Aldwych, London, 


“W.C.2. Any inquiries about the Ditto 


machine should be addressed to the 
above company. 


GET 
2; TIMES 
more effective 


LIGHT with 


SCIENTIFIC 
“DOWN LIGHTING’ 


The opal or satin flint 
diffusing globe carries a 
highly efficient silvered 
“Harcoray’’ reflector. 
This reflector increases 
the light 24 times on the 
working plane and light passing through the 
upper portion of the globe evenly illuminates 
the ceiling. Shops, offices, showrooms—any 
place where ‘‘down-lighting’’ is of outstanding 
importance—is bound to benefit from the 
increased lighting efficiency which this unit 
makes possible. 

For full particulars 
send to Dept. 1. E. 





TRADE: MARK 





DIFFUSER UNIT 





SHOWROOMS: 
ET COULUS corr tere, tire 
ERR I SE RED, W.c.2 


Stanhope House, Kean St., London, W.C.2. Telephone Temple Bar 9671 -2-3-4 


A HEAVY DUTY 
BALL BEARING 
CASTOR 





DESIGNED AND 
MADE BY 
SPECIALISTS 


‘“Revvo’’ Patent ball- 

bearing castors are a 

real engineering job. A 

wide range of sizes avail- 

able in steel forgings and 
in pressed steel. 













There is no centre pin 

in the swivel to bend 

or fracture—a definite 

assurance against break- 
downs. 


Complete Catalogue sent 
upon request. 





PATENT BALL BEARING 
CASTORS 


THE REVVO CASTOR CO., LTD., Archdale Works 





Blechynden St., London, W.II Phone Ladbroke 2609 
Also at 191 Corporation Street, Birmingham, 4. 
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The BUSINESS MAN 
CHOOSES 














DIC TOGRAPH 
INTERNAL 
TELEPHONES 
because they are the original and proved system of internal 
inter-communication. Simple, up to date and economical, 
they eliminate all delay and make contacts with other 
executives or members of the staff instantaneous and infal- 


lible. Dictograph Telephones are used by thousands of 
municipal and commercial undertakings throughout the 
country. 


% Visual INDICATION OF SOURCE 
OF CALLS 
Enables executives to ignore inward calls if 
engaged. 


INSTANTANEOUS CONTACT 


with all departments by the simple raising of 
a key. 


COMPLETE INTER-COMMUNICATION 
Every unit has access to every other unit in 
the organization. 

A BUZZER DIRECTS YOUR ATTENTION to a 

white indicator showing which department is calling 
you. Should you, however, not wish to be disturbed at 
that moment, a small switch will enable you to cut off the 
buzzing and indicate to your caller that you are engaged. 
Should your caller still remain at his telephone the white 
indicator will automatically remain visible, showing you 
that he wishes to speak to you on a matter oi urgency. 


DICTOGRAPH 


INTERNAL. 


TELEPHONES 


provide many other invaluable services which will 
increase the efficiency of your business organization. 


DICTOGRAPH TELEPHONES LTD. 
AURELIA ROAD, CROYDON. THORNTON HEATH 2427 (three lines) 
ABBEY HOUSE, WESTMINSTER. 


Branches throughout the United Kingdom, Irish Free State, and representatives 
overseas 


ABBEY 5572 (four lines) 
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Most Profitable Results Come Only From 
Equipment That’s Right For The Job 


is now nearly fifty years ago that 
the first really effective loose-leaf 
binder was made and introduced as 
a method of simplifying and speeding up 
work in the office. It was the Copeland- 
Chatterson Company that patented this 
pioneer effort. Since that time this 
company has maintained a reputation 
as specialists in the development of 
methods and equipment for improving 
every phase of business activity. 

As a policy this company has always 
held that no single type of equipment 
can have universal fitness for all needs. 
They believe that each type has its good 
points and that, in any business, equip- 
ment should be fitted in to meet the 
need and never that the need should be 
strained to fit any particularly fancied 
equipment. 


Use Of Right Equipment 
Ensured This Way 


Take machine-accounting as an €x- 
ample. Two schools of thought declare 
for the binder and the tray type respec- 
tively. Cope-Chat make a wide range of 
both these, as well as other types. They 
can reasonably claim, therefore, to give, 
quite impartially, their experienced ad- 
vice as to the fitness of any type for any 
particular job. Should one of their ad- 
visors decide that a binder is necessary, 
they have several models, each with 
varying good points; or should trays be 
decided upon, a number of standard 
types are available. If something special 
be needed, they will make it, their fac- 
tory at Stroud being planned for dealing 
with special requirements. 

Here is a good instance of how Cope- 
Chat’s policy and experience will solve 
a problem: The chief foreign office of 
an important bank could not prevent 
foreign customers often receiving several 
separate letters from the bank by the 
same post. The full staff of the depart- 
ment plus several emergency helpers 
could not avoid this. 

The bank are customers of Cope-Chat, 
who gave them an idea—and a eimple 
one—whereby at a cost of £3 gs. they 
cut out the trouble, dispensed with the 
emergency staff and reduced the work 
to everyday routine. 

Side by side with the large range of 
loose-leaf binders Cope-Chat show one of 
the most far-reaching developments in 
business routine, the evolution of the 
written book entry. It is called the 
Cope-Chat Slip Post method. In the 
first complete year of its adoption by 
the United Steel Companies, Ltd., the 
system eliminated the making of 
133,000,000 clerical entries and led to 
economies totalling £311,000. 

Equipment alone will not accomplish 
these results. There must be experi- 


By C. E. DAY 


enced application of the facilities which 
equipment affords, and it is in this vital 
matter that Cope-Chat give particular 
service. 

Some idea of the range of equipment 
to which this service is related can be 
gathered from the following outline : 

The machine posting equipment sec- 
tion consists of several distinct types of 
binders. 

The ‘‘Fast-Grip’’ will securely hold 
one single account or 7/800. A simple 
trigger movement instantly converts 
this loose-leaf binder into a posting tray. 

The “Express Posta’’ provides for a 
card or sheet with four unbroken edges 
(some machines require this) and is also 
speedily converted into a posting tray 
in a release box by a quick lever action. 

The ‘‘Economy Posta’’ is perhaps the 
simplest form and consists of a key- 
operated two-post binder, with an addi- 
tional centre locking post which secures 
the sheets. 

Other types include the ‘‘D’’—one of 
the speediest operating binders—and the 
Bank Seal Binder. There is also a 
binder designed to meet the unusual 
needs of an important banking firm. 
Binders are available for all sizes of 
cards or sheets. 

Also available in all sizes are trays and 
trolleys and the well-known ‘‘Maybee”’ 
portable high-speed posting tray. 

This tray has adjustable ends which 
let down when the tray is loaded, to form 
a generous posting ‘‘Vee’’. The normal 
tray is fitted with compressors or tilting 
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The necessity for fetching and carry- 
ing trays has been given much attention 
by Cope-Chat, as valuable time is lost 
in this way. The company have de- 
veloped a range of fire-protection cabi- 
nets and files. Trays can therefore be 
safely housed in the office—at the 
machine—beside the operator. The files 
are made up with one, two, three or four 
drawers mounted on smooth-running, 
heavy-duty suspension slides. The safe 
cabinets are also made in several sizes. 

Strong rooms are, at best, often in- 
accessible, and in an emergency it is 
doubtful whether the staff would carry 
ledger trays to safety. Modern practice 
dictates that safety be provided at the 
machine, where work is done. This 
saves time and money and helps to real- 
ize the output of the machines. 

Experience of machine accounting 
proves that success of any mechanized 
system depends upon the auxiliary 
equipment no less than upon the 
machine itself. Cope-Chat have co- 
operated with the machine companies 
since the inception of machines. Most 
of the machine companies in fact use 
Cope-Chat equipment for their own 
accounts. 


Posting Unit Saves Time, 
Gives? Protection. 

A further development of this‘‘time- 
saving plus protection’ idea is to be 
found in the Cope-Chat Speedrail post- | 
ing unit. Here are housed anything 
from 6,000 to 16,000 accounts, all dis- 
played for speedy selection by the oper- 
ator or for reference by the executive. 
The movable chassis on which trays 


re > Tea 


An operator seated by the Speedrail Posting Unit does not have to move from her seat 
to do her job. In case of fire, a simple movement of the hand sends all trays into the 
safety of the fire protection tunnel 


plates—sometimes with both—and these 
take up alot of room. The whole of the 
inside space of a ‘‘Maybee’’ tray is util- 
ized for cards, the adjustable ends facili- 
tating posting. One hundred cards can 
be clamped in the trays, which will hold 
up to 1,200 records. 

The Cope-Chat rigid-sided trays are 
also used extensively, and both the 
‘“‘Maybee’’ and the ‘‘R.S.’’ are suitably 
housed in a variety of ways. Both types 
are light and can be carried about easily. 


are displayed enables the operator, with- 
out rising from her seat, to bring any 
tray into posting position by a simple 
movement of the hand. By the same 
means she can just as easily push the 
whole of the accounts into the fire pro- 
tection tunnel provided. Here they are - 
safe in a certified fire container, made— 
as are all Cope-Chat fire protection cabi- 
nets—on the double steel wall principle. 
Between the steel walls there is packed 
a compound of the same specification 


EDIPHONE | 
Voice-W citing a 


GIVES YOU SPEED 
WITHOUT RUSH 
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Even under the best circ 


old methods of dictation ar 
to cause delay. 


Any extra 
only agegravatesit. But EDIP] 
VOICE-WRITI} 
CUIS QU] DE] 
because whethe: 
it for 
Instructions 


Corres 


randa you í 
go right ahe 
DIATELY 
you nor 
need wait. 
system ! ! 


Write for particulars to THOMAS A. EDISON, LTD., Victoria House, Southampton Row, LONDON, W.C.: 
a a ee ee AAOS E ee ee 


Facts and Ideas for 
Advertisers that You 
can Use with Profit 


F you could gather for yourself all the latest news, 
developments, and the most successful plans in 
the advertising field, and those selling methods 
proved soundest in actual practice— 


How much would it be worth to you? 


| Pap we and Pounds! For it would help you to get more out of your 
advertising and to increase your turnover and profits. But the cost, 
if you did it yourself, would be prohibitive. 


Here is a way you can do it for less than a penny a day. 


For in the pages of the ADVERTISER’S WEEKLY there comes to your 
desk every Thursday just such a complete report as you could wish for, 
on the most recent news and developments in advertising and selling and 
in the latest ideas in Press, Poster, Direct-Mail, Outdoor, Sign, Film, Novelty 
and every otuer branch of advertising. In addition, you also get Marketing 
Surveys, both regional and overseas, which show you the sales possibilities 
and facilities in all the markets covered. 


To secure all these sales and advertising ideas, facts and 
data regularly every week, you need simply order your 
newsagent to deliver “ADVERTISER’S WEEKLY” 
every Thursday morning. Or, if you prefer, first send a 
post card for a specimen copy TO-DAY to the Publishers :— 


Advertiser’s Weekly 


BUSINESS PUBLICATIONS LTD., Dept. B.O., 
WHITEFRIARS HOUSE, TALLIS ST., LONDON, E.C.4 











Send now for 
folder ‘‘Why?”’ 
showing how 
Visible Systems 
keep your business 
at your finger-tips. 


“VISIBLE SYSTEMS” save time a none’ 
because they keep vital fact nstantly a 
the finger-tips of those who require then 
How long does it take your staff and execu 
tives to make and extract data ? ir to 
long—if you do not use “Visible Systems 
for STOCK RECORDS—SALES RECORDS- 


HIRE-PURCHASE RECORDS— 


HOUSE RECORDS. 


VISIERE EM 


SHOW YOU AT A ° LAN Ci 
Write or telephone for full particula 


CARTER-PARRATT LTD 


(P. J. Carter-Eve, Managing Director) 


317 ABBEY HOUSE, VICTORIA STREET 


LONDON, 5.W.1 
Telephone: ABBEY 3675/6 



















-abinets. 

~The Cope-Chat range | “ot y ‘Vertical 
Visible’ provides the accounting 
‘machine. user with all the control faci- 
lities which a visible index gives to pen- 
. posted records. 

__ Visible index oe he eae is available 











ment which will hold eagle varying in 
size from 2jin. by 1}in. to a in. ey 









hanging sheets can be ged i in all sizes. 
. The company specialize in devising 
: visible control methods for every busi- 


Paramount band- 


es -Cope-Chat 
, card system is 


pora ed, TPA 


This system consists of cards or sheets 

Imost any size or shape, with a series 
oles punched round the edges. Holes 
Tady poncho for all items of in- 


Y XACTING conditions of modern 
“4 office work have enforced improve- 
#4 ments in the design and construc- 
“tion of the most ordinary articles of 
< office equipment. The steel office tabi- 
nets made by the Valor Co., Ltd., 
- Bromford, Erdington, Birmgngham, 
= whose range of equipment I examined 
_ this month, provide a good illustration 
e of. this point. They are nothing like the 
old-time ‘‘files’’, ‘mere receptacles for 
rs and other documents and records. 
y are neat, pleasing to the eye and 
npact in design. They take up mini- 
im space and provide maximum filing 
city: 
An understanding that files hold im- 









rein. of over 30 per i cént. in all these 


apuman AAi e Ne 


pe ao os S oS à or z haan ici E inna ve 


STORES REQUISITIONS 


lt arn tinny 





by 241in. by 18} in. 


many disastrous 
ant current data and are not con- 
ners of historic records is shown in- 
planning of the drawers. They slide. 
at a touch, and the full ane is at 






nto hundreds of thousands, ‘as in job 01 
numbers. 
used. 
Railway ticket nippers are used to 
slot or open up the relative punched 
hole, and sorting is done by a knitting- 
needle. No machinery is employed, and 
skilled operators are not required. 
The method employs documents of 







A pair of ticket 
nippers to slot or 
open up punched 
holes and a knitting 
needle for doing the 
sorting, is all the 
‘machinery’ needed 
with the Paramount 
system, which uses 
documents of orig- 
inal entry. Sorting 
for analysing infor- 
mation can be done 
by a junior at speeds 
of 40,000 to 60,000 
cards an hour 


cate, triplicate, etc., in such a way that 
all related iterns of information under 
any of the analysed headings can be 
speedily segregated into its own classifi- 
cation. 

Take as an instance the original time 
cards made out by the workers and 
slotted for worker’s number, job num- 
ber, machine number and department 
number. These cards—-perhaps many 
thousands of them—are quickly sorted 
to worker’s number to justify wages by 
analysis. They are just as quickly re- 
sorted into job number order to obtain 
costs of jobs. Departmental costs and 


LANNED Cabinets Make For Quick 
Action In Use Of Your Files 


once visible and accessible. The action 
of the drawers is smooth and reliable, 
whether they are the roller suspension 
or the contact suspension type. Filing 
capacity of standard cabinet drawers is 
ample for most purposes, the inside 
space of the largest type measuring 64 in. 
All cabinets, in 
common with all Valor office equip- 
ment, are finished in an olive-green 
colour. 

Many firms are up to date with their 
files but are old fashioned with their 
waste-paper baskets. There is still an 


idea prevalent that any old receptacle. 


will do, an error that has made possible 
fires. 
baskets, containing waste material that 
may burst into flames when. touched b 


trouble; and ‘they do not stand 


SPECds OL 40,000. TO. 99009. 
part numbers, or policy and membership 5 junior per neue are ‘not ata l R 


In this case coded sorting is- 


original entry, whether single or in dupli- 


Inflammable - 








and mis-sorting is guarded aga 
simple visible check—a wrongly 
card breaks the sequence of ‘slot 
can be seen instantly. eo 

The system is used for all kind: 
statistical and analysis work. 

A typical result of the installation of 
the system in a medium engineering fir: 
is that one junior, working five hour 
day, keeps them on top of their cost 
whereas formerly they were weeks 
behind. 

The range of thong, post and spring 
loose-leaf binders is too large for dë- 
tailed description. All sizes and style: 
are included, and guarantees are given. 
Not that they are needed, because I in- 
spected two testimonials from a world- 
known firm who have had the same 
Cope-Chat binders in active use for ove 
35 years! 

Continuous stationery, manifold form 
and filing systems are also included ir 
the Cope-Chat range. 





























































Staff Will Investigate 
Your Problems 


Important as the variety is, the ser- 
vice provided by the firm is probably 
still more vital. If, for example, you 
have a problem of cost control or any <c> 
difficulty with organization, system, 0 
methods and equipment, Cope-Chat = 
have a trained staff to investigate and. 
report on your case, free of charge or 
obligation. If you followed out recom- 
mendations you would not become “just 
another customer’. The firm. would 
keep in touch with you, and you would, 
in effect, have the services of a trained 
organization and systems man without 
having to pay his salary. That is th 
spirit of the company’s ‘‘after sale 
service. ee 


































































wear, nor do they look smart as 
equipment. On the other hant je 
“Valor” steel waste-paper tubs I sav 
are fireproof and decorative. If waste 
material in them catches fire it just 
burns out harmlessly. The tubs are also 
used in kitchens, canteens, hospiti 
factories, etc., as work-bins.. They a 
made in various sizes, are finished . 
olive-green and cost from 48. 6d. ea 

Steel clothes lockers that are 
against petty pilferage and: are 'hygi 
provide a good solution to a prol 
which troubles many offices. il 
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y con- fitted. 


equipment. 


keavily loaded 


Right : In the Office Equip- 
ment Review, last month's 
issue of BUSINESS (p. 34), it 
was incorrectly stated that the 
new Powers-One card (shown 
here) contained only 17 columns 
of information., This should 
have read “21 columns”. Ac- 
tually, this latest product of 
Powers-Samas Accounting 
Machines Ltd., measures. only 
2¢ by 2 in. The number of 
columns of information, inci- 
dentally, can be increased to 
25 by overpunching, a unique 
feature. The card is designed 
mainly for use by multiple and 
retail stores and other small to 
medium size businesses. It 
provides means of rapid analy- 
sis of information contained in 
the punched holes 
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WALEC Aag 


TANNINI = 
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st of f _ The Valor Co., Ltd., make a very wide stands a6in, h TE 
There is a good range of the ordinary range of office equipment, including tain all kinds of office | 

ype of clothes locker. Where required letter trays, card index cabinets, letter- documents and other 
such accessories as umbrella-clips and racks, adjustable steel shelving and all can also be used as 
_ drip-trays, card-holders, handles with kinds of cabinets and cupboards. These works, or for hospi 
os I mention are but a few. All products and for sit : 
are made of British steel and, therefore, it is steel made 
stand up to the roughest office use. An- ng thought to have 
other feature is the low cost of the the office is locked up 


A good example of this is the No. 0.10. are fitted with one shelf, w 


; ; : able. Exerta shelves, w 
Left: A typical Valor steel filing cabinet, bolts, costing ss. each, can be & 
fire-resisting and built to help speedy reference J if er is te sa BE 
to filed information. The lightest touch can per! d FFT y l ee 
open and shut the drawers even when they are ~iterature, in colour, wi 











pecial purpose espagnolette bolts, handles and catches steel cu 
“of a, idbags, shoes” other and extra coat and hat hooks can be 
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forting the 


The cupboards, which cast 4 


be obtained from the ma 


Delivery can usually be 
stock. 
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factory in Birmingham sha: s 
the prestige and ‘ 











distributie 
facilities*of a mighty city. | 
enjoys the conviction that his 
factory is in the midst of those ~ 
conditions which have placed 
Birmingham at the forefront 
of the world’s great industrial 
centres. 


Free literature from City 





















every 





be studied in full. 
seller. 


4HE Factories Act, 1937, was 
passed on 30th July this year ‘‘to 
Eee aan 6 consolidate, with amendments, 
eS the Factory and Workshop Acts, 1901 
PA EO 192° 
from July next year. 
>» The provisions of this new Act will 
directly affect more than 167,000 fac- 
tories, 73,000 workshops, plus many 
_. ogther concerns that have not hitherto 
= been subject to “factory” legislation. 
ooo e D think it important, therefore, first 
ses to indicate some of the revised defini- 
tions of a ‘“factory’’ under the new Act. 


Official Definition of A 
-o Factory’ 


RENS For example, a factory is: “Any pre- 
A mises in which, or within the precincts 






































manual labour in any process for, or 

incidental to, any of the following 
|. purposes: 

; (a) the making of any article .or part, 


the altering, repairing, ornament- 
ing, finishing, cleaning, washing or 
breaking up of any article, or 


¢) the adapting for sale of any 
-o article’. 
“The expression “factory” also in- 


ludes the following in which manual 
ork is done: 

(a) premises in which is carried on the 
> sorting of any article prelirginary 
to the work done in a factory, or 
< incidentally; 

5). premises in which the *hooking, 
= plaiting, lapping, making-up or 
© packing of yarn or cloth is done; 
} premises in which printing, allied 
processes and bookbinding is car- 
ied on for gain or incidentally to 
nother business; 

p remises where any mechanical 
power is used for making or repair- 
ng any articles in wood or metal 
or trade; 


to more than 5,000 cubic feet. 
aere are, of course, ane 
ons included in the. 


a Affect ` 


This new Act will, at some point or other, affect 
industrial employer in the country. In 
published form it deals with [60 Sections and 
covers 145 pages, so it is obviously impossible 
here to give detailed extracts. 


It will become effective as _ 


Oon which, persons are employed in 


è} premises used for the siataig of gas 





The Act should 


Copies can be obtained at 
H.M. Stationery Office or through any book- 
The price per copy is 2s, 6d. 





but the above are some of the 


tory”, 
more general headings. 
The requirements under the section 


of Health are strict. The floor of every 


workroom must be washed at least once 


a week or thoroughly cleaned by some 
other approved method if washing is 
not practicable. 

Dirt and refuse from benches, stair- 
cases and passages must be cleared 
away daily. All inside walls and ceilings 
of rooms, staircases and passages must, 
at least every 14 months, be washed 
with hot water and soap or by other 
method approved by the inspector. 
Painted walls, etc., must also be 
repainted every 7 years at least. 


Washing and Overcrowding 


Sanitary arrangements and washing 
facilities will be liable to keener inspec- 
tion for adequacy, cleanliness, the pro- 
Mision of clean towels and seg and also 
Or proper lighting. 


< Dyererowding will). þe- a 


- standard of sufficient and suitable light- — 
ing for factories or parts of factories = 


‘during work and for seats for 
operatives. who do stanc 


_ serious -tha 








SPECIALLY CONTRIBUTED 


offence: “A factory shall be demi 
overcrowded if the number of persons 
employed at a time in any workroom is 
such that the amount of cubic space es 
allowed for each person employed in the 
room is less than four hundred cubice: 
feet.” Just another way of saying you ooo 
must give each person 400 cubic feet of 
space in which to work. ee 
For any exception the Chief Inspector i 
will decide. oe 











Temperature 


Temperature is another thing that ©. 
will be looked into. Every workroom = 
must be properly heated (no “fume” c= < 
allowed), and it should be noted that. - 
any temperature less than 60 degrees F. — 
(after the first hour) will be considered = 
not sufhcient for people doing other 
than vigorous physical work. At least 


one thermometer must be kept in a 
suitable position in each workroom. = 


Lighting eS 

The standard of artificial lighting is 5 o 
not specified, but you must ‘‘make pro- 
vision for securing and maintaining  — 





sufficient lighting—natural and artifi- 


cial”, at all times. The Secretary of 


State may, by regulations, prescribe a 


any Class and for any purpose: op i o 

In regard to natural lighting, how- 
ever, you must ensure that all windowsi 
and skylights are kept clean, inside and. 
out; though you may use whitewash tO 
mitigate sun-glare or heat. BSUS 


Safety from Machinery — 


Safety in the factory has been given 
a good deal of attention. The re 
tions as to the fencing of dangerous 
machinery have been tightened up, at 
so have the regulations governing t! 
proper construction and maintenan 
such fencing. 
This section on Safety covers so 
pages of the published copy of th 
it is therefore one which we parti 
advise employers to examine a 
length. It bears on such th 
hoists and lifts, lifting tackle, o : 
moving machinery, boilers, fum 
escapes, etc. 
In the section dealing. “wit W 
arrangements are prescribed: fo 
accommodation of clothing no 


















ding work. 
: ersons. are 















Overtime is regulated for women and 
oung persons, but in respect of this 
ction on hours of employment there 
are a good many conditions framed for 
the convenience of trades which require 
pecial circumstances of working, such 
is the need to mest seasonal rushes, the 
use of perishable materials, and so on. 
‘Male young persons who have reached 
ie age Of 16 may, in specified industries 
nd processes, be employed on week- 
ays between 6 a.m. and 10 p.m. on a 
ries of shifts, provided : 

}) the number of turns worked shall 
- not exceed six in any one week; 

j} the interval between successive 
- turns shall not be less than 14 
hours; 

that no such young persons shall, 
in two consecutive weeks, be em- 
_ ployed between 12 midnight and 
6am, aoe 

The total hours worked by young 
persons employed in accordance with 
these provisions (exception as to male 
young persons employed in shifts) may 
exceed 48 in any one week, but shail 
mot exceed 56 in any week or 144 in 
| any continuous period of three weeks. 




























5-Day Week Factories 


= Inany factory conducted on the 5-day 
week system and employing women and 


young persons, the total hours worked 
in any day may extend to 10 and the 
_ period of employment in any day may 
== extend to 12 hours, and, in the case of 
“women and young persons who have 
attained the age of 16, the total hours 
“worked in any day may be further 

extended by overtime to ro}. 
Such young persons can be employed 

on a sixth day, provided: 

_. (@) the total hours worked on that day 

~~ shall not exceed 43, and 
¿oo {b}) that no woman or young person 
~~ shall be employed on overtime on 

any other day of that week. 


Exceptions to the regulations govern- | 
meal | 


=< ing employment on overtime, 
intervals, holidays, Sundays, etc., are 
provided for cases of male young per- 
sons engaged on the regular mainten- 
„ance staff of a factory or of a contractor 

















ery. Study the complete section of the 
- The owner (whether or not he is one 
of the occupiers) of a tenement factory 
shall, instead of the occupier, be respon- 
sible for any contravention of this Act. 


prime motor within the premises is 
distributed for use in mechanical pro- 
sesses to different parts of the same 
premises occupied by different persons 
t such a manner that those parts 
constitute in law separate factories. 
Where any part of a factory building 
et off as a separate factory, the 
ier, mot. the occupier, shall be 
$n this Act 0 > 


Hours of Employment | 


| Milners’ 


| quality and reliability 


pairing the factory plant or machin- | 


. “Tenement factory” means any pre- | 
mises where mechanical power from any | 


l of Secwrity 


this: Act. ve a RE SRS AERAN 












must be the prime consideration of all. those 
preservation of essential documents and valuable 
danger from fire and burglary must be reduced to` 


















Milners’ have a unique record in providing protection of this kin 
q p 5 40 


produced an interesting free book outlining their achievement 


many striking cases all over the world in which Milners Safes a 
Rooms have withstood fierce fires 
and determined attempts at 


burglary. 

















The great practical, experience 
of Milners in combating all 
known risks is an asset of in- 
calculable value, and is at all 
times at the service of those 
in positions of responsibility. 
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No modern business can 
afford to ignore also the 
many advantages of 
Steel Office 
Equipment. It has 
behind it the world- 
wide reputation for 
































which has been estab- 
lished by Milners’ 
Safes, and is made 
to a standard 
which puts it in 
a class by itself. 





FTRONG ROOMS - STRONG ROOM DOOR 
STEEL OFFICE FURNI 


Please send post card or fill in 
the Coupon i your free copy. 











To MILNERS’ SAFE CO., Te. 
Head Office: 12-12, NEWGATE STRERT, LO} : 
(Phone: City 1195-68). 


















! Please send me your free book, “A Century“ 
Bi è : z mer eS. Kg serene E 
C Milners Achievements” and Steel Equipment. C 


oe Name oe eanewe eee W es naan iat bed ew HS FRAT RRM HE ROLE RARE BRR Day E Bowe KX a 





RR ROMER EERE EAR EEE PE A PERE ES, 

















































Me took mysteries of Egypt but 
they were BUILT TO LAST. 


as the Pyramids perhaps, but 
long enough for all practical 
© purposes. Reduced in price 
oba not in quality., 


-They are soundly constructed 
-and solidly made from specially 
selected finest quality steel 
=- sheets and have the usual 
oe VALOR olive green 
finish 


The drawers, 
mounted on 
BUILT TO 
LAST Steel 
Slides, move 
easily—~one at 
a time oni 
-keep rigid 


wane REP OTT PEG 


and ‘‘stay 
put” exactly 
where wanted. 


RSI 


This is only 
one item of 
the VALOR 
Office Fur- 
niturerange 
y— racks, 
helves, 
cupbgards, 
Hi letter trays, 
HH waste paper 
Stubs, etc. 
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- he bottom “edges” May we send you 
are flanged which our fullyillustrated 
_ prevent tearing of catalogue  29/V55 
carpet or floor. to-day? 


London: 120 Victoria Street, S.Wt 





: "Autumn Months Promise z: 
Aa Bumper ‘Sales Crop’ — 


“FY USINESS entered 1937's final | 
quarter with force and momentum 


s Valor made, its well made 





gathered in nine months of record- 
freaking activity. Autumn sales are 
expected to reach new high figures in 
most markets. | 

Indicative of to-day’s virile business 
life are key figures: exports up £7.3 
milliog, imports up £20.6 million on 
August 1936 figures; retail sales increased 
8.1 per cent as compared with the corre- 
sponding month last year; other impor- 
tant gains were: electricity output, plus 
14.8 per cent, rayon production, up 5.8 
per cent; employment up 4.4 per cent 
and wholesale prices plus 16.2 per cent. 

Latest wage increases affect 1,307,100 
and total of {98,7oo. Engineering and 
shipbuilding workers chiefly concerned 
throughout northern and South Wales 
areas, 

Despite rising cost of living, general 
advance in retail prices, autumn winter 
trade prospects are good for manufac- 
turers of foodstuffs, clothing, furniture, 
furnishings and household goods and 
semi-luxury products. 


Oo 


This Half Million Can 
Now Buy Your Products 


ARKETING campaigns this fall, 
M: working up to Christmas sales, 


shopld take the “real comfort’’ 
and “buy now what you couldn’t afford 
last year” angles. Reason: general in- 
crease in prosperity, small man’s nest 
egg of an extra {59,000,000 in savings 
and the 490,000 odd people back at 
work, 

When campaigning in the following 
areas, remember these numbers which 
have got back their jobs this year: 
North-west, 53,000; Wales, 48,000; 
North, 40,000; Scotland, 34,000; North- 
east, 32,000; Midlands, 31,000. 

Remember, too, increase in savings 
points to renewed strength in hire-pur- 
chase and credit selling. The people, 































"MARKETING EDITOR 


having money behind them, feel 
fident in taking on new commitments. 


O 


How to Increase Your 
Sales And The Profits 


RESSURE of rising costs in raw 
P materiais and production is forcing 

many industries to take energetic <. 
steps to preserve profits. Manufacturers: 
of unbranded goods find this easier than. -> 
do their colleagues who produce named. _ 
and priced lines. With unbranded goods 
the public are being asked to bear the 
extra cost—anything from 5 to I 35 -per 
cent. 


O 


More Advertising 
Is One Way Out 


E find manufacturers of branded 
W lines loth to resort to higher 
retail prices. They try to cut- 

costs in production and distribution. 
But savings thus affected do not offset __ 
increased expense of labour ae raw 
materials. pes 

Directors have told us that one , big Aap 
item of discussion at board meetings is __ 
advertising. Can it be used to pump up Oe 
sales in to-day’s wealthy market and by ae 
so doing keep up the profits? A 

Some firms think so. For instance, E 
the manufacturers of a well-known 
brand of shirts and collars and other. 
clothing have decided on a policy of 
heavier advertising and not raising 
retail prices. This, despite the fact that 
raw material costs alone have risen by. 
12 per cent in the trade. 

The firm in question have found that 
a 15 per cent increase in sales is needed 
to offset additional costs. This 15 per. 
cent allows for the extra advertising: : 
fund. 





Special Drive j 
Beat Expenses 
Bugbear > 
NTERESTI N 
[ioo are met 
planned by n 
agement ` for- 
tbe extra adve rtisi 
and sales PFO otic 
cash. — mos 
every case yv VeV 
found that it is 








current market conditions. If condi- 
tions in one part of the country warrant 
a special drive by local advertising, 
dealer co-operation schemes and so 
forth, money is ready. But to prevent 
haphazard spending, any such special 
effort must be planned in detail and 
shown to be fairly certain to produce 
adequate sales. 


O 


Rainbow-Minded Fashion Men 
Start New Marketing Style 


OSSIBLE use of theme colours in 

marketing campaigns has been 

raised by some colour-minded sales 
and advertising men. Evidence of the 
trend in practice is found this month at 
the Dickens & Jones’ store, Regent 
Street, London. For opening-of-season 
fashion week they took ‘‘Cactus Rose’’ 
as autumn colour note, featured it in 
window, counter and departmental dis- 
plays and in advertising. All clothes, 
from fabrics and hats down to gloves and 
shoes, were available in this colour. 

Months of careful preparation are 
behind staging this plan. The colour is 
the choice of 40 of the firm’s buyers. 
Orders were placed with manufacturers 
for special dyeing of fabrics and other 
goods used in the scheme. 

Success of the venture and plans for 
more colour-theme selling suggests that 
work of the British Colour Council will 
make more headway now among manu- 
facturers. The Council has been pushing 
the idea for co-operation between all 
kinds of manufacturers to produce goods 
in series of colours agreed upon for each 
season of the year. 

But before this major development 
takes effect, marketing men are likely 
to adopt ‘‘rainbow theme’”’ selling. It is 
applicable to almost all general con- 
sumer-type goods. 


O 


Screen Success To Be 
Used As Display Talkies 


ATEST methods of pushing sales 
i includes the use of ‘‘previews’’ of 
screen features. John Barker & 
Co., Ltd., famous London departmental 
store, has, for example, taken ten scenes 
from Walt Disney’s first full length film 
“Snow White and the Seven Dwarfs’’. 
These will be used for Christmas win- 
dow displays and form a preview of the 
film as it will not be released until early 
next year. 

Tie-ups in this manner. have been 
carried out by several manufacturers 
co-operating with film producers and 
distributors. One scheme is to run dis- 
plays in local retailers’ windows when- 
ever the film concerned is shown in the 
district’s cinemas. Both film and pro- 
ducts benefit from such advertising, 
therefore film companies are willing 
collaborators. In some instances, film 
distributors pay for cost of displays. 

As there are over 6,000 cinemas in the 
country, such film link-up schemes form 
powerful sales fillips. 





Afraid of My Own Voice 





but I very soon learned 
to dominate others 


Suddenly the director turned to me and queried: 
“Well, Conroy, what’s your opinion?” They all 
listened politely for me to speak and in the silence 
I heard my thin, wavering voice stammering and 
spluttering a few vague phrases. Like a flash Stoddard 
interrupted me and launched a brilliant description 
of his plan. All sat spell-bound as he talked—my 
views were forgotten—and yet I had been studying 
the problem for months and I was 
prepared to suggest a sound, prac- 
tical plan which I knew would solve 
all our difficulties. 


And that was the way it always was 
—I was always being given oppor- 
tunities to show my ability and 
always failing miserably. was 
bashful, timid and nervous. I 
never knew how to express myself, 
how to put forward my ideas in a 
clear and convincing manner. In 
fact, I was actually afraid of my 
own voice. Constantly I saw others 
with less ability, less experienced 


head—simply because they had the 
knack of forceful speech, self-con- 
fidence and personality—the very 
qualities I lacked. 


In social life, too, I always felt ill 
at ease—I was always the “‘left-over’’ 
—the one who sat back and watched 
the others have a good time. I seemed doomed to be 
an all round failure unless I could conquer my 
timidity, my bashfulness, my lack of poise and 
inability to express myself. 


The Secret Revealed 


‘Then suddenly I discovered a new easy method which 
made me a powerful speaker in a very short time. I 
learned how to bend others to my will, how to dominate 
one man or an audfnce of thousands. Soon I had 
won salary increases, promotion, popularity, power. 
To-day I always have a ready flow of speech at my 
command. I am able to rise to any occasion, to meet 
any emergency with just the right words. And I 
accomplished all this by developing the natural power 
of speech possessed by everyone, but cultivated by so 
few—by simply spending 20 minutes a day in the 
privacy of my own home, on this most fascinating 
subject. 


There is no magic, no trick, no mystery about becom- 
ing a powerful and convincing talker. You, too, can 
conquer timidity, stage fright, self-consciousness and 
bashfulness, winning advancement in salary, popularity, 
social standing and success. To-day business demands 
for the big, important, high-salaried jobs, men who 
can dominate others—men who can make others do 
as they wish. It is the power of forceful, convincing 
speech that caused one man to rise from obscurity to 
be director of a large concern; another from a small 
unimportant territory to a sales-manager’s desk: 
another from the rank and file of political workers to a 


WHAT THIS FREE BOOK 
WILL SHOW YOU 


How to sell more goods 

How to address business con- 
ferences 

How to enlarge your vocabulary 

How to speak 
lodge or club 

How to propose and respond 


to toasts 
How to address board meetings 
How to make after-dinner 
than I, being promoted over my speeches 


How to write better letters 

How to develop self-confidence 

How to train your memory 

How to acquire a winning 
personality 

How to overcome fear 





post of national importance; a timid, retiring, self- 
conscious man to change very quickly into a popular 
and much applauded after-dinner speaker. 


New and Easy Method 


This method of training is fully described in a very 
interesting and informative book, 
“How to Work Wonders with 
In it you are told how 
this astonishing new method will 
enable you to conquer stage-fright, 
self-consciousness, timidity and fear. 
The men who are forging ahead 
in business to-day are those not 
afraid of their own voice. They 
have come to realize as never 
before the increasing importance of 
being able “to think on their feet” 
—to have self-confidence and poise, 
to increase their vocabulary, to 
remember what to say and be able 
to say it fluently before a group of 
any size. These are attainments 
every man longs for and admires. 
Not only famous business men but 
thousands of others have sent tor this 
truly remarkable book and are un- 
stinting in their praise of it. If you 
seek success in the business world— 
if you want advancement in position 
and salary, popularity, social stand- 
ing and real success, send at once for this amazing 
book. No cost. No obligation. Merely post the 
coupon—NOW. 


PSYCHOLOGY PUBLISHING CO., LTD., 
(Dept. B/ ES19), 8, 5 & 12 Queen St., Manchester, 2. 


Send for 
this FREE 


BOOK NOW 
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PSYCHOLOGY PUBLISHING CO., LTD. 
Dept. (B/ES19) 3, 5 & 12, Queen St., Manchester, 2 


Please send FREE and without any obligation 
whatever, a copy of your inspiring book “How 
To Work Wonders With Words”. 


before your 
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| mind than when so N per- 
‘formance goals are held before them. 
I will now deal with part 4, which. 
| to know that a portion of the savings 
made by an actual performance better 
than standard will be divided by the _ 
| company with those responsible for ae 
the savings. nee 













| DISCOVER- 
1 OF THE 


Vitally Important: ee Up 
Incentives wee 
Our job is not finished with just et f 
| ting standards. The next move, andone. 
of the most important, if not the most — 
| important, is that of setting up incentive. 
methods whereby those who beat the 
|} standards and so save money for the 
company may benefit automatically by _ 
receiving a part of these savings in extra E 
remuneration. o 
It is when we arrive at the point ofic 
setting up incentive plans that we reach 
the fullest realization of the tremendous: 






















covering | , ies s value of having an organization set up: - ; 

duction and Accounting, d planning. on logical lines with clean-cut responsi: 
eter ks Scheduling an bilities and a distinct understanding of —_- 
devices for Wor them. It certainly is obvious to every- 


one that no incentive schemes can be set o 
pre up by departments without there having. 
| been provided a distinct alignment of _ 
| such departments from an organization 
standpoint, followed up by properly | 
equipped records, strengthened with 
adequate standards, and finally rounded 
out with a most powerful management 
adjunct in the form of extra remunera- 
tion when the standards have been ae 
beaten, eae 
It is often rightly said that profits 


= am 059) | LEADENHALL g os | are made in far greater percentage when aS 
(Ref B. | . a man is operating a business which he __ 
LONDO owns and to which he gives unlimited 


| 1ES 
> BRANCHES IN ALL PRINCIPAL cit 










and undivided attention. It is probably 
true that the great majority of our. 
nesses in years gone by were bui 
just that manner. It is perfec: 
that such should be the case, a 
perfectly logical at all times that wh s 
ever an individual is vitally interestet 
and this usually means financially 
| anything he is doing, he gives the 
ness much greater attention, 
| better results. | 












































SAFE- CHECK 


ich by eliminating leakage gives you the fullest benefit from your 
ding. The GLEDHILL TILL provides you with a perfect cash 
necking system, watches every penny received and acts as an 
itional assistant during busy periods. Safeguard your profits 
hoa genuine GLEDHILL-—send for details and instalment pian 
day. 
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© | Furthermore, whenever A 

| given even proper records, he fak 
greater interest. in a h 
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ision of the savings made | ba stein 
dards, and you will find that you 
ave created a condition which is largely 
of the character of the little businesses 
of the past where the whole life of an 
individual as well as his fortune was tied 
up i in his business. 

6, if you will, one of the lowliest 
tments of a business where there 
be but eight or ten men with a low 
ide foreman. Let us say that he is 
t cleaning castings when they come 
from the outside foundry. Give this 
v grade foreman full responsibility for 
is men, give him a record of how much 
ting him to clean up these cast- 
ta standard for him to beat and 
um a percentage of what he saves 
ver the standards which you have set, 
nd in nine-hundred-and-ninety-nine 
ases out of a thousand you will see 
these castings go through this depart- 
ment at a higher rate of speed or with 
ewer men than you have ever dreamed 
possible. And so it will apply through 
j ory nen of the business. 



































: Why Many Profit-Sharing 
Schemes Fail 






= it will be noted that mention has been 
“made only of dividing savings which are 
oo. made in connection with the standards of 
~ -performance set up. Many failures have 
been recorded in so-called profit sharing 
“plans. The main reason for this has been 

- that there are but comparatively few in 
=O any. company who should be on a 
straight profit sharing scheme. The 
“great majority of the key men of a 

ci company should be tied up to the 
=o = results in their own departments with- 
~~ out any reference to whether the 
company makes money or not. In the 

_| case of the little department just des- 

























money or not if he cleans castings at a 
‘less cost than a perfectly acceptable 
standard set up to regulate his per- 
` formance. 

=> This same argument applies to any 
department whatever in the business, 
_ both in the producing and selling ends 
¿as well as in the general staff depart- 
ments. 
payroll department a ratio must be set 
` up as to how many people are allowed 
_ to a certain number of employees work- 
“ing. This may be reduced to shillings 
and pence, and if the payroll work is 
accomplished at a less cost to the ratio 
which has been set up as a standard, a 
division of this saving means far more 
to those who are in charge of the depart- 
ment than a division of a very intangible 
profit or no division at all if a loss is 
made in the business as a whole. 

_ A branch sales office, operating a little 
business by itself will do its utmost in 
ï yn territory, and it is immaterial to 
them yhether or not other sales offices 





_cribed where castings are cleaned, it | 


In a little simple case as the 






; quotas, beat their budgeted _ the ge: 
ses or not, Their interest. is tied mess a 
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without 
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up in their own kingdom, and they 
should be rewarded on their own results 
if they succe@d in beating the standards. 


The Position of The Executive 
is Different 


With the chief executives of the busi- 
ness, however, and the executive head 
of each of the main departments, we find 
a different condition. Here, these men 
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mafner and. they are the. 
vide that spirit of mana: 
all these things I have bees 
and which will infuse in ev 
of the organization that sp 
dence and trust that is so 
industry to-day. 

Now if all those things which 
advocated are achieved, can < 
conceive a more powerful in 
the hands ot the manage 
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In EQUITABLE HOUSE ... 
IEFMENS TELEPHONES 





Head Office of the Woolwich Equitable Building Society 


This leading Building Society, in which a direct, speedy and efficient 
2 intercommunication service is essential, is one of the many important 
organisations in which Siemens Private 
Automatic Telephones are instalied. 


These are a few others : 


Dunlop Cotton Mills Ltd. 

A. Reyrolle © Co., Ltd. 

“ Manchester Guardian” 
Handley Page Ltd. 

London Chamber of Commerce 
Stewarts ¢ Lloyds Ltd. 


FOR SALE OR RENTAL 


SIEMENS BROTHERS & CO LTD 


Private Telephone Dept. 


38-39 Upper Thames Street, London, E.C.4 
Telephone : CENtral 2332 





for: tk 
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A Labour Policy 
that Cuts Costs 


(Continued from page 12) 





people are being turned off from one 
department for slackness when similar 
people are being taken on from outside 
for another department. Again, when 
new processes are introduced, considera- 
tion should be given to absorbing 
workers displaced thereby. Do not take 
on new foremen or other management 
officials from outside until a search has 
been made inside for a suitable candi- 
date, and do not restrict such search to 
the department in question. 


Staff Co-operate Best When They 
Know ‘Why’ 


When some major change becomes 
necessary, for example, some general 
reorganization, it is highly desirable that 
an indication of it should be given well 
beforehand to the various committees of 
employees. If this is done, not only 
may it be possible to take account of the 
views of the committees and to mitigate 
such hardships to individuals or classes 
as the change may entail, but by the 
time the change takes effect the whole 
personnel will be used to the idea, will 
understand something of the reasons and 
objects and, whether agreeable or not, 
will be much more likely to accept it. 

It is worth going to great pains to give 
the personnel of all grades the confidence 
that nothing will be sprung on it as a 
fait accompli. 

In short, the aim should be to give 
every employee a feeling of stability, a 
confidence that so long as he does his 
job and behaves himself, and, insofar as 
it lies within the power of the company, 
his future is assured under conditions not 
liable to arbitrary changes, and that he 
will be considered for whatever openings 
there may be for promotion. 





Editor’s Note: The foregoing is extracted from 
Labour Management Pamphlet No. 2, entitled “‘Objec- 
tives of a Labour Policy”, by C. G. Renold, and 
published by The Institute of Labour Management, 
Terminal House, 52 Grosvenor Gardens, London, 
S.W.1, at sixpence per copy. 
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Ponte Can 
Help Most Firms 





(Continued from page 14) 


Europe. The work is less well known in 
his country than it deserves. 
And, of course, the amount of 
ecialized literature on every point of 
siness activity has grown enormously. 
‘en special libraries are to-day devoted 
books on the technique of manage- 
all its phases. 
b erefore, for the manager in 
cular field—the General Prac- 
r, as it were—to keep himself 
breast of progress in his art. He must, 
‘his methods are to be the most effec- 
‘tive available, have from time to time 
the help of the outside consultant—the 
“specialist. 


The e Consultant is, Above All, 
ee Detached 




















makes ‘such specialist assistance the 
quickest and most economical method 
oo of maintaining a business at the highest 
possible level of effectiveness, is the 
= -consultant's detachment. Scientifically 
. trained, as he should be, he bases his 
conclusions on measured facts rather 
than on personalities or opinions. 
Divorced from the daily life of the 
-ioi ¢lient’s undertaking and looking to a 
future in his own profession, he is unin- 
- fluenced by the ‘‘politics’’ which are 
> inseparable from human undertakings. 
| His experience, too, of other concerns 
gives him a series of standards to aim at, 
irrespective of the habits and customs of 
the particular factory or office in which 
he is working. It also makes him adept 
 at-the art of persuasion, in introducing 
changes with the minimum friction 
either with management or operatives. 
“This is a vital quality, the importance of 
which cannot be over-stressed. 
co We all know of unhappy instances 
where a member of the staff of an under- 
taking has attempted even a minor piece 
cC E of reorganization; the internal jealousies 
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It is obviously |. 


“But, ‘the factor above all others which | 
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: g the permanent emplo 

enterprise to carry on his worl 
| |. These are some of the general 
‘| which are leading an increasing r 
[of the best conducted businesses © 
| | make wider and wider use of qualified 

| advice on management from without. 
| We say “‘qualified’’ advisedly as we 
| realize that there have existed many 
self-styled efficiency “‘experts’’... who 
have done incalculable damage in the 
4 name of the service they profess. Devoid 
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No more noisy clatter in your office! No more inter- 
























rupted telephone conversations ! The Smith Premier 
Noiseless brings you the blessed relief of quietness — _ 





ee e ving greater ease of concentra- 
increases effici ncy by gi S “gr Sa employers are appreciating both the 


. “tion, freedom from nerve strain, less fatigue and more 





ee i = aa © fa sound understanding between client 
speed in operation. A superlative writing machi ne a | And specialist bas thus been mtabliehid 
are, in quite the majority of cases, 


-ideal not only for the private office but anywhere where : 
dramatic. 


the din. of an ordinary typewriter 


would be objectionable. An Empire 
product —made in Canada. 


_ SEND COUPON BELOW FOR PLAN your visit _ 
. FULL PARTICULARS es sa 
o oR APPLY TO YOUR LOCAL DEALER OR STATIONER J peeeeece S) y to the Comm ercial 
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SMITH PREMIER ULES Vehicle Show 


a al COMPANY LIMITED 
ee i ST. PAUL'S CHURCHYARD, LONDON, E.C.4 
er a (Phone: CITY 5361) 


Please send me, without obligation, full paian of the Canadian-made 
Smith Premier Noiseless Typewriter. 











(Continued from page 26) 
services of the transport fleet, its chief- 


PRS icien aa cee Aaa haces POON OEE O EE eis sidered when selecting new ones. 


visualize occasional difficulties likely 
arise between the transport and 
or dispatch departments, es iy 
when close delivery schedules a Te 
forced. The non-appearance of vehicles 
at specified times may be due to a 
manufacturer’s failure to supply. 
| placements quickly when an unf 
| seen breakdown has occurred, i 
in rectifying some mechanical 
| ness i nek tad arctan: i f| Whatever the cause, th 
[| BUSINESS Service Department, Whitefriars House, Tallis Street, E.C.4. | arrangements will suffer gerioualy 
A Please send, without obligation, more information in connection with advertise- Drivers normally © working Ti 
ment (or advertisements) in the October, 1937, issue of BUSINESS will have to be changed. t 
numbered below. 4\ hired vans may. have to þe 
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| | of any real knowledge of the science of — 
| management they have tried to fit the > 
| most diverse situations into the straight... 
jackets of their very limited experience: o o 
|| But the fact that some vendors of 
| | patent medicines make exaggerated 
| claims for the properties of their wares: o 
| does not mean that there are no sound 
members of the medical profession. Tt 
is a matter of education and discrimina- mae 
tion, and a fast-growing number of = __ 


| value of good management consultancy < 
and how to find it. The results, where 


from that responsible for the technical — So 


| will have his own views upon the work 
| of the motor-vans and points to be oF : 


It needs no stretch of imagination to o 

























trouble will arise if the fleet lacks uni- | 
formity in the performance of its indi- | 
vidual units. a 

. The vehicles may be graded and 
numbered according to their capacity 
for speed and reliability, but, even so, 
the varying factor will constitute a 
‘serious handicap to the work of the 
traffic department. 

_ H a slow vehicle should turn up at 
the dispatch bay when a fast one is 
needed, the goods it carries are pretty 
certain to arrive late at the destina- 
on, and future business may become 
eopardized. 
< With a properly organized fleet com- 
prising vehicles of uniform reliability 
nd performance the road transport 
ystem should run with the ease and 
smoothness of a mechanical conveyor 
ystem. 
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loose ‘“‘dog-eared” sheets-altere 
altered lists? If so-~fact-finding taki 
—invites avoidable error. Shannon “oat 
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the Foreman 
oo When summoning the departmental | | a NS 
heads to such a conference as the one | | — Ta 
‘suggested the garage foreman should ld NAG 
. be qualified to advance practical sug- r R F D U C ES 5 
gestions as to the makes of vehicles f: ~ 
which in his experience are the easiest fe 
to service. 
coo Any modifications in the general 
“scheme of maintenance may also neces- 
For example, the adoption of the unit 3 : 
exchange system will necessitate a co STS 
somewhat different conception of gar- | 
age routine work whereby certain regu- d 
lar operations can be performed in the 
-positions for parking the vehicles. 
Two or more different makes of 
quirements of other departmental 
heads; but, on getting down to prac- 
tical facts, the garage foreman is quite 
likely to point out minor details in 
= design or construction which should not 
be overlooked on any account. 
-oc Hberations it may appear advisable for 
the managing director to visit Earl's 
Court, accompanied on different occa- 
sions by his departmental heads. Such 
na course will permit easy separation of 
the ‘“‘possibles’’ and ‘‘probables’’ 


not be forgotten. He will, doubtless, 
' OVERHEAD 

sitate changes in the garage equipment. | 

vehicles may possibly satisfy the re- 

As the result of the suggested de- 

7 amongst the vehicles exhibited. A 
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MULTIGRAPH MACHINES 


Users of Multigraph machines 
throughout the country consistently 
achieve the most efficient printing results 
by using Nickeleid~produced printing 
plates. Multigraph users availing them- 
selves of the Nickelotd plate-making 
facilities have at their disposal a complete 
service for photography, art work and 
typesetting. Write for booklet giving 
ia and particulars. 


ICKELOID 


THEN NICKELOID ELECTROTYPE COMPANY 
LIMITED, PRINTER STREET, LONDON, E.C.4 
Se BLOCKMAKERS OF UNUSUAL SKILL 
o CREATIVE PHOTOGRAPHERS AND ARTISTS 





















7 We know what will 
E heal your business forge 












\ we oe what will 
supply the additional sales 
x pes it needs. 















l Would you like our 
© brochure about it —* Your 
Problem too?” ? e 










-A post card will bring 
it by return. 


















their ages and former jobs. 


‘court to conclude any business — ‘con 





| @ 
Proper Lighting 
Reduces Costs 


(Continued from page 30) 


absorptjon, eliminate between 30 to 70 
per cent of the light. One can see again 
the serious result of wr ongly placed light 
when a correctly placed unit throws the 
error into emphasis. 

Another example shows how soft diffu- 
sion will often bring about clearer visi- 
bility by eliminating conflicting shadows 
and harsh contrasts, so often the result 
of ill-conceived “factory” lighting. 

Colour in light, too, is a factor that is 
far more significant and useful than is 


nected with the purchase and Seuva i a 

} Of new vehicles. able asa sales factor. 
< complex subject; but, handled b 
 perienced technicians, the effects obtain 













The technique of. colour is a higt 

















able by it can be employed as powerfu 
business-building factors that can be 
discussed in the practical business terms. 
of cash outlay against results. Bre 

The Electrical Centre, therefore, is ¢ 
place where the business man can go 
and see for himself exactly how a £ 
worth of electric light—or heat or power: 
——can give him far more value than he. 
is normally able to extract from it. And 
when he adds to this new profitable = 
opportunity the fact that an initial sur- <o 
vey of his own present lighting condi- 
tions costs him nothing at all, then th 
proposition becomes well worth con 
sidering-—especially at this time, wher 
the ‘‘dark season’’ is just beginning. _ 





















This Engagement Sys tem 


Secures A First Class Staff 


From An Executive Of BOXF OLDIA, LTD., Birmingham 


ANY a time we have been 
[VU [compuimentes on the high 

“standard of our staff. It is 
not our wish to boast, but we do 
believe in passing a few informative 
hints to other executives. 

The secret of this success in the 
selection of employees is a well-organ- 
ized employment department. This is 
run by an experienced welfare super- 
visor who is in daily contact with the 
management. Part of her job is to 
discover suitable people and to give 
them the primary interview. To find 
people for skilled labour the firm’s 
own records are consulted and appli- 
cation is made to trade unions and 
the employment exchange. Juvenile 
workers are chosen from elementary, 
technical and secondary schools who 
send their leavers direct, while some 
are sent from the juvenile employment 
bureau. 


Intelligence Teste For 
Skilled Workers 


The technical and skilled workers are 
given a short examination, and juvenile 
applicants are given a graded intelli- 
gence test. Prospective employees are 
also asked to fill in a form giving 
various details of themselves, such as 
This gives 


-f | the supervisor a fair idea of the intelli- 









| and saves time. 


-J gence and standing of the applicant, 
: An effort is also made Ț 
| to find out in which direction a man’s- and are the 
This is a helping whom tl 
factor when deciding into which depart- “lothing 


personal interest lies. 





ment he should be placed. If the 
supervisor considers the applicant suite = =- 
able she sends him to a director for ee 
final interview. 


Every Newcomer Undergoes 
Medical Examination | 


Everybody is asked to have a medical’ TEA 
examination before coming to the frm. ¢o0 
The test for males is equivalent to that = 
for a first-class life assurance, and for 
girls the examination is chiefly for the. 
purpose of ascertaining that the appli- 
cant is healthy and has no physical 
defects which are likely to affec y 
work. As a result of this examinatio 
in some cases we advise remedia 



















the opica may be engaged | or 
service. 

A standard letter is sent aane 
engagement, giving details of the dat 
and hour of commencement, the nam 
of the person for whom th 
employee should inquire on arrival a 
the works, and the normal workin; 
hours. Information is also given con 
cerning holiday allowance and 0 
canteen arrangements. With this lette 
our book of rules is sent, in order th 
the employee shall be. fully acquai 
with our general working condition: 

All new employees report first to 
employment office, are shown. how. 
‘clock i in,’ * thei 1 





















ys pany ‘OD 
ap. oyee: ‘When the: employee has 
n the office or factory for a few 





our of the works, a talk on some of 
the processes in the manufacture of 
cartons is given, and certain rules are 
emphasized. 

From. this time onwards 
mployee is presumed to know the 
ypes. and the employment depart- 
ment leaves him to deal with others 
. he follow daily in his footsteps. 

















for This Winter 
<o New 


TOW that the season of cold 
\j draughts has set in a new type 
Nof door-check and spring, devel- 
ed. -by a London firm, should be of 















es A In design and construction it is a 
simplified “bit of mechanism compared 
= with the usual type. The back plate, 





a which eliminates the usual fixing lugs, | 


and the casing bracket for securing the 
arm are both fixed as separate units. 


3 A template, supplied with the door- | 


closer, give the exact screw positions in 
a moment. Thus the apparatus is 
ae easily and quickly put into position. 


When the closer is in action the door | 


ean be opened right back to the wall. 
The act of closing the door is done 
= quietly, and once closed, the door is 

held firmly against rattle or creaking. 


One of the attractive features about | 


this new item is its low price. The 
-- Makers state they are able to market it 
Cheaply because simplified production 


a has allowed substantial lowering of 





: costs. 





The Wonderful Soya Bean 

PSHE American Ford Company uses 
large quantities of soya bean oil for 
1otor-car body paints and lacquers and 
ave found that 50,000 acres will produce 
nough soya beans for 1,000,000 cars 


ive 825,000 gallons of oil usable for 
aints; 540,000 gallons of shock-absorber 
uid, and approximately 200,000 gallons 
toil used in the making of foundry cores, 
‘he meal left over, after the oil has been 
xtracted, is used as a plastic material for 
orn buttons, light switches, window- 
rames, and other car parts. 











“QUIKWAY” 






se ‘by | 


ys he or she is taken on a complete 


the | 


|THE MAYFLOWER PRESS, PLYMOUTH |! 


The beans from this acreage | 


A N IFO L D I A LT D. of WEST BROMWICH | 
i are manufacturers of 

CONTINUOUS FORM STATIONERY 

QUIKPART” CARBON LOADED SETS and 

STATIONERY FOR MACHINE AOCOUNTANC cY 
















Here is a New and Reliable 
“Intelligence Service” on Office 
Machines—-specialy desigged to 
serve the needs of busy executives. 






in looseleaf form for easy f 
and reference, is entirely im 
partial. It has né connexion with = 
any office machine manufactures 
or distributors and acc 
advertising from them. 
to form a considered judgment T 
on mechanization problenis—an-  - 
affected by “sales talk.” 










International Office Machines 
Research, Ltd. conducts full and 
independent investigations into 
the capabilites of every office 
machine and appliance, publish- 
ing the results in The OFFICE 
MACHINE MANUAL. 


This 


| 
| 
Editors : 








Write to the publishers fr 
particulars of this manual and 
publication, the——~ 






monthly 


















International Office Machines Research, Lid., 
Gee & Co. (Publishers) Lid., 


hid Flvet Sirert, Londen, B.C 4 


Publishers: 5 Kirby Street, Ë Paian, AGE 








YOU CAN UBE YOUR SPARE 1 | 
TIME to start a Mail Order Business [ 
that quickly brings you n full-time | 
income, Follow the lead of others. } 
who are earning £12 a week, Ne ff 
Previous experience necessary, No fo 
, Samples or outäts to bay, No rend, E 
rates or canvassing, New method 
Toman euroo orhan Send today for | 
free booklet to BUBINEBS SEB- 
v VICE INSTITUTE (Dept, Soap, | 
«> 8, Carmelite Street, London, E.G. f 
























Specialists in the manufacture of 


DAILY TEAR - OFF 
CALENDAR BLOCKS 


WILLIAM BRENDON & SON LTD | 









































These Services Are FREE 
SUBSCRIBERS are entitled to free 
information concerning Products, Ap- 
pliances or Services. 

ADVERTISERS who do not employ an 
agent (which we recommend them to 
do) are entitled to free Copy Service. 
















l Bobks for record-kee : ping. 
and eficient g 
(British throughout). 


į Leaves can be ruled and oe 
| specialepattern. | 






















Particulars for the asking from 


SERVICE Dept., BUSINESS © 
Whitefriars House; Tallis Sts ECA 4 | 






looseleaf binder | bound fall 
a Az Aaa an 20 : 
















oe -o Street, o 


n ‘apd bestest for you 
in Advertising by spare-time 
Secure a post of influence with 
: “for the ‘tne The British College 
E- dvertising couse constitutes a thorough = 
ning for one men and women who : 
; vto PROGR Write to-day for 
RER brochure. 


E m ISH COLLEGE OF ADVERTISING LTD. pen a0 
; s Carmel ite Streat, London, E.C.A 


OFFICE E EQUIPMENT FOR SALE | 


~ Government ‘and other Steel and Oak Card 
Index Cabinets by Roneo, etc. Filing Cabinets, Desks, 
etc. -Also PLAN CABINETS, New and Second- hand, 
it low prices, Write for Catalogue. —The Miscellaneous 
Trading Co., Ltd.. 18 New Oxford Street, W.C.1. 
oP 4804. 


DDIATOR 


CALCULATING MAGPIES 
Adds 
Suberacte 


a ‘Lather bound pocket ` | | 
{ model of above 3). ; 


Seen e Write for fully. descriptive iNustrated Leafiet “A” from 


{K BISSET & CO. LTD., Grand Bulldings, 


me [| Trafalgar Sq... London, W.C.2. (Whitehall 8275) 


Adding Machines, Calculators, 
Machines, Typewriters and all Office Equipment. 
New, Rebuilt and Second-hand. Bought, Sold, 
xchanged.—Dixon eg, alge & Co., 46 Pilgrim 
ewcastle-upon-Tyne, 1 ; 


Roneotype Printing Machine with Printing Ink 
ree £12 10s.-O.P.S., 189 Farringdon Read, 


HOW TO TEACH 
| BUSINESS 
CORRESPONDENCE 


CA BOOR brimful of ideas and methods that have 
secured for many teachers, directors, and chief 
‘correspondents effective results in training 
people in the production of really efficient 
Business Correspondence, It aims to show. 
1 “how” rather than “what” to do, making it 
- equally valuable. to the student or junior 
SA correspondent ‘desirous of attaining perfection 
Lt in the art of letter writing. 
1A few of the various subjects dealt with are: 
-The Psychology of Effective Letter Writing, 
Clear Thinking, Personality in Writing. Reach- 
ing the Reader, Personality in Correspondence, 
Finding the Word that Sells, Punctuation, 
Function of the Dash, Words to be Avoided or 
Used with Tudgment, Faults in Phrasing, There 
are also General Information Tests, Exercises 
and Examinations, . 
Make sure of getting your copy of this usque 
‘book by pasting this conpon Now. 


A EE ae Fm eR A NR SS Orta <A sh le Ane ee 


~ Shaw Publishing Company, Lia. *. 
& Carmelite Street, Lendon, E.Cu4. 
Please send me post free by return 
} copies of “How to Teach Business Corres- 
pendence”, for which I enclose 8s. 9d. eack in 
payment; : 


Ee pari of a line 2/6. 

band is to be 

af charge; 24 
6, 10% for 12, 


Statement | 


ponds to 

1/62 each additional lin 

ox. No, counts as one. 

aid for; replies are forwarded ‘fre 
discount for 3 insertions, 8% for 


ATE—2/6 a “ine “avetage $ 
imum 3 lines costin 


"fasertion. Display panels 24/- per single colum 


Discounts as 
“Abpomiments Wanted’; B 
price of 2. 
Announcements for the next issue should veach 
Bustness, Whitefriars House, Tallis Street, ECA. 
(Phone Central 9898), not later than Oct. $, 


DUTCH FACTORY 
wishes to enter into relation with firm well 
introduced, 
Addressing Machines and Supplies 
for the sale (for own account) of her first-class 
addressing-plates, frames, riders, etc., for dif- 
ferent systems at rock bottom prices in England 
and Dominions. Please apply, with full par- 
ticulars, to: 
Metaalwarenfabriek Ammefa, 
*eeburgerpad 63a, Amsterdam (Holland) 


DUPLICATING 


| HIGH CLASS DUPLICATING WORK 


PRINTING and STATIONERY 
PROMPT SERVICE ACCURACY 
| Duplicators from 12 gns. each supplied 


Wm. E. G. MORGAN & Co. 
68 BASINGHALL ST., LONDON, E.C.2 


Telephone: Metropolitan 3131 (2 lines} 


PHOTOGRAPHY 


Photographs for publicity and record purposes. 
oh a Photo Co., 15 Newgate Street, E.C.1. 
ity 7332, 


OFFICE SUPPLIES 


ADDRESSING MACHINES 


Hand/or electric, also graphotypes rebuilt. 

Guaranteed. New plates, frames and trays. 

Embossing at lowest prices. Purchasers of 
second-hand equipment. 


NEVARD DESSOY & Co., Ltd. 


1902-105 SHOE LANE, LONDON, E.C.4 
Central 4431 


“GECO” OFFICE SUPPLIES 


Carbon Papers for all Purposes. 
From 38. to 158. per box of 1090 
sheets. All Sizes, Colours and 
Quantities in Stock. Typewriter 
Ribbons for any make of Machine. 
Prices from 2s. each. 
Special Quotations for* Quantities. 
Duplicator Stencils for all 
Machines. Cash with Order or 
COD. 


“GECO’’ Office Supplies Co., 
28 Warner Street, E.C.1. 
Telephone: TERminus 6619. 


ONS LIMITED > ADVERTISI 


Payment with order for single R ; l 


Special rate for || ing 
insertions for i k a | 


e evry IAE AE EAEAN A A AA rA IAAI AA A aa EEEE EERNE sat id EE EREE en =e š k A 


3 oe sneeenaruevaficpustn eie sanaiadi Sr aian HORAN tr PRANAB PAN to A AAR A ARANDA os ret ara aa ive MH naaa anian a o “hsm 
pheasant tenets anani i 


that ‘quickly. brings yi į 
Few. pounds. ou only needed: po: 
ntfits to- buy. Ne rent, rates or 
New method makes 


Send to-day for free booklet. 
Büšiness Service Institute (Dept. 2970 
é Carmelite Street, Ee lanes 


SITUATIONS V ACAN 


Sales Managers wanted. Many firms 

appoint Sales Managers. If you have alread 

road experience. why not become a QUALIF ED 
Sales Manager by passing the Sales Managers’ Asson: 
Examinations in Sales Management? You can be. 


coached—until successful—~by spare-time home study.” ee 
‘phone (Holborn 5892 {8} or CALL for your 


~- Write, 
copy of our brochure, “Sales Management,” to The _ 

WALLACE ATTWOOD COLLEGE, LTD., Dept? Pie 
Victoria House, Southampton Row, W.C.1. ‘te 


Sales vacancies. 
to receive introductions to SALARIED POSITION 
Send to-day for free book “Salesmanship’ to Dept 


103.—Walace Attwood College, 
Southampton Row, London. 


TIME RECORDERS 


Time Recorders and Electric Clocks. We have’ 


new machines of all systems in stock; rebuilts at $ 


half price, fully guaranteed, Supplies, repairs, Time 
Recorder Supplv 3 Maintenance Co., 159 Grange 
Road, London, $,E.1 


AAA n AAAA AAAA i m te eee 


Staff Time Checking and Job Costing Time 
Recorders (all makes) for quick cash sale, exceptional. S 


Tallis St, E.C4. 


condition.— Write ‘“‘Betarcol’’. 
Box 845, BUSINESS, Whitefriars Hse., 


HOUSE MAGAZINES 


and loyalty in your staff. 
heading for specimens and say if interested for 
tribution te customers or staff.—-Arthor 
Organ Specialist, Nazeing, Waltham Cross, 


PRINTING 


PRINTING. : 
business. Estimates by return.—-H, Walls, 28 Ashley 
Road, Leeds 9. ; 


EDUCATIONAL 


Be a Master of English. Learn to 5 
write well. Booklet free~~Regent Institute 
886L), Palace Gate, W.B. 


_ WANTED © 


Good second-hand Letter Postal Franking Machine 
wanted. Perfect condition, low mee eee la 
tock, Somerset. 


MISCELLANEOUS 


Ironmonger lle ‘Gt, 
Closer. Cheapes 
“PAGE. MINOR”, 


It’s called. the 
t Ee CHECKE f 


jum plated. 128. 


doors, bronze fni 


I ACHURCH. LTD., e Building, € 
: on Broad Street, 


Binninghan, 1 L ° 





Every year 4,000 new men are i i; 
required. You can qualify by interesting home study. a 


Victoria Howes: nee 


A well- edited and interesting House Magaxine moe 
will create goodwill and sales, or foster co-operation: oo. 
Write on business fetter ane 


May, House 


Excelleut serili for miedare e 
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T IGH above Ebbw Vale, on the 
moorland where the tonic air 
pee sweeps from the surrounding 
ae hills, a firm of internationally known 
<> contractors is building a reservoir 
which will trap the waters that flow 
from the mountains. Soon the small, 
natural lake which lies in the hollow of 
the site will swell into a vast artificial 
stretch of water. 
In the Vale there is a sight to stir 
the imagination. The brilliant flame 
of waste gases ignited at stack mouths 
matches in colour the painted steel 
girders of the new plant buildings. De- 
stroying and building: that sums up 





what is happening at Ebbw Vale. No 
longer is desolation there. A million 


‘bricks and black masses of old iron 

- have been pulled down—debris of the 

past to be swept away with that past 

and all its misery and poverty. Or so 
othe ‘people of South Wales hope. 


Over £7,000,000 Being 
Spent In This Valley 


It is surprising what can be done 
with, say, £7,000,000. That is the 
Jleged cash value of the Richard 
homas company’s reconstruction of 
Ebbw Vale steel works on American 
strip mill lines. But—keep it from 
budget controllers—it is said that the 
ost will be far in excess of this figure. 
The cost? You can see it is money 
ell spent as you watch locomotives 
rowing off steam and smoke, crawl 
ong the valley lines with their loads 
‘building steel and iron and materials. 
he. new concrete bridges, the levelled 
es, the hundreds of men digging, 
uling, clearing, working cranes, rivet- 
g welding, the active winding gear 
the pit: these and a hundred other 
its sand sounds ea oe three miles 


















First Time In S. Wal 
LANNED Estate For 


ro 


By 
C. E. DAY 


by the big steel framework which will 
soon house the greatest steel-producing 
plant this country has ever known, a 
plant that, indeed, will rival the great- 
est in the world. A 

The cost? Value for money is only 


partly given by the transformation of 


Ebbw Vale from a derelict to a most 
important industrial centre in Great 
Britain. Water to the thirsty or meat 
to the hungry: these are similes to 
show what the Ebbw Vale development 
meant to the people in the area. When 
plans for development were announced 
people there danced in the street and 
drank in the pubs until the early hours 
of the morning. No magistrates’ leave 
was asked. The pubs and everything 
else remained open. 

Now the pubs are being painted; the 
cinemas are being painted; the houses 
and the shops are being painted. 
People who existed for years on hope 
have at last something to hope for. 

There may be over 28,000 miners, 
4,000 iron and steel workers and 2,700 
tinplate workers, still looking for jobs 
in South Wales, but there is a spirit of 
real optimism there to-day. South 
Wales feels it is no longer down and 
out but up and coming. That is the 
main impression I gained. 


Development Council 

Helps Manufacturers 
A large amount of credit for this new 
outlook must go to the National Indus- 


trial Development Council of Wales and 
Monmouthshire. This body has worked 


OUTH WALE 
BUSINESS 
Industrial Site Survey No. 4. 




























has heen’ successfully act 
new industry the 4 
facturers locating in tl 
invaluable source of 
help. 
Remove Ebbw Vale £ 
and there is still gre 
outlook. The Governm: 
forest Trading Estate, seven. 
the Port of Cardiff and vi t 
the mining valleys, is the oi 
development. Here light in 
finding for the first time In Sov 
a home that is planned and desigr 
manufacturers. 

The importance of the 
estate to manufacturers and to. 
Wales. is, in many | | 
than thatoof the Ebb: 
ment. Iron and steel is the i 
predominant concern at Ei 
the widest possible range of 
is the aim at Treforest. 


















































7 Diversity’ Is 
Point At Tre 


Those who know anyi hing 
pression in South Wale 
the brave, new framew = 
steel mills the gaunt lives of 4 
works. Looking inte the futur 
can see, too, that the bust 
tivity of that valley of life 
some tifne be stilled ; 
become once again a valley of i 
death. For all the change in A 
ance, iron and steel and coal etili 
in the valley. 

But at Treforest the si 
different. In that gr 
not long ago, the farm 
as he worked, there will” 
of industry. Products i 
will be as s varied as n : 





hard tor the salvation of South Wales... acres, 


s played ats: part in. keeping apo H 
ae of the: local i people. and it om 
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The estate company are developing, 
in the first place, 150 acres for the 
accommodation of 70 factories. Most of 
these 70 factories will produce goods 
different from those of their neighbours. 
For example, of the factories now oper- 
ating or ready to operate, one produces 
twisted steel reinforcement for concrete, 
another toys, a third coated boards and 
kindred materials, yet another electric 
batteries. Others that are being built 
will produce dry-ice, chreme leather 
toilet and fancy goods, electrical and 
other equipment. The limit to the 
variation of goods produced will be set 
only by the number of factory sites 
available. l 

This diversity makes for economic 
strength and stability, both important 
factors that influence the prospects of 
manufacturers locating in the area. No 
business man, for instance, relishes the 
thought that he is settling in a district 
which will, in days of economic stress, 
collapse in the manner of the distressed 
areas during the recent depression. 
Such conditions have far-reaching 
effects on all phases of a firm’s exist- 
ence, from the deterioration of the door- 
step market to that of the morale of 
the staff. 


New Industries Start 
With Ideal Conditions 


Another factor for economic strength 
at Treforest is that a good many of the 
businesses started there will be new. 
It is not a case of providing a new home 
for local industries. They can go there 
if they please, but the chief effort is to 
attract sound, new industries. Two of 
the factories there at this moment pro- 
vide excellent instances of this policy. 
At the coated board works some of the 
goods produced have never before been 
made in this country, and the toy plant 
is an example of development of a 
young industry. The toys will be made 
from a material not hitherto used for 
this work. 

Now both these new factories are 
being operated by well-known firms that 
have an established place in their respec- 
tive industries. They are not of the kind 
where individual men start up with 
plenty of hope and no money and an 
urgent desire to ‘‘make something’’ and 
“be my own boss’’. The firms have in- 
vestigated and know that markets are 
assured, 

Don’t let this mislead you into think- 
ing there is no room for the small man. 
There is. Plenty. And factories to let 
at {50 a year, including rates and insur- 
ance. Furthermore, there ig money 
available through the Nuffield Trustees, 
the Special Areas Reconstruction Asso- 
ciation, and a fund recently established 
by the Treasury for this particular pur- 
pose, providing the proposition is sound, 
reasonable, and passes the scrutiny of 
the bodies concerned. In addition, the 
Commissioner for the Special Areas is 
prepared to offer inducements to those 
considering the setting up of industrial 
undertakings on the Treforest Trading 
Estate or other approved places in the 
South Wales Special Area. The induce- 
ments take the form of contributions to 
rent, rates, and income-tax during the 


sas s=- > yO = aS ee ae =>= === = ==: 


first, two years of the new company’s 
career. Under certain circumstances 
similar action may be taken in relation 
to the National Defence Contribution. 


‘Model Estate’ Planning 
Is Manufacturers’ Asset 


These are all points favourable to the 
small manufacturer. They encourage 
and help him start and develop his busi- 
ness. Indeed, some rugged ‘‘old timers”’ 
have said conditions ‘‘pamper’’ the new 
manufacturer. Maybe. But those con- 
ditions also favour Treforest and South 
Wales, They bring to the area young 
and growing „businesses, factories for 
which there is a future. 

It is the first time that such provision 
for the development of secondary indus- 
tries has been made in South Wales. 
Perhaps that is fortunate now that the 
devastating result of relying on two or 
three major industries has been experi- 
enced. There is not the haphazard 
building of factory and workshop which 
took place in the days of Welsh pros- 
perity—or English, if it comes to that. 
The Treforest estate, for example, will 
be a model of industrial development. 
The beauty of the valley will not be 
obliterated by a mass of unsightly build- 
ings sprawling patternless along its 
length, nor will the air, the grass and 
the trees suffer from soot, chemicals and 
grime belched from the bellies of 
factories. 

Even the specially built factories will 
be subject to approval of the estate 
company, so that the amenities of the 
district may be preserved. There will 
be no piecemeal design and develop- 


ment. Thę estate is being planned as 
a whole. The roads, railway, sports 
grounds, canteens, service buildings, 


factories and offices all conform to stan- 
dards which aim to please the eye as 
well as serve efficiently business pur- 
poses. On the basis of prestige and 





Most negotiating with manufacturers 

locating at the Treforest Trading Estate 

will be done by Mr. Douglas A. Duncan, 

general manager, whose photograph is 
seen here 
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enhancing the value of factory sites and 
buildings, these are points of practical 
value to manufacturers. | 

The third phase of South Wales’s new 
economic development is also a pointer 
to a healthy future. Factories are being 
built by the South Wales and Mon- 
mouthshire Trading Estates, Ltd., the 
proprietors of the Treforest Trading 
Estate, at. various centres. Work has 
begun in the Merthyr area of Glamorgan 
and the Pontypool area of Monmouth- 
shire. Firms considering such spots as 
these also qualify for financial assistance 
from the various bodies I have men- 
tioned, and for the inducements offer 
by the Commissioner. 

Now this is a development somewhat 
peculiar to Wales for geographical 
reasons. Criticism has been made that 
these factories should have located at 
Treforest, where the main light industry 
development is taking place and where 
all services are centralized and cheap. 
The fact is, however, that the factories. 
are locating at places which will not 
directly be affected by Treforest. They 
are centres that lie up the valleys. They 
can provide all essential services, plus an 
abundance of labour. 


Four Favourable Points 
In Locating on Estate 


Thus, paradoxically, light industry is 
developing in a centralized and a decen- 
tralized form, to the mutual benefit of 
manufacturers and the people of South 
Wales. From the manufacturers’ view- 
point the trend will (a) take up the avail- 
able labour supply without exhausting 
any one area, (b) spread knowledge and 
ability in all kinds of factory work, (c) 
strengthen the economic structure of the 


whole area, thus safeguarding the firms’ 


future position and progress, and (d) in- 
crease the buying power of the doorstep 
market more or less evenly throughout 
the district. 

The value of this spread of industry 
needs no analysing in the case of the 
people of the country. It is self-evident. 
In any case, it is with the prospects of 
the manufacturer locating in South 
Wales that I am concerned. The new 
era of South Wales manufacturing ex- 
pansion and diversification is itself im- 
portant to business men. For, now that 
so many different new industries are 
locating in the area, it is certain that 
many more will come. Factories that 
make products for use in other factories, 
for example, will be built there. Now 
that the process of redevelopment has 
started, there is little doubt that it will 
go on with increased speed. The more 
the area develops along such lines, as 
planned at Treforest and elsewhere, the 
greater the advantages which will accrue 
for the manufacturer. 

The effect on the British economic 
structure of this reawakening of indus- 
trial creative force in South Wales will 
not be felt strongly for some time yet. 
Meanwhile, manufacturers starting busi- 
ness there will have certain problems to 
cope with. Chief among these is the 
labour question. 

The proportion of factory skilled 
workers among the unemployed is not 
large. New manufacturers in South 
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Here Are 10 Specific Adva 
In Locating At Treforest 


en ‘is "peven miles from 1 No capital outlay needed portant one. For example, the 

Cardiff and at the mouth of the 2 Factories to rent or buy cost of installing electricity, ; 
| mining valleys. It is surrounded 3 E | ,. and steam supplies is borne | 
_ by wooded hills. If you study a map of Buildings to meet special needs ing estate company. So al 










South Wales you will see that the trad- 4 Financial help available of sanitation, insurance on | vi | 
ing estate is in an open valley, running § Aj} services laid on : items of that class. The : 


< north and south and in a central position has gnly to pay rent to tal 

























-to the heavily populated parts of the area. 6 Local raw materials sup ply completely equipped factory — 
_ Physical features of the valley make 7 Cheap supplies of fuel with po extra costs or charges < 
_ it an excellent site for an industrial 8 Factories serviced with steam In the®case of standard facte 
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There are, therefore, no building prob- 10 No irksome restrictions © tories built to firms’ own spec: 
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for instance, may be laid down, or 
special heating or ventilation arrange- 
ments made. The estate company are 
willing to make such alterations, but 
there is a special charge on the work. 
This usually amounts to 5 per cent of 
the net cost of additions, and the charge 
is applied to the rent. 


‘Baby Factories’ 
Let At £50 Rental 


As at other trading estates in the 
Special Areas, Treforest offers the very 
small manufacturer a chance to have a 
modern factory with all services and 
advantages of big factories. These 
‘‘baby’’ factories have a superficial floor 
space of 1,250 square feet and are let 
at £50 a year, including rates and insur- 
ance. They are equipped with the same 
thoroughness as are the big factories— 
they have offices, heating, lighting, 
power, water, lavatories, road access, 
yard space, and so on. Indeed, they 
must have similar advantages to those 
of the big factories, since they are, in 
effect, subdivisions of the big factories. 
The standard factory blocks have floor 
spaces of 5,000 to 12,000 square feet. 
These can be subdivided into sizes con- 
venient to the manufacturer. The 1,250 
square feet subdivision is the smallest 
allowed. 

If it so happens that a manufacturer 
wishes to buy a factory at Treforest he 
will beable to doso. Arrangements in this 
respect are of a special nature. Usually, 
of course, firms locating on the estate 
are more than content to pay rent and 
avoid any commitment to capital out- 
lay, even though it may be spread over a 
number of years. 

There are several sources on which 
the new firm may draw for financial 
assistance. First there is the Special 
Areas Reconstruction Association, a 
body set up with Government assistance 
to make loans to business men who 
locate in a Special Area or, in certain 
cases, who are already established there. 
The function of the concern is primarily 
to help the small business man who can- 
not get cash advances from banks or 
other normal sources. The chief qualifi- 
cations for aid are (1) the business con- 
cerned must give work in a Special Area, 
(2) it must not be injurious to businesses 
already established there, and (3) the 
prospects of success on an economic 
basis must be sound. Loans usually do 
not exceed £10,000 or five years in 
duration. 

Loans may now be obtained also from 
a fund recently established by the 
Treasury. In this case advanceg are 
not made normally unless the *business 
concerned will employ more than 10 
people. Application for a Treasury loan 
must be made to The Secretary, The 
Areas Advisory Committee, Broadway 
Buildings, Broadway, London, S.W.1. 
Firms eligible for such a loan are those 
which have established themselves in a 
Special Area since 6th May this year. 

A manufacturer who needs capital can 
also apply to the Nuffield Trustees. In 
this case money may be advanced for 
the purchase of machinery, for operat- 
ing and developing costs, and so on. 
Other sources exist the approach to 


which should be through the trading 
estate company. 

There is still one further source of 
financial help to be mentioned. The 
Commissioner for the Special Areas in 
South Wales is empowered to make con- 
tributions towards rent, rates and in- 
come-tax as an inducement to firms to 
settle in the district. To be eligible for 
these concessions you must employ 10 
or more people. As a rule such conces- 
sions do not exceed two years, but there 
is.a provision for extension to five years 
in all. Arrangements are made by nego- 
tiation with the Commissioner, so that 
no spegific information can be given 
here. š 

To some extent I have already dealt 
with the services which are laid on at 
all factories on the trading estate. Gas 
and electricity, for instance, are bought 
in bulk by the estate company from the 
Pontypridd Urban District Council and 
the South Wales Electric Power Co. re- 
spectively. By this arrangement even 
the small users of gas or power on the 
estate can obtain favourable rates—54d. 
to 8d. a therm for gas, and electric power 
at a fraction of a penny for a moderate 
consumption. 


Several Different Water 
Supplies Are Available 


Water will be taken from the River 
Taff, which runs through the estate. 
This water will be stored in a reservoir 
above the valley and will be filtered and 
sterilized by the estate’s own plant be- 
fore being passed down to the factories 
for use. Where manufacturers can use 
the untreated river water for their work 
facilities are available. There are also 
other possibte sources of water supply, 
as two large mains, one supplying the 
city of Cardiff, pass through the valley. 

Coal, iron, steel, stone, clay, wood, 
and so on, form the main raw materials 
supply in the area. There are also 
available on the spot a number of semi- 
raw materials, products of the local iron 
and steel industry, tin-making, hemp 
and wire rope-making, paper-making 
and chemical industries. 

The abundant supply of coal natur- 
ally ensures cheap supplies of fuel. Coal 
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costs several shillings a ton less delivered 
at South Wales factories than at, say, 
London factories. Moreover, there is a 
good range of coal available, from the 
high volatile bituminous type to the 
finest anthracite. Even if you have no 
use for coal at your factory you benefit 
from this low price through the gas and 
electricity supply. 


Steam Will Be On 
Tap In Factories 


A cheap supply of steam is also an- 
other benefit derived largely from cheap 
fuel. Steam will be on tap for those 
factories built on certain parts of the 
estate. This will be available at 350 lb. 
per square inch superheated. 

Those who think of South Wales in 
terms of industrial pollution are sur- 
prised at the cleanliness of Treforest. 
Until the estate was planned it remained 
an unspoiled valley. Care is being taken 
to preserve this cleanliness. Factories 
on the estate will use electric power, gas 
or some clean fuel. The air will remain 
free from chemical pollution. It will 
maintain its clean and invigorating 
qualities that make the valley such a 
healthy spot and an ideal location for 
those industries which need “ʻa factory 
in the country’’ conditions. 

One of the key policies of the trading 
estate company is to preserve the natural 
assets of the valley. Telephone wires and 
telegraph cables, for instance, will gener- 
ally be laid underground. Refuse dis- 
posal, trade wastes and factory effluents 
will also be taken care of. 

These are all points of control which 
are as desirable from the manufacturers’ 
viewpoint as from that of the estate 
company’s. There will be no petty re- 
strictions, no mass of red tape regula- 
tions. The irksome restrictions that 
might have encumbered the estate have 
been avoided. Business men are run- 
ning the estate for business men. The 
only real difference between the estate 
company and an ordinary commercial 
concern is that the company does not 
operate for a profit; and that is a point 
favourable to manufacturers locating at 
Treforest. 
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i A Year Rent You Can Choose 


A Factory To Suit Your Own Needs 


small firms meet is to get suitable 

factory buildings. At Treforest 
no such problem exists. If you are a big 
or a small manufacturer, you can walk 
into an up-to-date factory, planned along 
the most efficient lines and equipped 
with every necessary service, and still 
pay less in rent than for old buildings in 
the heart of established, and probably 
overcrowded, centres. 

That need to ‘‘make shift’ with 
inadequate floor space and with work- 
shops that are ill-lighted, badly planned 
and in other ways unsuitable, doesn’t 
exist for the business man going to 
Treforest. At the {50 a year rental or 
the general rate of 64d. to 8d. per 
square foot per year, any manufacturer 
can afford to take ample flog space, all 
at ground level. 

As all standard factories, whether big 
or small, are built to similar specifica- 
tions, there’s no substantial difference 
between any of the buildings in construc- 
tion, design and layout. Architects and 
engineers are on hand to supervise all 
construction and check on the materials 
used and the workmanship. 


QO: of the major difficulties that 


Factory Floors Are 
Of Portland Cement 


All factory floors, paved yards, paths 
and forecourts are carefully planned to 
suit the standard requirements and to 
suit the level of the adjoining roadways. 
Foundations are of Portland cement 
concrete, reinforced with steel where 
necessary. The internal walls are built 
of hard, well-burnt local pressed bricks. 
For external walls, pressed facings are 
used. Walls are, of course, steel framed 
and filled with nine-inch thick brick- 
work laid in lime or cement mortar. At 
ground level a substantial damp-proof 
course is laid over the full thickness of 
the walls. A similar precaution is taken 
with all parapet walls. 

All exposed heads to door and window 
openings, main entrance thresholds, 
window-sills, parapet copings, and so 
on are made of fine concrete or recon- 
structed stone. The windows have steel 
casements. Office windows have open- 
ing and ventilating sashes mounted on 
friction hinges, while factory windows 
are of the standard type with ventilating 
sashes. 

The steel roof trusses are covered with 
corrugated asbestos cement sheeting on 
timber purlins. Natural lighting is 
allowed by the use of continuous bays of 
patent glazing in each roof slope. Fac- 
tories of more than 20,000 sq. ft. are 
built with natural type roof ventilators. 
This scheme allows one air change an hour 
to be maintained in the factory, a venti- 
lation suitable for almost any working 
conditions. 3 

All buildings have good, solid floors 
of Portland cement concrete, five inches 
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thick. The floors are laid on a four-inch 
bed of consolidated hardcore. Some of 
the office floors are finished with deal or 
Colombian pine wood blocks laid in 
mastic or in jointless flooring. The 
cheaper types of buildings have floors 
finished in cement and sand screed. 

Partitions to offices are generally of 
timber and stud framing. They are 
covered to full height with sound and 
heat insulation board. Some of the 
cheaper kind of partitions are made 
of two-inch glazed deal, panelled, and 
seven feet high. Lavatory partitions 
are made in concrete or brick. 

In most cases office ceilings are ọ ft. 
6in. from the floor. All joinery in the 
offices ate carried out in Colombian pine 
or yellow deal. Entrance doors are 
panelled and glazed. Wear factory 
doors are framed and braced with 
boarded panels. 

Locks, furniture, bolts, door butts 
and similar equipment are strong and 
substantial. Exposed fittings on office 
doors are of bronze finish. Entrance 
doors are fitted with night pattern 
latches, and all doors have heavy iron 
bolts, one pair to each leaf. 


These Are The Water 
And Heating Details 


Factory and office water supply is 
provided by rising mains from water 
mains connected to galvanized steel 
water storage tanks. These tanks are 
of varying capacities and are complete 
with control valve and stop cock. 
Water is fed from the storage tank to the 
hot water circulator, to the boiler feed 
tank and to the lavatories. Drinking 
water is provféded by a connection with 
the rising main. 

In standard factories heating is pro- 
vided by a low pressure hot water 
installation. This system is sufficient 
to give about 55°F in the factories and 
60° in the offices, as compared to 
an external temperature of 32°. More- 
over, the installation is so arranged that 
additional heating area and boiler capa- 
city can be obtained to meet, where 
necessary, the requirements of the new 
Low pressure sectional 
cast-iron boilers, complete with flue, 
gauge and stoking equipment, are pro- 


vided. Heating is provided by heating 
coils and radiators. Circulation pumps 
with electrical motors are installed in 
factories of over 15,000 square feet. 

Hot water is provided through thermal 
storage type of hot water heaters m 
office and factory lavatories. 


Factory Lighting is 7 to 
8 Foot Candle Strength 


Electric lighting installation through- 
out all buildings is in accordance with 
the regulations of the Institute of Elec- 
trical Engineers. Factory lighting has 
an intensity of 7 to 8 foot candles, office 
lighting an intensity of ro to 12 fgot 
candles. When a manufacturer moves 
into his premises every detail of the 
electrical equipment is completely in- 
stalled. He has only to fit the light 
bulbs. 

The external walls of many of the 
factories in prominent positions on the 
estate will be painted to add to the 
attractiveness of the estate. All metal 
work and joinery in any building is 
given three coats of oil paint. Manu- 
facturers have a choice of tints. 
Ceilings are twice distempered. Walls 
of factories are given two coats of special 
factory paint while the walls of offices 
are painted with oil bound distemper. 

Sanitary provisions are based on 
average needs in proportion to floor 
space. Additional lavatory accommoda- 
tion is provided for office staffs where 
needed. The ordinary sanitary installa- 
tion includes glazed stoneware lavatory 
basins, water closets and a 6 ft. run of 
glazéd urinal stall to every 10,000 sq. ft. 
of floor space. 

Sufrfage water drainage is provided by 
roof gutters made of heavy asbestos 
cement. Lead flashings are fixed 
between roof sheeting and gutters, and 
the asbestos rainwater pipes are con- 
nected to the surface water drain. 

Concrete surfaced forecourt roads are 
provided in front of factories and at the 
yards at the rear of the buildings. 
Lead-in roads are properly built with 
kerbs and surface water gulley con- 
nections to sewers. Thus, manufac- 
turers are serviced with the. strongest 
type of road to carry their own particu- 
lar traffic. Heaviest lorry loads can 
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pass over these roads without damage 
to the surface, or, incidentally, without 
damage to the vehicles. For it is the 
unmetalled, rough type of access road 
which is the cause of breaking springs 
and other damage to trucks and lorries 
as they bump over such a surface. 





Well-Planned Small Factories 
To Let At £50 A Year Rental 


A big feature of the Treforest estate 

is the provision of ‘baby’ factories 

that let at a rental of £50 a year, 
inclusive of rates and insurance. 


These factories have superficial 
floor space of 1,250 ft. They have 
offices, heating, lighting, power, 
water, lavatories, road access, yard 
space—all the essential facilities 
provided in the big factories. 


For the small firm just starting 
operations or for big firms branch- 
ing into new lines of manufacture on 
experimental basis, such factories 
are exceptionally attractive. 


The yards at the rear of factories will 
not be fenced in unless tenants so desire. 
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There are, too, only access paths to the 
front entrances of factories. The idea 
here is that all motor traffic should get 
off the main driveway and round to the 
back of the buildings. This will help 
keep the main roadways of the estate 
clear for moving traffic and will keep 
stationary vehicles safely parked on each 
factory’s own ground. 

The main carriageway runs the length 
of the estate. It is 80 feet wide with dual 
driveways, cycle tracks, footpaths and 
grass verges either side and lined with 
trees. On the side of this highway, 
opposite the chief factory area, the 
estate offices, bank, post office, some 
canteens and similar buildings are 
planned. Secondary roads lead off the 
main highway down the lines of fac- 
tories. From these roads the individual 
access roads to factories are built in to 
the yards. Thus, ingress or egress by 
motor traffic is a simple and straight- 
forward matter. 

So far as rail connections are con- 
cerned, factories that have sufficient 
rail-borne traffic to warrant the cost 
will have their own sidings. But this is 
a matter to be settled between manu- 
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facturers and the estate company. The 
ordinary arrangement will be to send 
shipments from the G.W.R. goods 
station which is situated in the centre 
of the estate. Collections and deliveries 
by the G.W.R. on the estate will, there- 
fore, be frequent and quick. 

That these rail and road services will 
be efficient and ample can be appreciated 
from the fact that something over 
£150,000 will be spent on road and 
railway development. Apart from the 
construction of sidings and the goods 
depot, the railway service will include a 
passenger station. 


Alterations To Suit 
Your Specific Needs 


A final point to bear in mind about the 
actual factory and office buildings is 
that alterations to suit manufacturers 
are carried out. The expense of these 
changes from standard specifications 
must, of course, be met by tenants in 
the form of a slight increase in the rental. 

There is the further point, too, that 
factories are built to the individual 
specificatidhns of manufacturers. 


NATIONAL DISTRIBUTION PROBLEMS ARE 
SOLVED BY THESE Road- Rail SERVICES 


HE G.W.R. main line running 
| between Cardiff, Pontypridd and 
Merthyr Tydfil skirts the western 
boundary of Treforest estate. Sidings 
for the collection and delivery of goods 
are being built on the estate. The 
G.W.R. will operate a collection and 
delivery service from this central goods 
depot. Thus, all manufacturers on the 
estate will have “‘rail at factory door”’ 
facilities at no extra cost. 

In the case of a big manufacturer who 
needs private sidings, the track will be 
laid on. But there are comparatively 
few industrialists in the ligħt class that 
find it essential to be serviced with a 
railway siding at the factory door, and 
for that reason the estate management 
decided against individual sidings for all 
factoriės. 


All Big Centres Are 
Linked with Cardiff 


As a centre for distribution, the estate 
and the South Wales area generally has 
some outstanding features. All fnain 
centres in Britain are in direct connec- 
tion by rail to Cardiff. The joufneys 
are comparatively short. London, for 
example, can be reached in 2} hours; 


_ Birmingham is the same time-distance 


away; Manchester takes 44 hours to 
reach, while that West Country centre, 
Bristol, is only an hour’s trip. It is pos- 
sible, for instance, for a business man to 
leave Cardiff at eight in the morning, 
breakfast on the train and arrive in 
London by 10.45. He can spend nine 
hours in London and then catch the 7.55 
train in the evening from Paddington 
and arrive home at 10.47. Similar day 
business trips to other big centres are 


possible. The trip quoted takes about 
twenty minutes less each way from New- 
port and from Swansea about 1} hours 
longer. This time difference between 
the three cities is typical. 

The freight train service is well de- 
veloped. Indeed, at the present time, 
the service is in excess of what is needed. 
It was built up during the years of 
South Wales prosperity, when coal and 
iron were taken out of the district in 
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vast quantities. To-day, of course, that 
trade has dwindled to a small part of its 
former size. 

All the big centres—Cardiff, Swansea, 
Newport, etc.—are well organized to 
deal with a big volume of traffic in 
manufactured goods. The new sidings 
and goods depot at Treforest trading 
estate will, naturally, be built for this 
specific purpose. 

As elsewhere, delivery of goods has 





been simplified by the system of ‘‘agreed 
charges’’ made possible under the Road 
and Rail Traffic Act, 1933. Transport 
over wide areas at low rates is possible. 
This is particularly favourable to sec- 
ondary industries, which build up busi- 
ness on a national scale through retail 
outlets. Deliveries of small quantities 
of goods to markets scattered over the 
United Kingdom is facilitated. There is 
already an excellent example of this help 


Rail and road trans- 
port can both be used 
economically by man- 
ufacturers in South 
Wales. Many firms 
use road fleets to fetch 
and carry goods to 
and from rail heads 
from centres up the 
mining valleys 


in South Wales. Manufacturers who, 
hitherto, have not been able to compete 
for chain store business because of un- 
economic delivery costs are now able to 
do so. The result is that a number of 
factories in the area are to-day supply- 
ing this particular market. 

The freight train services compare 
favourably with other industrial centres. 
Here, for example, is a short list which 
shows how much time is taken by goods 
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FIVE FACTS 


for Manufacturers seeking expansion on the 


TREFOREST 
TRADING ESTATE... 


Pithead Baths, Llanelly. One of four 
similar contracts recently erected by us. 
@ WE HAVE SECURED CONTRACTS FOR NINE BUILDINGS 
@ THREE FACTORIES ARE ALREADY OCCUPIED 


@ TWO ARE ALMOST COMPLETED AND THREE ARE IN COURSE OF 
ERECTION 


© OUR ORGANISATION CAN CATER FOR YOUR REQUIREMENTS 


@ ALL THE ABOVE WORK HAS BEEN CARRIED OUT .DURING THE PAST 
SIX MONTHS 


T. F. HOWELLS LTD. 


PUBLIC WORKS CONTRACTORS SINCE 1890 


CAERPHILLY 





a AP transit between South Wales and 
3 some of the biggest centres in Britain : 


Y Loading -point To station Delivery 
a Newport Exeter 
rdiff Bristol 
Swansea Birmingham Next day 
Birkenhead 
. Paddington 
pies To places outside G.W.R. area: 
l Newport Derby Second 
7 Cardiff Hull Morning 
} Swansea Leeds 
à Leicester 
Middlesbrough 
Northampton 
Newcastle 
Sheffield 
York 
Portsmouth 
Southampton 


Many of the sites outside the estate, 
‘a yet in the same scheme for the develop- 
E ment of secondary industries, are ser- 
! viced with private sidings. This facility 
in many instances is essential, as pos- 
sibly the local railway station is not 
equipped to deal with a large volume of 
manufactured goods. 

Where there are no private sidings and 
the local railway station is not fully 
p equipped to deal with goods traffic the 
ES road service is economical. Indeed, road 

transport is largely used outside the big 
3 centres to carry goods to main rail heads. 
: Industries located up the valleys, for 
example, normally rely on trucking their 
$ goods down to Cardiff and sending them 

on from the loading point by rail. Car- 

diff is the connecting centre for trains to 
3 Manchester, Birmingham, Bristol, Lon- 
don, Southampton, Portsmouth, and 
so on. 


Fhese Dock 


are owned by the G.W.R. These 
inçlude Newport, Cardiff, Barry, 

Briton Ferry, Port Talbot, Swansea, 
and Burry Port docks. At Llanelly the 
local Harbour Trust own the docks. 

Any or all of these docks might be 
used by manufacturers at the Treforest 
estate, but the most likely are those at 
Cardiff and Newport. Cardiff docks are 
only eight miles or so from the estate. 
Newport docks are not much farther. 

The claim that South Wales ports are 
nearer to most of the big overseas mar- 
kets than are other British ports is borne 
out by facts. In many instances a saving 
of hundreds of miles of ocean voyage is 
effected, which means lower freightage 
charges, quicker delivery and, where 
goods tend to deteriorate, more*chance 
of delivery in first-class condition. 

Here is a sample list of the saving in 
mileage in traffic to overseas ports from 
South Wales, as compared with other 


i LMOST all docks in South Wales 


British ports : 

Distance to Overseas Ports oom 

Bor- Cape Hali- Mar- New ing- 

e British Ports deaux Town fax seilles York ton 
S. Wales Ports 540 5,946 2,871 1,842 2,993 11,197 
Liverpool .. 675 6,185 2,480 1,966 8,036 11,350 
Manchester ... 725 6,185 2,520 2,016 8,086 11,400 
London 670 6,187 2,685 2,008 8,270 11,378 
Bristol 564 6,020 2,405 1,871 8,022 11,222 
Holl ... 825 6,282 2,770 2,146 8,360 11,500 
Tyne Ports 905 6,882 2,686 2,207 38,214 11,577 
Glasgow 795 6,240 2.410 2,071 2,959 11,440 








For many manufacturers, road trans- 
port has superseded rail for various 
reasons. In some cases it is more econo- 
mical; in others it is more flexible or 
better suited to the type of goods 
being carried. Most frequently, how- 
ever, business men use both forms of 
transport. 

Treforest is well connected by roads. 
As I have already explained, it has its 
own system of main and secondary 
roads, designed and built to allow full 
and unhindered flow of traffic to and 
from all factories. The main 8o0-ft. car- 
riageway links up with the Cardiff- 
Pontypridd main road. This gives direct 
access #0 the North of England through 
Merthyr Tydfil, to the South through 
Cardiff, to the West through Swansea, 
and to the East through Newport. The 
main road connections give access to 
every part of Britain. Birmingham, for 
example, is only 97 miles from Newport 
and 107 miles from Cardiff. In this short 
distance you can get to the heart of the 
wealthy Midlands market. 

More than 12 transport companies 
operate daily services to London from 
South Wales. There are also a number 
of firms that run fleets of trucks to all 
the main provincial cities—Manchester, 
Birmingham, Liverpool, Newcastle, and 
other parts of the Midlands and the 
North. These services are fast and flex- 
ible. In most instances 24-hour delivery 
is guaranteed. The companies are also 
used to handling fragile goods that need 
careful transportation and speedy de- 
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kd T 
livery. Foodstuffs and perishables, 
machinery and general manufactured- 
goods—these are the products which are 
mostly carried by the voad transport 
companies. 

Several manufacturers already located 
in Wales operate their own road fleets. 
They find this is the most economical 
way of dealing with the transportation 
problem both for incoming raw and 
semi-raw materials and for delivery of 
finished products. 

In recent years the roads through the 
Principality have been greatly im- 
proved. The winding valley roads have 
been widened and straightened as far 
as possible. This has encouraged the 
growth of traffic and the movement of 
the populace, a significant development 
for the manufacturer. It means that he 
can more easily draw, say, labour from 
over a wide area, more easily bring in 
and send out goods. It also means that 
the population tends to shop at the big 
centres, a fact which simplifies market- 
ing problems. 

A road development which will greatly 
stimulate the use of motor transport in 
the area isethe proposed Severn tunnel. 
This development has been shelved for 
the time being, but there is every likeli- 
hood of the tunnel being built in the not- 
too-distant future. At present there is 
no road bridge or tunnel across the 
Severn below Gloucester. If the new 
tunnel is built, road traffic will have 
a short cut to the southern part of 
England. 


Centres Give Low-Cost 


Outlets To All The World 


Another important advantage from 
the viewpoint of manufacturers is the 
mixed cargo sailing from South Wales 
ports. While it is true that shipments 
of coal, in particular, and iron and steel, 
comprise a substantial bulk of the total 
export and import trade, there is also a 
wide range of products flowing through 
the ports. Export trade, for example, 
includes flour, cement, oil, grains and 
general merchandise. Imports include 
fruit, meat, butter, canned goods, 
cheese, grain, timber and pitprops and 
general merchandise. 


Small Manufacturers Get 
Top Class Cargo Service 


At present the existing capacity of the 
ports for handling all kinds of trade is 
not used. There is, therefore, ample 
scope for development of both import 
and export trade. Even the small manu- 
facturer will find that his trade will be 
sought with some eagerness. The fact 
that mixed cargoes are accepted is an 
indication, too, that the ports are after 
the small as well as the big man’s 
business. 

The frequent sailings to all parts of 
the world is only part of the service. 
There is also coastwise shipping. Boats 
carrying passengers as well as freight 





sail from Cardiff, Newport, Swansea and 
other ports to all parts of the United 
Kingdom. There is a considerable trade 
in those heavy raw materials such as oil, 
cement, flour, steel-rails, coal, coke and 


tinplate. Where speed of delivery is 
not a vital factor, coastal shipping has 
special advantages. The rates are low, 
and the quantities carried in one ship- 
ping are big. Goods are carried from all 
stations in South Wales to the ship and 
from the ship to destination at through 
rates. Incoming traffic also has the 
advantage of the through rates. 

Now that industrial recovery is taking 
place in the Principality, heads of some 
of the coastal shipping firms told me that 
they are planning to extend their list of 
sailings in the near future. One line, 
which has ships sailing from Cardiff to 
Scotland and Ireland once a week, ex- 
pects shortly to increase sailings to twice 
a week. Indeed, this hopeful policy is 
true also of all the shipping companies, 
K. 
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Imports of Materials ; 
Exports of Manufactures 


It should be borne in mind that the Great Western Railway Company’s Docks on 
the South Wales coast (from East to West—Newport, Cardiff, Barry, Port Talbot and 
Swansea) offer economical avenues for imports to all parts of Britain, and for exports 

` to all parts of the world. General Cargo Liner Services are frequent and regular. 
Any type of eargo, heavy or light, can be handled efficiently and expeditiously. 
Excellent Railway Transit is afforded by the Great Western System between all districts 
of Britain and the South Wales Docks. 





Shipping a Railway Coach for Overseas from a South Wales Dock. 


SITES FOR WORKS ARE AVAILABLE IN THE DOCKS AREAS. 


For all information regarding the loading or discharging of cargoes, or sites for new 
works, manufactories, etc., at the South Wales Docks, apply to the Dock Manager at the dock 
concerned, or to: W. J. THOMAS, Chief Docks Manager, GREAT WESTERN RAILWAY, CARDIFF. 


eS 
JAMES MILNE, General Manager. Paddington Stn., LONDON, W.2 
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including those that operate services to 
overseas. 

The equipment and organization at 
the various docks is up to date and cap- 
able of dealing quickly and economically 
with any kind of trade. For instance, 
Cardiff docks have a quayage of 37,630 
feet and a water area of 165 acres. 
Transit sheds antl warehouses number 
24. Cold storage capacity is 300,000 
cubic feet, and floor space 843,163 square 
feet. There are 121 hoists and cranes 
and 15 dry docks and slipways. 





Between the Treforest estate and the 
Cardiff docks goods can be carried by 


rail, road or canal. In each case the 
journey is simple and quick to make. 
The G.W.R. service from the estate to 
the docks is provided at through rates. 
For road traffic there are main road 
facilities and for water-borne traffic 
there is the Glamorganshire canal, which 
connects Cardiff docks to Pontypridd. 
This canal lies near the estate. 

Newport docks extend over 123 acres. 
The South Dock has an area of 95 acres 
añd has an entrance lock 1,000 feet long 


by too feet wide. At high water of 
spring tides there is a depth of 45 feet 
on the outer cill and at neap tides a 
depth of 35 feet. Dock equipment con- 
sists of 22 coal hoists, 71 quayside cranes 
and transit sheds, with floor space total- 
ling 714,483 square feet. There are five 
dry docks at the port. 


This Equipment Will 
Serve You at Swansea 


Docks and harbour at Swansea cover 

an area of 270 acres. King’s Dock has 
an entrance lock 875 feet long by 9o feet 
wide. At high water spring tides there 
is a depth of 40 feet and at neap tides a 
depth of 32} feet. Transit shed accom- 
modation at the port totals 816,572 
square feet. Equipment includes 20 
coal hoists and over 100 hydraulic and 
electric cranes. Twelve of the coal 
hoists are capable of shipping 20-ton 
wagons. There are six dry docks at the 
port. 
The facts mentioned about the ports 
show that, although they are primarily 
equipped to deal with the coal trade, 
they are able to handle almost any bulk 
of light manufactures. Industrialists at 
the Treforest trading estate and at other 
centres in South Wales will have no diffi- 
culty on the transport side of export 
trade. This is quite a significant point 
to-day, as there are signs that overseas 
markets are at last reawakening. If the 
trend towards redevelopment of world 
trade continues these ports and their 
facilities may give local manufacturers 
a distinct advantage in competing 
abroad. 
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As I have already said, the various 
docks are able to handle far greater 
volumes of traffic than flows through 
them now or is likely to flow in the 
immediate future. Nonetheless, the 
G.W.R. has spent much cash in recent 
years in equipping the docks with time- 
and labour-saving machinery. Thus, 
not only have manufacturers a wide 
choice of ports for shipment of goods 
and a correspondingly big sailing list 
but their goods can be handled more 
quickly and more economically than in 
the past. This speeding up will help 
to keep down shipping costs. Particu- 
lar point is given to these improved con- 
ditions and services by the fact that 
they are aimed at helping the business 
man who deals in general cargoes. 


Competition Ensures 
Low Freight Charges 


Apart from the favourable through 
rates which are available to all manu- 
facturers, the dock dues and other 
charges are reasonable. Shipping costs 
cannot, of course, be specified, as they 
are influereed by so many factors—the 
nature of the goods, the conditions of 
their transit and handling, and so on. 
It can be said, however, that there is 
sufficient competition for a manufac- 
turer’s business to guarantee that the 
total costs will be very reasonable. 

Cargo-carrying ships sail regularly 
and frequently from Cardiff and other 
South Wales ports to India, Africa, 
North and South America, Australia, 
the Far East, the Mediterranean and 
European ports. 


Heat Processing Advice Given Free 


By These Gas Company Engineers 


WHE Treforest Trading Estate 
Company buy gas in bulk from 
the Pontypridd Urban District 

Council and supply it to manufacturers 
on the site at rates varying from 53d. 
per therm. The price is governed by 
the quantity taken, which is a matter for 
negotiation with the Estate Company. 
Factories on the estate are, of course, 
fully serviced in the matter of mains 
and points. The special needs of manu- 
facturers can be dealt with in every 
respect. ° 


Here are Typical Prices 
For S. Wales Gas Supply 


Outside the estate there are 21 com- 
panies and 14 local authorities supply- 
ing gas. Their rates vary considerably. 
The Merthyr Tydfil Gas Co., for ex- 
ample, supply gas to industrial con- 
sumers of 5,000 therms or more a year 
at 6.17d. per therm. Other typical 
tates for quantities of 5,000 or more 
therms a year are: Newport Gas Co., 
7d. per therm; Pontypool Gas and 
Water Co., 5.33d. per therm; Dowlais 
Gas & Coke Co., 9.18d. per therm; 
Brynmawr & Blaina Gas Co., tod. per 





therm; Swansea Gas Light Co., Ltd., 
11d. per therm; Cardiff Gas Light & 
Coke Co., 7.5d. per therm; Abertillery 
U.D.C., 9.05d. per therm; Port Talbot 
M.B.C., 8d. per therm; Neath M.B.C., 
4.8d. per therm. 

This list gives an idea of the degree 
of variation in the area. It should be 
borne in mind, however, that manu- 
facturers are able to come to special 
terms with any of these gas under- 
takings. All of them are willing to 


negotiate and are anxious to add to 
their consumers. 

In many of the instances quoted, the 
very high prices are the outcome of 
small loads, chiefly for domestic pur- 
poses. But some of the low figures are 
comparable to any to be found in Great 
Britain. Indeed, there are only four 
suppliers in the whole country whose 
standard rate is below that charged by 
the Merthyr Tydfil undertaking. Yet 
there are several concerns in South 
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buildings in course of construction 


include 


® BRITISH COATED BOARD & 
PAPER MILLS LTD 


(Illustrated above) 








The organisation 


erecting these @ TREFOREST CHROME LEATHER 
l WORKS 


your service — 
send details of 
your requirements 


direct to:— ® BRITISH CARBO-ICE LTD 


E- TAYLOR & CO - LTD 
LITTLEBOROUCH > LANCASHIRE 








NEAR CARDIFF 





The Estate Company, which is not operated for profit, is financially 
assisted by the Government through the Commissioner for the Special 
GOVERNMENT Areas. Capital loans, on which interest is paid, are advanced by the. 
yh SG Government for constructional and development work. Each individual 
ASSI STAN GE manufacturer on the Treforest Trading Estate benefits from the: 
improvement schemes planned to develop the resources and manufac- 
turing facilities of the Estate as a whole. | 





p R 0 y iSI0 N Loans for the purchase of plant and working capital at low interest rates a 
may be negotiated through the Special Areas Reconstruction Association = 


0 F or the Fund recently established by the Treasury. Rates are favourable, a 
as many services usually chargeable therein are executed by the Estate 
GA P i T A L Company and included in the factory rentals. 








Factories on the Treforest Trading Estate are leased, whether standard T : 

LOW factories erected by the Estate or factories built to a manufac Pg 
a individual requirements, or purchase can be arranged. ' h of 
FACTO RY building is borne by the Estate. Factories may be leased in whole < or E ; 2 
sii part, and ample provision is made for expansion. All factories have 
RENTS offices, beanng, lighting, power: water, lavatories, and access : s road 



















COMPLETE _railv 

) P ocean routes built up during hié 7O years 5 of intense s activity that mad 
| S E RV IG E S South Wales one of the richest and best-equipped industrial distri 
| the world. 
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124,530 men and 111,600 women between the ages of 20 and 64 live in 
the immediate vicinity of the Treforest Trading Estate, providing an ABU N D ANGE 
abundance of intelligent, loyal, energetic and adaptable labour of all 


kinds. OF GOOD 
LABOUR 





. 


For particulars of factories and sites available, and full information about p 0 S T 

the Estate, or to arrange an inspection of the site and neighbourhood, 

address to :—Douglas A. Duncan, General Manager, South Wales and THIS 
Monmouthshire Trading Estates, Ltd., 45 Western Mail Chambers, 

Cardiff. Telephone : Cardiff 3674. Telegrams : Factories, Cardiff, C 0 U P 0 N 





See Ee See ee ee ee 2 et Se ee | 
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(A) Please send the REFERENCE MAP g 
ee ie and full particulars of the Treforest Trading 


Estate. 


ADDRESS 





(B) Please arrange for my personal inspec- 


juts tend Sata oak. oi. aed Laas a eee tion of the site and neighbourhood: and 





write suggesting a convenient date. 


inn 


ee ee 












“deal of. ‘o-operative “effort by the gas 
~ companies and authorities. The Cardiff 
_ gas undertaking,” for example, main- 
- tains an extensive research department 
h will investigate the problems 
nnected with heat processes and other 
rk in which gas may be involved. 
here other South Wales gas com- 





-have not sufficient organization to deal 
-with such problems, the investigation 
a taken up at Cardiff. 


_ Tndependens Technical 
Advice For No Charges 


| “This service is really important to 
T Manaiacturere. For instance, if you 
wish to obtain independent, technical 
‘advice on the performance of burners, 
races or other equipment to be used 
“in your factory, you can go to the gas 
research - department for help. They 
ill take up your problem, investigate 








“may be the means of saving you money, 
“time and labour. Indeed, a number of 
-cases of this kind have occurred 
‘recently. One manufacturer at this 
“moment is having an experiment con- 
: ducted for him by the research depart- 
ment. They are checking results of 
_ using gas heating for a job in which this 
fuel has not hitherto been used. They 
are finding: out whether the job can be 
_.. done by gas, what quality of work can 
be obtained and what the costs will be. 
-> In fact, they are playing the part of 
ap individual research department for 
eee the manufacturer concerned. If the 
results are successful that manufacturer 

- will have gained information and prac- 

tical help of a type for which big firms 
-. pay thousands of pounds. In a similar 

< manner the advice and services of the 
estate company’s consulting engineers 
Jare available to tenants without cost. 
-. “There is, again, a service by which 
“manufacturers can get tests of equip- 
. ment under factory conditions. They 
. Can know the precise performance of 
. plant involving the use of gas. The 
-research department will, if you wish, 
. Investigate the performance of various 
_ types of plant and give you a detailed 
-=< report. 




























National Experts 
At Your Service j 


Where problems of a specialized 
_ mature occur, the gas concern call in 
-= help from outside. For example, if you 
asked their help in solving a peculiar 
-problem of heating in steel work they 
_ might decide that the research depart- 
ment of the gas undertaking at, say, 
Sheffield is better suited to deal with 
the matter. They then pass along the 
‘e problem and co-operate 
Sheffield centre in finding the solution. 















_panies have not a similar service or 


i ip 
cit and give you a report in detail that _ 


with the : 


Thus, the 1 manufacturer can have work- — 





Water r Supply is Plentifi 


Water available in South Wales is 
ample. The natural supplies from 
rivers, surface and underground pools, 
and so on, have been conserved in 
reservoirs in the hills. At Treforest, 
as I hæve already explained, the water 
is drawn from the River Taff, stored in 
a reservoir, filtered and softened and 
then supplied to the factories. The 
quantity available is ample for all fac- 
tories to be built on the estate. 

The heavy rainfall in the Brecon 
Beacons and the Black Mountains 
drains largely in the direction of the 
industrial areas towards the coastal 
plain. The abundance of the supply is 
such that most areas have water re- 


sources far in excess of any conceiv-. 


able future demand. 
The Taf F echan. \ 





South Wales. Constituent authorities 
of the Board are Merthyr Tydfil Corpor- 
ation, Rhymney Valley Water Board, 


Anthem psa snes aa apaan 





Raw water Neuadd 








i Vater Supply Board . 
is the largest of ‘the water-boards in 


Candy: filter No. 2 
Upper Neuadd 







and Pontypridd & Rhondda Joint 
Water Board. These last two author- 
ities include a number of local ` 
councils. Goes 
The total capacity of the existing ie ee 
reservoirs controlled by the Board ise. 
3,814,000,000 gals. The full daily yield, eases 
after providing for statutory require- 
ments in respect of compensation water, => 
amounts to 16,000,000 gallons daily... 


9,000,000 Gallons 
Surplus Supplies | 

At the present time this represents 4 
figure far in excess of the daily require 
ments of the area. It is estimated tha 
the surplus supply amounts to some- 
thing like’ 9,000,000 gallons a day, =. 













































enough to take care of any industrial | ae 
demand. which may arise in the next o: 


few years. o 
Finally, here is a spare on , bacteris- Gs 

logical examination of water controled a 2 

by the Taf Fechan Water Board: ae 








Taf Fechan raw [Taf Fechan. Sterea o 





reservoir ‘ “Teservoit water | “water : 
Bacteria developing} 128 m.l. “140 ml | 222ml | 8 are Se 
per m.l. at 20 deg.C. | 3 bee eye ag 
Bacteria developing 20 m.l. 24 m.l. | 8 m.l 2 m.l, 
per m.l. at 37 deg.C. ae 
B. Coli present in ro and 20 m.l.jro and 20 m.l] roo m.l. ere E 
B. Coli absent from [Not in smaller|Not in smaller/Not in 20 m.l. roo m.l. a ae 


amounts 






Remarks 
bacterial 
purity 
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And here is a report on the chemical analysis of Taf Fechan raw and filtered 


water: 


amounts 


or in smaller 
amounts 






Of moderate/Very similar to|Of good bac- Becteriological LS oes 
previous 
sample 


examination = 055 
for the raw) indicates... 
water efficient ooo 

| filtration PE 


terial quality 
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Appearance in two-foot tube 
Reaction 

Total hardness 

(a) Colour—Burgess 
(b) Permanent 
Chlorine 

Nitrogen as Nitrates 


Oxygen absorbed from permanga- 
nate (in hours at C) 


Saline (or “‘free’) ammonia > | 


Organic (or “‘albuminoid’’} 
ammonia 


Nitrates | 


sediment 


Yellowish, fairly clear _ 
Neutra P.H.7.0 


Practically nil 


icroscopic. examination.. 308. the Cor sider 





| Pale green, clear : | 
_ |Faintly alkaline P.H. 


> 
4.2 ae eee 
55 units a units o 
A ag. oe | a 
.0046 






BEST BRITISH 





FOR 
ECONOMY 
AND 
RELIABILITY 










USE 


COLOURED PORTLAND CEMENT (RAPID HARDENING) 


MANUFACTURED BY 
HAW AND BRISTOL CHANI 
CEMENT Co., LD, 





WELSH COALS 


-ooo Ebbw Vale, Newport Abercarn Black Vein, Aben Black Vein, Russell’s Black Vein, 
and Powell’s Tillery. Volatile ranging from 20 per cent to 27 per cent, 
world. for Locomotive and Steam purposes, and for. Industrial, Electricity and- oe stal Powe 
Home and Abroad. Also Fernhill Smokeless Welsh Steam Coal, Volatile r I pir “cen a 
and Beynon’s M Smokeless Guest Chek 














Sole Sales. Agents: : Ne 
T. BEYNON & CO. LD., CA AF 
vas es), RON: and N NEWPORT 
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Power 
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is Available At 


Rates As Low As 3d. Per Unit 


power in bulk from the South 
Wales Electric Power Co. and 
retails it to manufacturers on the estate. 
Outside the estate the power company 
supplies current direct to industries. 
The area of supply covers Glamorgan- 
shire and that part of Monmouthshire 
which lies to the west of the River Usk. 
Here are the industrial and commer- 
cial charges for electricity at Treforest : 


T por trading estate company buys 


LIGHTING 


t. Flat Rate, 3d. per unit. 
2. Block Tariff 
First 5,000 units per annum, 3d. per 
unit. 
Next 10,000 units per annum, 2}d. per 
unit. 
Next 10,000 units per annum, 24d. per 
unit. 
All over, 13d. per unit. 
3. Maximum Demand System 
(Lighting, Heating and Small Power 
lighting not exceeding 25% of total.) 
First 1,000 units per kw. of maximum 
demand per annum, 3d. per unit. 
All additional units $d. per unit. 
4. Heating and/or small power where 
separately metered 
During winter quarters, 1d. per unit. 
During summer quarters, $d. per unit. 
Minimum charge 30s. per quarter. 
5. Floodlighting Tariff 
For all units used between 8 a.m. and 
6 p.m., at 4d. per unit. 


All other units at 4d. per unit. | 
Two meters operated by time switch. 


6. Water Heating or Supplies taken under 
Time Switch Control 

Between hours of 6 p.m. and 8 a.m., at 
.375d. per unit. 


7. Large power 

At 400 to 230 volts (L.T.), £4 5s. per 
kw. of maximum demand per 
anaum, plus o.26d. per unit with 
coal at power station at 16s. per ton, 
and subject to a variation of o.oo1d. 
per unit per penny increase, or de- 
crease, in the price of coal above or 
below 16s. per ton. 


For all kilowatts over 400, at 
£3 17s. 6d. for kw. maximum 
demand. 


8. Large supplies at High Tension (11,000 
volts) 

Consumers provide their own H.T. and 
L.T. switch-gear and transformers. 
The estate bring in the H.T. supply 
and terminate at a H.T. switch. 

Maximum demand rate of £3 17s. 6d. 
per kw., plus 0.26d. per unit with 
coal at 16s. per ton, and subject to a 
variation in the unit price at the rate 
of .oor per unit per penny increase, 
or decrease, above or below, 16s. per 
ton in the price of coal at the power 
station. 

Under Tariffs 7 and 8, the consumer 
will be required, in the agreement, to 
maintain a power factor not less than 
0.85. 





Outside the estate the rates and 
charges and services provided by the 
power concern are also of a nature to 
encourage the use of power by manu- 


facturers. During the past five years 
the power output, which represents 
about 80 per cent of the total output 
of the company, has been trebled. This 
is some indication that the company is 
co-operating in full measure with its 
power customers. 


Mr. L. Howles, general manager of 
the company, outlined to me the type 
of service his concern gives manufac- 
turers. For the small users of current, 
who usually prefer to take electricity at 
low tension, charges have been arranged, 
as shown in the following table: 


a 
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for special tariffs and full particulars apply: 
THE SOUTH WALES ELECTRIC POWER COMPANY 


Central Offices: 27 Newport Road, Cardiff Phone: Cardiff 1407 














Factor, the standard. 
tariff will apply, viz.: 


Ist.2,500 units consumed in any month, 
a ee) uni 


‘small works’’ 





h, ed. per unit, 





a onth, all at td. per unit. 
ny month the Load Factor is: 









ng 30 per cent, .od. per unit. 












ing 50 per cent, “675d, per iat 
Exceeding 50 per cent. but not exceed- 
— dng 55 per cent, .65d. per unit. 
Exceeding 55 per cent but not exceed- 
ing 60 per cent, .625d. per unit. 
Exceeding 60 per cent but not exceed- 
ing 65 per cent, .6d. per unit. i 
l Exceeding 65 per cent but not exceed- 
- Ing 70 per cent, .575d. per unit, 
Exceeding 7 70 per cent but not exceed- 
ing 80 per cent, .55d. per unit. 
“Exceeding 80 per cent but not exceed- 
ing 90 per cent, .525d. per unit. 
Exceeding 90 per cent, 5d. per unit. 


Under this tariff the power company 


an prepared to extend high tension mains 
oe system to the consumer’s works and in- 

















formed into a new and important trading estate—one at 
the moves by which South Wales is regaining 
The pioneer work of clearing, road w railw 
sidings and track laying has been entrusted 





p to, and ee 25 per cont Load 


‘4,000 units consumed in any 


ing 25 per cent. but not exceed- 


e agente 3° r cent e but not exceed- l 


the P facturer agrees to take electri-, 





it in “reasonable quantities, Moreover, 
the company is always ready to change 


_ the transformer to one of larger size to _ 


provide for additional supplies. 


Hire Purchase Terms 

On Electrical Goods 
The company is also willing to pro- 
vide electrical equipment, 


free of harge, | ‘provid : g 


r, say, three to five years and take : ment shou i 







‘clause 


at the power statio 
which the terms are base 

‘As in the c : 
power users, 
Cos in ËX 
























including- ‘work 





motors, control gear; wiring and heat- — of ee 


ing apparatus, under hire-purchase 
arrangements. Repayment cdn be 
spread over a period of five years. 


In cases where consumers take from _ 


200,000 to a million units a year, sup- 


plies are usually given and metered at- 


high tension, and consumers provide 
their own transforming plant. 


transformers at very low rates, thus 
allowing manufacturers to conserve 
capital or expend it on production and 
business development... 

Charges for power are either on the 
two-part tariff of 45 per kw. per year 
plus .3d. per unit or on a flat rate 
sliding scale. 
latter is: 


First 500,000 units per year, .8d. per 
unit. 

Next 250,000 units per year, .6d. per 
unit. 


les 


fights back to prosper 


for difficult jji consult 
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as poe iv 
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individual, a matter 
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fast ruling in the matter, - 
the company will meet th 
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trans- 


its} pros; erity. 











HOLBORN 





HOLBORN. VIADUCT 


LONDON, 


< Phone: CIT 


i ee Goer 












E Maa Lith 00 LL aks ala tie? ae 


BUSINESS for OCTOBER, 1937 
ggr- S00 


This 2,000,000 Doorstep Market Is 


Becoming Prosperous. Again. . . 


BOUT half the population of 

Wales lives in the area which 

comprises the doorstep market 
for manufacturers at the Treforest 
estate. The district concerned includes 
the city of Cardiff and the towns of 
Swansea, Port Talbot, Barry, Newport, 
and Monmouth. 

Now that unemployment is decreas- 
ing heavily, the purchasing power of 
this market is reviving. Those manu- 
facturers who had experience of the 
Welsh market in the days when the 
coal, iron and steel and other workers 
were fully employed and earning high 
wages, know how good the market can 
be. For the Welsh people are good 
spenders when they have the cash. 
They don’t hoard their money. Indeed, 
it is claimed that they are inclined to 
throw it about. 

The depression in South Wales has 
killed the interest of many manufac- 
turers in the market. That condition, 
in some respects, is very favourable to 
new light industries locating at the Tre- 
forest valley. They will not find the 
job of getting into the local market so 
difficult. The people in the area are will- 
ing to support industries which are help- 
ing them to stage an economic recovery. 


Here Are Specific Signs 
Of Returning Good Times 


A typical instance of the revitalized 
market is to be found at Ebbw Vale. 
There the outward signs of renewed 
economic strength are beginning to 
show. The shops look brighter; a 
cinema, freshly painted and decorated, 
is re-opening; a new block of houses and 
shops is being built; the local hotel has 
been redecorated; shopkeepers report 
that sales curves are taking a rise as 
steep as the sides of the local mountains. 
More goods of every kind are being sold 
to more people. Families that have 


existed on the minimum amount of food 
are now buying up to and above the 
normal standard of living. 


Further- 


more, they are buying clothes of all 
kinds, footwear, household goods, and 
so on; and the debts incurred over the 
workless period are being paid off. 
Elsewhere the story is similar. Where 
pits and factories and other works are 
being re-opened, the first action of the 
housewife when she receives her hus- 
band’s wages is to go out and buy the 
good foodstuffs that the family has 
wanted but has been unable to buy. 
The truth of this statement is revealed 
in a news reel taken not long ago at the 
re-opening of the collieries in the mining 
valleys. It showed the men coming up 


from the pit, receiving their wages and 


taking the money home. Then the 
women went out to shop, and the 
camera showed that they spent gener- 
ously and came home laden with pro- 
ducts for which, until recently, there 
had been restricted sale for years. 


Spending Power Will 
Now Start Expanding 


It is the full rush of this sort of revival 
of the market which the manufacturers 
at Treforest will enjoy. At the present 
stage of recovery most of the wage- 
packets are being spent on necessities. 
It will take some months before the 
spending power spreads largely into 
common but less urgent fields. 

Several marketing experts told me 
that, providing recovery is maintained, 
in six months’ toa year’s time the Welsh 
market will be opening up extensively 
for all sorts of men’s, women’s and 
children’s clothing, boots and shoes, 
personal-type goods such as creams, 
hair lotions, fancy goods, and household 
products, furniture and furnishing. 
Many of these articles are, of course, 
being bought at once, but they are the 
kind which are urgently needed. These 
other goods will be bought when the 
market gets, so to speak, its “second 
wind”. It will then be able to look 
around and start to buy in a normal 
manner—replacement goods and dupli- 
cate sets of articles that are usually 
possessed by ordinary families. At this 


point, too, it will become more selective.. 


Goods will be judged not on the urgent 
needs of the moment but in the light of 


] usefulness, service, value for money, 


appearance, and so on. In other words, 


wy marketing conditions will have reached 


$ a stage of normality. 





The ports of South Wales are not in full use 
but they are equipped with modern gear to 
handle traffic from manufacturers. For 
firms that can develop overseas markets, 
these Welsh ports can provide top-line ser- 
vice. And they are nearer to the most 
important foreign and Empire markets than 
are any other British ports 


All this does not mean that South 
Wales is not worth the manufacturer's 
attention right at this moment. It 
always has been, despite depression. A 
large part of the population has been in 
a position all the time to buy above the 
normal limits; but in places such as 
Merthyr, where the total of unemployed 
has been for long periods well over the 
80 per cent mark, and in other centres, 
where almost all the adult male popula- 
tion has been out of work, the purchas- 
ing power has suffered enormously. It 





is in this mass market that revival is 
felt most, and it is the manufacturer who 
sells to this market that stands most 
to gain to-day and in the future. The 
firm that is making toys at Treforest, 
for example, has started operations at 
a time when it will be possible to find a 
worthwhile local market. Two years 
ago this would not have been the case. 

In the immediate neighbourhood of 
the Treforest trading estate there are, 
roughly, 385,000 people. The wage roll 
to-day exceeds £150,000 a week to these 
potential customers. This sum is con- 
siderably greater than that which was 
being paid out, say, eighteen months 
ago, and it will be considerably less than 
what will be paid out in eighteen months’ 
time, when two- or three-score factories 
are operating on the estate. Now is a 
good time for manufacturers to lay plans 
for selling schemes. 


A Marketing Plan Must 
Meet Local Conditions 


It is not sufficient to tack Wales on 
to a marketing scheme for England. 
Experience has shown that, in the case 
of Scotland, plans must be adopted to 
meet the special local conditions. The 
same is true of Wales. A little consider- 
ation will show that it must be, for you 
are approaching a people which is still 
distinct in race and which still largely 
uses a native language. Indeed, it is a 
safe conclusion that the percentage of 
Welsh people that can speak the Welsh 
tongue is greater than the percentage of 
the Irish that can speak Erse, or the 
Scots that can speak Gaelic. The 
marketing approach in. Wales should, 
therefore, be localized in order to achieve 
the greatest measure of success. The 
local daily and weekly newspapers, for 
instance, should be used in an advertis- 
ing campaign. Welsh advertising agents 
should be employed to handle or to 
advise on the campaign. These and 
many other points that arise in such a 
scheme are worth considering before 
the market is entered. 


Supplied 3 


The SOUTH WALES PORTLAND CEMENT bu ee 
PENARTH, SOUTH WALES 


CEMENT WORKS: Penarth. Telephone: Penarth 300, 
LIME WORKS: Penarth. Telegrams: “Cement, Penarth 


also Suppliers of :— 


‘FERROCRETE’ Rapid-hardening Portland Cement. @ ‘SNOWCRETE’ W 
‘AQUACRETE’ Water-Repellent Portland Cement. @ ‘COLORCRETE’ Coloured Portland Cement.) 
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An insignificant but interesting fact 
gives point to this reasoning. If you 
have been in Wales you have probably 
noticed the large numbers of threepenny- 
pieces in circulation. The coins are 
much more in use in all parts of the 
country than they are in England. The 
chief reason for this is the practice at 
many collieries 6f paying wages to the 
nearest penny. This, obviously, en- 
courages the use of small coins, such as 
threepenny- and sixpenny-pieces, and is 
worth keeping in mind from a selling 
point of view. A product that can sell 
at a round figure of threepence is likely 
to meet with more success, for example, 
than one that breaks the penny either 
side of thatamount. Atleast two manu- 
facturers who have had experience in 
this price class of market told me that 
their experience has confirmed this 
viewpoint. 


Over 19%, Of Workers 
Are Still Unemployed 

It is an accumulation of little local 
points such as this that has a powerful 
influence on the fortunes of products 
launched in the market. That is why 
the help and guidance of local, trained 
marketing men is worth having. 

The total number of insured industrial 
workers in Wales is 610,800. Of these 
there is still 19.9 per cent unemployed. 
This is 9 per cent less than at a year 
ago, a comment on the big improvement 
which has taken place. By far the 
largest centres of the industrial popula- 
tion are Glamorganshire and Monmouth- 


Typical of recovery 
which is putting 
money into the 
pockets of Welsh 
workers is this new 
plant of Guest, 
Keen & Baldwins 
Ltd., Cardiff. About 
2,000 men get a 
wegkly paypacket 
because of this de- 
velopmént 


shire. In the former there are 340,660 
insured workers and in the latter 
99,470. The percentage of unemployed 
is 21 and ig respectively. The “‘big 
three” centres are Cardiff, Swansea and 
Newport. The number of insured indus- 
trial workers in each and the percentage 
of unemployment is: Cardiff, 69,940 
—17.8 per cent; Swansea, 44,000— 
20.8 per cent; Newport, 28,430—18.9 
per cent. The improvement which has 
taken place in these centres during the 
past year is revealed in these figures, 
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which show the decrease in unemploy- 
ment: 4.1 per cent; 6.8 per cent; 4.8 
per cent respectively. 

Cardiff is, of course, the largest city 
in Wales and is one of the wealthiest 
single markets in Britain. It has a 
population of over 220,000 and a city 
area of 13,628 acres. Parks and open 
spaces total 542 acres. 

Municipal dwelling-houses number 
45,000 and are mostly equipped with 
gas and electricity. The annual elec- 
tricity consumption is 50,000,000 units, 
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roofings 


Asbestos-cement, by providing an 
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inexpensive yet thoroughly sound building 


material, has solved the problem of housing men and machinery in industrial areas. 
The “TURNALL” Trafford Tile is perhaps the best known Asbestos-cement 
roofing for this purpose and, because of its big cover area, light weight, and 
suitability for wide roof spans, has attracted the attention of builders throughout 


the country. Furthermore, 


there is 
‘“TURNALL” Trafford Tiles, and not only economy but perfect 
protection without any maintenance costs 
protective painting is necessary, the first cost is the last. 


real economy in 


to follow. No 


May we send you a descriptive leaflet telling all about this 


unique Asbestos-cement roofing ? 


we ul rnall|’ 





Traffor 


TURNERS ASBESTOS CEMENT CO., TRAFFORD PARK, MANCHESTER 17 


London Office: Asbestos House, Southwark Street, S.E.I 
TT.47 


Branch of Turner & Newall Ltd. 
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and the number of consumers is 42,056. 


Gas consumption yearly totals 9,000,000 l | 
therms, and consumers number 61,000. i TT ae 
i i | —, 

The city has 12 railway passenger Hin ge Me q 


stations and halts and 14 railway goods a TS 
depots. Other factors which indicate | Le meys 
its . trading strength and value as a a a E tin È 
market are: Letters dealt with yearly, 
179,118,000; parcels handled a year, 
4,665,000; number of telephones, 12,550; 
street telephone kiosks, 97; branch and 
sub post offices, 44; electric tramways 
mileage, 34; bus routes mileage, 97; 
persons carried yearly by public trans- 
port, 45,918,000; banks and branches, 
42; public libraries, 11; daily news- 
papers, 3; cimemas and theatres, 21; 
principal hotels, to. The rateable value 
of the city is well over £1,800,000. 

Some indication as to the food sales 
possibilities of the South Wales market 
in the Cardiff area can be gained from 





the import figures for Cardiff docks. Now that thousands of Welsh workers are back on the job, the standard of living 
The yearly total of barrels of apples is rising again. Foodstuffs are the first goods to be bought heavily, then follow 
imported is over 112,000. Other im- clothes, furnishings, furniture, hardware, etc. 


portant totals are oranges, 300,000 pack- 
ages; lemons, 10,000; tomatoes, about forest valley; but manufacturers who serviced and maintained. 


100,000; mandarins, 4,000; grapes, 55,000 are located on individual sites at Dow- Within a radius of 50 miles there is a 
barrels; onions, 110,000; potatoes, over lais, Merthyr Tydfil, Cymbran, Ponty- population of 4,000,000 and within roo 
72,000 tons. These are all rough figures pool and elsewhere will also find the miles’ radius a population of 10,000,000. 
and do not represent the total consump- distribution question quite simple. The whole of the wealthy Midlands 
tion of such foodstuffs in the area. Vast Pontypool, for example, is a road and market is not much more than roo miles 
quantities of such goods are brought in rail junction, from which it is possible to from South Wales. Birmingham, for 
by rail. get direct to all parts of the area. example, is 108 miles by rail from Car 

The problem of reaching the South This ease of access to the compact diff; Leicester is 143; Sheffield 181; Brad 


Wales market has been simplified in industrial doorstep market will help ford 199; Nottingham 161; Liverpool, 
recent years by road development. South Wales manufacturers in expand- 161; Manchester 169; Leeds 203. By 


Manufacturers can now distribute by ing their distribution on a national rail or road, all these big centres ar 
road and rail. The main retail trade scale. With a population locally of within easy journey from South Wales. 
centres—Cardiff, Newport, Swansea— 1,500 people to the square mile, the So also is the important London market 
are all only a short distance from Tre- market can be quickly organized, —153 miles from Cardiff. 
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HEATING 
VENTILATION 


OF THE 
PAPER FACTORY 
AND 
ESTATE ADMINISTRATION 
OFFICES 


DESIGNED 
AND INSTALLED 


BY 
J. G. 


PROGER 


& SONS, LTD. 
17, ST. ANDREWS CRESCENT, 


CARDIFF 


’Phones: 2633/2634 
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Labour Supplies Ample 
& Wage Rates Are Low 


N the vicinity of the Treforest estate 

there live 124,500 men and 11,600 

women, all between the ages of 20 and 
64. In this big labour pool there is an 
ample supply of workers for all the fac- 
tories likely to be built on the estate 
under the present plans. 

A better idea of the general situation 
can be gained from the Ministry of 
Labour figures in the latest Local Un- 
employment Index. As Treforest itself 
and all the individual sites come within 
the South Wales industrial area, the 
labour supply of Glamorgan and Mon- 
mouth is that which will be drawn upon 
by manufacturers. Here is the table, 
showing the number of insured industrial 
workers and the percentage of unem- 
ployed male and female labour. 


Total Percentage 

Insured of Unemployed 

Persons Male Female Total 
Blaenavon 3,460 24.2 10.0 23.7 
Blaina 2,720. 36:2. 17:3... 35-5 
Ebbw Vale 9,780 12:7. 8:8 12:6 
Newbridge 8,460: °25%57 8.7: EPO 
Newport . 28,430 20.1 11.9 18.9 
Pontnewydd 23740 «39-4 41:9.7 "36,2 
Pontypool . 13,510. 24.8... S:F “23,9 
Risca 4,960 19.4 22.8 19.6 
Tredegar 2,210 27:6) 08a TFS 


These figures show that abundant 
labour is available; but what about its 
type and quality? That seems to be a 
point about which there is a good deal 
of misconception and prejudice. There 
is an idea in some minds that the Welsh 
spend time in staging strikes and main- 
taining a resentful attitude towards em- 





Total Percentage 

Insured of Unemployed 

Persons Male Female Total 
Glamorganshire 340,660 22.7 13.8 21.8 
Aberdare f £2,790 23:3. 12:2" 22:6 
Aberkenfig 2,430 21.7, 28.34.2350 
Bargoed . 15,410 ° 17.5 14.4 17.4 
Barry 8,930 206.5 13.7 24.8 
Bridgend 4,090 22.9 8.7 21.0 
Caerphilly 9,320 24.9 16.7 24.5 
Cardiff . 69,940 19.5 12.1 17.8 
Clydach 3,300.” DOL) 278s. Bi 
Cymmer 3,640 17.4 20.0 17.5 
Ferndale 5,990 46.2 14.2 45.2 
Gorseinon 8,280 15.6 15.0 15.6 
Maesteg 6,400 28.8 21.4 28.4 
Merthyr Tydfil 19,940 39.5 23.4 38.5 
Mountain Ash . 9,160 20.1 14.8 19.9 
Neath T 17,760 12.5, 170. 1238 
Ogmore Vale ... 3,100 17.8 9.1 17.5 
Pontardawe F440 1229 Th.F O32 
Pontardulais 3,670 96 9.3 9.6 
Pontlottyn 2,660 36.7 20.8 36.0 
Pontyclun 2,630 14.5 17.0 14.6 
Pontycymmer... 2,620 22.9 21.3 22.8 
Pontypridd . 12,240 . 37.40 EROI 
Porth oo» ALO AOT S80) 2874 
Port’ “Talbot ... 13,450 19:2 15.1 -18.8 
Resolven 6,920, 3,5 : 3210 (2:9 
Swansea . 44,000 22.0 13.8 20.8 
Taft's Well 1,840 20.0 15.6 19.8 
Tonypandy . 10,550 36.0 10.2 34.6 
Tonyrefail 4,560. 23.7 ~11.4.. 23.6 
Treorchy . 15,530 20.6 15.7 20.5 
Ystalyfera 5,810 20.6 30.7 21.1 
Monmouthshire 99,470 20.2 10.7 19.4 
Abergavenny ... 1,900 21.9 5.0 18.7 
Abertillery 6,930 19.8 6.8 19.1 
Blackwood 5,260 21.4 12.5 20.9 


If this is the case, no manu- 


ployers. 
facturer with whom I talked seemed 


aware of the fact. At Treforest, and 
elsewhere in the territory, employers 
told me they were well satisfied with 
their workers. They said that the 
labour generally is intelligent, loyal and 
adaptable. 


Staff Trained In Six 
Months By This Firm 


Several instances were quoted to 
prove these points. In one case a firm, 
making a high-class woman’s wear pro- 
duct that has not previously been manu- 
factured in Britain, has been able to get 
a local staff fully trained in six months. 
This company employs only female 
labour, which it has found to be quick 
to learn and very adaptable. 

Another example was that of a con- 
cern at Treforest. The head of the. 
business told me that local men had 
learned the work in a few weeks and were 
now producing goods up to the required 
standard. 

Local firms, such as F. & R. Lewis, 
Ltd., who are building the Government 
Training Centre on the estate, and F. 
Bowles & Sons, who have supplied 
250,000 tons of excavated filling sand 
to the estate, expressed satisfaction with 
their workpeople. Many other local 
firms concurred in these findings. 








< We mention two of the largest erections upon this estate in 
© which we have assisted. The New Paper Coating Mill presented + 
> an unusual p roblem, it being essential to lay approximately 
a icial yards of floor in different thicknesses. This 
iccessfully laid and specially hardened with a cement 
‘dener, and will resist almost any crushing power and tensile 
3 train. The whole of the extensive wall and ceiling plasterwork 
| on this contract was also erected by us, and also that of the 
unique Chrome Leather Factory on the same estate. 
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{7 Windsor Place, 
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SAND 


able in all 


Wales 


CARDIFF 


SUPPLIERS OF NEARLY 250,000 YDS. OF HARD FILLING 


F. Bowles & Sons.. 
Owners of Sand Dredgers 
... Quarries ... and Fleet 
of Modern Vehicles 100 
per cent Service is avail- 
Departments. 


< 
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We also specialize in bulk 
Excavation Work including 
digging and transporting 
viz., nearly 250,000 yards 
were supplied in the con- 
struction of The South 
Trading Estate. 


Tel. 2056 & 5619 
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NOW is the time to arrange 
for SYSTEM DESK CALENDARS 


to Give You All-the- Year- 
Round Publicity in 1938 





“System” Desk 
Calendars with 
your business 
announcement 
printed promin- 
ently but un- 


. 9obtrusively on 


each Daily 
Sheet, will keep 
your goods or 
service before 
the notice of 
customers or 
prospective cus- 


tomers every 
hour of every 
working day 


throughout the 
whole year., Be- 
cause they com- 
mand more fre- 
quent refegence 
than any other 
article of desk 


equipment they constitute the best form of 
continuous publicity at a minimum cost. 





COUPON 


To SHAW PUBLISHING CO., 





LTD., 


6, Carmelite Street, London, E.C.4. 


Without incurring any obligation I would like 


to have your quotation for... 


TT eee eee eee eee eee eee Tee Te) 


System Desk Calendars for advertising purposes 


PORE OTC RE PEST eee eee eee eee eee eee eee eee eee 


wee eeee ee ee eee Cee e eee) 


Peete eee ee ee ee ee eee eee) 


Labour troubles in Scuth Wales seem 
to hawe been largely confined to certain 
industries—cogl, for example. These 
disturbances have received wide publi- 
city and, as the result, have spread 
abroad the idea that all Welsh workers 
are restless and unmanageable. Yet 
this is not true, even in the coal industry. 
There are pits which have not suffered 
from one day’s stoppage since they be- 
gan operations a generation ago; and, in 
any case, the Welsh miners have been 
involved in disputes of a national char- 
acter. The troubled state of their em- 
ployment is shared by English miners, 
a fact which is frequently overlooked. 


Conciliation Board 
Solve Difficulties 


Probably the tinplate industry pro- 
vides as good a recommendation as any 
for South Wales labour. Not since 1899 
has there been a major labour dispute. 
At that time a Conciliation Board was 
set up, and it has operated successfully 
ever since, 

A fact of this nature needs no com- 
ment, especially when it concerns an 
industry as big as that of tinplate; and 
there are many other outstanding ex- 
amples which help to reveal the true 
state of affairs. The old Dowlais steel 
works at Merthyr Tydfil, for instance, 
was in existence for 150 years. During 
that time only one labour dispute arose, 
and that was confined to one department 
and was settled at once, on the day it 
arose. 


The bias that has grown up would 
be quickly swept away if facts such as 
these were widely known. They do help 
to attain a balanced view of conditions 
in South Wales, to present the other side 
of the picture. And, as they are facts 
which have come out of the experience 
of manufacturers on the spot, they form 
a more reliable basis of judgment than 
‘‘scare’’ stories. 


Over 2,000 Applied 
For This Menial Job 


Let me quote just one other example 
that puts things into correct perspective. 
Time and again you are told that the 
unemployed Welsh do not want work. 
Any South Wales manufacturer can tell 
you this is wrong, for they get hundreds 
of applications for the most menial jobs. 
Not long ago there was a scavenger 
needed by one of the local councils. 
Over 2,000 local men applied for that 
job within 24 hours. 

The question of skilled labour is of far 
more importance than that of discon- 
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tent. Most manufacturers who go into 
the territory must be prepared to train 
their staff. There is, of course, usually 
a nucleus of skilled labour available, 
because South Wales has had over 70 
years of industrial experience; but the 
proportion of the unemployed that can 
be counted as skilled is, according to in- 
formation given me, less than 4o per 
cent. In this percentage I am not in- 
cluding coal, iron and steel workers who 
are not skilled in factory work. 

The experience of manufacturers on 
the spot suggests that the problem of 
training is not so difficult as it might 
appear to be at first glance. The in- 
stances I have already quoted prove 
that. The usual methods adopted by 
firms is to bring in key men from other 
areas to teach the local staff their work. 
As the Welsh are quick to learn, this 
system seems to operate satisfactorily 
and economically. 

Rates of pay are below those existing 
in the London area. They are, broadly 
speaking, equivalent to those paid in 
most of the manufacturing centres in 
provincial England. In many instances 
they are less. 


Health Of Workers 
Above The Average 


From a health viewpoint, the labour 
makes a good showing. As compared 
with the average for the whole of Britain 
the health returns reveal less sickness. 
According to local manufacturers ab- 
senteeism is low, which means a saving 
in time, money and production. 





L TD. for the PU A supply, and 
erection of all MAIN STEAM, pelle: 
CONDENGATE PIPE LINES, CONTROL 
EQUIPMENT & PUMPING SERVICES 
from the South Wales Power Co.’s U pper : 
Boat Power Station to the Estates Pump 

and Control ‘House. e 





sd factories. In a a know- 
ledge and experience in this 


direction we would; stress that 
it involves no obligation 


to enquirers. 
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—expenses are increased and time is wasted on needless routine repetition 
work, on the laborious copying of flames, addresses, facts, instructions, 
etc.,. over and over again—needlegs because ‘ ADDRESSOGRAPH’ 


provides a speedier, more economical way of doing all repetition work. 


29. KINGSWAY, LONDON, W.C.2 


‘Phone Temp. +: Bar 8474 (6 lines) 


(Head Olfice & Works: Ec gware Rd, Cricklewood, N.W.2.) 


Branches at: Manchester, Erminghem, Leeds, Liverpool, Bristol, 





Newcastle, Edinburgh, Gla zow, Bellas, Nottingham, Dublin 
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Meet two more Daily Mirror readers: Mr. and Mrs. F. W. G. 
Cotsell, of <‘‘Fieldcroft’’, Woodruff Avenue, Hove, Sussex. 


Mr. F. W. G. Cotsell, 66, retired from Civil Service 6 years ago, is fit, 
energetic, enjoys life thoroughly. 
Left school aged 16 in 1887, was 3 years as clerk, 3 years in L.C.C. offices, 
then got Inland Revenue job, kept it 37 years. Now has £500 p.a. pension. 
Finds plenty to do, including gardening, walking, reading, listening-in, and 
° watching cricket, soccer, racing. 
Daily Mirror has been his family paper since first year of publication. Read 
by his wife, son, daughter, servants—all the household. 
Daily Mirror has unique coverage of well-to-do homes. Only one popular 
national has greater A-class coverage. Only two popular nationals have 
greater B-class coverage. And 60.9% of Mirror’s circulation is unduplicated 
by Mail, Express, Herald, Chronicle or Sketch. 


YOU CAN’T VERY WELL DO WITHOUT THE DAILY MIRROR 
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®°BUSINESS GROWING 
°MORE STAFF NEEDED 


"NO OFFICE } 


ACCOMMODATION 


By 


Thomas 
Dixon A 
FAMOUS London organization 


A recently found itself in a serious 
dilemma. 

The business was increasing rapidly. 
Extra staff had become imperatively 
necessary? All the office accommoda- 
tion available was fully occupied. 

What was to be done? 


Solution of the problem was essential. 
It was realized that if the necessary 
business was to be handled efficiently, 
everyone on the staff must do more 
work, 

Again, how? 
to capacity. 

The dictating machine solved the 
problem. 

Thirty Dictaphones were installed. 
Instantly it was found that more work 
was done, without extra hours, by all 


Everyone was working 


concerned. The extra business was 
properly handled. The problem was 
solved. 


You will probably ask why The Dicta- 
phone brought about such an increase 
of individual output. 

The answer is simple. 


The Dictaphone, because it is always 
instantly ready for work, promptly 
abolished the waiting and delay in the 
work of the dictators. It enabled them 
to “‘get busy” just when they wished. 
Their work was done promptly : they 
did the things they had to do just exactly 
when they ought to be done. 

That was how the work of the execu- 
tives was facilitated. 


Turn to the typing side. 


The shorthand typists found that 
shorthand was no longer needed. All 
the time they had been devoting to 
taking dictation was instantly released 
and became available for typing—their 
proper work. Naturally, production 
increased because The Dictaphone oper- 
ator, with no time wasted on shorthand 
and transcribing direct from actual 
spoken words, can type twice as much 
every day as the expert shorthand 
typist. She need not necessarily type 


any faster, though, as a matter of 
fact, she usually does, because tran- 
scribing Dictaphone dictation is both 
easier and faster than typing from short- 
hand notes, and there is less chance of 
error. 


After all, it’s reasonable to dictate 
to The Dictaphone. Why should you 
employ a girl to do a job that the 
machine will do faster, better and more 
accurately? It is wasteful and less 
efficient to employ human labour in a 
job that an automatic machine will do. 
You don’t write your letters by hand: 
the typewriter does the job better and 
more cheaply. Why, then, have them 
written twice—once in shorthand and 
once on the typewriter—when they need 
be written only once and all the time 
spent in writing useless shorthand can 
be devoted to useful work? 


Your business may not need thirty 
Dictaphones. But if you find it neces- 
sary to employ even one shorthand 
typist, The Dictaphone will pay you 
because it wilf enable both you and your 
typist to do more and better work. And 
if, in the business circumstances of 
to-day, when trade is showing a satis- 
factory increase, you are happy enough 
to find. that you need more staff, investi- 
gate The Dictaphone before you make 
any new appointments. Almost cer- 
tainly you will find that The Dictaphone 
will so increase your own and your 
staff's output of work that the engage- 
ment of extra staff can at least be 
postponed. 

Itis easier, quicker and cheaper to 
dictate to The Dictaphone—the only 
example of office machinery*which helps 












alike the principal, the executives afid 
the staff. For the dictator The Dicta 
phone is a super-efficient private secre 
tary always at hand and ready for work: 
for the typist it brings a welcome relief 
from the drudgery of writing and reading 
shorthand, an easier job and a sense of 
doing something worth while all the 
time. 

Look into The Dictaphone for your 
self. That won’t cost you anything and 
it will be worth your while. Write 
to-day to: 


THE DICTAPHONE CO. LTD. 


Thomas Dixon (Managing Director) 


KINGSWAY HOUSE, 
KINGSWAY, LONDON, W.C.2 
Telephone: Holborn 416!-2-3-4 


And at Manchester, Birmingham, Glasgow, Liverpool, 
Leeds, Bristol, Newcastle-on-Tyne, Dublin, Belfase 


PQST THIS COUPON NOW 
THE DICTAPHONE CO. LTD. (Dept. H 
s 7 Kingsway House, Kingsway, 


London, W.C.2 


Please send free book ‘‘ What's an Office any 


way?’ to 


NAME..... 


ADDRESS.......... 


H.1137 


Also ask for particulars of the Dictaphone 
Telecord. Records your telephone talks, 
lessens congestion on the lines, gives you a 
complete unchallengable record of al! im- 
portant messages. 





The Powers Punched Card System of accounting is a fully mechanised system in which 
permanent records of every accounting transaction are obtained by perforating cards in 
predetermined positions agreed to represent definite quantities, values and descriptions. 
This punching of the cards is the only manual portion of the system and is the fastest known 
method of recording. Classifying the punched cards and producing from them the account- 
ing and statistical records is all performed mechanically—thus simplifying the accounting 


procedure and eliminating the human error factor. 


Our booklet ‘‘Accounting for Management Control’’ describes the various sizes and types 
of Powers Equipment available and shows how hundreds of well-known organisations have- 


benefited by adopting Powers for Costing, Payroll, Invoicing, Sales and Purchases Accounting, 


Statements, etc. etc. e A copy will be sent free an request. 
3 


Powers Equipment may be pur- Powers Accounting Machines 
chased, hire-purchased or rented are the original Punched Card 
on very advantageous terms. Accounting Machines. 


POWERS-SAMAS ACCOUNTING MACHINES, LTD. 





POWERS-SAMAS HOUSE, HOLBORN BARS, LONDON. E.C.1 
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| Management Trends . . i 
How We Solved ka Costs Problem ere a. Ee 
| New Equipment for Better Work 
Holding Down Detail Costs 


— Facts About Power Buying .., By y F y. BRI TT: p 
creek A.M LEE., AM. 


EREET | The Broader View... By R. R. UPDEG 

E A i ROTOR a ni j R J : y p l No Slump Yet Awhile ae | TORS Novewpber — Trdi 
Air Conditioning Prevents Absenteeism ind. 

| Stock System Stops Pilfering ... .. By H G jac 7 

Lighting that Raises Output ... By MORTIMER HAWK! 





Marketing : Ad vertising :_ 3 Se ing 


Three Factors Made Record Sales ... By H. LEW IS Si 
A Difficult Sales Problem ... .. By A. D. FR 
Ideas for Busy Sales Managers 163 ite w 
Marketing Trends... a . By The Marketing EDITO 
Xmas Novelties that Pull Business ... .. By C. E. BA’ 
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(LIKE Mr. W.) 


SOMETIMES a typist will say: ‘‘Please 7 Road Transport 
don’t replace my typewriter—I don’t l | a 
want a new one—the one | have suits me Managing a Sales Fleet 222 .. From G. E. 


4). and | prefer to keep it.” S08 bo R 
T Points at the Commercial Motor ... By R 
`. THAT'S BECAUSE her machine is just poo u Iap Raat ne 
+. fight for her. It has been looked after ` 

ND IS IN ALL LIKELIHOOD AS GOOD l a | 
“OR BETTER THAN A NEW MACHINE | Office Practice and Equipment 

MIGHT PROVE TO GE a i o 
U Ve So well is left alone and money saved. ‘TheeOffice Manager's Job To-day * av By E. A A ABP GIE 
© |> The point is ANY typewriter can be made Outstanding Balances by Months ... ... Clearly [bs 


to give years and years of service. Neglected | Š AN oy 
machines are scrap when well SERVICED Are Your Records Safe? aes EA .. Fwe Prot 


ol, Ee alee Speeds Up Production of Records .. Equipment Review 

aes STILL GOING STRONG New Equipment for Better Work ... Tii 
ee Ask for particulars of the RIKARBON Free Information on Lighting P 
_ service for keeping typewriters fit. 
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copies of any essential routine form. 


discharge of the written set automatically 
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SHEPHERDS BUSH 3377 (3 lines) 


HE routine forms — 
requiring carbon copies—are necessary, 
-Egry Manifolding Registers will speed up the 
operation. Several routine phases, however, 
< preclude the completion of details at a fixed 
= point, thus the demand for a Portable Register 
= İs apparent. 
Small in size, light in weight, and convenient 
to handle, the Handipak embodies the principal 

-features of the standard models. 


produces an original and up to three carbon 
The provided, enclosed in the “‘Handipak’’, for the 


One writing 


THE “400 LINE” HANDIPAK 


brings a fresh set into position, interleaved 
with carbon paper, ready for immediate use, 
thus avoiding the handling of stationery and 
carbons attendant upon the use of the old- 
fashioned manifold book. A receptacle is 


storage of file copies of each written set. 


Ask also for details of the Speed-Feed Attachment when typewritten records are required | 


EGRY Ltp. 


WARPLE WAY, 


Telephones : 


OECR EAT 


ADAPTABILITY 


ASTO 
t London, WH 
oO at I. LESS Street, Birmingham, $ 


DESIGNED AND MADE 
By SPECIALISTS j 


EQUIPMENT fitted with 
‘‘Revvo’’ ball-bearing 
castors moves with ease 
and silence. The type 
illustrated is made on 
the same patented prin- 
ciple as the heavier 
industrial types-—-with- 
out a centre pin in the 


. ball-bearing swivel— 
| and can be supplied 
| with numerous attach- 
r ments which meet most 

— needs © 


Full particulars are 
cogtafhed in our cata- 
logue, which will be 


o gladly sent upon re- 


TORCOL LTD., Archdale Works 
-iPhone a 2409 


LONDON, W3 


Telegrams? 
EGRYCOMPAK, EALUEX, LONDON 


ACTON, 


























Consult: 
THE CHIEF GOODS MANAGER 
Development Department 

GREAT WESTERN RAILWAY 
PADDINGTON STATION W.2 


(Tel. : Paddington 7000. Extension 2466) 


ifor details of factory sites in 


SOUTH WALES 


| Plentiful fuel, power, 
and water. 


FACTORY SITES 
IN SOUTH WALES 


Cheap land. 


Proximity of raw o] 
materials, ae 


Dirtce shipping 
facilities. 





Eficient rail 
transport to thickly 
populated areas. 


JAMES MILNE |. . 

General Manager 
Paddington Station 
| London Wz S 
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We specially invite all who 
are interested in modern 
affice mechanization to send 
the coupon for the Free 
Brochure illustrated above. nS ies 


For every writing, adding or accounting problem— 
no matter how simple or how complex—there Is an 
Underwood Elliott Fisher Machine that will handle 
the work more efficiently, more accurately and at 
less cost. 

Every one of these products is backed, not only by 
the technical resources of the World’s largest Manu- 
facturer of Typewriters, Adding and Accounting 
Machines—but by competent sales, installation and 
mechanical service provided by forty Company- 
owned Branches in all parts of the British Isles. 


With so wide a range of products to offer, and with 
experience gained from many thousands of satis- 
factory acano, Underwood Elliott Fisher Limited 
is in a unique position to suggest equipment suitable 
to your own specific purpose, without altering your 

office routine to fit a particular machine and will be 
happy to do so without obligation on your part. 








UNDERWOOD ELLIOTT FISHER LIMITED 
120,-Queen Victoria Street, London, E.6.4. Tel. : CENtral 1080. 


Typewriters, Accounting Machines, Adding Machines, Carbon Paper, Ribbons and other supplies 








Led n more about the advantages of 


OOD Mechanized ACCOUNTING | 


fo UNDERWOOD ELLIOTT FISHER LTD., 
COO BO, Queen Victoria Street, London, E.C.4. 


E Please jena me Free a copy of the Brochure if lustrated above, {This places me under no obligation.) 
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ACHINE that 





ill fit into your 
system and do YOUR WORK— 
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Executives Seek Cost-Cutting 
Rather Than Price Raising 


IRECTORS of a Midland foot- 
[re manufacturing firm recently 
met to discuss possible price 
revisions. While it was founď’necessary 
to make some increases, the managing 
director told us afterwards: “We made 
the meeting more of a self-catechism; 
we concentrated on the question, “What 
measures have we taken to keep our 
costs down?’ rather than allow the dis- 
cussion to run purely in the direction of, 
‘How much shall we raise our prices?’ 
“At the outset it was clear that some 
of the directors honestly thought we had 
done all we could inside the business to 
offset rising costs. We held to the point, 
however, that the public wants more 
justification for a price rise than in- 
creased raw material and production 
costs, even though, as in our industry, 





BUSINESS 


MANAGEMENT CONTROL POLICY 


By The Editors 


hides have risen 60 per cent in price in 
the last few years. 

‘By dint of frank discussion, we dis- 
covered that one of our directors had 
heard about an improved method of 
handling materials, though the improve- 
ment was not connected directly with 
the footwear manufacturing business, 
and it was therefore not very clear in his 
mind, except that he did know it had 
reduced handling costs substantially. 

‘“We went to a good deal of trouble 
to trace this example and finally found 
it. To cut a long story short, we were 
able to adapt it and to make considerable 
savings in two of our largest depart- 
ments. F 

“This incident set us thinking and 
gave us an incentive to search still wider 


N one famous manu- 

facturing concern out- 
side Coventry a scheme 
whereby thirty separate 
boilers in different parts 
of the plant were 
scrapped and new types 
centralized in one boiler 
house made possible a 
saving of £6,000 a year 
in fuel and maintenance 
costs and enabled two 
men instead of thirty to 
run the boilers efficiently. 
The released men went 
for training to another 
department where the 
manager had been trying 
unsuccessfully for weeks 
to engage more hands 
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Month’s NEWS in 


Management Trends 


l 


937 


——— 


afield for new and better machiner 


methods.’’ 


Scarce High-Priced Labour 
Can Be Used For Other Work 


“HE example quoted is 


instance of the p 
framed at board meet 
days. In effect, it means ti 


making new drives for efficie 
of approach include the cutt 
refining processes on cheapt 
ducts, overhaul of factory lay 
ing and checking systems, 
of new machinery and thi 
skilled labour on jobs that 
done by skilled workers. 
Talking with machine too 
other suppliers of factory 
found that they are striving 
machines of the type that can 
by unskilled men, boys and v 
There is a good instanci 
the leatherware industr: \ 
manufacturer has develope: 
machines for softening 
leather and doing other pr 
can now be handled by 
youth in place of two 
men. 


Did 


Machines Such As These Help 
To Print Dividend Warrants 


ə 
‘“‘“news exchange” set up by | 
“Its all very well to talk a 


ing in totich with all developm 


excilall 


affect your business,’ 

friend of ours, “‘but unless 
enough to employ a stafi 
it’s unlikely you'll spot 


That’s why we've set uj 
of news’ arrangement with 
friends and acquaintances 


parts of the country and overse 


keep in touch with the head 
businesses and our technica 


tive staffs also correspond 


development we hear about we 


in our letters, and our corre 
do the same for us.’”’ 


T lunch the other day 
head of a London manu 
concern, we learned 


Bene, 









“These. machines: with which are 
‘Special: metallic or wood ink, 
joss or print on wood, leather, cloth 
_or any other material at a rate four times 
as fast as any similar machine used here. 
The ink used costs only a fifth of the 
price paid for, say, ordinary gold leaf 
_ which is normally used for embossing. 
- The total savings brought about by 
the. machine installed by our luncheon 
mpanion exceeded 300 per cent. 
By his news service he was able to get 
: machine over here before any other 
tT Indeed, it is only a month ago 
ee for the - ee were 
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et Profits 


ENTLY, in these columns, we 
gave examples of firms that, in the 
nditions of overflowing order 
ks; were making profits im spite of 

y burdens of inefficiency. And we 
-remarked that executives of such con- 
< cerns were, because of the profits they 
© were making, loath to put themselves 
to any close self-examination or to listen 
-cto others who could point out these 

inefficient spots that would, under less 
- favourable circumstances, have a much 
more obvious effect on the balance sheet. 








“Saved. ‘About 
£500 A Year 
nee OME of these profit-eating black 
“oy spots in a firm are, of course, very 
= eo effectively hidden by the blanket of 
routines they are difficult to perceive, 
Co especially by executives whose daily 
ie work, ‘keeps them in such close touch 

“with things that they too readily take 
everything for granted. 

‘For example, it was not until we 
yointed out to the head of a certain firm 
at about {10 a week too much was 
being spent on postages that he ever 
thought of looking into the matter of 
mailing. 

2 Dis: frm had about i4 retail branches 
sAn diffe ee oe and it was s the ne 



















hom anager. “The vead managers 
ported | various items each night to 
1 HCE. i & 












Nhen we. seen pr two facts to 
the mind of the managing director and 
suggested that there might be a link 
between the two he seemed astounded 
that nobody had thought of it before. 
It was a simple matter for him to alter 
* slightly the time schedule of the delivery 
“vans so that they could combine the 
_service of inter-branch mail delivery 
¿with that of goods delivery. 7 
o When. it was. finally adjusted to suit 
all requirements the plan saved- b 
150 and. £50 a P in: es 








m: sation Is Is No ot 


the speed-up required but where it had 
also created difficulties that did not exist 
before. Examination showed that there 
was nothing at all wrong with the 
individual machines, or even with the 
operators. The fact of the matter was 
that mechanization had been put in 
without flan. In some places the work 
overlapped and at other points there 
were gaps. Profits were being eaten up 
becauge, frankly, the office manager did 
not understand the modern tools of his 
profession. 
o 


Your Organization May Be 
Good--But Make It Better 


“O-DAY’S prosperity may enable 


businesses to grow fat despite these 
hidden inefficiencies. But it is a point 
of good management to have your 
organization running at top pitch all 
the while, enabling you to make bigger 
profits in good times and to hold your 
own when times become bad. 

Mere mechanization of control is not, 
as we have shown, sufficient. Efforts to 
improve that control all the time must 
be as unrelenting as the struggle to 
improve products or sales or production 
methods. And no business is so effici- 
ently run that improvements cannot be 
made. 
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Policy Of Constant Checking 
Avoids Bottlenecks Bugbear 


N matters of control we often find 

that not enough attention is paid to 
the bottlenecks in a business. Fre- 
quently the most obvious faults of this 
kind in factory and office are allowed 
to exist. These can be corrected quickly 
by executives who are on top of their 
jobs, but it is the “‘hidden’’ bottleneck 
that causes so much trouble. 

An instance of this occurred recently 
at the main factory of a nationally 


“tion, yet “whe | 
a tell-tale checking device to. a key | 
: machine. they . uncovered a. series oe 


rE ‘also saw, in a certain man 
turing concern, where mechanized 


clerical work had not only failed to effect | anne 





‘stoppages. © These  hold-u 
affected output of every department 
in the factory. oe 

Once the stoppages w ere reveale d. 
investigation into causes followed. 
Result: total po T is now up by 
7 per cent. 








What Are Your Em- 

shea Brains Worth? — 
ERE are two truths that are worth 
the consideration of any manage- 
ment. 

New ideas, either in equipment or 
just methods, are vitally necessary for 
to-day’s merciless competition. [tis not 
sufficient to accept something novel 
after a competitor has had the nous to | 
try it and to demonstrate that it v 
work successfully. That simply ta 
one out of competition and makes him 
a hanger-on. 

Some employees are just human 
machines that go home each evening: 
they are paid for on the instalment plan 
as so much per week or month. They 
are liable to find themselves displaced 
by a real machine that can do the same 
work at less cost. Men are more useful 
than machines only as they are capable 


of developing new ideas. 


Ideas are Worth 


Paying For j 
“~HE obvious is, therefore: use | 
every means in your power” BO ois 
encourage your employees 







think. Good thinking, unfortu 
not often enough a self-starter. 








have to make it worth your employ es) a 


while to think. But almost invariably 
it has been proved in firms which pursue 
such a policy that, asa principle, it pays. 
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How a Sinai Manufacturing Firm : 


Recently Started :. Selling — 


A Fixed Price 





By 
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Thomas Mitchelhill, Edinburgh 
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(a) Increasing sales by 100 per cent. 
This was considered possible by 
more intensive cultivation of 
territories and steady sales pres- 
sure. 

(b) Effecting all possible economies in 
the factory, office, selling, and 
distribution activities. 


(a) Increasing Sales 


Competitive quotations were obtained 
for all supplies on the new basis of 100 


Solved The RISING COSTS Problem 


factory on the outskirts of Edinburgh 

and began production on a specialized 
line, ‘‘Healthy Life’’ Biscuits, to retail 
at Is. per I lb. tin. 

No sooner had the usual troubles 
incidental to the running of a new 
factory been overcome, and a market 
found throughout Britain for our pro- 
duct, than the management became 
faced with the serious problem of rising 
material costs. To offset these cost 
increases we saw there were three means 
open to us: 

(1) To increase our selling price 

(2) To decrease the weight of biscuits 
per tin, and maintain the price. 

(3) To maintain both price and 
weight, and attempt to effect economies 
by increased sales and increased efficiency 
throughout the organization. 

To discuss these three possibilities in 
their order: 


[i April, 1936 we took over a modern 


1. Why We could not Increase 
Prices 


As we had only recently marketed our 
product it was considered too dangerous 
to raise selling prices for fear 
that sales might be drastically 
decreased. Psychologically, Is. 
per lb. tin was found to be the 
best selling price. Further, any 
addition in price meant that 
many items of our present stock 
(such as labels and display ma- 
terial, which already stated the 
price) would require to be revised 
and reordered, resulting in a con- 
siderable loss. Finally, we found 
difficulty in forecasting the duration of 
the rising costs, particularly in the case 
of flour, our heaviest single item. 


2. Nor Was Any Reduction in 
Unit Size Advisable 


If we reduced the weight of biscuits 
per tin it would mean redesigning all our 
existing stock of tins and labels, so this 
idea was also discarded. The benefits 


obtainable would largely be offset by the 
loss incurred through present stocks 
becoming obsolete. Further, sales were 
vital, and it was felt that repeat orders 
could most readily be secured by giving 
the public the best value possible. 
Reduction in weight would in all proba- 
bility be accompanied by a reduction in 
sales? 


3. We Decided to Maintain Both 
Price and Weight 


Since commencement of production, 
sales had consistently shown 4n upward 
trend, and our plant was "capable of 
doubling our then present output. It 
was therefore decided to attempt solving 
our problem of rising costs by : 


We Now Get These Control Fig- 
ures EARLY......... 


ADMINISTRATION 


from suppliers 


Monthly Profit & Loss A/o 


Overdue Accounts 


Detailed costs could be 
supervised much more 
effectively when mech- 
anization in the office 
made them available to 
the management much 
earlier in the month 


PRODUCTION 


Waste for Month 


than formerly. Collec- 
tion of cash receivables 
was also speeded up 


Mixings for the Month 
Machine Hours for Month 
Production for Month 


Gas, Power, Fuels Monthly Consumpts. 


per cent increase in production, and sub- 
stantial savings were made in the pur- 
chase price of most raw materials. 
Further, a large proportion of our over- 
heads consisted of fixed charges, which 
would now be spread over the greater 
volume of output. 


(b) 1. Reducing Factory Costs 

Every department in the factory was 
studied by the managing partner, Mr 
James Mitchelhill, the general manager 
and the works manager, individually 
and independently, with the object of 
reducing wastage and idle time. The 
results of these investigations were dis- 
cussed at a series of works conferences 
and decisions were made regarding im- 
provements. The conferences were 
minuted and the final responsibility 









DAY OF “MONTH 
AVAILABLE 





Cumulative Profit & oe A/o and 
Balanoe Sheet (Completed on day 
following receipt of last igvoice 





Sth. approx. 
5the approx. 


lete 





late 
late 
late 
lste 
late 


SELLING AND DISTRIBU 
Travellers' Sales 
Travellers’ Salaries, Comms., Expenses 


Discounts analysed to Travellers 
Carriage Accounts analysed to Travellers 
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delegated to the departmental head 
concerned. 

The machine room called for little 
adjustment in organization. Daily 
reports of machine times and production 
were, however, instituted. The daily 
production report shows the weight of 
dough mixed and the production there- 
from, waste being analysed between 
broken and rejected biscuits. Rejected 
biscuits consist in the main of under- 
fired biscuits, over-fired biscuits, twisted 
biscuits, and biscuits with burnt edges. 
While it was found impossible entirely 
to avoid this loss, the figures obtained 
enabled the works manager to fix a 
standard for this item, the loss being 
expressed as a percentage of the total 
daily production. 

These daily reports are submitted to 
the managing partner, and, if the waste 
exceeds 1 per cent, an explanation is 
called for from the works manager. 
Waste is thus reduced to a minimum and 
bad workmanship or faulty mechanism 
brought to light quickly enough to be 
rectified and to prevent serious break- 
downs. 

The packing, labelling and ware- 
housing departments next received 
attention. Here it was found that too 
many operations were being performed 
by each individual, e.g., the packer 
lined the tin, wrapped the biscuits in 
packets, placed these packets in the tin 
and lidded the tin. By further division 
of labour, i.e., by having each of these 
operations performed by a separate indi- 
vidual, it was found that increased 
output would result. 

*The benefits of installing conveyor 
systems then became apparent. This 
was done, and there is now perfect 
unison in these departments, the biscuits 
travelling in a- cooling conveyor from the 
oven to the packing department. A belt 
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output has increased and a saving has 
been effected both in labels and paste. 
Next we turned our attention to the 
boiler-house. The introduction of an 
automatic stoker here has reduced our 
fuel account by approximately e15 per 
cent, while the services of a boiler 
attendant are now unnecessary. 


(b) 2. Reducing Office Costs 


While improvements were taking 
place in the factory, the problem of 
dealing with increased sales led us to 
study our office methods. A 1oo per cent 
increase in sales meant more or less a 
propoftionate increase in office work, as 
the additional*sales were to be obtained 
mainly by more intensive cultivation. 

By mechanizing the office we found 
the existing staff able to cope with the 
increased demands. The installation of 
mechanized accounting has proved a 
sound investment in other ways, as the 
prompt rendering of statements at the 
beginning of the month (as against the 
middle of the month when hand-written) 
means quicker collection of accounts; 
while daily, weekly and monthly statis- 
tics are now regular features. The table 
in the diagram indicates some of the 
monthly statistics used and the dates in 
the succeedingemonth on which these are 
available to the management. To obtain 
these figures by hand work, with our 
present staff, would mean continuous 
late work at the beginning of each 
month, and, even so, it is questionable 
if the majority of these statistics could 
be prepared before the middle of the 
month. 

The investigation also revealed that a 
consideraBle amount of money was being 
spent on sundry printing, for such items 
as letter-headings, price lists, price 
tickets, circulars, factory returns, etc. 


This cooling conveyor system reduced costs in the packing department 
o ; 


conveyor here allows the biscuits to be 
wrapped in packets, placed in tins, 
lidded, labelled, topped, dried and 
placed in containers, ready for dispatch 
without any intermediate transporting. 

This system has enabled us, with only 
a very small addition to our staff, to cope 
with the increased production and also 
to pay increased wages and grant 
holidays with full pay. 

Previously, all labelling was done by 
hand, but the introduction of a gumming 
machine has proved beneficial in that 


An Office Printing Machine was pur- 
chased, and we found it possible to 
reduce our costs on these items by 35 to 
50 per cent. 

Other benefits of the printing machine 
are that a topical circular can be run 
through very quickly, while the over- 
printing of leaflets is a service much 
appreciated by stockists. 

A necessary adjunct to the printing 
machine was a guillotine. This also has 
assisted in the reduction of factory costs, 
as wrapping paper is now purchased in 
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bulk and cut to the required size, offcuts 
being utilized for the printing of adver- 
tising discs which are placed in the tins. 
Where possible, standard letters have 
been compiled and printed, with a conse- 
quent saving of time in the typing 
section of the office. 


(b) 3. Reducing Selling Expenses 


ADVERTISING: To reach the neces- 
sary increase in sales without corres- 
pondingly increasing our advertising 
appropriation was not so difficult as it at 
first appeared. The policy of the firm 
up to this date had been to limit stockists 
in each district, without, of course, 
granting sole agencies. We felt that the 
time had now come for increasing the 
number of stockists in each locality, and 
travellers were therefore encouraged to 
open new accounts. 

Careful study of our salesmen’s terri- 
tories proved that certain parts of the 
country were still unworked, and new 
men were appointed. The fact that we 
were not increasing our selling price, 
whereas most other biscuit houses had, 
was stressed by our representatives in 
their sales talk. 

Our method and media of advertising 
were revised. Figures proved that in 
our case more benefit was obtainable 
from national magazine advertising than 
from local newspaper advertisements. 
Accordingly it was decided to approach 
the public principally through : 


(a) Health magazines. 
(b) Ladies’ magazines. 
(c) Medical and dental magazines. 


BAD DEBTS: Supplying as we do 
the better-class stores, bad debts are 
few, but, by adopting the undernoted 
routine, this item of expense has almost 
entirely been eliminated : 


Goods Supplied 
1st month ... Subject to discount 
terms. 


2nd month . . . Account net. 


3rd month... Statement marked 
“PLEASE”. (This reminder brings 


in about 75 per cent of these overdue 
accounts.) 


4th month . . . First letter—a friendly 
letter pointing out that the account 
is overdue. (No further supplies 
are granted after this period unless 
confirmed by our representative.) 


5th month . . . Second letter—asking 


immediate attention, as the account 
is now seriously overdue. 


6th month . . . Third letter—threaten- 
ing proceedings. 


On the 1st of the month following the 
dispatch of the third letter the accounts 
are transferred to ‘‘Doubtful Debts’’ 
Ledger. This ledger is scrutinized 
monthly by the management. At the 
end of each month a list of overdue 
accounts is prepared for each representa- 
tive: these are returned with comments. 


MANAGEMENT - CONTROL - POLICY 
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DISPLAY MATERIAL: We believe 
that good display is essential and should 
be encouraged wherever possible. Prior 
to our irvestigation, however, the choice 
of display material to be sent to the 
stockist had largely been left to the office 
staff. It was now decided to have all 
available display material listed and 
the various display sets arranged and 
numbered. 

Travellers were advised of these sets, 
and, where display material is required, 


they request what they consider to be 
the most suitable set. In this way, all 
material is judiciously utilized and the 
maximum benefits of this item of 
expense obtained. 


dispatched to stockists by rail. 


(b) 4. Reducing Distribution 
Expenses 


Originally, all our consignments were 
Trans- 





il 


port was carefully costed, and certain 
territories are now served by carrier or 
steamer at rates cheaper than rail 
charges. 

Results have fully justified the policy 
adopted, viz., to maintain both selling 
price and weight, and the foregoing 
outlines the major savings achieved 
which made this possible. In actual 
fact, sales have exceeded our budgeted 
figure, so much so that additional plant 
has had to be installed. 


This Modern Equipment Gives You 


More Effective Work At Lower 


Right: The Graphotype is a ‘‘keyboard”’ 
machine that embosses or indents metal 
plates for hundreds of purposes. For 
example, plates for identifying your own 
office furniture. In big organizations 
this has proved most effecfive in pre- 
venting the unauthorized transfer of 
furniture from one department to 
another. Other uses are for nurseries 


and seedsmen where indestructible name 


Above: A new type of quick-reference 
visible card index known as the Revolv- 
ing Cardwheel. It can be supplied in 
three sizes. Cards can be almost instantly 
added or detached. This model has a 
capacity of 2,300 three-by-five cards. 


Right: Here is a battery of Cardwheel 
records in the office of a well-known 
firm. The battery holds no less than 
120,000 three-by-five cards. By means 
of the hood, visible at the back, each 
cabinet can be closed and locked at will. 
The Cardwheel is a Canadian product, 
handled in this country by C. W. Cave 
& Co., Ltd. 7 Charterhouse St., E.C.r1. 








tags in great numbers are wanted. 
Dairies use the system for embossing 
plates for milk and cream cans, egg 
crates, and so on. In the steel and 
heavy industries embossed shipping tags 
can be made; paper or other tags would 
prove too fragile. Fibre tags, too, can 
be embossed for identifying wiring 
systems, etc. Also name-plates for 
fixing to machinery or other kind of pro- 
duct can be indented. The illustration 
shows a motor-driven machine, but 
hand-operated models are available. 
They are simple and fast to operate and 
can be provided with many different 
type sizes and styles. The machines are 
products of Addressograph-Multigraph, 


Ltd. | 





Metal identification-plate embossed 
on the Graphotype. 
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Name-plate indented for affixing to 
electrical equipment. 
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Another example of Graphotype 
embossing: Shipping-tag for steel 
rods. 
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Cannot 
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Control Rises 


in BASIC Costs, But We . . 


costs, broadlyę speaking, have been 
“increasing steadily since 1934. The 
prices of all raw materials have moved 
up step by step, and wages, too, have 
followed a gradually rising curve. 

Throughout this period it has not 
been a matter of organizing any internal 
plans to prevent these costs from mount- 
ing, the advances have been basic 
throughout the industry and quite 
beyond the control of any individual 
manufacturer. 

This being the case, the tendency of 
the industry’s two main cost factors to 
rise, the policy of the individual manage- 
ments has therefore been rather in the 
direction of controlling what I might 
term ‘‘local’’ costs: that is, controlling 
costs at every internal operating point 
possible, and of planning all clerical and 
production routine so as to keep down 
the costs of every individual job as it 
goes through the organization. 


I: the steel manufacturing industry 


We Do Not Use a Long 
Term Budget 


In this firm, though we employ some- 
thing over eight hundred workpeople, 
we have not installed any ‘‘mechanized’’ 
or highly systematized methods on the 
routine side for this control of internal 
costs. Nevertheless, we are able to 
maintain a very close supervision over 
them with a minimum of trouble and 
expense. 

With the prices of raw materials and 
the rates of labour so unstable we do 
not attempt to run 
our business on a 
fully comprehensive 
budget set for three 
months, six months 
or further ahead. 
Instead, we control 
our costs, day by 
day, week by week, 
from a knowledge of 
our workings gained 
by more than thirty 
years of practical 
personal experience. 
In fact, it is not too 
much to say that I, 
personally, from a 
walk through our 
shops, can tell what 
our day’s production 
and our day’s costs will be toa degree 
that is quite as accurate as could be 
obtained from the most scientifically run 
budget of the normal type. 

That brings me to a point of manage- 
ment that I have always considered 
important in a manufacturing plant: 
that of the chief’s actual contact with 
the works and the workpeople. I have 
always held that this should be as close 
and intimate as possible. The advan- 
tages of such a policy are twofold: there 
is the opportunity it affords for the 
chief, as a practical man, to be at all 
times conversant with everything that 






is happening throughout the production 
departments, and secondly there is the 
favourable and very powerful influence 
on the morale of the workpeople which 
is inspired by a chief who knows person- 


Fight Them 


ally each employee and the conditions 
of his work. 

In a heavy manufacturing plant the 
importance and far-reaching effect of 
this close employee-contact policy can- 
not be over emphasized. I estimate 
that fully fifty per cent of my own 
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overlook some batch of output that is 
not entirely up to standard the daily 
figures show at once where the difficulty 
is and enable immediate steps to be 
taken to rectify it. 

Another set of key figures that I use 
for control purposes is a daily report of 


DETAIL Costs Inside 


working time is spent, not in my office, 
but in and around our production 
departments. 

From this policy of continuously 
viewing facts on the spot, and my 
previous statement that we have so 
highly ‘‘systematized’’ methods of con- 
trol it must not be implied that, as a 
controlling executive, I am not supplied 
with accurate, up-to-date figures. ~ 

Obviously, no business could be suc- 
cessfully carried on from facts stored 
only in the experience and memory of 
executives, no matter how capable they 
may be. Such a policy would be not 


only impracticable but highly danger- 
I do, 


ous. 


therefore, make use of 


certain basic figures which I get daily, 
and as weekly summaries. 

These figures show the detailed out- 
puts of the three main sections of our 
production: blast furnaces, melting 
shops and rolling mill. By far the most 
important of these are the records of 
percentage yields of ingots from the 
rolling mills. The records of these per- 
centages are literally the key figures 
representing our production efficiency. 
They are drawn up on a simple form. 

These recorded figures serve as a check 
on my own observations in the shops 
themselves. If I personally happen to 


The MANAGING 
DIRECTOR 
of a Modern Steel Plant says: 


“We cut costs by constantly 
overhauling heavy plant to 
eliminate stoppages and break- 
downs; by using a Safety Committee 
to remove dangerous conditions and 
prevent accidents; by job simpli- 
fication; by method improvement.” 


labour, i.e., a full list, daily, of everyone 
employed and a notification of all 
absentees. As labour constitutes one 
of our main items of cost this control is 
obviously vital. 

In addition to this daily list I get also 
a weekly summary worked out to show 
the average wages per man per ton of 
ingot produced. This again is an ex- 
tremely ‘‘sensitive’’ figure and a most 
important one to watch in the control 
of costs. A rise—even the slightest— 
above the accepted margin allowed calls 
forth immediate action to ascertain the 
cause: but here again no elaborate 
system. 

Apart from the routine methods of 
keeping a control 
over actual produc- 
tion costs there are 
also other factors, 
equally important 
ones, that the man- 
agement must watch 
in order to keep 
down the burden of 
expenses. 

In a heavy manu- 
facturing business 
such as this the fac- 
tor of safety to work- 
people stands out as 
of primary import- 
ance. Accidents have 
a double effect in 
inducing heavy 
costs. They not only 
hold up the productive time of expen- 
sive plant but they may also involve 
the company in heavy payments by way 
of compensations. 

We are therefore constantly on the 
watch to eliminate all dangerous situa- 
tions and conditions. 

We have what we call a safety com- 
mittee; the members of this committee 
are always on the look out for danger 
spots throughout the organization. 
Furthermore, every employee knows 
it is his duty at all times to note 
any dangerous condition of plant, 

(Continued on page 46) 
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“™ NE of the problems which gives 
ithe works manager a good deal of 
— trouble is that of negotiating a 
satisfa tory contract for the purchase of 
electric power from the local supply 





The men with whom he has to deal 

on the other side of the fence will all 

be engineers who will talk in the various 

technical terms connected with the sup- 

ply of electricity, and the man who is 

actually doing the buying will obviously 

_ be in a much better position if he under- 

> stands, even to a limited extent, the 

-point of view of the electric power sales- 

man. 

The main point about electricity is 

that it is not a “storable” commodity. 

It cannot be manufactured and placed 

on the shelf ready for delivery when 

required by the customer, But it must 

be generated exactly when the customer 
needs it. 


The cost of electrical energy is 


an item which, from a lack of 


knowledge of the relevant facts, 
very few firms are able to 
control to the best advan- 
tage. This is the first of 
a short series of articles, 
by an electrical power 
consultant, which ex- 
plains those facts 
that will enable 
you to handle this 
item of cost 
in the most 
economical 
way. 


On this account the local electricity 
supply authority must provide, and keep 
-= ready for instantaneous use, sufhcient 
plant to supply the needs of its various 
customers at any instant in the 24-hour 
day. 
= The provision and keeping in order 
.. xeady for use of this plant constitutes 
= a very large part of the total cost of 
supplying electricity. These costs are 
>o mainly overhead costs and are also re- 
_ ferred to as fixed costs. The remainder 
of the total cost consists of the actual 
cpense of generating the electricity. As 
very rough guide it can be assumed 
aking electricity at an average 
lue of td. per ‘anit, gd. per unit 
ibuted to the ability to give 
e customer's premises and 
in t for | oy eee 

























urchase of ELECTRIC. 
By J. V. BRITTAIN, B.Sc., A.M.LE. 


which have to be met by the supply 


authority, and it will be seen at once 
that the only fair basis for charging 
electrical energy is by the “two-part” 
system. 

By “two-part” I mean a tariff, where- 
by the consumer pays so much per year 
or per quarter for being able to use power 
from the mains and so much for each 
unit of electricity annually consumed. 

While the consumer must accept the 
fact that this is the correct method of 
charging for electricity, he will feel 
more satisfied if, by a few minutes’ study 


Total expenses of generating and 
supplying electricity consist of two 
groups of costs. Overhead costs do 
not vary much with the units sold, 
but running costs are nearly exactly 
proportional to the output. A fair 
and equable tariff covers the costs 
of both these groups correctly 


of the chart, he realizes that the use of 
this method is not merely an idiosys- 
crasy of the supply authority but is a 
just and fair system. This will be under- 
stood by considering two typical cases. 
Two works both require too h.p. for 
maximum output. Works “A” only 
uses this power for a few hours per day, 
whereas Works “B” has three shifts and 


‘therefore is using the 100. h.p. through- 


out the whole 24 hours. - e 
` -The supply authority is bound to have 


] in, _teadiness sufficient plant to supply 


$3507) ! pexig 











i100 h.p. to both cons 
spite of this, Works “B 
10 or r2 times as much electr 
Works “A”. 

a the s dni of CRECEN 




















ad the Gendt would t 
the price per unit was i 
age cost, Works “BO w 
charged to the benefit of 

With the “two-part” 
ever, each consumer i 
total over 
generation 
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This is*because the actual s 
to the supply authority is pr 
to the maximum power wh 
sumer requires. The ususi 
tariff will, therefore, reac 

follows : 
“The charge for el 
{4 per annum per i 
mum demand plas a ë 
unit consumed. i 
















C ien eith er r the cost per - weele or per year, 
fs or the cost per h.p. hour, both of these 
ee ng standards by which the cost of 
_ electrical power can be compared with 
: other form of power, such as steam 
diesel engine plant. 

pr to illustrate how costs may be 
out I will take as an example 
section of a works which re- 
ximum h.p. of 200, with an 
d of 150 h.p., working for 
urs per day for 300 days in each 
e tariff given above can be 
the method of charging for 



























| be self-explanatory. 
oe verhead or fixed charge will be 
pe lonate to the maximum load 
which, in this case, is 200 h.p. for the 
par ticular section of the works. 

‘Hf we assume the efficiency of the elec- 
tric motors to be 80 per cent {a fair, aver- 
age figure for a number of small motors), 

the annual overhead cost can be found 
as follows: 


Maximum Demand = 


746 He 
“Max. hep. Xe XK kilowa tts 
1 7006 efficiency % 


n i Pa 746 100 
ee : 200—200 kilowatts 
-1000 80 (approx. ) 
































es at will be | seen that for approximate 

a -calculations it can be assumed that 
2 hip. =1 kilowatt.) 

oo This maximum demand of 200 kw. 
will mean a hei charge per annum 

) a 200 x * 4 = eee 


ee Number ot. units~average h.p. x Xe X 
SEO E E 1,000 efficiency % 
number of hours run per year 


24 


SR è 

ao. or just over Id. per unit. 
n be taken as one h.g. hour 
t of electrical energy on 
a this load is just over 


uces the Cost 


t ea for aes same 
uction in the cost 
For example, if, 
ht hours per day, 


er, and the following calcu- 


urs was arranged s 


lew.. 


By ROBERT. R. UPDEGRAFF 
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“Yours to Venture” 
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| . K NTIL I have 
Say This thoroughly con- 
to vinced myself that some- 
Yourself °"® can be found or hired 


that can carry out every 
plan or project that I conceive better 
than I can do it myself, I will not make 
real progress or work to my highest 
efficiency.” 

QO 


We spend too much time 
clearing the decks for 
P oorly action, leaving too little 
Tavcsited time for action. We spend 

~~ too much time working and 
too little time thinking. We spend too 
much energy in worry and too little in 
effectively planning so that the worry 
will not be necessary. 


Time 


. O 
T y The simple things 
If only are usually the 
We Kept sound things. The 
: : soundest busi- 
Things Simple nesses are those 
based on simple human needs. The 


simple songs and stories are the ones that 
live. The simple pictures are the ones 
that are understood and loved. The 
simple words are clearest. 

The simple pleasures are the ones most 
certain to entertain and bring happiness. 

Yet we spend our days striving to 
make the world more complex! 


O 


From seeing several hun- 
dred white-collar workers 
Prejudices and several thousand 
' p wage earners through 
Shrink Us Ne eyes of their em- 
ployers, I have come to the conclusion 
that a very large percentage of men and 
women make themselves prisoners in 
their own jobs by their prejudices and 
resentments. 

These take many forms: prejudices 
toward people, toward new methods of 
doing things, toward changes in their 
jobs, resentment toward wholesome 
criticism, toward travel that takes them 
away from home, toward all manner of 


Our 


things. 

In effect, people build around them- 
selves walls made up of prejudices. and E For 
~.. resentments which narrow their jobs to hol 
eee cels in which they live.all their lives, 3 










little realizing that those cells have 
pigeon-holed them in the minds of their 
superiors. The invisible labels on. the | 
doors of their pigeon-holes give the wage | i 
rate of the person inside, followed by — 
such damning designations as ‘Narrow’, => 
““Over-Sensitive’’, “Desk Bound’, — 
““Nine-to-Fiwe’’, — ‘‘Non-co-operative’’, 
‘Faithful but Futile’, Set”, “Chip on 
Shoulder’’, 

Many a worker would be amazed if he 
knew what flashes into the mind of his 
employer when he passes him at his desk 
or machine or on the street. 






O 
Why should we boast about. 
Work how hard we worked when — 
as we were young? ; 


V; For generations we Have 

a vice been inventing and develop- 

ing machines for doing our work—type- 
writers and dictating machines and all 
kinds of machines for clerical work; .. 
machine tools of every description. for | 
the factory; automotive equipment and — 
steam for hauling and transportation; 
electricity for power and light, labour- 
saving appliances for the home. > 

Have we done all this just for fun, ‘or 
should we turn over more of our work- 
load to these machines, and reserve more 
free hours ourselves? 

One begins to suspect that work has 9. 
developed into something like a drug 
with many men. They are actualy = 
unhappy when not under its influe 


















Oo 


There is a time-limit factor 
in dealing with hur 
Factor minds that seems not. to 

commonly recognized. Some. people 
cannot concentrate on a plan or. 
for more than five minutes. Their 


then ae to wander. 


Time 








or A or even years. ae = 

An important. study. for. the salesman, | 
preacher, politician, teacher, wo Oe 
to aoe) the aver re 
















- Tightening—Plan Progress 


N a few days of mid-October both 
§ Wall Street and Throgmdtton Street 
“wiped out all their gains since 1936. 
This was no continuation of the slow 
decline that has accompanied that of 
commodity prices since April. In Wall 
Street it was a panic, in Throgmorton 
Street near panic. For that reason these 
extraordinary slumps cannot be written 
down merely as Stock Exchange nerves. 
In London at least they represented the 
culmination of a six months’ trend. 
Normally such a trend forecasts a falling i 
off in general business. At any time so 





ACTIVITY FACTORS- comparisons with same month last year 
«—— MINUS 
| Business Activity Index i 
Steel Production saor 
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ANALYSIS OF COMMODITY maces) 
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serious a movement on the 
itself tends to create a kee 
so. that industrial de 
checked. For that rea : 
slumps are worth execwt 
consideration. 










We all Street Si itch 
T HE. normal view is t 
York crash was less} 
London's not so spectac 
do not share that view. | 
from America suggest that 
more behind the New 
than. has appeared in the | 
begin. with there is the | 
unsoundness of the g 
about which we have 
during the past two ve 2 
in America may take place 
but it has to be watched ves 
Dera iae, there is no ama g 

















































e ‘revival must b ; 
with repeated sharp recessi 
fundamentals for a sound 
prosperity are not yet : 
country’s budget rer 
this’ Beni É deficit ae ! 













costs : are Jout raa % 
tion Jevels; the price level e 
moditie# is out of step wi 
others. 

The strikes in the motar 
industries during the spring 
hope that the postpon 
spring orders would give an es 
ally good August anid : 
these industries. Exactly 
as Sear Fo or ar wee 


















CG. 4 Peeters: Loophole: wh 
Act com into operation. Taken in 
on with the Fequiromenis € of 
5 et cen cash fer shares or net margir 












ness developments. 





| if his ie, ‘ise eid ot may have to 
E meet ‘heavy. deficits on aa if they 
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ind this adds to the gerieral anxiety. 
y oT n there is the uncertainty as 


way of : tagation or further control. n i 
industry. This is a very real factor in 
» holding up capital investment and busi- - 









Erratic Uncle Sam: 
He Still. Has Fever 


AKING all these factors into con- 

sideration, remembering the funda- i tocks 
mental unsoundness of the underlying 
the? panic of Wall Street 
becomes at least understandable. 


The 


London District: AS 
autumn season gets into 
swing, 


distribution trades. 
retail sales figures: show 
an 8.3 per cent gain for 
London over figures of 
corresponding month a 
year ago. 


E. & &. E Districts : 


Although fish landings at 


Grimsby and locality have 
been running higher in 
quantity than at this time 
last year, prices are lower. 
East Coast timber trade 
satisfactory, Wheat busi- 
ness upset somewhat bv 
crop reports from over 
seas. Hull shipping rates 
low during quiet spell in 
coastwise trade. Agricul- 
tural conditions through- 
out East Anglia fair. 


Midiands: Tron and steel 
production still at > full 
activity, General engineer- 
ing, aircraft and ‘motor 
trades at Birmingham, 
Coventry, 

ton, Rugby, 
Non-ferrous 
ness steady. 
industry still have fall 
order “books. Leicester, 
Notts, Northants, Leeds, 
eic., boots, shoes, leather, 
goods, hosiery and knit- 
wear trades busy with 
autumn-winter orders. 


W., & S. W. Districts: 
Throughout Bristol-Glou- 
cester area aircraft and 
very b engineering firms 

usy 


etc., 
‘metal 
Electrical 


coal trade fair, 


production, Outlook ig. 
encouraging. 
N.W, Qistrict: Demand 





of prices would. accrue ¢ the’ 


-- mods ; par a although the markets a 


more people are. 
finding work in retail and 
Latest 


Wolverhamp- 
busy: 
busi- 





: level. 


Timber trade | 
fest is heavy. Welsh. 
‘Shipping + 
is active, Swansea reports y] 
pressure on iron and steel 



















































this winter's prosperity. The American 
situation is so vital to us because 


America is the world’s largest buyer of 
raw materials. 


Business . and, sbeyene- 
logical Feir have therefor 
nesan 










vhave been fairly ll liquidated. - 
fall in ‘commodity prices since the begin- 
ning of October has, in a number of 
instances, been fairly pronounced. 
What will happen to commodities i 
the near future depends: ore on the- 
American situation than any the single 
factor. Our own future is closely be 

up with American success i 
enormous ae ati of fi : 











Prosperity Continues, 
Say New Key Figure. 


T home the “indu: 
remains completel 
Iron and steel prodi 
record figure around 
last September; coa; 
-I per cent, raw. i 































Exports and pore are 2 Bot 
too many cases volume is 
Recession in employment. 
to mean nothing; the rise in. 
tration by 12.1 per cent fo 
astonishing ag last 3 





































for hæmatite pig-iron stil < oe 


exceeds supply in Barrow- 


‘Lanca- 


in-Furness area. 
shire 
goods markets firm, Em 
gineering throughout the 
county continues te be 
active. Demand noticed 
for heavy chemicals. Re- 
tail sales show 
af 8 per cent in N.W. 
N.E. District: 
steel output of area ap- 
proaching 250,000- tens 
monthly. ees-side fi 





yarns and piece p 


increase 


Iron and 





certain lag 
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| usly having its 
effec There is a good deal of evidence 


-that retail sales in September and- 


October were affected by rising prices or 
oth r causes. Whether a readjustment 
of. prices will be necessary depends. 
chiefly on the course of raw material 
prices, but any recession in wage levels 
ds highly unlikely. This may present 
“Many business men with nice costing 
a? in the near future. They may 
| èi ith a higher mas bill, a more 




















market adamant in -resisting 
Ti | Meantime, male one in- 






tput in every branch of the E 
fae been presented. It is having an 
| _ extraordinarily good reception from the 
| < manufa uring sections, 

itii n the merchanting end. 
atural, since Re scheme 
most entirely to production 
gives no consideration either to the 
ling down of prices to competitive 
~ levels or to. the problems of improving 
selling methods. cf 
Once again the Motor Show has beaten 
all pr vious. records of sales : so Birming- 
_ ham, Coventry, Luton; Dagenham can 
| look forw ard to another Pape year. 












Wide Open Spaces Call: 
Motor Makers Respond 


“HE most encouraging feature is the 

Tise in overseas sales. Apparently 
“the makers now know how to make a 
large, powerful, roomy car required in 
many parts of the Empire. Before this 
record Show the industry produced in 
It months over 10,000 cars more than 
for the previous 12 months, not to 
mention some 1,200 more commercial 
i [The motor industry has 
ortant, almost as important 
mployment. and prosperity 
e United States. For that 
ntinued success of our own 
be A valuable in 













: Do “woney is 
a r more abuisdant: the Empire 
roducers of raw materials 
g profits and are no. longer 
ans from abroad. 

at a à peak- of activity which 










il pressure which they, also, 
1aintain.. And these con- 
lustries are- keeping the basic 
n, steel indai stries gomg- More 





and much) 





GUIDING FACTORS 
IN THE TREND— 


MILLION £s 









< a. slight “recession” duane 10 38. 
iportant. that the government. should” 
provide for this recession whenever it 
eee es by holding up now public works 
a AWE ere- , possible. 
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“Tt jse 


executive is thinking morë than isg 





















for him or his business on th 
rising costs. We do not c . 
plans for contraction of expenditure a 


The* average business awhile, 
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BUSINESS for NOVEMBER, 1937 
pa 


IDEAS For Busy Sales Managers 


Hand-Picked Mailing List 
Boosts Sales 12% in 6 Months 


A list for direct advertising pur- 


poses. They have done it by means of 
a simple scheme of dealer co-operation. 
At the same time they have secured (a) 
better distribution through retailers and 
(b) better displays in shop windows and 
on counters and shelves. 


FIRM of caşmetics manufacturers 
have built up a class A r mailing 


e 

over 40 per cent of the people on a list 
have written to the manufacturers to say 
“Thank you”. In almost every case 
dealers have reported that the 12 cus- 
tomers on their list have all called in and 
mentioned the matter favourably, if not 
from the viewpoint of the product, at 
least for the thought shown in selecting 
them for the free gift. 

During the six months the campaign 
has been in operation a 12 per cent 
increas in sales has been achieved. 





ONDON'S vast number of “taxi users” has not, hitherto, been directly approached 


as a specific market ; yet here is a field of high purchasing power. 


To-day 600 


taxicabs, the largest fleet in the country owned by the biggest public company in the 
industry, and operating solely in London’s West End, are fitted with this specially 
devised 7 by 4 inch display cabinet. Every seven seconds an illuminated advertisement 


is displayed ; the total run is 24 pictures. 


The apparatus eperates electrically and is 


automatically started by the driver putting down his ‘‘flag’’ after he has picked up a 


44 are”. 


There arẹ two major factors in the 
scheme: (1) retailers were given a small 
quantity of the firm’s products in return 
for carrying a minimum stock and for 
giving the products a 14-day window and 
counter display; (2) by agreeing to such 
terms they became eligible to give a list 
of names and addresses of their cus- 
tomers who they knew would be inter- 
ested in receiving a free sample of the 
products. 

The firm costed this scheme in detail 
and worked out what quantity of goods 
could be given away providing the 
minimum stocking order was placed. 
They-were not out to make a profit on 
the transaction, because in the longrun 
they saw it was a means of building 
sound business. > 

Calculations have already beer? proved 
correct. Besides getting the goodwill 
and co-operation of new and old dealers, 
they have been able to carry out a very 
successful direct mail campaign. To 
each customer mentioned in a dealer’s 
list a personal-type letter was sent. It 
mentioned the dealer by name and said 
ethat he had suggested sending the 
enclosed samples. It also pointed out 
that the recipient was one of a select few 
to get this special treatment. 

Thousands of letters and samples have 
been mailed in this scheme and results 
have been good. In many instances 


This fleet of cabs carries well over five million passengers a year 


“Trade Help’ Idea Opened 
300 New Dealer Accounts 
a good means of 


AMPLING is 
G increasing distribution and sales, 


providing such a scheme is prepared 
and carried through with attention to 
detail. 


Recently, for example, the manufac- 


turer of a shaving cream got over 300 
new retail accounts in three months in 
this way: He didn’t just give a sample 
to the hairdressers concerned to “‘try 
out’’, but he gave them free help in 
satisfying customers. The idea was 
based on the common practice of barbers 
to dry shave around customers’ ears and 
neck during haircutting, the effects of 
which most people detest. ® 

The manufacturer prepared a big 
sample jar and offered it to hairdressers 
free of charge if they would use the 
cream for the shaving job. It was 
pointed out that not only would cus- 
tomers like this method of treatment, 
but they would often be curious enough 
to inquire what cream was being used. 
Such inquiries would naturally lead to 
sales. 

This scheme made a strong appeal to 
the retailers and led them to stocking 
the product. Success would not have 
been so pronounced had the firm used 
an ordinary straight sampling idea, a 





fact which illustrates the value of know- 
ing your market and thus giving an 
unusual twist to your sales campaigns, 


O 


‘Get together’ Idea shows 
Way to Co-operative Sales 


UCCESS in co-operative effort by 
G manufacturers to raise sales of all 

members of their industry has been 
marked in many cases. Latest develop- 
ment along these lines is by canned 
foods manufacturers who have formed 
a Canned Foods Advisory Bureau. 
Objects: to teach advantages of using 
canned goods, how to get best results 
and to overcome lingering prejudice 
against food from tins. All kinds of 
propaganda will be issued and practical 
demonstrations in use of products will be 
given in a show kitchen to be opened in 
Regent Street, London. 

Marketing men in other industries 
should get good sales pointers from this 
scheme and possibly see means of 
organizing their own trade along 
similar lines. 


i T month we published this illustration, 
but through a misunderstanding the wrong 
description was given below it. It is The 
Metal Box Co's ‘‘Snap-Tite” tin, one of the 
outstanding containers at the recent confec- 
tionery exhibition. It is an ideal household 
tin ; packers who use it can be sure that it 
will not be thrown away when emptied of its 
original contents. The moulded plastic cap, 
with inner rubber ring, is firmly secured by the 
silvered snap fastener. This closure keeps the 
contents in perfect condition. It is easy to 
open and easy to snap shut again. The lid is 
hinged to the tin so cannot be taken off and 
mislaid, an unusual feature for a circular 
canister. The container can be obtained from 
stock in blue and silver pattern or designed to 
customers’ requirements 


MARKETING - ADVERTISING - SELLING 





THREE Factors That 
Pushed this Product to Record Sales 


O double or treble the sales of a 

| product, you must do more than 

merely advertise and get good 

retail distribution. Your marketing 

plan must be strong in every link, 

fundamentally right in its approach and 

capable of sustaining top pressure up to 
and beyond the point of sale. 

Now this may sound simple and easy, 
but it isn’t. Long-range planning plus 
attention to minute details are needed— 
the former before you swing into action, 
the latter all the time. 

On these broad principles the sales of 
Bondor stockings have been increased 
some hundreds per cent since October, 
1934, when the sales drive was launched. 
In that time we have built up an 
organization that operates through 
nearly 6,000 independent” retailers. 
When we started we had less than 
1,000 dealer accounts. 


Quick Progress Came From Six 
Months’ Thought 


The fast progress we have maintained 
is to a large extent the result of six 
months’ thinking which we did prior to 
launching the scheme. That thought 
was devoted to the examination of the 
best approaches to the market. It con- 
cerned the fundamental problems of 
“Why do women buy silk stockings?’’ 
and “How can we make them buy 
ours?’’ We found that the answer was 
not just price, quality or any of the 
normal appeals, but—Glamour. This, 


basically, means sex appeal, a much 
misused term, but one which, none the 
less, describes something which is funda- 
mental. 
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1. A Fundamental Sales Appeal 
2. Intensive Display Schemes 


3. Well Planned Dealer Helps 


from an interview with 


H. LEWIS SELBY 
Merchandising and Advertising Manager, Kayser-Bondor Ltd. 


Having decided on our policy, we set 
to work at forging the links in our 
marketing chain. Copy and illustrations 
used in Press and magazine advertising, 
leaflets, folders, booklets, window and 
counter cards and display units were all 
tuned in to the ‘‘Glamour’’ appeal. 
That was the primary sales story, made 
vital by the use of film and theatre stars 
wearing and praising Bondor stockings. 
But the theme was not so confined and 
simple as that. There was a ‘‘reason 
why” angle introduced, the ‘‘Ringclear’’ 
process. 


Technical Advantage Is a Big 
Sales Point 


In the United States, who,léad in the 
manufacture of stockings, a process has 
been perfected which eliminates rings 
of different shades in stockings. We 
obtained the first British licence of this 
American patent and that gave us an 
actual technical superiority. All our 
publicity and selling made full use of 
this advantage. Thus, while we used 


Costing nearly £4 each, 
these display units measure 
3 ft. 6 in. high by 3 ft. 
broad. The alluring 
figure is exquisitely hand- 
coloured and is a ‘“‘stop- 
per” in any shop window. 
The stockings draped (on 
the right) hang from a 
chromium - plated bar. 
These display units are 
loaned, not given, 
to dealers 


‘“‘Glamour’’ appeal in full leg pictures 
and in illustrations of film and theatre 
stars plus their testimonials (an effective 
combination), we backed it up with 
emphasis on the technical side. In other 
words, we got talked about and at the 
same time built up our reputation. 

Our national advertising was pub- 
lished in all the leading daily and weekly 
papers and magazines. The spaces taken 
were substantial, ranging from two pages 
down to single columns. The size we 
favour most is 11 inches by 3 columns, a 
space which gives dominant display. 

The policy of using the names, photo- 
graphs and testimonials of leading stage 
and screen actresses made necessafy 
close contact with the entertainment 
world. We set up a section in the pub- 
licity department to after this 
business and, as a result, we not only 
use this source for advertising and selling 
purposes, but have developed it as a 
market—a valuable market, too. 

We give our stockings to the ‘“‘stars’’ 
and sell them to the management con- 
cerned for use by the chorus and extras. 
On all programmes we get a credit line: 
“Stockings by Bondor.’’ These pro- 
gramme mentions are valuable in the 
course of a year, for we do not limit our 
activities to the West End of London 
and the major film productions. We link 
up everywhere—cabarets, local shows, 
small films, amateur dramatic societies, 
etc. 


look 





‘Mentions’ At Seaside Shows 
Are Worthwhile Í 

Even the beach and pier shows at the 
seaside are included. At Eastbourne, 
for example, we were mentioned during 
the summer on 80,000 programmes given 
out on the pier theatre. That, to our 
way of thinking, is good publicity, just 
as the mentions we get on the pro- 
grammes of shows produced by C. B. 
Cochran are good publicity. 

These facts show you the trouble we 
take in a detailed way to touch the 
interest of the public. With the retailers 
and that vital point of sales we take 
similar detailed measures to induce sales. 
Although we do not ‘‘coddle’’ the dealer, 
we look after his. interests thoroughly 
because we consider them identical with 



















| through. ee : ade. 
mounce our plans: and publi h 









publicity service department. 
The outstanding features of our dealer 
associations are, (1) the co-operative 
credit help we provide for advertising, 
local competitions, etc., and (2) the 
supply of very expensive display units. 
All our advertising plans are an- 
nounced to the retailers in advance of 
released dates. At the same time we 
=i prepare a series of advertisements of 
ooo various sizes with a space left blank for 
the inclusion of the dealer’s name and 
_. address. Dealers who take these (they 
~. “are in stereo form) for use in their local 
Press get credit for half the cost of the 
advertisements from us. There is no 
: -qualifying clause in this arrangement. 
Ri ailers can use one or all of the series. 


s a In Competiti tons, Too, We Aid 
A Our Retailers 


` Another part of our service is to pro- 
vide half the prizes in any competition 
a retailer: decides to run. We have 
devised, for instance, a free ‘‘colour 
o- competition’’ in which people are invited 
< oto number 1 to 12 what they consider to 
= be the most popular shades of stockings. 
This competition is usually run in con- 


nection with local cinemas, theatres and- 


‘shows. We provide retailers with the 
entry cards as well as half the prizes— 
which are Bondor stockings. 

¿This scheme is a fruitful source of 
advertising and sales. We often get 
more than 2,o00 entries from one shop, 
and we have over 6,000 retail accounts 
using the competiticn. 

A typical instance of our efforts to take 
advantage of every chance to get the 
goodwill of the retailer, and to advertise, 
is our schefne for supplying brown paper- 
oe We buy over 1,500,000 a year, 























is. oo often that a product has, 
na marketing viewpoint, a dual 
srsonality and sells in two distinct 
> The Simplak accumulator does 
further complicates the sityatfon by 
ing to at least three classes of market 
those two distinct fields. 

Before. I detail our experimental 
ods ‘of building distribution and 
, had. better tell you something 
the product. T he plates can be 
ed.and cleaned or replaced. The 
asa glass inspection window, 
lows easy adjustment of the acid 
The accumulator is compact and 
box to break and spill acid. 
portable and, as com- 
dinary. accumulator, 











advertising, we maintain close relation- ss 
ships. through our representatives and — 


ergy at. a a high | 










This tfpe of handsome Christmas gift box is 
supplied free toeretailers. It's an attractive, 
expensive container—the kind of sales help 
that encourages the shopper to make up his or 
her mind in favour of Bondor stockings. The 
box scheme is a typical example of the practical, 
detailed way in which the firm looks after 
retailer interests 


print them with the dealers’ names and 
addresses, together with an advertise- 
ment for Bondor stockings, and sell them 
at cost price to the retailers. The only 
stipulation we make is that a dealer must 
take at least 5,000 bags ata time. The 
price we sell at is lower than that which 
the retailer would have to pay if he 
bought the bags from the usual sources. 

This little scheme in itself needs some 
planning and a good deal of attention to 
detail. There are firms that would not 
consider it worth while, but we do. It 
means that an extra 1,500,000 pieces of 
advertising matter is working on behalf 
of Bondor stockings, and that is all 
reflected in sales. 

Display, units are a big feature of our 
marketing «plans. In selling on a 
‘“‘Glamour’’ appeal, we do not make the 
mistake of trying to do with ordinary 


show- and window-cards, cheap signs 
and display units. Ordinary stand-up 
show-cards, for example, are hand- 


coloured photographs. Our latest batch 


This is our Experiment, to Date 
frem A. D. FROGGATT - 


-do not get pushed away in a- i 
They get good display positions. oS 


from shoppers than normal displays, 






icates, “they a are so. arresting th 






‘No Stinting’ Is Our Policy 
For Displays — 


Our big window and counter display Pere 
units are really tip-top jobs and cost. _ 
some pounds apiece. These are not 
given to dealers, but sent out on loan. 
For instance, our latest units, display 
pieces measuring 3 ft. 6 in. high by 3 ft. 
broad, cost nearly £4 (see illustration). 

Our latest lighted signs, for use in win- 
dows or inside shops, cost about £1,000. io 
We have some hundreds of both these — 
display units, all of which are booked up ~ 
by our retailers and will be on show in ` 
windows all over the country for many 
months to come. Although such units _ 
are very expensive, they are economical =. 
because (a) they get far more attentio1 
Qo. 
they arouse the interest and enthusiasm i 
of retailerg, (c) they can be used in turn 
by all retailers, as they are strong enough 
to stand up to hard wear over an 
extended period, and (d) they maintain 
the prestige of Bondor stockings. 

Many of these matters I mention are 
small in themselves, but it is in their 
accumulation that the vital sales force 
arises. When I point out that, for 
example, we provide free slides for use 
by dealers at their local cinemas and that 
at the Christmas season we supply free 
special gift boxes to hold Bondor stock- 
ings, it means little or nothing. But 
these are only two small efforts ina great 
number. It is the great number, the 
mass force, which makes the difference 
between sale and non-sale. Every one of 
these small factors forms a link in our. 
marketing chain, a chain which has been 
strong enough to hold Bondor stockings’ to. 
an 80 per cent increase in sales in a year. 








oS We Had a Difficult Selling Problem . . 










Sales and Advertising Director, Simplak Batteries Limite i aN 2 - 


As an accumulator, the Simplak sells 
to wholesale and retail radio dealers, 
radio accumulator hire service stations 
and to private individuals; but with the 
addition of an electric lamp attachment 
it becomes quite a different product 
—a portable electric lamp. There are 





tion; (c) the range of such lighting i is. 
extensive, from the small, watchman- 
type lamp to a floodlighting. variety. 

To emphasize the wide range of us 
for the: lamps, here i is a list of the mai 
i ic y have already bee 


three outstanding features about: the. ships,- 


-Simplak’s use in this field: {a} lighting Cl 
can be provided steadily over a period 


of several days; (b) lamps can be twisted fc 


‘and turned to throw light in any direc- = 





MARKETING - ADVERTISING - SELLING \ 


In each of these particular markets 
the lamps have special uses. In fac- 
tories, for example, they are useful for 
spotlighting parts of machines on which 
repairs are being done. In departmental 
stores they are used in stockrooms or by 
night watchmen. Private users employ 
the lamps as bedside reading lights or for 
general illumination. Fire brigades use 
them as spot lights. In each case the 
appeal can be made specific, a point 
which is excellent in selling by word of 
mouth but difficult and expensive to 
handle in advertising. 


Sales Effort is Directed Along 
These 4 Channels 


This consideration guided us in fram- 
ing our policy. We could not afford to 
spend thousands of pounds in launching 
Simplak by usual advertising and mar- 
keting methods. We have, therefore, 
pursued a ‘‘natural’’ campaign—person- 
alized selling. 

Plans have included the use of (a) 
direct mail, (b) appointing of area 
agents, (c) sales through ordinary re- 
tail outlets and (d) sales direct to 
users. Our campaign has embraced 
both markets and all fields in those 
markets. 

An outstanding feature is that we have 
used no advertising with the exception 
of some small spaces taken in a few trade 
papers. 

Our methods have been to take the 
country by areas. For example, when 
we opened trading this year we started 
our first campaign in Cambridgeshire. 
Explanatory leaflets and details of terms 
were mailed, accompanied by a personal 
letter, to retailers, wholesalers, garage 
firms and other business people who were 
likely to be interested in the product. 
Only one shot was used, and 25 per cent 
replies came in. Some of these were 
orders for a small stock; some were 
orders from users, and others were in- 
quiries of various kinds. 

This effort is typical of the way we 
covered other areas—the Midlands, Lon- 
don, the South, the West, the North, 
and so on. By these means we got 
Simplaks into retail stores and were 
able to find suitable agents for various 
districts. 

These agents are able to sell accumu- 
lators, with or without lamp attach- 
ment to the trade or to private users. 
Usually they are men who are well 
versed in handling such products and 
know how to go about building up a 
business in their areas. At the present 
time, for example, we have such agents 
in Sheffield, Manchester, Bristol, Bir- 
mingham, Newcastle, Glasgow and 
Belfast. 


Helping The Dealer to 
Sell 


We do not just push as many accumu- 
lators as possible on an agent and let 
him fend for himself. We give him leaf- 
lets, folders, letterheads, price lists and 
other sales literature. We also make a 
small contribution towards his running 
expenses. If he wishes, one of our head 
office staff will spend a day or two on 
his territory to help in planning the 





Mr. A. D. Froggatt, I.S.M.A. 


work and to advise on selling methods. 

Agents have been one of our best 
means of getting widespread distribu- 
tion and sales. A good instance is the 
Belfast man. He started off by taking 
a stock of a mere half-dozen or so, but 
in a few weeks he was ordering in scores; 
now he takes bulk stock, accumulators 
and lamps. x 

The situation with other agents is 
similar. In addition there is the slow 
but steady growth in the number of 
retailers who are stocking Simplak. 
These are spread all over the country, 
and we have, in the few months we have 
been operating, built a framework of 
national distribution. 

We have continued our direct mail 





One of the important sales angles on the 

Simplak is the ease with which it can be 

dismantled. The binding band of metal and 

the handle both unclip simply. The metal band 

is designed to act as spanner and screwdriver 
(see text) 
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campaigns in agents’ areas. Any orders 
and inquiries that come through are 
handed over to them. In territories not 
yet allocated we handle all business from 
head office, including sales to private 
users, 

One particular field which is being 
approached with success is that of 


boroughs and corporations. Our accu- 
mulators with lamp attachments sell 
readily to such departments as the fire 
brigade, the surveyors’ or the engineer’s 
offices. In each case we make our first 
approach by a letter to the head execu- 
tive and follow up with a call and a 
demonstration by a man from head 
office. 


The Best Market is Not Yet 


Determined 
You will notice that we have not con 
centrated on any one field but have given 


some attention to them all. 


This policy 
has paid us. 


In any case, we have no 


evidence yet as to which market of 
those open to the Simplak as accumu- 
lator or lamp will be most profitable. 
We are just trying out now a scheme 
for encouraging sales of Simplak aceu 
mulators. This takes the form of a 2s. 
bonus, a sum allowed off the ordinary 
retail price. The aim of the scheme is 
not so much to get the individual person 


to buy a battery as to encourage radio 


dealers and accumulator hire-service 
people to stock Simplak and give us good 
displays. As only one retailer in each 
district will be allowed to offer this 
special bonus, there is every inducemept 


for the best dealer in a district to join 
in the scheme. 

Wholesalers have hardly entered our 
marketing plans. Our business experi- 
ence in the battery trade has shown that 
wholesalers are not concerned with push- 
ing new products. There are, of course, 
rare exceptions. ? 

The best use of wholesalers is as dis- 
tributors, and that is how we have used 
them. 

In another three months we shall have 


completed our first year’s trading. We 
shall then have to lay our marketing 
plans for 1938. The problem is: What 
form shall they take? 
We are Planning to Treble 
Our Output 

What we have done so far has been 
largely experimental. We are pleased 
with our progress, which has been such 
that*we are arranging to treble our pre- 
sent rate of output. But there are a 


numbereof questions to be answered, 
such as (1) shall we start advertising; 
(2) shall we stop selling direct to the 
public; (3) shall we concentrate on one 
market, and (4) shall we set limits to 
the number of and standards for the 
dealers and agents in each area. 

These and many other points must be 
settled before we get a complete market- 
ing policy. But, in the meanwhile, we 
have proved once again that a small new 
company can get its product successfully 
on the market without spending on 
advertising money needed for vital de- 
velopment work. 





















To "Marketing ‘Men | E This Winter 


4 LL key figures point to bumper 


- £& Christmas-winter sales, with area 
4 Asales graphs showing increases’ in 
every part of the country. Latest retail 
sales figures indicate upswing with a 6.7 
advance as compared with a year ago. 
Railway traffics are up 4.3, provincial 
bank clearings plus 4.3, exports in Sep- 
tember gained 20 per cent as compared 
with September, 1936, and imports are 
up 22 per cent. Slight seasonal fall in 
employment is small enough to be 
encouraging. 

Latest wage increases total £65,700 
and affect workers all over the country. 
, To. date, 4,290,000 workers this year 
E t £528, ooo more in their weekly 
ts. That is a big, reason for 
nt marketing prospects. 

O 


: ‘Hacking Sales In 
A New Mass Market 
gw YHOA!” may be less cried by 
V/4/ countrymen these days, but 
- ¥-¥ city multitudes are turning to 
oruetiding as a keep-fit, pleasure-giving 











= = hobby. Result: harness, hacking saddles 
-and other riding equipment are all selling 


‘better than they have been for years. 
This new development of an old 
market again instances success of a new 
approach. That over 5,000 men and 
women took up hacking in the past year 
is a pointer to manufacturers who sup- 
ply goods to any type of exclusive and 
moribund market. Popularizing of such 
markets is certainly good business even 
if it doep irritate the select few. 
O 


Product Rejuvenation Technique : 

-These Two Campaigns Show a Way 
PFOYAREND towards horse-riding will 
>$- probably be encouraged by adver- 
tising arranged by makers of 





er think : o Saturday night, 
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boots, saddles, harness, ridjng-kit, etc. 
Again a pointer to manufacturers of 
‘“‘out-dated’’ products. 

Twa excellent examples of ‘‘revival 
marketing’’ are (1) snuff and (2) gramo- 
phone records. Snuff-makers reintro- 
duced a product considered dead as the 
proverbial door-knob. Careful adver- 


ting and marketing are behind that 


success. 

When radio came in, pessimists pre- 
dicted exit for records. But radiograms 
are useful, pleasure-giving, well-designed 
pieces of furniture in many homes 
to-day. Emphasis of the particular 
niche filled by records and intelligent 
adaption of an out-fashioned product to 
new conditions made possible the sale 
of more records to-day than in pre-radio 
past. 

Here’s a marketing outlook that can 
reframe the sales policy of any firm that 
finds its markets dwindling. 


O 


Primed with Facts, ‘Reps’ 
Save Time, Get Right Angle 


OST recent scheme for speeding 
ups making easier jobs for travel- 
lers tomes from a Midland firm. 


They turn records of retailer orders plus 


each dealer's fads and fancies {as re- 
corded by travellers) into post card form. 
Cards are sent to travellers on Mondays 
to give them up-to-date information on 
dealers they will call on during the week. 


Result: they know precisely the best 
approach, what lines are likely to be 


needed, what should be pushed. 


A 





dont it? 


o "Our ole are. up 30 ‘per ent vith 
the same. retailers, That comes of remind- 
















salesmen of what lines the dealer hasn’t 
ordered lately. 

“We've noticed several other big 
advantages,’"" he continued. "For 
example, our men don’t have to spend 
so long at each shop now. The retailer's 
position is so clarified that they can make 
a straight drive for business. Nor is there 
the same amount of rush orders coming 
through after salesmen have called. The — 
cards give warning of goods likely to be 
needed so our men get the orders when — 
they call. All this means that we've cut. - 
costs by a good margin—about 8.5 per 
cent actually.” 

One other point: salesmen have more 
time to spare for hunting new accounts. 

In six months the firm have. got 14 per E 
cent more new accounts than in al | 
previous year. That’s Of 
advantage ae thrown in with a Sua : 
this kind. . 
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Have You Any Ideas 
about the 
‘Perfect’ Advertising 
Agent? 


yHETHER you use an advertising 
W agent or whether you do not you 
have probably had ideas about the 
agent in general. Perhaps you have 
thought of him as just a space broker, or 
as a glorified copy and art service, or 
maybe you have even looked on him as a 
competitor. 

At some time or other, though, you have 
probably built up in your mind an idea of 
what you think the modern advertising 
agent ought to do for you: the attitude he 
should have towards your business im- 
general, how he should. look at your 
problems and how he should set about 
tackling them. In other words, how he 
should help in the steady building up of 
your business and constitute for you the 

‘perfect agent’. 

But adv ertising agents, too, occasionally 
indulge in this kind of reverie. The 
advertising agent visualizes the business- 
building records he could set up if only =- 
a client would see eye to eye with him, = 
and co-operate in a way that would enable 
him to put his trained and experienced 
abilities into effect. In short: the adver- — 













_ tising agent visualizes the ‘“‘perfect client”. 


Maybe, of course, that: neither the a8 
fect agent nor the perfect client exists; : 
in order to carry the two sides of ae = 
speculation a step nearer to actuality, ; 
Rumble, Crowther & Nicholas, Lic 
(advertising agents of 2 Arundel E AA 
W.C.2), have produced an interesting ee 
booklet. : os 

This booklet records, i in a a series of | two o- Be tear 
minute interviews, inar t aa 




















RCN 
depends on sales-building, it might be 

ou, 

No: technicalities a are not discussed; : T think "ig 


and—any business man oe 





Burroughs 











The famous Burroughs Short-Cut Method provides the 
fastest known method of listing and adding amounts. 
Special Burroughs features—such as automatic count 
of transactions, automatic accumulation of grand 
total, etc.—further speed-up and simplify the work 
where a listing sales audit is required. 


New Electric Duplex Calculator saves thousand: 
of recapitulations by providing individual total: 
and grand total in one run. Electric operat 
simplifies the work and safeguards accuracy 
Burroughs non-listing method of sales 
particularly flexible and economical. 





Burroughs can provide exactly the right machine for any 
sales audit job 


Whatever method you use—whether it calls for listing or.non-listing or both— 
Burroughs can provide exactly the right machine to handle the work with greater 
speed, accuracy and simplicity. Your local Burroughs representative will be glad 
to assist you in your selection. Or, if you prefer, write direct to :— 


BURROUGHS ADDING MACHINE LTD., Chesham House, 136 Regent St., London, W.| 


BURROUGHS MANUFACTURE A COMPLETE RANGE OF MACHINES - 450 DIFFERENT MODELS, 
2,000 FEATURES - ACCOUNTING MACHINES > ADDING MACHINES - STATISTICAL MACHINES - 


TYPEWRITER BOOKKEEPING MACHINES - CALCULATING MACHINES ~- CASH REGISTERING 
MACHINES’: ELECTRIC CARRIAGE TYPEWRITERS - CORRECT POSTURE CHAIRS - SUPPLIES 
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How We Tackle | 
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Sales Fleet Management Problems 
. That are Different To-day 


The TRANSPORT MANAGER, General Electric Co., Ltd. 


Explains, in an Interview with 


RICHARD TWELVETREES, A.M.I.Mech.E. 


¥ UR transport organization,” said 
O the G.E.C. traffic chief to me, ‘‘is 
a very comprehensive job. It 
embraces every phase of goods delivery, 
including road, rail, canal, sea and air 
service, to handle the products of what 
we claim to be the largest British elec- 
trical manufacturing concern in the 
Empire. 

“We have thirty branches in this 
country whence deliveries are made, to 
say nothing of big-scale transport in 
connection with our factories at Witton, 
Birmingham, Erith, Southampton, 
Coventry, Lemington-on-Tyne, Ham- 
mersmith and Wembley, producing 
respectively heavy electrical plant, 
domestic appliances, turbines and heavy 
equipment, telephone and radio appara- 
tus, electrical instruments, glass-ware, 
lamps, radio valves and accessories. 

“The vehicles we use range from 
machinery transporters capable of 
hauling roo-ton loads at a time down 
to electrically-driven runabouts, with 
every conceivable class of truck between 
these two extremes.’’ 


One Factor Only of Our 
eTransport Plan 


Obviously, the ground covered by 
such an organization was far too much 
to be described in one article. More- 
over, much of the technique was different 
from that required by the average busi- 
ness, so, to narrow down the subject, I 


Road ‘Transport Editor of BUSINESS 


suggested to my informant that he 
should tell me how he managed the con- 
tfol of his fleet of sales vehicles. 

Quite a happy shot, he agreed, for as 
a matter of fact, our London fleet 
figures as the most prominent example 
of G.E.C. transport efficiency, besides 
which we regard it as a very important 
medium of business publicity. 

And those attractive looking Com- 
mers one sees all over the Metropolis 
belong to the company then? I ventured 
to suggest. 


We Abandoned the System of 
Vehicle Ownership 


No, came the reply, for some years 
now the G.E.C. has definitely aban- 
doned the idea of vehicle ownership 
and relies almost entirely on the services 
of outside transport organizations for 
delivery work. The only exceptions 
are a few special vehicles employed for 
factory haulage, as exemplified by the 
Karrier ‘‘Céb’’ and trailer units operated 
at our Coventry works. 

In each operating area we select one or 
more firms to supply vehicles suitable 
for the required loads and enter into 
contracts for the work. Fleet manage- 
ment problems, whether affecting bulk 
haulage or parcels delivery, differ en- 
tirely from those previously engaging 
our attention since all the worry of 
vehicle ownership and maintenance has 
disappeared. 


Take the case of our London fleet of 
Commers. A minimum of twenty-three 
vans operate from Magnet House and 
cover a total mileage of about 350,000. 
We have no reason to question thé 
economy.of the type, but if you care to 
work out all the standing charges in- 
volved, including capital expenditure, 
the cost of garage accommodation 
within easy reach of Magnet House and 
all expenses inseparable from delivery 
fleet ownership, you will get a fairly con- 
siderable total. Add to that the costs 
of our other fleets and individual 
vehicles operating all over the country, 
and the result will reach no mean pro- 
portions. What we have to remember 
particularly is that certain circum- 
stances preclude the operation of all 
vehicles under the most economical full- 
load conditions, one of the peculiarities 
associated with delivery operations by 
business houses. 


How We Are Able to 
Get SIMPLICITY 


While, in our case, ample financial 
resources are available, the entire 
G.E.C. organization is planned on the 
simplest lines possible. That is a strong 
argument in favour of the method I have 
outlined which, indeed, may offer the 
only practical solution of fleet economy 
problems for smaller undertakings. 





“This fleet of Commers is not owned by us yet 


detail. 


In other words, we buy transport instead of vehicles. 


we get ‘ownership’ service, but without the routine responsibility and 
This is an important step towards simplification” 





Does your.desk pay for its 













LOOR space is valuable. It costs rent, rates and the 
salary of the man who works there. Every time he 
makes a needless journey or fumbles for papers, re- 
ports, or facts, he wastes time because his desk is not 
working ! 

A desk must be correctly related to its departmental 
duties to stop this waste. It must supply its occupant, 
whether typist, clerk, salesman or executive, with all 
workaday information instantly. Shannon desks do! 
They eliminate delay and its expensive by-product—fatigue. 
They stimulate mental efficiency. Shannon desks are obtain- 
able ‘made-to-measure’ from a ‘ready-made’ standardized 
range. 


6 QUESTIONS 


1 Does your desk save you ? | 
needless journeys , ! 
| 
| 


2  ... cut down time spenton 9? 
routine work j 


...+ keep the facts at your } | 

inger tips A 
Write for our 28-page Booklet ‘‘Lost Motion’’—the Office fi £ p 
Planning and Equipment Specialists’ case for a profit earning 
office. Sent free to Executives on receipt of business card 
or letter-heading. 


hannon 


MADE-TO-MEASURE DESKS 


4  ... provide the key to vital 9 
statistics, documents, etc. : 

5 . contain the link between . 9 
your duties and other de- * 
partments 








6 ... add to the prestige of ? 
your office ‘ 
G 








No. 1850 No. 1954 





THE SHANNON LTD., IMPERIAL HOUSE, 15,17& I9 KINGSWAY LONDON, W£ 
Birmingham, Bristol, Manchester, Liverpool, Glasgow, Newcastle-on-Tyne 
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Continuing this line of thought, the 
G.E.C. transport manager said: What 
we require for London deliveries is a 
fleet of well-appointed 30-cwt. capacity 
vans, available for working to a definite 
traffic schedule and kept in first-class 
mechanical order at all times by the con- 
tractors. We are not interested in the 
maintenance methods used, so long as 
those methods énsure regular road per- 
formance of the highest order. In short, 
my department has to maintain the 
flow of factory products to the pur- 
chaser, to achieve which we buy trans- 
port instead of vehicles. 

When placing this particular con- 
tract with the United Service Transport 
Co., Ltd., we decided to employ Com- 





mer vehicles exclusively for London 
area deliveries. Thereupon, the con- 
tractors purchased the machines, 
arranged for the building and mount- 
ing of bodywork constructed to our own 
specification and punctually on the 
stipulated date the new Commer fleet 
turned up at Magnet House, handsomely 
emblazoned in our own colours and 
decorated with the well-known G.E.C. 
Jettering to start work. From that time 
the Commers have operated exactly as 
if they were our own property. The 
firm’s requirements have Veen satisfied 
down to the last detail and, strictly 
speaking, that is all we are concerned 
with® 

In other werds, I added, you pay the 


See These New Points at 
The Commercial Motor Show 
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other fellow to relieve you of all 
mechanical troubles and send smart 
efficient vans ready for work outside 
your premises? . 

It amounts to just that, he replied, but 
from what I know of our friends the 
United Service Transport Company, 
there is every reason for assuming that 
Commer operating and maintenance 
costs leave an adequate margin of profit 
after such costs have been deducted 
from the contract payments made by 
the G.E.C. Whatever happens we are 
exposed to no risks under the arrange- 
ment and, as you know, Mr. Walter 
French of the ‘‘United’’ would not sign 
a contract such as ours unless it promised 

(Continued on page 54) 
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By RICHARD TWELVETREES, A.M.I.Mech.E. 


HEN it comes to looking into 

\ \ the latest improvements made in 

commercial vehicles the business 

man, of course, is not interested so much 

in technicalities as in their influence 

upon better and cheaper operation. So 

in this ‘“‘pre-view” I will hold to that 
point of view. 

‘‘What’s new for the Show?’’ Many 
business people have asked me this 
question, but my answer has been that 
novelties will not be conspicuous, but 
that there will be much general improve- 
ment in details. 

Manufacturers long ago discarded the 
policy of introducing sensational changes 
in design as a show-time gesture. Opera- 
tors nowadays have neither time nor 
inclination for indulging in transport 
experiments; while manufacturets on 
their side have settled down to stabilized 
vehicle types which, combined with 
well-co-ordinated production, promotes 
similar stability in operating methods. 

Nevertheless the appearance of several 
entirely new productions by well-known 
makers proves that the industry is very 
much alive to modern operating require- 
ments. 


Increased Pay-Load Ratios Are 
Available To-day 


Benefiting by low taxation and all- 
round operating economy, goods vehicles 


not exceeding an unladen weight of 50 
cwt. appeal far more strongly than 
heavier and slower types for general 
delivery work. Accordingly, all manu- 
facturers offering this class of vehicle in 
their ranges have studied every possible 
means to provide the utmost pay-load 
possible.. Two years ago it was a start- 
ling achievement to offer a ratio of 2 to 
1; but nowadays, thanks to improved 
design and modern metal alloys, a ratio 
of nearly 3 to Iı is by no means 
uncommon. 


The Commercial Vehicle 
Exhibition will be open at 
® 


‘Earl’s Court 
November 4th to 13th 


In connection with the 50 cwt. 
vehicle type some purchasers have been 
disappointed to find that when fitted 
with certain forms of bodywork, neces- 
sary for their work, the total weight has 
exceeded the expected figure, thus 
rendering the vehicle subject to heavier 
taxation. Recent progress in weight- 





reduction technique has produced wider 
margins for bodywork weight, so that 
most forms of truck can now be pre- 
sented in full service condition well 
within the stipulated weight. 

Incidentally, the elimination of super- 
fluous chassis weight has resulted in a 
general clean-up of design, tending 
towards greater mechanical simplicity 
and easier maintenance. 


Lightweight Vehicles with Bigger 
Bulk Capacity 


If your transport requirements call 
for the delivery of goods that take up 
much space in relation to their weight 
the latest developments in forward and 
semi-forward control vehicles are well 
worth studying. By moving the power 
unit more forward in the chassis frame 
than hitherto, a few more valuable 
inches have been spared to the load- 
carrying area without restricting space 
in the driver’s compartment. 

This particular chassis layout, once 
the subject of severe criticism on the 
score of inaccessibility for adjustments 
and running repairs, has received skilful 
treatment by the leading commercial 
vehicle manufacturers. It is gaining 
great favour amongst operators of all 
classes and is popular with those who 
affect attractive bodywork following 





A thorough investigation of the existing system — a carefully 

laid mechanisation plan — the construction of a machine that 
will fit exactly all individual requirements—and finally a 
complete and efficient installation. 


No Nationa! Accounting Machine is* placed into service unfil 


these various essential stages have been passed through. Nationals 
are manufactured, sold and. serviced by experts. They wil! provide 


efficient and lasting, service. 


NATIONAL ACCOUNTING MACHINE SYSTEMS 
206-216, MARYLEBONE ROAD LONDON, N.W.1 





pseudo-streamline characteristics as a 


publicity medium. 


Trailers Offer a Wide Range of 
Service 


The fact that trailers are produced by 
specialist firms who exhibit their models 
on separate stands detracts in some 
measure from visible evidence of their 
value at the Show. In cases where 
tractor-trailer combinations are dis- 
played together, however, one cannot 
fail to appreciate the great utility thus 
afforded. Certain forms of goods lend 
themselves to economical transportation 
by semii-trailers of which several can be 
used in conjunction with a single tractor 
chassis, while separate trailers may prove 
valuable additions to many commercial 
fleets. 

Presented in their latest form both 
types of trailer ensure absolute safety in 
operation, braking has received adequate 

attention and robust construction pro- 
_ vides for heavy loads and freights which 
might conceivably inflict damage upon 
truck bodywork of the ordinary class, if 
carried instead of being hauled. 

In one of the latest trailer examples, 
the suspension system relies upon tor- 
sion-bar mechanism which replaces 
laminated springs entirely, thus follow- 
ing the latest vogue for pleasure cars. 

Trailers designed for a wide variety 
of purposes can be used with commercial 
chassis of all capacities and many manu- 
facturers list specially short models for 
use as tractor units, 

For inner zone and short-distance 
hanlage, vehicles known as ‘‘mechanical 
horses’’ should not be overlooked; but 
apart from the latest versions offering 
increased load capacity no great changes 
in design are anticipated. Í 


Vehicles that Delight the Sales 
Promotion Manager 


Since many business executives favour 
the employment of salesmen who are 
expert motor drivers, the decided im- 
provement in cab design and appoint- 
ment by most vehicle builders will prove 
a feature of much commercial interest 
at Earl’s Court. 

In some of the new models I have 
handled on test before their first public 
appearance the standard of cab comfort 
and general convenience has advanced 
beyond all recognition. Except for 
the rear load-carrying portion of these 
vehicles they compare in every way with 
high-grade touring cars. Drop windows, 
perfect ventilation, clear vision from the 
driving seat and noiseless cabse are 





among the qualities that will be valued — 
highly by travelling salesmen. 


By the use of modern commercial 
vehicles of the “luxury” type, the out- 
side men should be able to cover wider 
territories to better effect than by 
journeying from place to place in small 
cars and having to fit their arrival times 


„with the movements of separate trucks 


One of Henry Ford’s maxims 
has always been:— » 


“It is not good business un- 
les? both buyer AND seller 
gain by it.” 


,fhis of course is a basic fact, 

} ages older than Mr. Ford, but 
the motor magnate demon- 
strated what results come about 
when it is practised. 


As competition grows more in- 
tense it becomes increasingly | 
vital for managements to direct 
their policies towards living up 
to this truth. | 





containing samples of merchandise in 
other forms. ; 

As far as the conventional traveller’s 
brougham is concerned, the models ex- 
hibited are genuine touring cars fitted 
with special bodywork to meet commer- 
cial wequirements, examples offered by 
well-known manufacturers being on 


VIEW. l 


These Refinements Reduce Your 
-= Running Costs _ 


In addition to the general trend 
towards improved power-to-weight ratios 
in all classes of vehicles, which in itself 
has a beneficial influence upon lower 
fuel consumption and other items in 
running cost economy, the latest models 
incorporate details of equal importance 
in the latter respect. 

Many water circulation systems, for 
example, include thermostatic control 
which regulates the engins temperature 
automatically at a constant level to pro- 
mote better fuel and lubricating oil 
consumption. l 

The former, too, benefits from the 
latest forms of exhaust-heated manifolds 


‘in which a thermostatically actuated 


valve directs gases round the induction 
system or reduces the flow of heat 


according to engine requirements. Self- 


start carburettors are almést universal 
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and, in addition to ensuring quick starte > 
ing under all atmospheric conditions, = 
obviate the use of ordinary choke devices. 
liable to cause vitiation of the crankcase 
oil, or temporary washing away of the — > 


essential oil-flm on the cylinder walls. 

Fully automatic ignition control re- 
lieves the driver of all responsibility of 
setting the firing point to suit varying 
engine or load conditions, while the use 
of coil ignition is a further step towards 
engine efficiency and economy. 

A further advance in the interests of 
economy is the wider application of 
five-speed gear-boxes to lightweight 


vehicles, a refinement confined hitherto 


to trucks of maximum load capacity. 
The extra gear enables the vehicles to 
travel under full load on level roads or 
over reasonable gradients at average 
cruising speeds with the engines work- 
ing at low and very economical speeds. 

In the earlier forms, this improve- 
ment was obtained by the use of large 
and expensive gear mechanism, but 
recent designs present the same advan-: _ 
tage in very compact units which, while 
giving adeguate bearings for the gear 
shafts, are included in the standard cost 
of the models. Constant mesh gearing 
and dog elutch engagement are features 
of the latest gear-box designs, thus 
eliminating chances of damage when the 
various gears are brought into engage- 
ment. 


General All-Round Appearance 
Is Much Improved 


After many years of slavish adherence 
to unprepossessing truck designs as far 
as general appearance was concerned, 
manufacturers are at last realizing that 
a commercial vehicle will work just as 
well if it happens to look really smart. 

Most of the new models at Earl’s Court 
show enormous improvement in line and 
finish that has been long overdue. The 
ugly flat-fronted radiators of yesteryear, 
shapeless wings and boxlike cabs have 
now disappeared in favour of attractive 
cowling to protect the cooling blocks; 
bonnets which merge gracefully into the 
lines of the cab replace the common- 
place sheet-metal covering for the engine 
and the cabs are no longer an offence 
to the artistic eye. | 

All these things in their way are of 
great importance to the keen commer- 
cial user who may now profit from the 
new conception of truck design by dis- 
playing trade signs that appeal to public 
imagination, adopting distinctive colour 
schemes and generally utilizing their 
transport vehicles to greater advantage 
in respect to business propaganda. 


Card Idea 


T connection with their motor exhibition at the Albert Hall the Ford Motor 
Company used their Powers-Samas machines for code punching exhibition 
: admission tickets. issued to their. dealers. 
tickets for free issue to his own customers, the arrangement being that the 

those tickets which his customers actually used for 

Though each dealer's name and address was overprinted 
on the front of the tickets collation of the thousands of tickets for charging up 
the many hundreds of individual dealers after b 
tremendous job. The Powers-Samas equipment, however, automatically sorted 
the whole of the used tickets in a matter of a few minutes. 

shows the reverse of the ticket 


Each dealer was given a number of 


the show would have been a 


The illustration 
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How and Why 


AIR CONDITIONING. 


Can Reduce Absenteeism 


HE common cold, which sent the 
stone age man shivering and snuf- 


fling towards the warmth of his. 


smoky fire, still strikes effectively at 
human beings. It sends the twentieth 
century office, shop or factory worker 
home to take his favourite nostrums or 
is just bad enough to keep him, with 
lowered efficiency, at work. 

Now that the peak season for colds, 
coughs, laryngitis, influenza and other 
respiratory ills is once more upon us, 
businesses will suffer from increased 
absenteeism. Yet air conditioning, as 
tests and practical experience have 
proved, can eliminate over 50 per cent 
of this absenteeism. It can also lessen 
winter ills among the staff generally, 
including those who, although affected 
by colds and chills, do not stay away. 

It is not claimed that modern air 
conditioning can do what the world’s 
doctors and scientists have failed to 
achieve—cure these complaints. Nothing 
so far reaching. But it does maintain 
air conditions which are health preserv- 
ing and effective in preventing the 
cquses of such complaints. 


Healthy Atmosphere Depends on 
These Five Factors 


There are five fundamental necessi- 
ties in maintaining all-the-year-round 
healthful atmosphere in any office, 
shop, factery or other building; (1) cor- 
rect, constant temperatures; (2) the 
right degree of humidity; (3) correct air 
movement; (4) adequate ventilation 


with all windows closed; (5) purity of 
the air. 





True air conditioning contéols all five. 
If the plant used doesn’t do all this, 
then you are not getting real air condi- 
tioning and cannot expect to obtain the 
desired results, 

It is important to remember this 
point for it has a vital effect on results. 
For instance, some forms of mechanical 
ventilation do filter the air they bring 
in but they don’t control the humidity 
factor or the heating or the cooling of 
air. 


Moisture Content More Important 
than TEMPERATURE 


When you artificially heat enclosed 
spaces you warm up your office, but at 
the same time you extract moisture from 
Actually this 


the air by evaporation. 


For a really health- 
ful atmosphere 
there must be a 
proper ‘oombin- 
ation of 


CONTROLLED 


Temperature 
Humidity 
Air Movement 


Above : 


Where an air conditioning 

system is not integral with 

the building, separate elec- 

trically driven units can 

be installed at any point 
in factory or office 


Left : 


The ‘cabinet’ indicated 
here, and the one shown 
above, automatically 
regulate the temperature, 
humidity and flow of air 
to precise predetermined 
standards. Both illustra- 
tions are by courtesy of 
Carrier Weathermakers 
Ltd., 27 Conduit Street, 
W.1. 
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moisture facter is more important to 
health and comfort than temperature. 

Tests have established that, taking 
saturation as 100 per cent, the relative 
humidity of the air in a room should be 
between 50 per cent and 60 per cent. 
At that percentage health and bodily 
comfort are maintained with an air 
temperature of 65°—68°. When the 
heated atmosphere extracts the moisture 
and brings the humidity factor below 50 
per cent, the mucuous membranes cease 
to secrete and the skin becomes dry. 
Rapid changes in the temperature of a 
room plus the presence of draughts can, 
of course, when the body is sweating as 
a result of too high a humidity, result in 
chills and kindred ailments. 


One Reason Why You ‘Catch’ a 
Cold 


There is, too, another important con- 


tributing factor in spreading colds, 
influenza and the rest of these ills. We 
all have mucous membranes in the 


nose, throat and lungs. These normally 
should filtgr the air we breathe and 
regulate the humidity. When we breathe 
constantly air that is deficient in 
humidity as we do in all heated spaces 





the membranes dry up, and, in time, 
cease to function properly because they 
don’t secrete moisture any more. 

Here is the significance of this condi- 
tion; the higher the temperature goes 
and the lower the humidity, the greater 
the freedom with which dust moves 
about. The germs of the various ail- 
ments mentioned are carried on dust. 
Therefore, when we breathe this dust 
we breathe in the germs and as our 
mucous membranes fail to function 
fully those germs obtain the necessary 
freedom to attack vital points. Result: 
colds, influenza, laryngitis, grip, etc., 
which means lost time and inability to 
work efficiently. 


Chaotic Conditions from Opening 
Doors and Windows 


Apart from ordinary mechanical ven- 
tilation, the drawbacks of which have 
been explained, the other usual system 
is the very simple and crude practice of 
opening windows, doors and vents. 
This results in quick changes in temper- 
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ature, humidity, and air movement 
and draughts in the room plus the 
unpleasantness of breathing air laden 
with soot, dust, fumes and other im- 
purities. It also allows uninterrupted 
penetration of street noises which dis- 
tract office employees from their work. 
There is, too, disagreement usually 
between the staff seated near the open 
windows and those who are ‘‘buried’’ in 
the room. 

With any form of uncontrolled atmo- 
sphere, bodily discomfort to some or all 


To-day The 


of the staff is bound to arise. For,’ in 
addition to the factors mentioned, there 
is always this point to consider; every 
adult person gives off about 400 B.T.U.’s 
of heat plus two dunces of moisture per 
hour. It is quite understandable,*there- 
fore, why rooms full of people quickly 
become “‘stuffy’’. 

The only complete answer to this 
complex problem of heating, humidity, 
air movement and air purification is for 
you to manufacture ideal weather in 
your own buildings. To-day this can 
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be done efficiently and at reasonable 
cost by means of true air conditioning. 


The Thermometer is NOT Your 
True Guide 


Scientists, doctors and technicians 
have determined by experiments and 
practical experience Over many years 
that there is a winter and a summer 
‘‘bodily comfort zone” which is exactly 


(Continued on page 34) 


OFFICE MANAGER is the King-Pin 







* He should 
be something of - 
a competent Accountant, 
Actuary and even Engineer 


the office as the control tower of 

business. This confirms the im- 
portance which management places upon 
the function of the office itself and of its 
manager. 

The control tower, to do its job well, 
must be equipped with every known 
device to ensure the highest efficiency; 
similarly the modern office manager 
must keep on his toes and be fully con- 
versant with everything relating to office 
efficiency to be in keeping with the 
exacting conditions of the control tower. 

In the opinion of another outstanding 
authority, the office manager should 
possess accounting, engineering ‘nd 
actuarial knowledge. Some may not 
agree to this, but I would point puf the 
enormous importance the office is to 
management. 


The Office is Headquarters of 
ALL Facts 


Management must have its facts, and 
the office is the headquarters for all facts. 
Take, for instance, one fact that is 
troubling management to-day: the 
increased prices. Nearly every busi- 
ness is affected, and with some busi- 
nesses the correct handling of this 
situation is absolutely vital to their 
lives. 


N N eminent authority has described 


One condition arising out of increased 
prices is increased stocks. This affects 


businesses in different ways but, in 
every case, the situation needs careful 
watching, and the exact facts should be 
continually available, 


day to day, or 









By 
E. A. ABBOTT, 


Director and General Manager, 
J. D. Williams & Co., Ltd., 
Manchester 


even from hour to hour, so that the situa- 
tion can be handled by maħagement in 
a way to safeguard the profits of the 
business. 

The skilled office manager can render 
invaluable service to vulnerable busi- 


nesses. I mean those in a weakened 
financial position or which are in the 
growing stage and may break down 
owing to the extra stress of growth and 
increased stocks. 

Prompt, accurate facts enable manage- 
ment to take the right action. Similarly, 
where the facts have not been available, 
due to office inefficiency, management 
has not had the essentials, with the re- 
sult that judgment has been hampered 


because, 


the facts and the SPEED and 
ACCURACY with which he pro- 
duces them depends the whole 
function of Successful 


of The Whole 


Business 


onethe FULLNESS of 


Management 


and wrong policies followed with dis- 
astrous results. 

A review of all the facts relating to 
lowered financing costs may lead to 
alterations in the capital structure of the 
company, but unless these facts are kept 
up-to-the-minute a dangerous position 
may easily develop. 

When I review some of the essential 
facts that the office manager furnishes 
I am reminded of what a teacher of 
business science said to me recently: 
‘“‘Mr. Abbott, business is like chess; the 
trained man wins.”’ 

The foregoing viewpoints stress what 
I call the intellectual functions, as dis- 
tinct from the production or routine of 
the office manager. 

In dealing with these intellectual 
functions the office manager is contact- 
ing closely with management and by 
efficient work is preparing himself inci- 
dentally for the higher positions in 
management. For in these operations 
three steps are taken: (1) gathering the 
facts; (2) presentation of the facts; (3) 
the management’s decision. 

The value of the third step depends 
on the preceding steps. Where the 
office manager has the viewpoint of 
management and realizes its needs the 
more fully and accurately will he pro- 
vide the preliminary first and second 
stages. 

The gathering of the facts must be 
preceded by, many different operations. 
Proper records of operations cannot be 
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prepared only from the viewpoint of 
producing facts. Facts appear almost 
as by-products of operations. To give 
an example: I saw in a large engineer- 
ing works groups of machines geared to 
a controlling device; as the machines 
worked a visible record of each machine 
was builtup. The printing of the record 
sheet had been very carefully planned 
so that when the machines ceased work 
all the facts were there in entirety on 
the records. ; Ea 

This is an ideal that the modern 
office manager is continually trying to 
achieve. It means careful planning of 
any office operation or routine, so that 
the very progress of the work itself 
builds up a true and accurate record and 
hands over at completion of the work- 
ing period the complete facts of the 
situation. 


What is Needed to Plan ` 
Successfully 


To plan office routine successfully 
a variety of accomplishments are 
necessary. i 

I am reminded of the work of that great 

composer, Elgar. Elgar learnt every in- 
strument in the orchestra in order to know 
all their possibilities, and this knowledge 
was used very fully in his productions. 

The modern office manager should take 
a leaf out of Elgar’s book knowing, so 
far as he is able, the possibilities of every 
Spr of office machine, method or system. 

ith such knowledge he is better able to 
plan with certainty for improvements and 
economies, - 

The modern office has become a highly 
sensitive organism, and it follows that the 
intrbduction of any new routine must zake 
account of all the other systems and staff 
linked in any way with the new method. 
One has to look before and behind and all 
around as well, to be sure that every fastor 
has been considered. Even then the new 
method may at first be disappointing be- 
cause of some factor which has been over- 
looked or be@ause the staff concerned has 
not justified expectations and estimates. 
Investigate fully before putting ın new 
ideas. 


Take Pains Devising the Bes? 
Kind of Record 


When planning any office routine, print- 
ing is an important factor. Nearly every 
routine involves a printed record at some 
time. Time spent in producing the ideal 
record is a good investment that will pay 
dividends for years. Hastily produced 
records are dear at any price. The siza of 
a record does not always receive the fullest 
consideration. Where the quantity of 
forms used is small, size may- not be įm- 
portant, but where the quantities are large 
and the record has to be filed for quick 
reference, like the sales account, am inch 
off the width may save yards in office 
space and bring a larger number of records 
more readily to hand. 

A record that is much handled must be 
strong. One that is machined should be 
bunt up so the information can be recorded 
with the minimum effort and time. If the 
record is inserted into a machine any plan- 
> ning that will bring the record to the print- 
Mg point instantly will be well worth while 
Similarly, anything that can be devised to 
speed withdrawal and refiling also will be 
worth careful thought. 

The information to be recorded shculd 
be decided only after the most careful 
analysis All frills should be ruthlessly 


shorn away. Nevertheless, every essentiAl 


‘that can be included ın the printing should 


be done. Costly composition may often 
be well justified by the subsequent saving 
in clerical labour. 

Another thing to be watched is the visi- 
bility of the recorded information The 
facts stored up on any record should leap 
to the eye. Additional facts should be 
added with a minimum of effort, and, as 
a record changes with each addition, the 
continuance of recorded facts should build 
up a complete picture of the facts. 

In the matter of ductive or record- 


ing machinery I would like to ilustrate the. 


varying steps of a familiar operation which 
happens in every office. I refer to an ordi- 
nary leter. Here are the steps: r Typist 
selects letter head. 2 Selects carbon 
paper. 3. Selects copy paper. 4. Letter 
head, carbon and copy peeps assembled. 
5. Set inserted in machine and adjusted 
to correct writing position. 6. Now we 
start work The work to be done is started 
and typed in. 7. Set extracted. 8. Set 
dissected. 9. Start the next letter. 

This elaboration of a simple operation 
is to emphasize that the actual work on 
the machine, the essential output, is only 
a percentage of the total. The secondary, 
or non-productive, work looms largely in 
the total of time taken. To-day’s office 
manager is perpetually researching to find 
better methods so that the non-productive 
time becomes less and less of the total and 
the productive work more and more. 

In planning printed records it is import- 
ant to see that the space allowed for the 
facts to be recorded should allow for 
these facts to be added with a minimum of 
symbols, and with as little interruption of 
spaces, either vertically or horizontally, as 
possitle. 

This may appear to be magnifying trifles, 
but it isn’t. Every job, when analysed, 
splits itself into minute parts, and any 
improvement in any one of them may, 
when multiplied many times, result in 
handsome economies. 

It is the aim of the progressive office 
manager to simplify first the planning of 
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his various departmental activities, then 
the various jobs done ın the several depart- 
ments, and finally to simplify the various 
operations of the various units. ' 

Before he can decide what he wants he 
has to review all the facts of his present 
methods. This review alone often indi- 
cates an improvement in the present 
methods. A newer idea may show the 
wisdom of scrapping the present routine. 
Then there comes the question of costs, and 
the possibility of money to be spent. 


New Ideas Must be ‘Sold’ to 
the Management 


Maybe the ideas that should be scrap 
represent a fair sum standing in the bal- 
ance-sheet as equipment. The manage- 
ment, not knowing all the anticipated 
advantages of the new ideas, do know most 
definitely about the present complete 
values of equipment in the balance-sheet, 
and gracias present a somewhat biased 
view when the proposal is brought up. 

These are incidents to all 
gressive office managers, and perhape with- 
out realizing it he has to add to varied 
eal pi the ability to sell his ideas to 

e management; he may, too, have to act 
the part of Buyer in the actual purchase 
of Laas tre amare 

In addition to the adoption of new ideas 
and the reflanning of routines the progres- 
give Manager is paying increasing attention 
to measurement of work done, to output 
records and to office costs. More and more 
demands are being made upon the office as 
well as in every other section of the busi- 
ness and increasing efficiency to offset 
rising costs is a problem that is alwa 
with him. It gives incentive to look 
more closely into every new idea, to 
scrutinize present routines, output records 
and costs with the attitude of mind which 
says there is still room for improvement. 


Extracted from an Address given at the Business 


Effaency Exhibition, Earl’s Court, September, 1987. 


How AIR CONDITIONING Reduces Absenteeism 
(Continued from page 32) 


right for the maintenance of health. 
You can’t determine this by reading a 
thermometer. The temperatures regis- 
tered don’t tell the complete story. 
They show only the degree of heat and 
leave out the vital factors of (a) humidity 
and (b) air movement. To-day there 
has been evolved a special instrument 
which combines all these factors and 
gives a reading from which you can 
truly judge conditions, called Effective 
Temperature. As an indication of 
effective temperature it may be stated 
that -all combinations of temperature, 
humidity and air movement’ which feel 
equally comfortable to the human being 
have the same effective temperature. 
For instance, persons normally clothed 
feel just as warm with a temperature of 
66°F and a relative humidity of 72 per 
cent s when the temperature is 70°F 
and the relative humidity is 20 per cent. 
In each case the effective temperature 
is 64°F. However, for both-health and 
comfort effective temperature should be 
based on between 50 per cent and 60 
per cent relative humidity. On the 
reading of this instrument the range 
of effective temperatures (not air tem- 
peratures) for maintenance of health 


are: winter, 64 to 75 deg.; summer, 69 
to 81 deg. These figures are not ther- 
mometer readings, but effective tem- 
peratures, depending on the percentage 
of humidity and amount of air move- 
ment plus the air temperature. 

By means of real air conditioning 
plant you can maintain the year round 
these zones of health. You keep up a 
supply of fresh air that is filtered, 
humidified or dehumidified, warmed or 
cooled (according to existing conditions) 
and distributed in a manner to ensure 
the correct air movement. 


Two Types of Air Conditioning 
Plant 

The question of plant now arises. 
There are two kinds: (1) the central 
station equipment; (2) the self-contained 
unit installation. The former is a 
means of air conditioning a complete 
building from a main station. Unless 
it is installed when the building is being 
constructed.it calls for big structural 
alterations. The installation of air 
re ald for example, may be a complex 
job. 

Unit equipment is a much simpler 
installation. There are no structural 


alterations needed. It 1s merely a case 
of putting in the air conditioner, which 
is completely self-contained and which 
looks like a piece of very good furni- 
ture, and the arrangement of an air duct 
—a simple job. There are other advan- 
tages. You can, for example, control 
the weather in individual rooms. It is, 
too, more economical to install air con- 
ditioning room by room and thus spread 
the cost over a period and introduce 
conditioning as the need arises. Actually, 
the cost of the plant is so reasonable 
to-day that even the small firm can 
afford it. 

This question of capital outlay, how- 
ever, is not just a matter of paying out 
a sum of money and getting no return. 
It is an investment. Your first return 
is a saving of time that is normally lost 
through sickness. This is followed by 
(a) cutting down losses in production 
and work done inefficiently through 
staff that have ‘‘a touch of ’flu” or “a 
cold hanging around’’ and (b) through 
general improvement in bodily comfort 
which keeps the staff feeling fit and on 
top of their jobs. ° 


Absenteeism Cut Dowm by 
50 Per Cent 


To illustrate these points let’s take 
just two examples of firms which have 
installed air conditioning. The first, a 
famous camera manufacturing concern, 
have been able to decrease illness 
among their staff by 50 per cent since 
using air conditioning. In addition, 
executives report noticeable improve- 
ments in health and efficiency. 

The second firm, electrical equipment 
makers, saved 33 per cent in the first 
and 46 per cent in the second year of 
tume lost through illnesses of the respira- 
tory tract. Thus, in the first year they 
reduced time lost from 3.34 days a 
person to 2.21 days. In the second year 
they saved a further 1.79 days a person. 

These are typical, not outstanding, 
examples. There are many more 
startling instances which illustrate how 
quickly air conditioning pays for itself 

Finally, there is this remarkable 
experiment which points to the possi- 
bilities in air conditioning: Two profes- 
sors, Doctors Kerr and Lagan, of the 
University of Califorma, have been 
trying for four years to transmit to a 
group of people the common cold. Their 
subjects have been living in an air-condi- 
tioned laboratory. None of them has 
developed a cold despite constant injec- 
tions of cold virus, contact with others 
introduced into the room and suffering 
from bad colds and by direct absorption 
of the cold carriers’ mucus! 

True, this is a laboratory experiment. 
But in a country such as ours, home of 
the most virulent colds and “forcing 
house’ for various respiratory diseases, 
surely it shows that manufactured 
weather can help guard the health of 
millions and save businesses thousands 
of pounds a year. 

Just as ‘‘manufactured weather” is 
needed in winter-—-so is ıt in summer. 
Shirt-sleeved, perspiring, uncomfortable 
people cannot work well, and are liable 
to summer colds and influenza. 
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je Since Dr. Scholl first began të put his ideals into practice, " Scientific Care of 
the Feet” has come to occupy its rightful position on a level with such health 
services as Dentistry and Optics. The Dr. Scholl Ser iP now world-wide and its 


advertising (issued throughout in co-pp@ation wit '§ has played no small 
part in this remarkable achieve ch O 
D} 


Jr This successful multiple shop concern grew, in association with Smiths’, from 
ast of its class dealing 






direct with the public. In addition the trade of sufficient 


magnitude to carry the whole firm's sash 


te When this famous City business decided to make use of advertising they 
wanted “something different.” They came to Smiths’. The originally of the 


advertisement which we produced places it in that small and select group that 
may be termed “classic.” ,|fs value as a “sales-maker be judged from the 
fact that it has been used wre O nd is still 


Brief records of three examples of amazing business development. Three 
famous names; nationally-——even internationally known, successful businesses. 
We are proud to number them among our clients. Mark this: in common 
with so many SMITHS’ accounts, they did not come to us as Successes: 
They were built up into successes, with our assistance. Is not this convincing 
proof of our capacity for making your advertising pay 3 





active. 
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ADVERTISING AGENCY LIMITED 


Successful Business Builders for over 50 years 


100, FLEET STREET, LONDON, E.C.4 Telephone CENTRAL 1740 
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Outstanding Balances’ By Months : 


You Get Vital Facts This New Way 


NE of the criticisms made regard- 
ing most mechanical systems of 
accounting has been the lack of in- 
formation shown in the item ‘“‘Balance 
brought forward’’ incustomers’ monthly 
accounts, The difficulty has been that 
there was, in practise, no indication of 
the entries comprising the balance or 
the length of time they had been out- 
standing 
Whether the items are in respect of 
the current month or have been out- 
standing for some considerable time can- 
not be found out without an analysis 
of the account. Furthermore, this lack 
of knowledge makes ıt impossible to 
determine at once what discount should 
be allowed when the account is finally 


paid. 


+ 


Problem Readily Solved By 
These Machines 


This problem has been solved in con- 
nection with the standard accourting 
machine models manufactured by the 
National Cash Register Company, Ltd. 
The accounting form shown here is that 
now being used by one of the largest 
electrical manufacturing companies. It 
prevides a balance of items for each 
month as well as over the account as a 
whole. The make-up of the amount 
outstanding can be very readily de- 
termined. 

Very little extra work is involved in 
obtaining this information, and a ready 
solution of the difficulty normally en- 
countered if available. It is obviously 
information which every firm needs in 


ANALYSIS OF BALANCES. 


Month endeng MAY 31ST 


A? oO Ledger 


follow-up work by the credit depart- 
ment and in many other ways. 

The total balance outstanding 1s 
shown on the ledger card only and not 
on the customer’s statement At the 


Are Your Records SAFE ? 


ness, must be preserved from fre, 

burglary or any other destructive 
force. For this specific job of all-round 
protection the modern safe has been 
developed to a very high standard of 
efficiency. 

A safe may at any moment be called 
upon to withstand the most extreme 
conditions. Take the case of fire. 
Neither the course nor the temperature 
of a fire can be anticipated; the point of 
attack of the flames at their fiercest 
cannot be foreseen. Therefore, a safe 
must be so constructed that it will with- 
stand the fiercest attack from any direc- 
tion. Strength, too, must be embodied 
to withstand the impact of a fall from 
the top floor of a many-storied building, 
dt the burial under tons of burning 
debris for, perhaps, several days. 

Safes that I inspected last month pro- 
vide excellent examples of top class con- 
struction. They are made by Milners’ 
Safe Co., Ltd., 12-13 Newgate Street, 


R iss, mus the heart of any busi- 


London, EC.1, a firm that has had 
nearly 100 years’ experience in safe con- 
struction. How the company’s products 
have stood up under every kind of prac- 
tical test since 1844 is told in an interest- 
ing book which you can have free of 
charge on application to the firm at the 
address stated above. 


Grouping Saves Space And 
Other Costs 


Incidentally, the firm now produce 
and sell steel furniture of various kinds. 
The ‘‘Mersey’’ Filing Cabinet, for 
instance, was put on the market four 
years ago. It is built for strength and 
rigidity, and is finished in stove- 
enamelled art-green with all outside 
fittings chromium-plated. It embodies 
many distinctive features such as detach- 
able end-panels. These are not used 
when cabinets are grouped, one only at 
each end of the group being required. 
This saves floor space and cost 
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end of the month the outstanding bal- 
ances by months are brought forward 
on to the customer’s statement and the 
total balance automatically computed 
by the machine. This figure agrees, of 
course, with the total balance column 
on the ledger. The months to which 
the balances relate are identified by 
means of abbreviations printing from 
keys on the keyboard of the machine. 

Simultaneously with the finishing off 
of the statement an analysed list of bal- 
ances is prepared. With it are given as 
many copies as may be required for the 
particular needs of the business con- 
cerned. This analysed statement forms 
a valuable document for following up 
of accounts. One copy, for example, 
goes to the collection department, an- 
other to the traveller for the area, a 
third is retained in the accounts depart- 
ment, and so on. The statement of 
balances in this form is far more valu- 
able than a mere list of names and 
total balances. 

Where control clerks are employed 
it is best to have cash payments marked 
off by hand in the appropriate monthly 
space on the ledger. The machines 
can, however, equally well be adapted 
for posting the cash back against the 
appropriate monthly balance, thereby 
reducing the balance mechanically. 
The system, of course, can. be varied in 
details to sy:t the particular require- 
ments af any company. 
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“Enrol them as 
SECTRIC TIMERS” 


says Mr. Sectric 


“Yaar gift is there of morg lasting or con- 

stant use to personal and business friends 
than Sectric Clocks which will prove a per- 
petual token of goodwill, giving a lifetime’s 
service of Greenwich time from A.C. mains 
without winding or regulating? Smith Sectric 
Clocks are made in a great variety of models at 










a A Neg SE. attractive prices, and running costs are only 1/- 
Se en m osi) a year per clock. Illustrated is the Cavil in 
| Meh genres i Chrome or Bronze, one of over 300 models, 

| from ,26/-. 

Issued by 

SMITH'S CRICKLEWOOD 

ENGLISH : HONDON, 

CLOCKS, , . ere 

Ltd. | | Regd. 
CL CKS 


IN: TO GREENWICH TIME 


Setentrfic 
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Why should you pay twice as much as you need for your print ? 

One of your own staff can do It right in your own organlsation at 50% of printer's charges. 
ROTAPRINT Is ideally simple and economical—so Tp that it can be quickly mastered 
by any Intelligent youth—so economical that It will save you half your printing bill. 
Use ROTAPRINT for all your Letterheads, Invoice and Statement Forms, typed and 
signed Circular Letters, Labels, Illustrated Catalogues, Price Lists—in fact, every des- 
criptlon of printing. All can be run off on the Rotaprint quickly, easily and cheaply. 
No stencils, no typesetting, no costly blocks—just a thin aluminium sheet whlch can 
be easily: stored and brought out just when needed. 


YOU MUST SEE “ROTAPRINT” TO BELTEVE IT 


Write or phone NOW: Cen. 3184, Kaye’s Rotaprint Agency, Ltd. 
London Showrooms: Cecil House, 57a Holborn Viaduct, London, E.C.4 
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REGISTERED OFFICES AND WORKS - - - THE HYDE,LONDON, N.W.9 
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BUSINESS EQUIPMENT REVIEW - 


These Appliances 
Speed-up the Production of Records 


“ 


RITING or typing of multiple 

W forms that require carbon copies 

is a common business practice 
but one ın which there can be a good 
deal of inefficiency and time wasting. 
Hours are lost in the trivial job of pre- 
paring sets of forms and interleaving the 
carbon paper by hand. 

Take, for instance, a six-part invoice 
set that needs five carbon sheets inter- 
leaved. To collate forms, insert car- 
bons, place and align the form set in 
the typewriter, uses up anything from 
half a minutes to 40 seconds. Then, after 
typing, further time is lost by naving 
to withdraw carbons. 

Such waste, of course, can be stopped 
by use of continuous stationery which 
has been designed for that purpose. It 





enables you to get rapid and constant 
flow of forms into the typewriter platen. 
And to handle continuous stationery to 
the best advantage and eliminate inter- 
leaving carbons by hand, ‘various type- 
writér attachments have been made. 
The Egry Speed-Feed Attachment, 
which I inspected this month, is an out- 
standing example of this equiprperft. It 
can be fitted to any existing typewriter. 
After loading with interfold or fanfold 
forms, the operator can spend more time 
typing and less time getting ready to 
type. 

The device is simple to handle Actual 
interleaving and deleaving of carbons is 
automatic, an exclusive feature. Inci- 
dentally, the speed-feed can be snapped 
on or off a typewriter at a moment’s 
notice, so that the machine can be used 
for ordinary purposes at any time. 

There are, of course, numerous jobs 
in every type of business—mannufactur- 


ing, wholesale and retail—where hand- 
written records are essential. Often 
internal routige forms must of necessity 
be handwritten. In all such work time 
can be saved if hand-interleaving of 
carbons, for example, is eliminated. 
The Egry concern make and sell a 
range of products that do more than 
save time this way. The Autographic 
Manifolding Register, for instance, 
enables an operator to write out set after 
set of forms. All he does is to turn the 
operating handle to discharge the written 
set and the machine automatically 
brings the next set into position. Form 
sets are automatically interleaved with 
carbons and are ready for writing. 
Yarious models of this type of machine 
are available for different purposes, but 


Here is a department 
where hours are saved 


(see text), The illus- 
tration shows the 
Speed-Feed t lon 


used by Buck & Hick- 

man Ltd., 2-6 White- 

chapel aoa London, 
I 


the salient feature of the equipment is 
its adaptability. The firm can apply 
any one of their models to a given 
routine phase without upsetiing the 
existing system. This is an important 
point. The Egry machines provide a 
means of mechanizing your system and 
giving you short cuts to results. 

Let’s take the Compak and the Trupak 
Record models for examples. These 
machines are used by all classes of busi- 
ness, large and small, for handling such 
multiple forms as stores requisitions, 
purchase orders, invoicing, delivery 
notes, receiving records, cash sales and 
receipts, stock recerds, production 
orders, works orders, repair orders, 
warehouse orders, advice notes, goods 
mward reports, credit sales, mail order 
and C O.D. systems. 

The most important feature embodied 
in these machines is the protective value 
given by the copy of issued forms which 


By G. E. DAY 


is retained under lock and key in the 
register. This provides a master control 
which is available only to the person 
authorized to hold the key. It is very 
valuable to the retail trader and to the 
wholesale house with a trade counter 
where cash is handled. It makes possible 
the link up of every transaction in detail 
with the cash in the fill by an itemized 
copy of every sale in the locked 
compartment. 

Each of these models can be supplied 
mounted on a fire-resisting, steel cash 





The Egry Autographic Register is vir- 
tually a mechanized manifold book. It 
sete the operator 5 write set after set 
of forms requiring carbon copies, without 
interleaving carbon paper 


till so synchronized that the operation 
of ejecting the forms will automatically 
open the cash drawer. 

Two other interesting models are the 
Compax Summary and Analyser. In 
the first case, instead of a complete copy 
of the issued bill being retained, a dis- 
sected analysis of certain pre-selected 
items is available under lock and key 
With the latter machine an ingenious 
device enables a written record to be 
made for every transaction, but an 
itemized bill can only be issued at will. 

The summary or analysis principle 
has, for example, proved very popular 
with the automobile engineer for the 
purpose of analysing sales of petrol, ail 
and accessories, etc There are, of 
course, many other businesses to which 
such a machine can be, and is, applied. 

Latest models are streamlined in 
appearance, products of dignity in keep- 
ing with modern ideas. 

There are business routine phases 
which preclude use of the standard 
register, for it is not sufficiently mobile 
For movement from place to place to 
complete routine forms, a portable 
register—the Handipak-—is available 
An operator can move about with the 
Handipak tucked under the arm. This 
gives the main advantages of Egry Mani- 
folding Equipment but is adapted to the 
needs of the system employed. 





One Machine does the work of Two 


Continuous Form Billing in addition to regular typing 


Your typewriter actually does the work of two machines 
when used with “Fanfold’’ Continnous Form Adapter, because 
the many time and money-saving methods of the Continuous 
Form Billing Machine are added to all the advantages of 
regular typing. 

“Fanfold” Continnons Forms typed over our Attachment effect 
savings in Billmg time, and cosis, ranging from 17% to WB% 
without affecting the operation of the typewriter for regular 
correspondence and other purposes 


“Fanfold” Adapter places fo atrain whatever upon the type- 
writer carnage; because of the very simplicity of constroction 
and operation there is nothing to get out of order 


anfol 


TRADE Miang 


NORTH CIRCULAR ROAD, LONDON, N.W.2 
Telephone: GLADstone 5477 {3 lines) 











Facts and Ideas for 
Advertisers that You 
can Use with Profit 


[F you could gather for yourself all the latest news, 

developments, and the most successful plans in 
the advertising field, and those selling methods 
proved soundest in actual practice— 


How much would it be worth to you? 


pees ami Pounds! Eko i would help you fo get more ont of your 
advertising and to Increase your turnover and profits. But the cost, 
1f you did it yourself, would be prohibihve. 


Here ia a way you can do it for less than a penny a day. 


For in the of the ADVERTISER'S WEEKLY there comes to your 
desk every Bee Joet De TEO 1a yon oe bor 
on the most recent news and Copen i AS and seling and 
in the latest ideas m Presa, Poster, Direct-Mail, Outdoor, Sign, Film, Novelty 
and every other branch of advertising In addition, you also get eting 
Surveys both regional and overseas, which show you the sales posmbihtes 
and facilities in all the markets covered 

To secure all these sales and advertising ideas, facts oat 


data TORVT ET Moar Sc Mate a i ah 


ne 
a peN Or, if you prefer, firat send a 
poet cand for a specimen copy TO- AY to the Publishers :— 


Advertiser’s Weekly 


BUSINESS PUBLICATIONS LTD., Dept. B.N., 
WHITEFRIARS HOUSE, TALLIS ST., LONDON, E.C.4 
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INSTANT CONTACT WITH 


SALES MANAGER 
TECHNICAL STAFF 
è ADVERTISING DEPT 
SECRETARY 
ACCOUNTANT 


GENERAL OFFICE 
WAREHOUSE 





Make your office 
the nerve centre 


The modern business organization is a delicate 
and sensitive machine-and cannot be run with 
ponderous out-of-date devices. Install the Ericsgon 
Loudspeaker Telephone System and your office 


* desk becomes the nerve centre of your business. 


Orders, queries, opinions, advice, pass swiftly 


$ from key-man to key-man 


One manor fifteen 


you can ‘‘get them together’’ in a second on your 
Ericsson Master Station. 


o 


Here are the advantages: 


department without ca 


Raa, 
2 repies ALOU D~ 
e koania PAs froe. 
Right - of - way over other 
3. conversations 4 





4 Hold a conference without 
any executive out of his de- 
partment. 


If necessary loud speaker can 
5 be awitched off so that only 
you hear replies. 


6. FULL SECRECY 


Can you afford to 
be without these 
unique  convseni- 
ences and advan- 
tages? Why not get 
in touch with us? 
Ask for particu- 
tara of our mod- 
erale RENTAL 
MAINTENANCE 
or make an ap- 
pointment for free 
demonstration AT 
YOUR ADDRESS 


Ericsson Telephones Ltd., 22 Lincoln’s Inn Fields, 







London, W.C.2 


Tal.: HOLborn 6936 
“a 


LOUD-SPEAKING 
INTER-COMMUNICATION 
TELEPHONES 
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This Quick-Action Stock! Control . bos 
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HIS business is a limited company 
of decorators, electricians, joiners, 


signwriters, incorporating a re- 
tail trade, employing five assistants in 
the shop 
For some time past the management 
was aware that there was pilfering of 
stock, but they were unable to prove 
bye whom, or when these goods were 
taken. The shop staff was not 
suspected, but each and all of them 
were aware of these depredations and 
they would say nothing, beyond the 
fact that goods were missing. 


Tracing Losses was a Tre- 


mendous Task 
Tins of paint, enamels, and paint 
brushes mysteriously disappeared, 


plastic wood tubes, washleathers and 
wall brushes faded away in the night. 
One morning the only 15s. 6d. whiten- 
ing brush on display failed to be found. 
Plainly something must be done, and 
done quickly. Inquiries were made, all 
the staff interviewed by the directors, 
everyone connected with the shop 
questioned The result was a blank. 
Tare the writer was given a free hand 
to e any measures necessary to 
stamp out the nuisance and stop “the 
leakage. 

The task seemed enormous. The idea 
of counting and checking all this stock 
daily was, to say the least, disconcert- 
ing; during the day the place is a bee- 
hive of activity the resources of the 
staff are taxed to the limit to meet 
demands of customers. The early 
morning is taken up in supplying the 
needs of the decorating department, 
and with dusting, tidying and filling 
orders left over from the previous day. 
When closing time arrives, the staff is 
too exhausted to be called upon for any 
effort of stocktaking. 

The problem before the management 





‘paints, varnishes, 


Just a 10-minute Daily Check- 
over now keeps displayed and 
bulk stocks in good order 


was, however, to find a means whereby 
we could check the stock daily with 
little effort and small expense; no 
further assietance was allowed, and 
none asked for. — 

There are roughly 2,o00 tins of 
enamels, lacquers, 
water-paints, and paste distempers in 
various sizes, together with cartons of 
powdered distempers, cartons of size, 
paste powders and brushes in all sizes. 

Counting this stock daily was ruled 
out as clearly impossible; some other 
method must be found. 

The problem was solved by a com- 
plete rearrangement of the whole 
stock. Everything was placed in the 
fixtures in such a way that the eye 
could detect at a glance any missing 
stock. 


Stock Rearrangement Made 
Checking Easier 


The first adjustment was with an 
enamel paint stocked in 33 ehades; this 
is stocked in pints and half-pints. 
Three each of every colour and size 
were placed in the fixtures. The pints 
were placed at the back, the half-pints 
in front, so that every tin was in view. 

In the narrower shelves, hard gloss 
and one pound paints were placed four 
deep, the front tin showing only, but by 
running the hand across the face of 
these tins it was quickly found if one 
tin had been sold, and another tin 
brought forward. 

Where brushes and tubes of plastic 
wood or cement were mounted on cards 
in multiples of six or twelve, these were 


Stopped 
Pilfering 


and other losses 


Says H. S. JACKSON 
of Topham Brothers, Ltd., Joiners, 
Decorators and Electrical Engineers 


filled daily, each morning commencing 
with a full card. 

Every night now at 6.30 the duplicate 
sale chits age torn out of the agsistant’s 
books, both cash and credit sales, and 
are handed into the manager’s desk. 
At the safne time two assistants account 
for the stock sold that day. 

One assistant walks round the fixtures 
and calls out the missing stock while 
another assistant records the same on 
loose sheets. This process takes 10 to 
15 minutes, and by the time the store 
is closed a complete list of goods 
required to replenish the stock is ready. 

The manager’s book of entry contains 
a list of every commodity that is 
stocked in the shop. Where a com-, 
modity is stocked in four sizes, one line 
ig allowed for every size (see diagram), 
but not a separate line for colours, this 
would be confusing. The scheme is not 
arranged for analysis but as a check on 
the movement of stocks. 

The book is ruled in squares, each 
square is dated at the top of the page. 
At the left-hand side is entered the 
name of the product, the price and the 
quantity issued to the shop. Each sale 
is recorded in to-day’s square with a 
stroke against the product sold. The 
book itself is indexed for quick 
reference 

When the day’s record is completed 
the manager has one list gathered from 
the sales, the assistants have a list of 
goods required gathered from the fix- 
tures and these two lists should agree, 
thus forming a double check which is 
satisfactory to both sides. 

At 8.30 next morning the manager 
with his list, and the assistant with his 
list go to the lock-up store for the goods 
required and the stock is issued for that 
day, one list checking the other. When 
this stock is replaced the store is com- 
plete in all goods ready for the day’s 
business. 

At first we found the stock and sales 
did not agree, goods were short. We 
expected that, but persistent inquiry for 
missing goods soon put the wind up the 
dishonest employees. They found we 
were after them, shortages diminished 
and were finally eliminated. ' 


werd (Cohtinued on page 51)- 





EDIPHONE y, oice-Writing 


You won’t be in to-morrow, CORRESPONDENCE 
and there’s still a lot to do! OT : WITH CLIENTS 


Does that mean you must 
laboriously write out a bt of 
notes—instructions to so-and- 
so, letters to somebody else? IT 
DOESN’T IF YOU CAN VOICE-WRITE 
THEM WITH YOUR EDIPHONE. No 
waiting—It’s there ready at your elbow ! 





INSTRUCTIONS 
TO YOUR STAFF 


MEMORANDA 
FOR YOURSELF 
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your EDIPHONE hasn’t ; 
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Ediphone Voice-Writing cuts 
down “‘routine,’’ liberates the 
executive for more important 
work. Let us give you a free 
demonstration at your desk. 


THOMAS A. EDISON L1? 


Victoria House, Southampton Row, 
W.G., 


BRANCHES AND DEALERS 
IN ALL PRINCIPAL CITIES 


The latest Ediphone product--THE TELEDIPHONE —is now avallable for recording telephone conversations, 
Board Room conferences, minutes of public meetings, speeches, etc. . . . . Let us send you details. 








YOU CANNOT 
AFFORD © © © 8 @ 


TO PAY MORE THAN OFFICIAL POSTAL RATES 
FOR YOUR OUTGOING MAIL 


YET YOU MAY UNCONSCIOUSLY BE DOING SO. THERE MAY BE WASTAGE AND 
LOSS IN CONNECTION WITH YOUR POSTAL ACCOUNT OVER WHICH YOU HAVE 
NO CHECK. AN EXTRA HEAVY MAIL MAY BE COSTING YOU MORE IN RESPECT 
OF LABOUR BY ABSORBING THE TIME AND ENERGY OF STAFF WHO SHOULD 
BE MORE PROFITABLY EMPLOYED. 


any leading concerns have solved this problem by putting In a UNIVERSAL POSTAL 
RANKER. This Is a typical list where these machines are in use: 







Austin Motor Co. Babcock & Wilcox. 
Cadbury Bros. Metro-Goldwyn-Mayer 
Selfridges, Ltd. Pictures, Ltd. 
Courtaulds, Ltd. Philips Lamps, Ltd. ° 
Macfarlane, Lang & J}. Wix & Sons, Ltd. 
Co., Ltd. ` Daily Mall. _ 
General Electric Co., Ltd. Wolsey, Ltd. 
Unilaver, Ltd. John Barker & Co. The model illustrated is the new improved Midget, showing 
special gummed paper strip attachment for franking of bulky 
Write for descriptive folder envelopes, parcels, etc. 


~ UNIVERSAL POSTAL FRANKERS ” 


1-7 CANONBURY STREET, LONDON, N.1. 


Telephone - - - - Clissold 3613 
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Planned VISIBILITY . .‘ that’s the key to 


Bigger Output per 'Wage Unit 


in Your Factory 


Visibility depends on LIGHTING. 


from wrong lighting means 
eyestrain, lowered output, 
absenteetsm, higher costs 


Lighting is even more important as a 
tool of production than is machinery 
because it affects not only the quality 
and volume of workers’ output but 
their health and morale as well 


By MORTIMER HAWKINS 


AST month I pointed out how the 
| effects of good lighting react for 

the main part ia wages bills.* This 
is an undeniable fact in all phases of 
business, though it 1s more easily demon- 
strable in factories because the fabrica- 
tion of materials shows a more direct 
and individual quantitative and quali- 
tative result than is apparent in the 
routine of office work. 

Using the pay-roll as a basis of cal- 
culation and comparison, the Medical 
Research Council and Department of 
Scientific Research have produced a 
graph (originally published by H.M. 
Stationery Office) which summarizes an 
investigation into the economic relation 
between illumination and output. 


Benefits Out Of All Proportion 
to Costs 


The lower straight line graph shows 
that for an intensity of 16 foot candles 
the increased cost of electricity equalled 
about 2 per cent of the wage roll This, 
however, produced an increased cutput 
equal to about 32 per cent of the wage 
roll, as can be seen by following the 
16 foot candle line up to the curved 


*Properiy Designed Lighting Gives a Higher Return 
for our Wages Outlay, pago 28, Bustness, October, 
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graph—obviously a very sound invest- 
ment. In general terms this applies to 
all sizes of factories—for 20 or 2,000 
hands. 

If further proof of the profit in well- 


DAZZLE ja 





I have met hundreds of factory execu- 
tives who sincerely believe they have 
good lighting, when, in point of fact, 
they have no such thing. 

A prescription for good factory light- 
ing is difficult to provide, but my own 
ideas are these: 

(1) Recognize lighting as a production 
tool which must be designed to suit the 
particular processes being carried out 
with the object of increasing pro- 
ductivity. 

(2) Light sources must be diffused and 
directed according to the type of work 
and the type of building. 


PERFECT VISIBILITY of the job through planned lighting 


planned lighting is needed, one need 
only cite the careful attention given to 
this side of the production programme 
by Ford, Morris, Austin, United Dairies 
and many other such profit-earning 
organizations. 





FOOT CANDLES ILLUMINATION 


leads to more profitable results for employers and 
happier, higher earning conditions for employees 


(3) There must be no glare from the 
fittings nor must there be glare reflected 
from the work (specular reflection). 

(4) Lighting must be even over all 
parts of the room so that the positions of 
machinery can be altered at will without 
altering the effectiveness of the lighting 
system. 

(5) The amount of diffused light fall- 
ing on to the work must be such that 
there ıs sufficient light reflected from the 
work to enable intellgent perception. 
For example, the amount of light neces- 
sary to see to work accurately on white 
paper or cloth would be totally inade- 
quate for working on dark materials 
because the white paper reflects much 
more light into the eye than does, for 
instance, black felt used for making 
bowler bats. 


Good Lighting is Offset by 
Bad Eyesight 

(6) I always insist upon checking the 
usefulness of good lighting in any fac- 
tory. I use an instrument called a 
Stereosette, and picking at random 5 per 
cent of the employees, submit them to 
a rough but very ınformative eye test. 
My instrument will tell me no more than 
if the subject’s eyesight is standard or 
sub-standard. If the latter condition is 
disclosed, then even under the finest 
lighting condition the best results can- 
not be obtained. In such cases it pays 
the managezgent to call in an oculist. 
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Until you have used a Teiry’s 
Anglepoise Lamp you have simply 

no conception what real hghting 

comfort in every sense of the word can 

Ñ mean. Instead of variable, badiy placed 













lighting, often glaring in youc eycs, 
you have a light, responsive to the 
least touch, holding any one of 
1,001 possible angles, brought 
tight down on the work or out 
of the way as required 
clear, concentrated, yet not a 
scrap of light in your eyes. 
That’s the Terry Anglepoise 
Lamp | o 


Absolutely designed for correct ligpht- 

: Ing comfort in homc, office, factory, 
14, studio, etc. No fiddling outs to d4hten 
or to catch fingers, simplicity [tael! 
Twist it as you Lko—sklavays, 
siant wise—uopside dorwn—all tho 
time it throws a powerful beam 

of light-—making a 235-sratt 

bolib work like n 60! 
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brighter longer 

because of 

the wonderful 
NON-SAG 


filament 
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ae iene Tot sr Beautifully made with chromium-plated arms, 
a a woes Maa Ta re ad solid Jase and tireless TERRY SPRINGS. Enso 
SEAE: pele EN EOS gs eae and ahadg tn pleasing **Krinkia’* enamel. In really 
N oe Jen Tt Rt ae ae is charming colours-——red, green, orange, bine, cream 
rar $ æ m ~ won Sp ah Ath h rand _ a wò aw 


—or any required colour, Many models available 
in various forms-—trolley, wall-fixing, etc. Prices 
: from 50/- (U.K. only). Pat. home ond obread. 


Submit your lighting problems to us, 5 ERD Gas OUr oD 
Our Engineers will be pleased, 
without obligation, to prepare a la 


| Pico send particulars of Anglepoisa iania 


scheme for improved illumination, | 
a | Name Se cu a Seo’ Sense noosa ei i | 
| 
! 
3721.48 MADE IN ENGLAND | Address ......... E ee ere oa ote | 
THE BRITISH THOMSON-HOUSTON COQ, LTD., / | Herbert Terry & Sons, Ltd., Redditch | 


CROWN HOUSE, ALDWYCH, LONDON, W.C.2. af [___Lewpox: 7 Housoax Vapur, ECI 
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The word ‘‘seeing’’ has more to it 
than its superficial and obvious mean- 
ing. An untutored savage and a trained 
machine operative can both ‘“‘see’’ a 
printed sheet emerging from a rapidly 
moving printing press, but in the one 
case no intelligible meaning is conveyed, 
while in the other the mind, through the 
co-operation of light and sight, perceives 
at once whethereverything is exactly as 
it should be. So when I speak of light 
for seeing, I mean light for interpretative 
seeing. 

A flood of light on the printed sheet 
will not in itself convert the savage into 
a skilled operative. On the other hand, 
even the skilled man will be unable to 
give full effect to his skill if hampered 
by wadequate or unsuitable lighting. 
Light, then, must obviously be scien- 
tifically applied to the work in hand. 
Light and sight must form their partner- 
ship. 


Christmas 


OVELTIES for seasonal distribu- 
N ton can be divided roughly into 

two classes: (a) the permanent 
and (b) the ‘‘throwaway’’ type. Both 
include the personal and the impersonal 
kind of gift. 

In making a decision about novelties, 
therefore, the first job for the business 
man is to settle on the type needed, 
permanent or non-permanent. It may 
be that use can be made of both, for, 
as the director of a well-known concern 
pointed out recently: ‘‘No particular 
kind of novelty, in our experience, fits 
all requirements. We use throwaways 
and the fhore expensive lands. But 
before we decide to buy any novelties at 
all we prepare lists of recipients. Execu- 
tives and other business friends and ac- 
quaintances whom we know well enough 
to give personal type of novelties, for 
instance, are set down in analysed form. 
Those that don’t smoke, don’t play golf 
or don’t drink, and so on, have appro- 
priate danger signals j their 
names. We see that a bachelor doesn’t 
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One final but important pomt [rhe 
number of accidents in factories, often 
attributable to faulty lighting, is setious 
and costly enough. The direct effect of 
this on the workers is to lower their 
morale, but what is far worse is the effect 
of continual subconscious nervousness of 
potential accidents which wrong lighting 


YOU 


are invited to make use 
of Free expert advice on 
how YOUR lighting can 


be improved so that it 

Will increase the Profit- 

able Return on your 
wages outlay 


Novelties . 
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always involves. You don’t run up and 
down stairs in the dark with the same 
confidence as you would do,with the 
light on. Similarly, a man is auto- 
matically slower in his movements unless 
he is given the confidence resulting from 
adequate and proper lighting. 

To get that average 7 or 8 per cent 
increased return on the wages roll by 
virtue of proper lighting is clearly a job 
for specialhzed knowledge. A good elec- 
trician does not imply a good lighting 
engimeer, and, of course, the reverse 
applies equally well. 

If, therefore, any reader of BUSINESS 
has a lighting problem on which he 
would like advice, or if there is any point 
on which I could be of help, he 1s invited 
to write to me at the Advisory Bureau 
which I have established in conjunction 
with Busrngss. This service is available 
without cost or obhlgation. Letters 
should be addressed c/o The Editor. 


That Build Business 


get a gift useful to a family man These 
are small but very important points.” 

Many firms that take this trouble in 
their Christmas and New Year gift 
routine find that their travellers and 
other representatives who contact cus- 
tomers can provide important items of 
information on these matters. Even in 
the case of throwaway gifts ıt is worth- 


PI cards can be used 
very effectively, especially 
by firms selling ordinary 
consumer type goods. The 
majority of people play 
cards sometimes and with 
many tt ts a regular habit. 
Your advertisement can 
appear on the back of card 
packs or cards produced 
for a specific game such as 
‘Monopoly’, the game 
just wntroduced from the 
United States 


To get and hold attention 
is one of the aims in using 
novelties. Such attention 
can be achieved when a 
- gift ts both decorative and 
useful. This new desk 
outfit consists of a clock, 
thermometer and perpetual 
calendar—a very useful 
combination. Further- 
: more,» they are set in an 
men attractive imitation tor- 
toise-shell stand. A 
novelty of this kind looks 
well on an executive's desk 


while to take some trouble ın the com- 
pilation of a list of recipients. After all, 
gift schemes, although they retain some 
measure of the old-time idea of goodwill 
and ‘‘Christmas spirit’, are largely a 
matter of good business And good busi- 
ness demands a satished customer. 

You cannot of course provide special 
gifts for every one of your customers but 





by segregating them into main groups 
you are able to buy gifts-aeceptable to 
all in each group.. 

The word ‘‘novelty’’ implies some- 
thing that is new and interesting. To 
get a gift of this kind is, naturally, the 
aim of all firms—partcularly the novelty 
makers themselves! This year there 
are more new or improved novelties to 
choose from the thousands of lines avail- 
able. There is, for instance, the new 
desk outfit consisting of combination 
clock, thermometer and perpetual calen- 
dar (see illustration), an ideal gift for an 
executive. f 

Another useful new product ıs a tele- 
phone stand—the Telestand—which has 
a telephone index panel and a renewable 
memorandum pad. One firm of novelty 
makers has brought out a new line in 

(Continued on page 52) 
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-= Telephone Light 
for either 
home or 
office 


AN IDEAL PRESENT—DIS- 
TINCTIVE AND UNUSUAL 


Even people with good 
sight make mistakes in 
bad light. Nowi Here 
1s light where you want 
it—either for dialling or 
lookmg up numbers The 
combination of ight and 
telephone as one wmit 
means more room on 
table or desk and the 
weighted base prevents the ’phone from Prag accidentally dragged 
on to the floor. The white press switch is easily located in the dark, 
iving instant ght just where you want it should the ‘phone rmg. 
e revolving reflector and adjustable arm allow you to direct the 
hight where you will; to use ıt for mstance, as an ordinary desk 
or table reading lamp. 
Available in all the colours authorized by the G P.O. for desk and 
table telephones. 
When ordering please state colour required and whether your 
-K *phone has bell in base or not. ' 


All one colour 27/6 

Coloured Base, Chro- 

mium Plated Arm and A r Ç O U r S 
Reflector 32/- 


hi: Tet: 


STANHOPE HOUSE, Kean St., LONDON, W.C.2 


Showrooms: Crown House, Aldwych, W.C.2 





| EVERYTHING FOR THE OFFICE 


NEW AND SECOND-HAND 


At to-day’s lowest prices 
including 


New Steel 
Vertical Filing 


Cabinets 
(as illustrated) 


Constructed throughout from 
high-grade white furniture 
steel} sheets, solid bronze 
drawer pulls and label holders, 
ball-bearing drawer suspensions 
with automatic rubber stops. 


<u> 


4-Drawer Quarto. Overall 

514” high, 254” deep, 154” wide. 

re ERS = inside drawors, 10)" high, 12,4," 
DUPREE] wide, 233° deep. Price £4 | 

. Extra for Automatic bocong: 

Price 16/6. 
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Steel and Wooden Office 4-Drawer Foolscap.—Overall 5137 


Furniture, New and Second- high, 253° deep, or wide. inside 

hand. Write for Ilustrated drawers, 10)” high, 15s)” wide, 234° 

Catalogue of New and deep. Price £6 i 0. Carriage paid 
Second-hand Bargains to any address In Great Britain, 


The Miscellaneous Trading Co. Ltd. 


134/135, HIGH HOLBORN, W.C.,I. Tel.: Holborn 4894 





DISPLAY 


BENJAMIN PLANNED 
LIGHTING is the complete 
answer to the problem of how to 
secure maximum lighting efficle 
ency at minimum expense. The 
“BE N FLUX” Reflector, illus- 
strated here, typifies the many 
advantages of this modern, scien- 
tific lighting. It provides soft and 
even light over a wide area, is 
kind to the eyes ard most 
economical in operation. 


In office, factory or workroom, 
showroom and store, the “BEN- 
FLUX” spells better lighting at 
lower cost. 


Write to-day for comprehen- 
sive literature. 


RE 





THE BENJAMIN ELECTRIC LIMITED 


BRANTWOOD WORKS, TOTTENHAM, LONDON, Ñ. 17 


Im the smallest 
of a fine big 
amily -we are 


all in Office ! 










FYEN if you do “file things away’ . . . by 
throwing them into the waste-paper bas- 
ket, may we supply you with the Valor Waste- 
er Tub ? 
The model at the top, doing all the talking, 
is the “‘baby"’ of the VALOR splendid range of 
Steel Office Furniture—filing cabinets, shel- 
ving, steel lockers, cupboards, waste-paper 
baskets ? 
May we send you our List No. 20/V55 giving 
details of all Valor Steel Equipment for Offices 
and {Works and showing greath reduced 
prices for Filing inets ? 


THE VALOR COMPANY LTD. 


Vafor Works, Bromford, Birmingham 
LONDON: 120 Victoria Street, $.W.| 
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They’re Spending Money Here 
New Prodycts—Nen Markets—New Business 


HEFFIELD firm of iron, steel and alloy 
merchants, Midgley & Sons, Ltd., are to 
introduce a new industry to Sheffield by 
building a furnace for the manufacture of 
aluminium 
O 


ORK began last month on sinking a 

new iron-ore pit in Frizington, 
Cumberland, the first in that area for 25 
years. eè n 


B Coventry J. & J. Cash, Ltd, woven 
names and ribbon manufacturers are ex- 
tending their factory. Negotiations are 
taking place for a 30-acre site by a firm of 
car y, pressing and stamping makers, 
Fisher & Ludlow, Ltd., who alieady have 
factories in Birmingham and Smethwick; 
and a Liverpool firm, Owen Owen, Ltd., 
have opened a store employing about 500 


le. 
peop o 


ILK mills have been purchased in 

Sherborne, Somerset, by a Coventry firm 
of real silk and artificia! silk piece-goods 
manufacturers, Frederick Marsden, Ltd. 
Production begins this month. 


O 


WO of the smaller townships near 

Accrington, E. Lancs., are enjoying 
an industrial revival. Rishton Paper Mill, 
normally employing 300 people, re-opened 
with a new company manufacturing the 
finer grades of paper. This mull closed down 
in April last. 

Spring Mill, oldest mill in Rishton, has 
been taken hy a butcher for development 
as a wholesalescooked meats factory. 

Near by, in Clayton-le-Moors, Providence 
Mill has been taken by a newly-formed loca] 
company for making of paints, varnishes, 
calluloss lacquers and disinfectants 


O 


HREE new enterprises have been se- 
cured for Lancashire by the Lancashire 
Indu 


strial Development Council. Important 
Continental textile interests have acquired 
mulls at Hadfield, near Glossop, which were 
formerly used for cotton i ene and 
weaving. After alterations the will 
be equipped with worsted spinning and 
weaving plant. 

At Padiham, E. Lancs , the manufacture 
of abrasive grinding wheels is being estab- 
lished by Lancashire Grinding Wheels, Ltd., 
in a former weaving factory which closed 
down three years ago. 

Continental interests are also concerned 
in a new industry at Mossley. A mill 
formerly used for cotton spinning, is being 
adapted for light leather goods, including 
handbags The firm has been r€gistered as 
Mossley Industries, Ltd. 


O 


IGHT corn silos, each x20 ft. high by 

30 ft. diameter, have been constructed 

at the factory which a Canadian food 

roducts firm, Kelloggs, is building at 

tretford, near Manchester, at a cost of 
about a million pounds. ° 


O 


COMBINED swimming-bath, cinema 

and café, to cost £100,000, is to be 
built in Fleetwood, the Lancashire seaside 
resort, and the Marine Hall and baths are 
to be extended. 


are opening 14 large stores in London, 
cashire, and other parts of England 
within the next sıx months Each will be 
staffed by at least 80 employees 
Towns selected for pioneer effort include 
Manchester, Blackpool, Rochdale and 
Birmingham, in addition to London. The 
stores in Oxford Street, London, and New 
Street, Birmingham, which will be the 
largest, will be ready this month. If 
venture is successful at least a hundred 
stores will be established throughout the 


country. 
NEW factory equipped to produce 
A 1,000,000 items of cutlery a year and 
about 250,000 garden tools has been opened 
21 the Co-operative Wholesale Society at 
Sheffield 
O 


fÀ ior formation of are well advanced 
7 


| IVERPOOL firm, Littlewoods Stores, 
n 


O 


for formation of a company (capital 

50,000) to establish an abattoir factory 
in South Wales. 

Construction of the factory, which will 
be near Cardiff, will be undertaken in sec- 
tions to allow for expansion under Govern- 
ment scheme for increasing national cattle 
stock. 

© 


CORRECTION TO 
ADVERTISEMENT 


E apologize to our advertiser, The 
Unit Superheater and Pipe Co., 
Ltd., for an error that appeared in their 
announcement on page 27 of last 
month’s Supplement. The word ‘‘con- 
dengate’’ should, of course, have been 
condensate. i 
The Unit Superheater and Pipe Co., 
Ltd., are contractors to the South 
Wales and Monmouthshire Trading 
Estates, Ltd, for the manufacture, 
supply, and erection of all main steam, 
return condensate pipe lines, control 
equipment and pumping services from 
the South Wales Power Co.’s Upper 
Boat Power Station to the Estates’ 
Pump and Control House. 


War on Detail 
Costs Inside 


(Continued from page 12) 


equipment or methods of handling and 
to report it at once to a member of the 
safety committee. 

Similarly, every employee knows it is 
his duty to report straight away any 
small accident that may happen to him: 
it may be a scratch, cut, burn, fall or 
anything at all. Every such accident is 
treated at the First Aid Post and is 
recorded in detail for reference purposes. 

The safety committee meets periodic- 
ally under my chairmanship and debates 
all the “‘safgty’’ problems that have 
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TRAFFORD PARK INFORMATION BUREAU É - | ~| INTERNAL 
TRAFFORD PARK „p BUSH HOUSE BE a ae oc 
MANCHESTER LONDON W.C.2 BA | TELEPHONES 





| because they facilitate co-ordination bet 
and their staff. They eliminate the delay 
| the shortcomings of old-fashioned met! : 
communication. Dictograp TOES. a 
.. | thousands of municipal and commercial 

| | throughout the country. 










Finger-tip Control 
Places the entire business at the fingertips of 
executives through centralized control. 


, C | DIRECT CONNEC 
VV¥VVY vy VVVVVVVVVVVVVVV." | No dials, no numbers, ne switchboard, na 


7, | | O api lays. 
BOMB-PROOF and FIREPROOF|| °°" et” a 


> | | | Executives’ dictat: on an 
> cash and hook SAFES— | aie carried on while t 


new and % Dictograph Telephones introduce ihe g 
second-hand, of efficiency into the office by 


N many features which ordinary te 
all sizes | sess. They dispense effectively 


and qualities | that aA result from the u ase of 
in ne | methods of internal communication. — 
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Piease giveful deceit} 
of your requirements | 
when writing. 


VvvVVVvVVvY 

* We carry the largest stock of New and 
Second-hand (reconditioned) Office 
oe Safes, Typewriters and 
Visible Indexes in London,and guarantee 


to supply better value than any other 
firm. 


OFFICE EQUIPMENT CO. 
<< M3 HIGH HOLBORN :: LONDON, W.C.i 
E SA Holborn. Tube Station) Telephone: HOLborn 8235 
ert and n, ree eae S.W. 








provide many other invaluable services 
increase the efficiency of your busines 
* 


IDICTOGRAPH TELEPHONE: 
| AURELIA ROAD, CROYDON. THORNTON pei Z 








* 


MAAAMAAAAAA 






| Branches inca the United Er Kingdon, trish Free Siate, 
overseas 
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be ‘This famous landmark, the head office of 
the Shell-Mex and B.P. Ltd., 


situated on 


the Victoria Embankment, Ponder is one 





of: many imposing buildings—which our Private Automatic Telephones 
“serve. 


These are a few more of the leading 
Companies using Siemens Telephones :- 
Morris Motors Lid. 
Patons GS Baldwins Ltd. 
Sissons Bros. @ Co. Ltd. 
Edgar Allen & Co. Ltd. 
Pearl Assurance Co. Lid. 
Gaumont-British Picture Corp. Ltd. 


FOR SALE OR RENTAL 


Lo SIEMENS BROTHERS & CO LTD 


Private Telephone Dept. 


ra wings 
a a Copy by 


STUDIOS LTD, | 


- 38. 39 U P pe er Thames Street, 
haiei : CENtral 2332 


London, 


These Services Are FREE 
SUBSCRIBERS are entitled to free 


information concerning Products, Ap- 
pliances or Services. 


ADVERTISERS who do not employ an 
agent (which we recommend them to 
do) are entitled to free Copy Service. 


Particulars for the asking from 


| SERVICE Dept., BUSINESS 
3 | - Whitefriars House, Tallis St., E.C.4_ 


| means of preventing “those 
| ever occurring again. 


| from the hunianitarian standpoint— 


| ment. 
| ness that breakdowns to certain plant 


E.C.4 


1 generating plant, and that is. why ies 










We do claim that in this constru 
way we carry on a constant war aga’ 
hazard, and as a policy—quite apa 


does contribute enormously in prevent- 
ing work disorganization and in ERS 
down the burden of costs. 


These Special Overhauls Save 
Plant Breakdowns 2 

Another factor, too, in this directiot 
of safety promotion and  work-floy 
maintenance is the overhaul of equips. | 
It is inseparable from our busi oo i) 







(notably to heavy machinery that 
charges the blast furnaces) can peo oo 
exceedingly dangerous to life and limb, = 04 
quite apart from its effect of holding apo o 
large scale work. ER 


To keep esuch plant in absolutely ; 
perfect condition, therefore, we furn-it- 








| over entirely to the hands of our main- 
| tenance @ngineers the moment the | 
| week’s work ceases at noon on Satur- 


days. These engineers are paid at full. 
overtime rates to carry out complete 

overhauls. Nothing is alowed to escape | 
their attention. 


We know definitely that the regular 
payment for these overhauls, even at 
overtime rates, is a thoroughly. sound 
investment. It is our insurance against 
the infinitely heavier costs that would 
unquestionably arise in the event of even 


a slight hitch to such important plant. 


It is such ways as these, therefore, 
that we wage our campaigns against 
costs. Nothing, as I say, can be.done 
to check the rising tendency of universal 
factors such as raw materials and wages; 


| but if close managerial attention is 
| continuously devoted to the practical 
| details at every point of production, 


then the aggregate of costs that can be 
saved will go a long way towards: 
off-setting those other rises that cannot a ae 
be individually controlled. . : 


What You Should K ow oes 
About Purchasing 


Electric Power 


pees from page 14) 










to id. ache fon! a shorter nrg 
the cost would go up Pee 


out any oe or pe eo . ee bre o a 
for depreciation in connection wi 


has to pay a standing charge to the = = 
supply authority to cover these items = 
for which. een has to be. made b 
them. i, ae eee 
















| andi incr ease your . profit by 
means of the “G.-B.” system, 


productive. The control of 
time is a vital factor in the 
8 efficient - running of your 
AD. ishment. Investigate 
“G.-B.” system of Time 
Control which checks time 
-and saves time. 


Send for full details, 
instalment plans, ete. 


= TIME RECORDERS LTD. 
: 38, Empire Works, HUDDERSFIELD | 




















Tet the “SYSTEM” Desk Calendar 


Save You Time and Worry 


ET zas throughout the Year 


4. Use a System Desk Calendar your- 
ie one on the desk of every 
important member of your staff. See 
ew irom the accompanying ‘illustration how 
ome simply this unique device operates— 
» and yet how complete, automatic and 
we accurate is the service it renders you. 
At- the top stands the day's date in 
large type; below it, an appointment 
sheet for the day marked off by hours 
and half-hours; then comes a con- 
§ venient Calendar for the current, past 
§ and next months; below is a big sheet 
ifor the day's memos, notes and 
gh, ee ae a reminders ; there is one ‘of these large 
a: “gieets iore every day of ite year, giving ample room for all records. 
F As one long-time user says, “Tt is. the one indispensable desk 
4 assistant for every business man.” Models with 1938 sheets are 





now ready. 
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which makes every minute 





ir Post Order Form TO-DAY to Secure Supplies 


S ORDER FORM 

_ ie ‘To SHAW PUBLISHING CO., LTD., 6 Carmelite St, London, £.0.4 
: be ‘Please forward by return the following System Desk Calendar/s, 
4 for which I enclose remittance value £ S. d. 

Si | E Desk Calendars, complete, size 6)" x 34", Each Postage 
| - on Metal, Black or Brown Bakelite Stands 4 j6 ód. 
aas |. -ttiek eolours required), ba 
i { >» On Rell. | Green, Mahogany, i or 

| a Bakelite Stands {tick colours 5j- % éd. 

i tla od opmpleti; aise 4 x Pe éd. 


Secession Ht: MA feels AA AE Wer Wie SI i T eer | 


You - CAN 


ALWAYS 


[FACE THE 





‘Send now for © i 
folder Piy 7 a 






ness at your 
finger-tips. 








keep your busie” a \ | cj } | r Qy 


















es THE CANADIAN-MADE 


SMITH PREMIER. 





ae No more noisy clatter in your office ! No more inter- 
— ~ rupted telephone conversations ! The Smith Premier 
Noiseless brings you the blessed relief of quietness — 
: ‘increases efficiency by giving greater ease of concentra- 
tion, freedom from nerve strain, less fatigue and more 

speed in operation. A superlative writing machine — 

= ideal not only for the private office but anywhere where 
he din of an “erdinary typewriter 
would be objectionable. An Empire 
product —made in | Canada. SS 


SEND COUPON BELOW FOR 
FULL PARTICULARS 


OR APPLY TO YOUR LOCAL DEALER OR STATIONER 


| * SMITH’ PREMIER 
TYPEWRITER COMPANY LIMITED 
4 ST. PAUL'S CHURCHYARD, LONDON, E£.C.4 
ai 23 X (Phone: CITY 5361) 


: ~ Please send me, without obligation, full particulars of the Canadian-made 
_ «+. Smith Premier Noiseless Typewriter. 


NAME... ERR EK FERS METRES ROMO EM EDAA ARE PER EDA EES EAE EE ENS ERAD DRADER EER AORAVETKE ACHAEA RS RESERO ODER LUGE CERT OraNa ea veLuEdbebnreacaeraeé ireket peewee 
hae ADDRESS RRA OR ETH EEE EDA ER ER EOREOR ESHER ER ERAAR ARE LD EAAHERHEERN ERE REE EERO RT RETETE 


ih eee ee eee ee ee eee eee eee ee ee ed 
re KSA ORE EKHAS ER RABAT OH TDI AREER ED ERE SHEBE UEP SABER ELES ER EMER HEHE EE MATRA YA HAAE HEME EEA ES EK H ERO PREM AOS OAS ERSTE REDMON SHEKELS: 925 








sire information from the°Editor or from Advertisers attach this coupon, 


uld. be signed by a responsible executive, to your business letterhead 







mes ‘omnis e sim E adie à LARO A A 4 ee O ARAR fe MUNIN e E NAAN: E E x E ok Met. S es 

f NESS Service Department, Whitefriars House Tallis Street, EC. 4. 

fil Please send, without obligation, more information in connection with advertise- 

© ment {or advertisements) in the November, 1937, issue of Business 
numbered below. . 
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- Numbers (see Indez, page Dra besieiss ee a 


-| plant, but it should be remembered t 
| this item of £16 per week would ha 7 oe. 
-| to cover (in the case of any other formo 
| | of power) such costs as depreciation of ~~ 

| plant, wages of attendants, rental value — F 
and rates payable on the space occupied = =o 






| see that sufficient stand-by plant is kepi i 


NOISELESS @ 






i several hundred 






SE THIS COUPON 


| VENUS PENCILS ate 


| of quality never varies. _ 





|| different grades. which you. 
|| shall be very glad ta send 





by this plant. paw 
Another point which should be borne 
in mind is that the supply authori ee 





y mus 






to ensure a continuous supply of power. = 
The arrangements for inter-connection 
of generating plants keeps the cost of this 
down to a minimum, but they are bound 
to see that reasonable provision is made 
against interruption of supply.. Tem- 


| porary failures of supply are usually | 


given a fair amount of publicity, but it. 4 
must be admitted that throughout the 
country the loss of output due to failure 
of electricigy is very small indeed. o0 

I am not in any way trying to hand 


| out bouquets to the supply authorities 


but am nly pointing out a reasonable. 
standing or fixed charge is the correct 


| basis for an electricity tariff. . Electrical 


power salesmen do not always. explain 
this charge clearly, and the consumer 
often gets the idea that he is paying 
pounds a year for 
nothing. 

The two-part system is applicable ‘to 
several other services—in fact, any busi- 


| ness which consists of a service as dis: 


tinct from’ simply supplying goods, can. 
be charged on a two-part basis—and the 
gas companies are now adopting this 
system in many instances, 

When the consumer has obtained the 


| lowest tariff at which the supply author- 


ity will agree to supply him, it is then 
up to him to make arrangements in‘ his 
own works so that the total cost of his 
electrical energy is kept as low as POs- 
sible; and I hope, in the next article, 
to show how rearrangement of machin- 


| ery and of working hours can resultin a 


substantial reduction in the power bill; 












incomparably smoothand o 
long lasting, theirstandard — 


MADE IN ENGLAND, = 
your werk and choose tin 





ink most likely to suit, we 


‘you samp ton to try. ‘goftest. 
VENUS PENCIL CO. gtl, LONDON. EF. Oh, han 








Quick-Action 
Stock Control 
Stopped Pilfering 


(Continued from page 40) 


We found another weakness: in the 
rush hours assistants sometimes forgot 
to enter goods sold on credit. Shortages 
showed the following morning, goods 
gone out and no sale record to balance 
it. Inquiry amongst the salespeople 
was instituted at once, the sale was 
remembered and booked and another 
leakage stopped. 


Dummies, Temporary Substitutes 
for ‘Short’ Goods 


This daily review of stock is of 
immense value, it rarely catches you 
with sold ‘“‘outs’’. But sometimes it 
does, Owing usually to delay in goods 
coming through, or to sudden demand 
for a single product. Therefore if goods 
cannot be replaced in the fietures a 
dummy is issued from reserve, this 
dummy represents stock, when the 
goods which these dummies represent 
are to hand the dummies are replaced 
with goods, and returned to the lock-up 
store. 

If the cash is over it is generally 
solved by stock being short to that 
amount, showing often the very article, 
or series of articles at a price, one of 
which has been sold. Again the trans- 
action is remembered. by the price, 
which means making a sale chit for the 
amount. 


How Goods On Approval are 
Checked Up 


Goods sent out on approval are 
treated as goods sold, gone out of the 
shop. The approbation book is checked 
daily and verified correct. If the goods 
are not returned within seven days, they 
are entered on a credit chit, and the 


duplicate approbation chit is pinned, 


to it. This means the goods have 
already gone out seven days before, and 
are not again entered as sold. When, 
however, goods are returned from 
approbation they are placed on a 
special shelf, and are not put back in 
the fixtures. If they were they would 
cause confusion and make the stock 
over the following morning. In the 
manager’s books is a credit sheet on 
which all credits are entered and 
checked off the following morning from 
the credit shelf. 

This method is simple, speedy, and 
reliable, the cost is negligible. Here, 
then, is the rule: Determine the 
quantity of every commodity to be kept 
in the fixtures, replace to-day all goods 
sold yesterday, arrange the stock so that 
displacements can be seen at a glance. 
The result will be a grip on the stock 
that will show immediately if any 
irregularity is taking place. It braces 
the staff, and it promotes efficiency. 


To-night at closing 4 






‘GIVES YOU ALL THESE FEATURES 
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. will 'your records be 
posted and balànced 
up-to-the-minute?— 





Secure this book-keeping control with 
the completely electrihed machine 


Make your book-keeping records more valuable, more useful. 6 
Send out customers’ statements early. Avoid all unnecessary 
duplicate posting and repetition of identical information. 

Obtain a running check on the accuracy of the work. 


You can obtain these Accounting advantages with the Remington 
model ‘'86”’. 


By furnishing you with automatic 
proof of every item posted, the 
Remington ‘‘86’’ provides complete 
control of the accounting work. 







NO OTHER MACHINE, AT ANY PRICE, 





alphabet and numeral keys, and of | specific column, and instant correction 
carriage. of errors. 

2. Complete flexibility of registers, | 4. Automatic tabulation. 

providing extra accumulations without | 5. Complete visibility of writing line 
rebuilding or replacing machine. Addi- | permitting easy checking of every entry 
tional registers limited only by length | 6. Automatic line proof of each 
of carriage. individual entry provides instant audit. 
3. All registers visible for columnar | 7. Independent contro] of each related 


1. Complete electrification of ail traction, providing contra-entries within 


accumulation and _  cross-computation. | form to be prepared simultaneously. 
All registers equipped with direct sub- | 8. Uniform o ecitility of all records. 








REMINGT 


AC COUNTING 


ACHINES 


FREE SURVEY For a scientific, 


money-saving 
ahalysis of your book-keeping costs, 
without obligation, write to the Ac- 
counting Machine Division (Dept. J.108), 
REMINGTON TYPEWRITER CO., LTD., 
100 Gracechurch Street, London, E.C.3, 


or any of the Remington branches in all the 
principal cities. 
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You can. use on “ACE aa for 25 years. 
ooghat time it will never fail to give you satisfaction. ft 
-cannot jam, clog or wear out. Why? Because it is 
chit Hke a battleship, of case-hardened steel. It loads 
210 ACE Staples. Other 
‘oi Models for all purposes. 
Staples. or Pinse 


o c hris tmas No ov e eli es s mes 
That Bu ild 





“There are {01 uses for an efficient, ruggediy built 
<O Stapling Machine in office, factory, warehouse or store. 
ecordinary machine, hawever, is not able to handle 
> Syest of such Jobs without jamming, or wearing out | 
A quickly. 


During all 


“ACE” 


‘The World’s best Stapling Machine 


Built like a Battleship 
All Steel. Triple Plated. Guaranteed for 25 years 


Ss Oe, 


Permanent Pin Stitch 





THE STANDARD OFFICE SUPPLIES Co. 
 9Lovell’s Court, Paternoster Row, &.c.4 


City 7251 
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spherical and turret type ash-bowls, 


handsome receptacles that. have 


weighted bases and are worth a place 


on any executive's desk. An equally 
attractive line produced by a competing 
firm is a “No Smoke” ash-tray, a two- 
colour moulded bakelite job with the 
centre surrounded by a chromium- 
plated mount. Crepe rubber feet are 





An attractive novelty—cigarette box, memo 
slip container and calendar combined. This ts 
the kind of gift that has a very wide ist 





Calendars are not always prosaic gifts. This 

one, for instance, is a magnet calendar. It has 

a metal front. A red painted magnet encircles 

the date and is moved by hand. Embossing 

your name and address on the front can be 
done at low cost 







(Continued r P "o 


fitted to the tray to prevent it marking 
polished surfaces, 
A hat and coat hook is a type of gift 


| that is likely to be acceptable in most 


offices. There's a very handy kind avail- 
able now in polished metal. Your 
name, the name of your product or a 
message can be stamped in the metal, an 
excellent form of reminder advertising. 
The firm making this hook also manufac- 
tures a wide range of metal products in- 
cluding paper knives, blotters, paper 
weights, inkstands, cigar and cigarette 


boxes, ash-trays and so on. 
An interesting type of ash-tray is one 
which can be fixed to windows or wind- 





Very few business men fail is appreciate the 

gift of a good fountain pen. The product 

illustrated is made of a patented window 

patterned material.» In normal use it is opaque 

but when held to the light the contents of the 

barrel can be seen. The pen is available in 
several sizes 


screens of cars or used as an office or 
home fixture. The suction pad used is of 
unusual design. 

t Pens and pencils are always. useful. 
This year there is a batch of improved © 
models which provide an inexpensive 
means of using a good class of gift. An 
outstanding pen (see illustration) among 





< | ANEW SCALENDOX? NovELTY!! 


® The NO-SMOKE Ash Tray 
Moulded in two colours—with chromium®mount 
A reatly handsome article 
| Write for prices stating quantities. 

‘Makers : 
‘CALENDOX LTD., 91 Petty France, S.W.I 


“QUIKWAY”” 


‘MANIFOLDIA LTD. of WEST BROMWICH | 


are manufacturers of 


as CONTINUOUS 
~ “QUIKPART"” CARBON LOADED SETS and 
© STATIONERY FOR MACHINE ACCOUNTANCY 


FORM STATIONERY 


KEEP 

YOUR 

NAME 

ALWAYS . 

BEFORE 

YOUR CUSTON 

. Ge ked with your J 

rtise: - À blotter. 
oryeis: a perpetual 

reminder Give your 


customers. Blotters this 
Cae, Ea the. mo: 





| 258 262 HOLLOWAY RD., LONDON, Sei en 














these latest models is one constructed of 
a patent “‘window pattern’’ material. 
This material gives an opaque effect in 
normal use but when held to the light it 
discloses the contents of the barrel. 


= Most people find key holders 
useful. In the type illus- 
trated keys are raised into, 
and allowed to fall clear of, 
“the protecting soft leather 
bell, It is operated by 
raising or lowering the small 
“button” immediately above 
the dome:of the bell 





Thus, the state of the ink supply can be 
seen at a glance. The pen was put on 
the market only last month. 

<fn the pencil line there is a new pro- 
pelling type that, by means of a red 
signal, indicates when a new lead is 
required. This signal is shown in a 
transparent section, at which point is 





Lancer ete 


An excessive gap between Gross Profits and Nett 
Cash Profits can be explained by erosion-~erosion 
at a dozen or more points in the process of manu- 
facture, merchandising, and accounting. Behind 
this, of course, is lackeof control, often unsuspected. 

In any manufacturing process, for instance, profits 

are bound to be frittered away if there is not a com- 
plete planned control of factors such as the flow of raw 
materials, the movement of stocks, shop loads, etc. Such 
a control must not only continually check the perform- 
ance against the plan, but also reveal immediately the location : 
and cause of any hold-ups. These are precisely the problems 

solved by Kardex visible records and mechanica! planners, 

which, in addition to giving you a complete control over every 

stage of the manufacturing and sales process, enable you to plan 
accurately and efficiently in the first place. ss 

Write on your business heading for new booklet of 
Methods and Equipment (Reference 8.065). 


Dn ae hapa new paten zolier fece y | |, LEADENHALL ST. LONDON. E.C.3] 


ejected as required. You turn the wheel (by | phone: MANsion House 3921 REPRESENTED SIN ALLI 
the thumb) and the note appears PRINCIPAL CITIES THROUGHOUT GREAT BRITAIN 












A note-case makes a good “personal” gift. 
This type has a new patent roller fitting by 













Patent 
Withstan: 


Here is the ideal seating for canteens a 
rooms, etc. The welded tubular sies g 





minimises costly renewals through to 
THE CHAIRS ARE EASILY STAC 
IN USE — PROVIDING % 













Catalogue 


ares ppb sak laine 
gladly sent on request. 





_ Works and Showrooms: WATFORD BY-PASS, BUSHEY, HERTS. Tel.: WATFO 
















-o buekram: A-Z index and 200 leaves 





tooni Book 


system 
“a and money, ae 


ing is simplicity itself 
cords can be inserted in the appro- 


‘positions without disarranging 
ecords. 





: pprov: al? 
SPECIAL TRIAL OFFER 


a OBIN BOOK, 5 ins. X 8 ins., comprising 
~ fooseleaf ‘binder bound full maroon 








: (feint, cash or double ledger)... 

eG or 
bound half maroon pigskin i 2 / = 
J. W. RUDDOCK & SONS 
| _ Looseleaf Book Manufacturers 


| “LINCOLN 
| and at 3 old Jewry, LONDON, E.C.2 








Tom 
YOUR 


| PRINTED 


ADVERTISING 
pee Ae should—and it will, if you 
a for our help! 


We printed 
G advertising pay for scores of 
_ firms—and we can do so for 





















have made 


O SO sk for a layout suggestion 
E for your next piece of advertis- 
| ing literature. 


& X SONS S 


ers and Advertising 
Consultants - 


; bo: at 301d a Jewry, London, E.C.2 aa 





Me case which carries 25s. in silver wi HE gÀ 
S half-crowns, florifs, shillings — and sie : ar ee 
| pences neatly sorted into slots. 





na have hundreds of ““ROBIN” | 
May we send you one on | 


9/6 | 





| their own works. 


| shows that the practice pays. 


also bown ‘the number of. | spare refill 
leads available. 


„Another new novelty is a man’s fash 


-Rhere is 
also room in the case for paper money. 


Calendars are a hardy perennial and 

| are made in all kinds of attractive forms. 
One of the most unusual is the mag- 
This product has a | 
metal front on which is used a small, red 


netized calendar. 


e 


Here's a handsome, three-colour pencil set of 


the type that can be sent to important business | 


friends. It consists of oversize propel and 
repel pencils fitted with red, blue and black 
leads. The bakelite stand is mounted on a 


34-in. square base and fitted with non-slip | 


rubber feet 


magnet to indicate the date (see illus- 
tration). 

Most of the gifts mentioned can be 
used in a personal way as well as for 
impersonal purposes. They do not, how- 
ever, include the throwaway kind— 
blotting slips, folders, brochures, 
puzzles, cut-outs, balloons and a thou- 


sand and one other small gifts that cost | 


a decimal point of a penny each and are 
given away in bulk. Countless designs 
of these can be obtained from the lead- 
ing novelty manufacturers. 


There is one other important group | 


of gifts, the “‘special’’. These are made 
up in a form which symbolizes your 
particular business. In some instances 


firms are able to make such novelties in | 
Usually, however, the 
novelty manufacturer is called in to) 
When į 
carried out with care and tRoroughness, | 
a scheme of this kind can pay well. A] 
successful example is that of a beer. 
|} manufacturer who had a number of | 


advise on ideas and designs. 


miniature barrels fitted with desk clocks. 
The growth 


“the 


in the use of novelties | 
Indeed, | 







(Continued om page 26) 


good business, and so it really results in r aed 


+32 


“Transport without Tears } = 
By basing the charges of the contenct A 
Commers on an agreed annual figure - 


with an additional charge for the mileage 2o 


run each month, the G.E.C. records are- 
not complicated by calculations: of. 
‘excess mileage’’ which, 
course of events, 


to a considerable extent. : 
the whole process of costing for the 


| transport services is reduced to the 


Specialists in the manufacture of Woe , 34 
DAILY TEAR-OFF 
CALENDAR BLOCKS 





| WILLIAM BRENDON & SON LTD 
| THE MAYFLOWER PRESS, PLYMOUTH 


“ They shati grow not old, aswe F 
thar are left grow oldi 0 dy 
Age shall net weary them, nor: CEN 
the years condemni o TEE 
At the goimg down of the sunoj 
and in the morning 3 
We will remember them.” 


By wearing a on {u 
Remembrance Day we keep [8 
green the memory of those 
who died. Of those that are {o> 
left, thousands to-day are- f 
sadly handicapped by age, 
sickness, and the strain of the 
War years, Their need is the 
personal responsibility 
each one of us Da 
Please help the British eg 
W to deal adequately with t 
Si increasing need ¢ sery 
Mai men and their families: by 
fr ye more than ever belore 
or Tou Poppies o on 








some firms find that it is worth-while| BA : 


furniture. 


By thus- k 


making it a year-round effort. A caseioj 4 
| pgjnt is that of a small manufacturer of f- 
- He keeps a line of cigarette | 
_ | | lighters which his salesmen hand out to | 

call the chief. members of the staff of the 
“buyers on which they call. = 
-remembering the less important people | - 
| the salesmen get full co-operation when 





in the usual. < 
is subject to extra 
charge, again simplifying the procedure =. 
Furthermore, © 











simplest terms b y: 
ment referred to above to the complete 


elimination of somewhat complicated 
factors that would be otherwise involved. 
<. There is just one detail about which I 
-am not quite clear, I remarked in re- 
suming the discussion; how do the 
“United” drivers shape in dealing with 
what must be a highly specialized form 
of delivery work? 


_ They don’t, came the answer. That 
is where our method differs from the | 


usual procedure where the contractor 


supplies the vehicles and the drivers. 


All drivers and assistants are men 
> trained in the departments they serve. 
They learn all about the goods to be 
handled, the intricacies of our delivery 
routine and the requirements of the 
traffic organization. It has been found 


that this plan produces a better relation- | 


ship between drivers and customers. 

We believe, also, in looking to our 
drivers and assistants to act as accredited 
representatives of the firm when out on 
transport duty, and that is why G.E.C. 
trained men are essential for this impor- 
tant work. We òn our side deal with 
the responsibilities as to drivers’ hours 
and working conditions, the contractors 
being liable for licensing the vehicles and 
their proper insurance., In that Way the 
contractors are in no way concerned with 
the personnel and can devote their atten- 
tion to maintenance work. 


Drivers Are Not Responsible 
Jor Maintenance 


The drivers, by the way, are not-held 
responsible for any work on the vehicles, 
their duties being confined wholly to 
making deliveries in accordance with a 
carefully planned schedule. All G.E.C. 
goods are distributed. through recognized 
trade channels, no retails sales being 


New Points to See 
at the 
COMMERCIAL MOTOR SHOW 
Page 26° 


executed by the organization, although 
in certain circumstances deliveries are 
made by the company’s vans direct to 
private addresses under instructions from 
trade customers, the latter, together with 
delivery to wholesale houses, necessi- 
tates most carefully supervised traffic- 
arrangements; but, as the G.E.C. trans- 
port manager explained, his department 
is free to concentrate on that phase 
of transport operation as the contractors 
take. care of the mechanical side. 


Facilitates Oil 
Distribution 


N interesting use is made of com- 
Ñ pressed air to distribute lubricants 
4 Mand other oils throughout the 
works of the Ford Motor Co., Ltd. Oil 
supplies arrive in tankers and are 
pumped to central storage tanks, from 





which it is distributed by pipe lines in- 


stalled throughout the factory. Instead 


of using either a gravity or a mechanical | 
pumping system, a continuous flow 


of pressure is maintained by compressed 
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Retailers everywhere have wanted it for 
years. There is no more valuable aid to 
profitable shop management. For this 
new 7-Part “‘Retailer’s Practical Business 
Library” reveals 1,243 actual plans, 

| methods, schemes and ideas which are now: 
enabling leading shops and stores to 
expand turnover, reduce expenses and so 
| increase their net profits, 

It completely covers every branch of 
retail trade—-every section and phase of 
retailing—-and presents all these proved and 
practical sales-increasing, cost-reducing 
plans and ideas in concise, instantly- 
usable form, ready for immediate adoption 
in any retail business, small or large. 


Newest and Best 
Selling Ideas 


One Part alone, the ‘'Portfolio of 
312 Proved Selling Ideas for Retail- 
ers’’, gives a selling plan for every 
day of the year. Others ` disclose 
exactly how to gain more customers 

and sell more to present ones—get 
| better results from advertising and 
displays—-reduce expenses in every 
department—make profitable stock 
purchases—sell more by post-——obtain 
prompt payment of accounts—clear 
slow-moving lines quickly—keep 
simple, efficient records-——train assis- 
tants to sell more-—use personality as 
a Sales aid, etc., etc. 

Every page bristles with money-making, 
expense-savingsieas—and there are more 
than 1,200 pages in all! Lavishly illus- 
trated with helpful charts, diagrams, etc., 
this wonderful Library solves every shop 
management problem and reveals all the 
essential methods and plans for developing 
a retail business rapidly under to-day’s 
conditions. 

Readers of Business who would like 
full particulars ofsthis Complete Ency- 
clopedia of Retailing, and details of 
convenient payment terms, are invited to 


Make use of the attached coupon. No | 


obligation is involved. = 


| Post TO-DAY »— 






i Shaw Publi 
| 6, Carmeli 
7 Send me, F 
f your Hinstrate Miia 
“Retailers | Practical Business Libre 
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How To Run a Shop at a Prof 

Proved plans, ideas and schkewies 
establishing a retail busis 
profit-making and permane 
lines. 


How To Use Advertising and Sales 








Letters to Increase Trade 

“salesmanship in Print’ for 
fully explained, with specific ¢ 
drawing up order-geiting adv 
sales letters, o 
How To Collect Your Accounts 

Reveals methods employed bp 
credit and collection MEM. $ 
examples of collection letters 
proved effective. 

How To Organize Your Bi 
Time and money-saving pi 
section of a retail business, : 
how to organize Jor maxim 



















How To Conduct the Financial Sida - 


of Your Business 

Sound guidance on roising 
capital and credit, budgeting, 
ali financial problems. 

Discloses the efficiency s af 
business leaders, and methods ; 
the most of every business 
Portfolio of 312 Pr 
for Retailers 

A proved, usable retail trac 
ov expense-reducing idea for st 
business year, 
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Announcements for the nexi isste should reach 
‘Business, Whitefriars House. Tallis Street, ECA, 
pia 








{Phone nat later than Now. 






Central 98931, 


and other Steel ‘and Oak Card | Paeroa to for publicity and record purposes. 
yy Roneo, etc, Filing Cabinets, Desks, 
CRIN CABINETS, New and Second-hand, | Cos napa Pagto Cou: 1 Newgtle Steers: Bak 
Write for Catalogue. ~The Miscellaneous 
38 New Oxford Street, W.C.1. 


——— | OFFICE SUPPLIES 








ADDRESSING MACHINES 


Hand/or electric, also graphotypes rebuilt. 
Guaranteed. New plates, frames and trays. 
Embossing at lowest prices. Purchasers of 

second-hand equipment. 


-NEVARD DESSOY & Co., Ltd. 


{402-105 SHOE LANE, LONDON, E.C.4 
i Central 4431 


i oan PoE 4 . > i manamana 
a ave j» Sue 2 a | “ i3 
T im “GECO” OFFICE SUPPLIES 
A IA E K. BISSET & CO. LTD., Grand. Bulidings,| |. 
oe ‘Trafalgar Se London, We (Whitehall 8275) a: g 






















Carbon Papers for all Purposes. 
From 3s. to 158. per box of 100 © 


























gaa eee 




































peat J aie ‘Statement | LE Si > 

> Machines. ‘Typewriters and all Office Equipment. 1- sheets. All Sizes, Colours and 
Rew ee and oo hand. > Baugi, aral | oe Quantities in Stock. Typewriter — 
Exchanged.-~Dixon Matthews & Co, 48 PETIN, | Tap ‘ ae 
“Street, Newcastle-upon-Tyne, 1. JE Ribbons for any make of Machine. 
a e È Prices from 2s. each. 

Ronectype Printing Machine with Printing Ink o. ; ae 
attachment, £12 10s.~-O.P.S., 189 Farringdon Road, Spegal Quotations for Quan tities. 

. Fenn alt a Dupli@ater Stencils for all 
For Sale. As good as new. 10 Milner’s Fire Re- | Machines. Cash. with Order: or 
sisting Filing Cabinets, three drawers, foolscap size, | i C O D 

sao with: locks. | | I ode, 
of Chatwood. ditto. . Bee } et t34 ~ » orn 
6. Underwood Sundstrand Duger Book-keeping | GECO”’ Office Supplies Co., 
machines; el 48230E. in, complete with stand 28 Warner Street, E.C.1. 
oo tables, ral plates and Veeder counters. | Ea 
: aR W den Filing Cabinets, size 5 ft. 10k in: by | - Telephone: TERminus 6619. 
-adto tin high, each cabinet containing n drawers. | 
Traverse Ladder for same, | ) y 
nately, has not had auch on 7 Rubber Stamps hs Paane index, Lowest 
k: a 4 5 race ates--24-hours service.--Goddard § ubber 
ko. ¥ Roneo eee fa a4 trays in each, i pamp Works, Avenue Road, Lewisham. 
_fpolscap. size. i 





i HE KNOCKS BUT ONCE ! 
jo 


he does come to our door he knocks but 


Gt behoves us ever to be on the watch. 

‘for him—and the Classified Columns of 
- Busrvess form a really excellent place 
=. in which to keep such a watchs For 
othe many small advgrtisements here 
© contain amongst them a -wealth of 










attention, for who knows—* There 
. may be something in this very issue of 
‘direct interest to you. So. follow the 
lead 8f the knowledgeable ones by 
keeping a watchful eye on the Classi- 
|. fied Pages of BUSINES Sooner or 
P ae nae be ee you did! = 
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Cönce—and faintly at that. Therefore 


opportunity. "All are worthy of your 
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Sales a Hangers wanted. Many nrs ha 
appoint. ‘Sales: Managers. lf you havea 
road experience, why not become a QUALIFIED 
Sales Manager by passing the Sales Managers’ Assocn. 
Examinations in Sales Management? You can be 
coached—until successfal-—by spare-time home study. 
Write, *phone (Holborn 5892/8) or CALL for your 
copy of our brochure, “Sales Management.” to The 
WALLACE ATTWOOD COLLEGE. a Dept. 214, 
Victoria House, Southampton Row, We 


TIME RECORDERS 


Time Recorders and Electric Clocks. We have 
new machi@es of all systems imm stock: rebuilts at 
half price, fully guaranteed, Supplies, repairs. Time 
Recorder Supply & Maintenance Co., 159 Grange: 
Road. London, $.E.1. 
LETEN, EEEE 














RAA ee mae ta atten Pana nba eade ea wire nin elea 


Staff Time Checking and Job Costing Time 
Recorders lall makes) for quick cash sale, exceptional 
condition,--Wiite “Betarcol’’ 

Box 845, Bo ‘SINESS, Whiteiriars Hse., Tallis St, E.C.4. 


HOUSE MAGAZINES 


A well- edited and rence House Magasine 
will create goodwill . and sales, or foster co-operation 
and loyalty. in your staff. Write on business letter- 
heading for specimens and say if interested for dis- 
tribution to customers or staff—-Arthur May, House 
Orgay Specii, Nazeing, Waltham Cross. 











PRINTING. Excellent service for modern 
business. | Estimates bal return.~ HH: Walls, 23 Ashley 
Siad, Leeds. Be 5 






Be à Master nglish. ade te cook at 
write well. Booklet R Institute (Dept. 


“3861L), Palace’ ‘Gate, Wik. 


Opportunity is a timid fellow. When. 
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You can get into Advertising- the career with 
wonderful opportuni ES i and: pro 5 














quickly: fo good positi 5 
INTRODU TION. TO. EMELO 3 
for trained. advertising men and 
intensely interesting. ‘study in 
does not. interfere: with y H 
content wie oe small 
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lronmonger ‘sells f allied the age” Door 
Closer.  Cheapes ~ CHECK pat : [a ha 
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G NEW WORD 2 





TRADE MARK 


... the name of a new and different method for 
production of business forms, communications and 
literature in your own office. 


*‘Multilith’ is differen 
have known... different because it saves more on cos: 
‘guality’ work, up to your own high standards... different be 
... and because it’s easier to use. Frofm quickly prepared 
typed, to illustrated advertising, in any aumber of colour: 
most complicated forms ... or memos to fhe stationery 
all, as you want them, when you want them, and 
of in-your-own-office ‘Multilith’ duplicating. 
show you more By a personal demonstration, at 
office. Write for an appointment. 
































2a. KINGSWAY. LONDON, W.C.2. 
Phone. Jempie Har 5474 {b hres} 

feed Office & Word» : Edgware Rol, Ceichlewoad, NW. ¢ 

Branches et, Menchere: Bumuegham, teed beerpoot Barat 

Newceutle, Idenbuigh Glagow, Belles Notinghen, Cubis 
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SECTRIC 
TIMERS” 


says Mr, Sectrie 







JAAT gift is there of more last- 
/ ing or constant use to personal 
and business friends than Sectric 
Clocks. which. will prove a per- | 
petual token of goodwill giving a lifetime’s s sérvice ` 
of Greenwich time from ins without ee 
or regulating ? Smith Se : 

great variety of models at att ve. Si 
ning costs are only lj- a year Ser clave. H P 
is the Cavil in Chrome or Bronze, one “of over 300 


models, from 26/-. 
issued by 
Smith’s English Clocks. pe., Cricklewood ‘Works, London, N. W. 2 
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while ifs fresh 


Time lost between the first concep- 
tion of an idea, a plan, a report, 

letter . . . means effectiveness lost. 
Flick a key in the privacy of your 
office, speak into your neat Ericsson 
master station... and get the thing . 
done on the spot. Key men all over [yee a 


“the house” are.at your elbow— | C on SU l A K 


one at a time or fifteen èf them 







IN TO CREE NW CH TIME 




















at once on your Ericsson Loud | THE CHIEF GOODS MANAG ER 
Speaker Telephone System. | Development Department 
Here are the advantages :-— | GREAT . WESTERN RAILWAY 
1. Get through instantly to 4. Holda conferencewithout | "PADDI NGTON STATION | W.2 
any department without having a single executive | (Tel.: Paddin gton 000. Extension 2466) 
dialling, calling an opera- out of his department. | : 


tor, holding an earpiece 


of speaking intoa mouth- g yf necessary loud speaker | TOF details of factory sites in 





iece. 


2. ear replies ALOUD— can be switched off s0 that : 9 
keeping hands free. only you hear replies. SO U i H W l 


3. Right-of-way over other 
conversations. 6. FULL SECRECY. 


oan you arora a FACTORY SITES 
be without th | | TUUA 
uniqne pines | Cheap land. i N sO U T H W A LE $ 


ences and advan- 
tages? Why not gei 
in touch with us? 
Ask for particu- 
jars of our mog- | : i ee 
erate RENTAL | Direct shipping 
MAINTENANCE éacilities. 

or make an ap- | 

pointment for free Efficient rail 
demonstration AT | transport to thickly 
-YOUR ADDRESS populated areas. 



















Proximity of raw 
materials, 


“MASTER anes Š 


Ericsson Taephohes Ltd, 22 Lincoln’s Inn Fields, j 


London, W.C.2 

Tel.: HOLborn 6936 | JAMES MILNE 

l General Manager 

 LOUD-SPEAKING Paddington Station 

INTER-COMMUNICATION London W.a 
TELEPHONES 











VERYONE knows the difference 
fE petween the things he wuld like 

to do and the things he ought to 
do. Naturally we want to-do the things 
we would like to do. Sometimes we re- 
frain, for a variety of reasons, from doing 
things we would like to do, although in 
our hearts we are quite aware that we 
ought to do them. 

Lots of business men hold back from 
doing things they would like to do and 
feel that they ought to do. Usually 
because they think it would ‘‘cost too 
much”, and they are not quite con- 
vinced that the outlay involved is 
justified. 

With a growing business they hesi- 
tate to take new premises, engage more 
staff, serap old machinery and install 
‘new. In Shakespeare’s phrase, they are 
‘letting ‘I dare no? wait upon ‘I 
would’ ’’. Caution in business, as in 
everything else, is good and desirable. 
But risks must be taken if victories are 
to be won. “Playing Safe” never yet 
led to big commercial success. 

When Mr. Gordon Selfridge decided to 
open in London a store that should be 
something different from anything Lon- 
don had ever seen there was no lack of 
prophets of disaster. Beyond question he 
took a big risk. But look at the result! 

We, of The Dictaphone Company, 
have not been without prophets of dis- 
aster during the past twenty-five years. 
Many times we have been assured that 
the dictating machine was a ‘‘new- 
fangled’’ idea to which the British 
business world would never take kindly. 

We never made the mistake of under- 
estimating the conservative element in 
the British character. But we knew 
that, given a fair chance, a good thing 
must make its way; and we took the 
risk. That the results have justified our 
confidence is patent to everyone who is 
familiar with British commercial prac- 
tice and sees that The Dictaphone to-day 
is widely accepted as an integral part of 
everyday business! 

a 


The fact is that the claims of the 
dictating’ machine, when properly 
understood, are irresistible, because 
from first. to last they are strictly logi- 
cal and so unchallengable. 

Take, for example, the dictating 
machine’s instant readiness for work 
at any moment. That this is an im- 
mense advantage and a great time-saver 
simply cannot be denied. 

Consider the fact that the typist saves 


all the time ordinarily spent in writing 


shorthand. Is not a saving of two or 
three hours daily on the time of the 
shorthand-typist employed a fact of 
real importance? Is it not worth bear- 
ing in mind that The Dictaphone opera- 
tor can produce in a day twice as much 
typed matter as the shorthand-typist? 

The time of the business executive is 
very valuable; most executives could 
and would gladly do more work if they 
had more time. The Dictaphone, by 
cutting out delays and waiting, by the 
fact that its recording is automatic and 
subject to no speed limit, because it 


never gets tired and does not make 


mistakes, because it ensures that every 
business thought worth recording is in- 
stantly caught and saved from neglect 
or forgetfulness, saves the time of the 
high-priced executive. It gives him a 
new power of control over his work, 
enables him to get through his duties 
with a speed, sureness and efficiency 
which he cannot attain otherwise. 

If you were offered a demonstrably 
safe investment at even 25 per cent you 
would not hesitate. You can, demon- 
strably, get a bigger return from your 
investment in The Dictaphone, whether 
you control a “‘one-man’’ office calling 
for a single Dictaphone or a giant 
organization . like Metropolitan-Vickers 
or Morris Motors, in which ictaphones 
ate used literally by hundreds. The 
Dictaphone will pay for itself under 


„normal conditions of business in from 


twelve to fifteen months and aftér that 
give you a corresponding annual saving. 


a 3 x l\wo uld like to” 











EXCESSIVE CAUTION 
THAT PUTS A BRAKE . 
ON BUSINESS WHEELS 


By THOMAS DIXON 


Do you know of any better invest 
ment? 

The stress of business to-day is such 
that every really busy man not only 
needs but must have the best possible 
equipment if he is to hold his own. It 
is above all a case where he ought to do 
the thing he would like to do—modern- 
ize his equipment in every way possible, 
not merely to save himself labour, not 
merely to cut down expenses, but be- 
cause modern equipment will enable him 
to express Mimself more completely, to 
do more work and better work, to bring 
him in increasing measure the joy of 
added achievement. 

Take the trouble to investigate The 
Dictaphone for yourself. Find out just 
why and how it helps the busy man. 
Test it fully, free of charg: right on 
your own desk. Then you will realize 
that you ought to do what you would 
like to do—install The Dict iphone. 


THE DICTAPHONE CO. LTD. 
Thomas Dixon (Managing Director) 
KINGSWAY HOUSE, 


KINGSWAY, LONDON, W.C.2 
Telephone: Holborn 4161-2-3-4 


And at Manchester, Birmingham, Glasgow, Liverpool, 
Leeds, Bristol, Newcastle-on-Tyne, Dublin, Belfast 





POST THIS COUPON NOW 
THE DICTAPHONE CO. LTD. (Dept. D3 
Kingsway House, Kingsway, 


London, W.C.2 


bd r 
Please send free book * What's an Office any- 
way?” to 


a | ee 


ADDRESS .. 


i 


Also ask for particulars of the Dictaphone ` 


Telecord. Records your telephone talks, 
lessens congestion on the lines, gives you a 
complete unchallengable record of all im- 
portant messages. 
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"MANAGEMENT i 


_ Incorporating “The Journal of Commerce”, “Modern Business”, 
oo “System”, “Business Organization. and Management” 
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HERE 1S AN EXTRACT? from a letrer 
from a user of Nickelod deki 














ing 
service: “.,. . . a copy of my 
brochure, which owes so rekt of 
its effectiveness to your marvellous | 
blockmaking. It will, I feel sure, be. o o 
agreatsalesaid . . . Foraome 
years naw I have been giving yon alf 
my work: it was one of the wiest 
moves ] ever made.” €, Write for 
Nickeloid literature. 


Office Practice and Equipment 
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iEREVER internal routine forms— 
iiring carbon copies—are necessary, 
nifolding Registers will speed up the 
ation. Several routine phases, however, ° 
de the completion of details at a fixed 
parent. i brings a fresh set into position, interleaved 
lin size, light in weight, and convenient with carbon paper, ready for immediate use, 
to handle, the Handipak embodies the principal thus avoiding the handling of stationery and 
<o features of the standard models. One writing 
= -produces an original and up to three carbon 
copies of any essential routine form. The 
-> discharge of the written set automatically 








THE “400 LINE” HANDIPAK 






















: WE ARE oes | Ask also for details of the Speed- Feed Attachment when typewfitten records are required 
RESTAURANT 


& CATERING | 4 Y | Lt D. | 
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E a tee / ins Telephones : Telegrams: 
Be 30 NOY. -8 DEC. 1937 A; 


SHEPHERDS BUSH 3377 (3 lines) EGRYCOMPAK, EALUX, LONDON. ` 


























_. Why should you pay twice as much as you need for your print ? 
© One of your own staff can do it right in your own organisation at 50% of printer’s charges. 
= “ROTAPRINT is ideally simple and economical—so simple that it can be quickly mastered 
=. by any intelligent youth—so economical that it will save you half your printing bill. 
" “Use ROTAPRINT for all your Letterheads, Invoice and Statement Forms, typed and 
signed Circular Letters, Labels, Nlustrated Catalogues, Price Lists—in fact, every des- 
-cription of printing. All can be run off on the Rotaprint quickly, easily and cheaply. 

o ct No stencils, no typesetting, no costly RJocks—just a thin aluminium sheet which can 
-be easily stored and brought out just when needed. 

Ta >o YOU MUST SEE “ROT APRINT” TO BELIEVE IT 

-Write or ’phone NOW: Cen. 3184, Kaye’s Rotaprint Agency, Ltd. 
~~ London Showrooms: Cecil House, 57a Holborn Viaduct, London, E.C.4 
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BUSY..? 








"eal to bring invoicing up to date . Posting ledgers that are 
week behind .. . . Compiling important sales statistics that should have 
been prepared long ago! Busy devoting hours of unnecessary time bringing 
accounting work up to schedule ! 


Why allow these costly delays to handicap your business? Why continue to 
employ laborious and out-of-date accounting methods? 


In these days more and more “really busy’’ organizations rely on Underwood 
Elliott Fisher and Sundstrand Accounting Machines—to keep all accounts in 
daily balance—have statements ready to send out on time—provide executives 
with up-to-the-minute figure-facts—to speed every phase of their accounting 
routine more accurately and at less cost. 


Our Technical Department will be*happy to make a study of your particular 
accounting problems, submitting detailed plan with recommended equipment 
that will fit your business and°do your accounting work the way you want 
it done. This service is free and without obligation. 


Learn more about the advantages of 


UNDERWOOD MECHANIZED ACCOUNTING 


UNDERWOOD ELLIOTT FISHER LIMITED, 120 QUEEN VICTORIA STREET, LONDON, E.C.4. 
TELEPHONE: CENTRAL 1080 


Typewriters © Accounting Machines ©. Adding Machines © Carbon Paper © Ribbons and other Supplies 
40 FULLY EQUIPPED BRANCHES AND SERVICE DEPOTS THROUGHOUT THE COUNTRY 






Doing what ? 





Underwood Elliott Fisher Ac- 
counting Machines are made in 
three distinct types with a wide 
and increasing variety of models 
in each for all accounting 
Purposes. 





UNDERWOOD MODEL 
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SON ARLY in the morning, hours before 
<P this year’s Motor Show at Earl’s 
- &/Court was opened officially, a noble 
lord, motor magnate, walked on to the 
stand of a competitor to see for himself 
how a certain new and very interesting 
Ten would appear on its first really 
public occasion. For a while his lord- 
ship had to stand there alone; it was 
not even yet time for the staff to arrive 
and remove the dust sheets. 

That says a lot about competition in 
the motor trade. In what other business 
are the big chiefs up and surveying their 
competitors’ models almost before the 


E ; night watchmen go off duty? 


“Quarter Million. People See 
Show ‘Secrets’ 


It is illustrative, too, of the intensity 
of struggle in the motor trade. The 
241,844 people who pushed the turnstiles 
at Earl’s Court created the atmosphere, 
not of an exhibition, but of a circus. A 
_ circus with curiosity as to secrets of its 


oh ; “turns” in the shape of new models run- 





ning atdever heat. And the atmosphere 
bel und the scenes is just as hectic. 
‘Admittedly every Motor Show sees in- 
tense competition among the big makers. 
‘This year’s temperature rose higher than 
ever, thanks to the centre ring——the 
Battle of the Tens. Every day the Show 





was packed from end to end: but the 
solid masses milling round certain points 
showed where the focus of interest lay. 
It centred around the new tens by 
Austin, Morris, Hillman, Standard, and 
_. in the revolutionary new Vauxhall. 
Away a the Albert Hall, too, enormous 
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was just one of a score òf sonnd concerns; Sta 


doing a fine job. With the Minx series 


of Tens it crept slowly up anę up on the © : 
Eventualfy the Minx 


output records. 

manufacturers claimed it to be the big- 
gest seller of all the Tens in Britain. 
To-day Hillman are turning out 700 
Minxes a week, and £1,000,000 being 
spent now on factory extensions promise 
1,000 a week next summer. 

The other big leaders had to take 
notice: this powerful competitor in the 
mass market was smashing sales records. 
And into the bargain the new Ford Ten 
was bidding fair to do the same. Both 
were the talk of the motoring world. 
What to do? 

The new range of Tens from the over- 
head valve Morris to the new type 


How Car Prices Have 
Falien 


End of Year Index Price 
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The Battle of the Tens .. . 


tradition into so effectively used a slogan 
as ‘‘You invest in an Austin’’. 

Ford fight on price and service. The 
Ford service organization aims at that 
very difficult goal: complete harmony 
and satisfaction ell the way from pro- 
duction line to ultimate user. And its 
success in this is a very powerful factor 
in the Ford sales policy. 

Hillman’s success is partly due to the 
extraordinary pains taken over design. 
They meet new fashion trends the night 
before: they are famous, too, for their 
clever showmanship: one of the first 
cencerns to tie up their agents’ show- 
rooms with a local motor show of their 
own. 

Morris have always been experi- 
menters: often lead the way with new 
models: generally they hit, but occa- 
sionally they miss. Sales promotion 
policy has been based largely on 
‘Specialization’ (highly developed 
specialization in manufacture), a term 
very successfully propagated in the 
firm’s advertising. Popularity of chief 
Lord Nuffield is a powerful asset. 


Key Men of 










LORD AUSTIN, K.B.E., J.P. 
Engineer and Designer 
in Chief 


Right: C. R. F. 
O.B.E. 
Works Director and 
genial boss pf over 
20,000 workpeople 


Vauxhall aim al- 
ways*to improve on 
all competitors’ work 
with a new product. 
Following on a great s 
reputation for build- 
ing high-grade fast cars, vast 
General Motors took over, 
and Vauxhalls became re- 
organized. Marvellous demo- 
cratic spirit runs throughout 
the organization to-day. No 
“big shots” in remote arm- 
chairs at Luton. 

Standards have never played 
out in the limelight. What 
is probably the most rapid 
growth in all the motor 


ENGLEBACH, 


Right: E. L. PAYTON 

J.P., Financial Dire 

tor, knows the des- 

tiny of every penny 

from the Company’s 
purse 


industry has been built up soundly, 
unostentatiously, by organizing genius 
Captain Black. Dignity, fashion, high- 
grade performance are Sfandard’s sales 
appeals. 


How This High-Intensity Battle 
Develops 


UCH the combatants: How a word 
Se the first step that led up to the 
present state of keen rivalry. 

Wit his ‘“‘Seven’”’ (1922) Austin held 
the popular gmall-car market for six 
years. Not until the Motor Show of 
1928 did (then) Bill Morris, abandoning 
hig I1.9s, draw enormous crowds to his 
competitive Minor. 

The Minor was an eight h.p. job sell- 
ing at £125 for the open tourer, and over- 
night it came slap up against the now 
soundly entrenched Austin Seven. 
Nevertheless, orders for it constituted 
an out-and-out record for the British 
motor industry. To-day it is a bigger 
seller than the Austin Seven. 

From 1928 till the end of 1930 Austin 


Austins... 


where they make cars 
for specified ‘‘income 


Left: ADDISON PERRY 
KEENE. Comptroller, 
shoulders responsibility 
for Converting £’s into 
Time, outstanding Fea- 
ture of Austin manu- 
facturing Plan 
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and Morris ran neck and neck, con- 
solidating the small-car business as 
one of Britain’s major manufacturing 
activities. 

But the opening of 1930 saw the 
menacing shadow of the industrial 
slump. By the middle of the year its 
paralysing grip had taken hold. The 
great mass of snfall-car owners, made 
happy by the new phase of incredibly 
cheap motoring, found their incomes in 
decline. 

Morris visualized this fresh situation 
in a flash. Obviously a car still cheaper 
than anything yet offered was exactly 
what was wanted. He foresaw such a 
model sweeping the board. 

On New Year’s Eve, 1930, therefore, 
with all the pageantry that the resources 
of the company could stimulate at such 
a time Morris, exploded a bombshell 
which he expected would be the sen- 
sation of the motoring world. He in- 
troduced tbe first {100 car. It was 
the Minor trimmed down to severe 
practicability. 

Now een the least experienced mar- 
keting observer might well have con- 
gratulated Morris on his perception. 
Here, surely, was another of those profit- 
winning quick changes that adapt a 
product to the new needs of an altered 
market. 


New Poor Public: Didn’t Want 
Lowest Price Car 


But for once even the experts went 
astray. For some reason that has never 
been fully understood (snobbishness per- 
haps!) the public just didn’t respond. 
The £100 car, boosted with nation-wide 
advertising, editorially lauded by news- 
paper and magazine throughout the 
kingdom, was a cgmparative flop. There 
was no great surge to buy the cheapest- 
yet motor-car. 

With the very clearest of indications, 
therefore, that the public infinitely pre- 
ferred an Ai to what might be called 
an A 2 motor-car, Morris, in 1932, made 
another assessment of the market. Since 
the public obviously decides from the 
point of what the product embodies 
rather than on mere price, he said: 
Why not enlarge the car slightly so that 
it really becomes a family car but still 
retains the former economical standard 
of maintenance costs? 

Accordingly in 1932 the Morris Family 
Eight was launched, to sell at £150. 

But again Morris was wide of the 
mark. The public did not embrace the 
Family Eight. Probably performance 
had something to do with it. Critics 
said it was over-bodied. 

Clearly Morris learned much from 
these experiments. He left the Morris 
Minor to cater for the Eight public and 
moved to pastures new. 

In the following year he produced a 
winner, the first Morris Ten. That was 
an entirely different type of motor-car. 
In performance it had snap and verve: 
it had room it had a proportionate and 
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Retail Sales Will Touch £16,000.000 


natty appearance. Here was something 
the public liked. And it bought. 

This success and that of the Austin 
Ten was quickly studied by the trade. 
In 1932 the Hillman company, unit of 
the famous Rootes Brothers combine, 
splashed into the market with the Minx. 
And what a splash gt made. Several 
inches bigger all round than any other 
ten, first to be designed in the form of 
early streamlining, engine that gave an 
outstanding performance despite the 
bigger-sized car, price £175. 


Hillmans ‘Research’ Into Com- 
petitors’? Products 


Hillman sleuths discovered the sources 
whence other manufacturers drew their 
supplies of raw materials. The most 
detailed and complete reports on all this 
research was carefully examined before 
plans for the Minx were begun. 

But plans were not ynmediately 
turned into iron and steel. Plasticine 
models were first worked upon. Techni- 
cal critics and designers mouRled these 
forerunners until every detail had been 
worked out to agreed perfection. Mean- 
while, experimental engines were built 
and subjected to exhaustive tests, such 
as bench-running to the equivalent of a 
million miles. 

Eventually complete cars were made 
up and tested to destruction under all 
conditions: in the Sahara desert; in the 
Alps; and over a particularly tough piece 
of land outside Coventry which the ex- 
perts call the Colonial test ground. Be- 
fore the Minx finally came on to the 
market to compete with other Tens it is 
said that more money was spent on it 
than the £1,000,000 which went behind 
the new Vauxhall Ten. 

Hillmans have about 1,500 dealers. 
Their dealer-backing ÎS as complete as 
that of the other leading manufacturers. 
But their sales appeal has a definite femi- 
nine angle. Executives appreciate the 
tremendous influence of women to-day 
in car purchase. Fittings, such as door- 
handles, and other details of coachwork 
are designed to aid women. But femi- 
nine angle is not over-stressed in the 
advertising. 


How This Successful Marketing 
Is Really Planned 


LEARLY, therefore, the market 
(wes becoming ‘“‘shaped’’. The 

leading manufacturers, having 
weathered the worst of the economic 
storm by a complete adaptation of their 
products to the needs of the moment, 
had literally created a new and highly 
popular unit. The typical Ten, a car of 
high performance, of good appearance, 
yet low in first cost and very economi- 
cal to maintain, was what the public 
wanted. 

Meanwhile, of course, the Sevens and 
Eights continued to sell in ever-increas- 
ing numbers. What the new Tens did 
was not so much to cut into the existing 
field of these smaller cars as fo expand it. 


e 

Oþviously, therefəre, to sell their 
varios Tens, which are all of such a 
consistently high standard of efficiency, 
the manufacturers must depend entirely 
on the most supremely developed angles 
of economical production, specialized 
design, salesmanship, distribution and 
service. 

How dogs Lord Austin set about 
designing, making and selling a car? 

Back in 1921-22 Austin didn’t say: 
‘‘Let’s build a cheap little car.’’. Chief 
Designer, Lord Austin himself (if you 
catch him at odd moments you'll find 
him with a pencil in his hand, always 
getting out ideas for designs) has a far 
more constructive and scientific policy. 

Over-riding all the technical routine 
is the major injunction: ‘‘Never cut 
quality; never, in design, forget utility; 
always build for reliable performance.’’ 

With this policy as the foundation, 
investigation of market potentiality 
follows. t 

Comptroller and figure genius Addi- 
son Perry-Keene, one of the Austin key 
men since 1910, will show you the inter- 


esting diagram representing the pyramid 
of income blocks upon which the Austin 
production and marketing policies are 
framed. The base of this pyramid 
designates the block of 11,000,000 
families whose incom@s do not exceed 
#130 a year. And it rises in strata to 
the handful of really big-money men 
right at the peak. 


Austins Build Cars For 
Incomes 


Austin’s. policy is to manufacture a 
car for each income group. His guiding 
maxim: ““You can never sell a Ten toa 
Seven man’’. The money value (i.e., 
the total spendable money) of each 
group is shown as turnover. For the 
lowest stratum, for instance, it is more 
than £730,000,000, compared with the 
peak’s £77,000,000. 

Birth of any new model for a given 
income block is preceded by fixing what 
the Austin board call the “‘Free market 
price’. That is, taking á vast number 
of factors into consideration, the lowest 


Team That Created the New 







Above: C. E. KING, 
M.1.A.E., Chief 
Engineer 


Above: M. OLLEy, M.S.A.E., 
M.I1.A.E., Memb.A.S.M.E., 
Rassenger Vehicle Engineer 
who designed the chassis- 
less car ‘‘built like a bridge’’ 


Above Right: ° 
HAROLD DREW, B.Sc.Eng., 
Assistant Chief Engineer 


\ 


Bottom Right: 


ALEX TAUB, M.I.A.E., S.A.E., Power 
Unit Engineer, responsible for the 40 
m.p.g. engine, an outstanding topic of 
discussion at this year’s Motor Show 


Year’s Motor Show 


A.C.G.I., 


Vauxhall Ten 


one of the big 
features at this 
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economic figure at which the particular 
market will absorb a specified number 
of cars freely, and at the same time 
profitably, to the company. 
Invariably correct within a very, 
very small margin, this sales forecast 
eventually determines the maximum 


Among the factors that guararftee 
success, therefore, are : 

(1) Output is sold before ever fron 
and steel are bought and distributgd to 
the various shops» 

(2) Every cost,®and the subsequent 
profit, is known before work stafts. 


LORD NUFFIELD, versatile, market- 
broacher with new types, quick 
to learn from all his engineering 
and marketing experiments .. . 





costs of every nut and boit of the car. 
Actual and final details are talked out 
at four-man conferences: managing 
director Lord Austin; cost comptroller 
Perry-Keene; financial director E. L. 
Payton; and works director Charles 
Englebach. 

Lord Austin, essentially engineer; 
Perry-Keene, soft voiced, collector of 
antique watches, skilled horologist, fine 
engraver, artist in filigree work in gold 
and silver—and cost genius; Payton, 
slightly grey, forceful, sense of humour 
—safeguards and records the return on 
every penny in the company purse; 
Englebach, smallish, witty, talks to the 
point, has the bearing of an ex-Navy 
man—handles 20,000 workmen in a 
way that keeps smiling faces at the 
benches. 

That’s the creative team behind the 
scenes at Longbridge. ° 

On cost comptroller Perry-Keene falls 
the vital work of “‘timing’’, not gosting 
—significant difference—that involves 
new conceptions of office function. The 
office converts £’s into time, physical 
effort, and sends it into the factories. 

Austins never use money signs. Pro- 
duction of a piston doesn’t cost so 
many shillings or pence but so many 
minutes or seconds. All costs are time. 
Minus the basic costs of designing and 
materials, which are fixed at the start, 
the time taken to produce a car is the 
cost of that car. All time saved is cash 
saved. 
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saw clearly that the drift of the market 
was towards-establishing this particu- 
lar type of car as a kind of ideal 
standard. š 

Vauxhall’s idea therefore was to pro- 
duce a Ten, not to swell the ranks of 
other tens, but to provide a car that 
offered a still higher set of standards 
than anything yet made in its class. 

Under Chief Engineer C. E. King and 
Assistant Chief Engineer Harold Drew, 
the Company therefore spent £1,000,000 
on research, desyns and plant for a 
Ten of an entirely new type and 
performance. 

Passenger Vehicle Engineer M. Olley 
designed a new type of body construc- 


New Year’s Eve, 1930, saw scenes 


like this. 


Launching the first £100 


car; Morris Minor “‘trimmed down 
to severe practicability”. 





That, in essence, is PLANNING a 
business: in direct contrast to depend- 
ing on the past history of the year’s 
balance sheet to reveal what, in face of 
all hazards, a business has been lucky 
enough to pull off. 

Advertising men often say Austin 
advertises more than his competitors. 
In actual fact he doesn’t. What he 
does is to advertise continuously and 
not in periodic splashes. Morris spends 
most, as last year’s figures show : * 
1st October, 1936—31st September, 1937 
Morris £105,708 Vauxhall £58,939 
Austin £95,584 Hillman £58,491 
Ford £89,882 Standard £46,991 


Why did Vauxhalls Come In 
With a Ten? 


The question most frequently asked 
by the motoring public during the 
Show was: Why did Vauxhalls decide 
to make a Ten? Answer—because 
their Fourteen and Twelve had been 
definite successes, anq because other 
Ten succfsses and their own market 
assessment showed the market was 
there. 

Vauxhall experts went into the ques- 
tion of a Ten two years ago. They 


*Statistical Review, space at scale rates. 


tion that abolished entirely the need 
for the old-timegchassis frame, and cut 
a generous slice off the gross weight of 
the car. 

Power Unit Engineer Alex Taub 
worked a miracle that resulted in an 
engine giving the proved performance 
of 40 m.p.g. with full load. 

These two great factors, with 
Vauxhall’s already famous independent 
front wheel suspension, combined into 
a car to sell at £168 resulted in a revo- 
lutionary product that was Vauxhall’s 
reason for broaching the Ten market. 

Based on their experience with the 
original Fourteen Vauxhall sales experts 
considered that their new Ten would 
not merely compete in the existing Ten 
market but that it would actually 
enlarge the zone of that market. In 
other words, that it would, by addi- 
tional all-round merit, appeal to car 
users in the markets both above and 
below the existing Ten field. 

No stunt marketing methods are 
being used by Vauxhalls to put over 
their new car. Sales efforts are con- 
centrated in the direction of distribu- 
tion and sale outright to the dealers 
and of developing plans to assist the 
dealer make the subsequent sales. 

Vauxhallg have developed their 
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dealer-aid policy to an extremely high 
standard. For example, .they go right 
to the fundamental basis of their 
dealer’s ,.business—figures, and provide 
accounting organization service that 
gives the dealer the most effective 
system of control in his own business. 

On the purely accounting side, they 
give each dealer a modern book-keep- 
ing system that enables him, in a 
simple and effective way, to take out 
a monthly profit and loss account. 
Thus every dealer ig able to plan his 
business for continuous profit as against 
the old method of working in the dark 
for a whole year or more before dis- 
covering his results. 

Another major service given to the 
dealer is a plan for turnover control. 
A thrice yearly turnover of stock is 
aimed at, and every assistance is given 
to the dealer to achieve it. 

They also provide a spare parts con- 
trol. The object here is to enable the 
dealer to carry always an adequate 
stock of parts while saving him from 
having his money in accumulated sur- 
plus or obsolete stock. 

The special sales promation depart- 
ment of the company under Arthur 
Northam, O.B.E.,, devotes the bulk of 
its time planning for the dealer ideas 
and schemes which cover everything 
from layouts and blocks for local adver- 
tising, direct mail campaigns, down to 
taking part in local exhibitions or how 
to ‘‘cash in’’ on any notable local 
event. 

The Ford Company also have all 
these factors highly developed for 
assisting their dealers to sell. Morris, 
too, is well organized in this way. Such 
plans are basic policy among the lead- 
ing manufacturers; one of the main 
activities that enables them to remain 
leaders. 


What Does This Mean to the 
Average Business ? 


HE lessons of This intensive fight 

are very clear. They are, more- 
over, tested and proved lessons: 

they are examples that have created one 
of the most virile and prosperous indus- 
tries in all Britain. Summed up, then: 


x Perceive at once any changing 
aspects of your market. If necessary, 
throw tradition overboard and pioneer 
along entirely fresh lines to meet your 
altered consumer-needs. 


x Calculate to a close point what 
-` your market will absorb, so that the 
whole of your organization—buying, 
production, distribution, service, etc.— 
can be run to a plan, a plan that you can 
control every inch of the way. 


* Test constantly, at all points, the 
efficiency of methods and plant. The 
‘“‘scrap and improve’’ policy is practised 
more by the great car makers than 
by probably any other manufacturers. 
They never say: “We can’t afford to 
chuck out this machine’’ but rather “‘We 
can’t afford to keep it; it’s got to be re- 
placed with the newest that will give us 
a better job at a lower cost.’’ And this 
policy is applied as much to the office as 
the factory. 


**Know what your competitors are 
doing, and know it as well as they do. 


& Back your dealers; they are the 
oneg that keep up the outward flow of 
your goods. No «industry has yet 
approached for completeness the dealer- 
aid gervice given by the leading car 
manufacturers. We do not say such 


Who is going to Win? 
Bro with its great battle now on, 


how will these combatants in the 


motor industry emerge? Who will 


win? All will make huge sales; say, 

rather, what factors will succeed in 

drawing the greatest public response? 
In every one of these famous leading 


WILLIAM EDWARD ROOTES, who with his brother, 
R. C. Rootes, controls Hillman, Humber, Talbot, Sun- 


beam, Karrier and Commer 


Below : R. C. Rootes, 
(centre) Managing Director 
of the Hillman organization, 
with C. H. Finson (left) 
Chief Sales Executive, and 
(right) B. B. Winter, Chief 
Technical Executive. The 
Rootes are strong believers 
in travel for their chief men 
to get business facts at first 
hand. This group is shown 
leaving Southampton for 
U.S.A. 


all-embracing service could be given in 
every industry. But no business man 
stands to lose by keeping in mind the 
most successful example of all. 


x In no industry more than in motor 
manufacturing is it realized that the 
man is still more important than the 
machine. Sir Percival Percy, head of 
Fords on this side of the Atlantic, has 
made this actual statement in BUSINESS. 
In the Vawxhall plant the atmosphere of 
happiness and personal enthusiasm for 
good work is so noticeable that even the 
casual visitor comments on it. At 
Austins, Standards, Morris, you will find 
a genuine and consisten® policy for staff 
welfare. Good lighting, convenient 
bench and tool lay-outs, labour-saving 
devices, facilities for rest and recreation 
and—very important—alwa&ys the way 
open to promotions and high earning 
power. The motor industry’s prosperity 
is indeed very largely due to its con- 
siderate and modern policy of personnel 
control. 

















makes pure engineering excellence 1s, of 


course, accepted. Vital selling factors 
will, therefore, be decided on the less 
fundamental details. 

There are car types which have con- 
servative dignity: refinement without 
frills; there are those with engine snap 
and verve; others that in appearance 
exemplify the latest trends in coaghwork 
fashion vogues; there are the claims to 
lowest fuel consumption; to high speeds; 
to most roomy accommodation; to light- 
ness f control; to road stability, and 
so on. 

There are the appeals through such 
lesser details as: recessed door handles; 
draught-proof ventilation; unhampered 
vision through back window; pillarless 
bodywork; double windscreen wipers; 
shape and position of controls. 

And, above all, the vital matter of 
the degree and sincerity of the affer- 
sales service. All these things, in the 
end, will imply the very peak of scientific 
and progressive MANAGEMENT. 
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The Month’s NEWS in 


anagement Trends 


A Very Hard Job: 
Getting Things Done 


O “get things done’’ is one of the 
| hardest policies the average busi- 
ness executive has to arrange and 
maintain. It has been said that sheer 
inability to get things done is largely 
responsible for the ineffectiveness of 
many men who would othe: wise stand 
out prominently in business. 

Out of all our experience and per- 
sonal contacts with the heads of firms 
of all sizes we have never seen a cut- 
and-dried method whereby the top 
executives can be consistently sure that 
instructions to subordinate executives 
will be carried out to schedule. 


Where Physical Evidence 
Shows, It Is Easy 


E do not refer to getting things 

W done in a mechanical sense, such 

as in the factory, or even in the 
office. It is easy enough to get a fresh 
material or method adopted in the fac- 
tory, or a different system used, say, in 
the accounting department. For if such 
instructions were not carried out physi- 
cal_evidence would at once stand out 
to mark the omission. 

But the case is different when, say, 
departmental heads are given instruc- 
tions that may not for a long time 
throw-up any tangible evidence that 
they are being carried out with the 
required promptness and tenacity. 

Any contfolling executive can visual- 
ize a thousand such conditions. How, 





By The Editor 


then, is the head of the business to 
know that these things are being done 
without his. having to be personally all 
the tie on top of every detail and to 
do his own checking up day by day? 


This Is 
One Way 

N one firm we find the whole respon- 
[iis for getting decisions carried 

out is vested in the budget con- 
troller, the budget controller himself 
being a man carefully selected in the 
first place for his qualities of ‘‘action’’. 
The budget controller is then directly 
responsible to the chief for all progress. 

In a medium-size firm this works 
quite reasonably well; but, the plan is 
too dependent on the one man; it is 
subject to whatever personal bias he 
may have; and should he be absent 
for any reason there is no alternative 
check. 


How Do YOU 
Do It? 


E Should be very glad indeed 
W to hear from readers who are 

in control of businesses as to 
low they face this elusive and difficult 
problem of how to get things done with- 
out, at the same time, devoting an un- 
due amount of 
checking. 


time to the detail of 


This nest of filing 
trays is of particular 
interest to the 


executive. They 
close down and can 
be locked. The 


arrow "indicates a 
panel which draws 
out and down and 
forms the front. 
The chromium 
handle is for 
carrying 
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It is not the job of top executives to 
be concerned to a great extent with de- 
tail. It is not ag administrator’s job 
to follow people “up all day long; but 
his success in management does depend 
on detail and instructions being pro- 
perly carried out at all times, and it 
is his job to organize the primary 
arrangements which ensure that they 
are carried out. 


The question is, then, What is. the’ 


most effective way of doing this? We 
shall be very interested to have execu- 


tives’ ideas on this important point of - 


control which, admittedly, is not easy 
to establish. e 


Not Stricfly According to 
Rule, But It Worked — 


ERE is an argument which, in 
H: very well-known firm, won a 
point in favour of better stores 
control. The firm in question manufac- 
tures a mechanical product for which 
the supply of spares and replacements 
to dealers is an important service. 
For long the equipment manager had 
appealed to the general management to 
appoint as storekeeper a man of much 


higher intelligence and capability (and ; 
therefore at much higher pay) than the . 


man of purely artisan type who had 
always filled- this job. The manage- 
ment’s argument was invariably that an 
artisan type, at the wage fixed, was aH 
the job was worth. The man’s service 


was reasonably satisfactory in a routine © 


way and the pogsjtion was ‘‘costed’’ to 
stand just so much. . 

The equipment manager argued that 
absolutely first-class control and manage- 
ment of stores was a factor that directly 
influenced dealer-goodwill and that, as 
such, the factor was to that extent a 
general sales promotion matter. 

All right, said the equipment man to 
the general manager, if the sales promo- 
tion department will allocate from its 
substantial advertising budget the 
money for the right type of stores con- 
troller which the stores department can- 
not afford will you let me fix it up that 
way? 

The general manager agreed. The 
equipment executive ‘‘sold’’ the promo- 
tion and advertising managers on the 
idea and a selected, high-grade stores 
manager was in due course installed. 
The original storekeeper remained as 
assistant. 

The stores are now handled on a much 
more intelligent and scientific basis and 
appreciation from dealers and customers. 
has already confirmed the service as a 
thoroughly sound improvement. 

Thus, if you cannot get things done 
in the old traditional way it certainly 
pays to try a new angle of approach. 
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A staff of individuals with one 
common outlook and tradition is 
useless for management to-day. 
What is wanted is men with varied 
types of minds and temperaments, 
divergent interests, different spe- 
cialised trainings, even conflicting 
traditions. S 


Balanced Management results 
from co-ordinating these various 
qualities into an effective team. 


To build this kind of Balanced 
Control is more important than 
to achieve a Trading Account 
balanced on the right side for a 
period. The latter is a record of 
the past. The former i is Insurance 
for the future. 


industrialist was asked what, in his 

opinion, was the most important 
quality in any buSiness org&nization. 
He replied, without a second’s hesita- 
tion—Balance. 

Thirty years ago this answer would 
have meant little or nothing. Business, 
throughout the first century of mechan- 
ized production was dominated by the 
older commercial idea.of ‘‘venturing’’. 
Success was a matter of individual 
courage, energy and initiative, coupled 
with shrewdness in taking risks. The 
pattern in men’s minds was romantic. 
They saw themselves as the heirs of 
the merchant adventurers who opened 
up the seven seas. 

The phenomenal development of the 
technique of modern industry under the 
stimulus of accelerating discoveries in 
the material sciences has been one 
factor enforcing a ch@Mħge in this atti- 
tude. A second has been the rapid 


C inci years ago a famous American 


-- extension of the principle of limited 


liability, facilitating immense aggrega- 
tigns of capital and credit. 


Team Work More Vital Than 
Individual Brilliance 


The large-scale business of to-day 
with factories in ten, twenty or more 
different places, is an intricate organ- 
ization in which the quality of team 
work is far more important than the 
brilliance of individuals. Moreover, it 
is essentially an organization of special- 
ists: chemists, engineers, accountants, 
statisticians, advertising men and so on. 
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The task of securing good team work 
is not the comparatively simple one of 
holding in line a group of individuals 
of similar outlook and traditions. It 
is of the essence of the situation that 
they are men with varied types of mind, 
divergent intellectual interests, differ- 





INSURES Profits 


ent professional training and traditions, 
exposed to heterogeneous and some- 
times conflicting doctrines and disci- 
plines by the nature of their specialized 
daily tasks. 


Why Some Executives Become 
‘Stuffed Shirts’ 


To secure from a group so composed 
really co-ordinated effort without an 
intolerable waste of time and effort in 
adjusting differences in points of view, 
is no light task. That is perhaps why 
a certain number of industrial leaders 
tend to be of the dominant. not to say 
domineering, type. Rather than face 
up to the exacting labour of modern 
business administration they prefer to 


become what America calls ‘“‘stuffed 
shirts’: men whose word is law 
throughout their undertakings, not 


because what they say has any special 
value, but because they are where they 
are. They evade the difficulties of con- 
flict by making it clear that those 
among their subordinates who venture 
to disagree with them will have to seek 
employment elsewhere. Surrounded by 
obsequious ‘‘yes-men’’ they pursue 
their totalitarian way, blissfully uncon- 
scious that they are wasting fifty per 
cent of the brain power and a hundred 
per cent of the initiative of those 
associated with them. 


Large firm 
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Fig. 1. Fayol’s Analysis of The 


Medium- Sized Firm 


The type of chief executive who is 
coming to the front in modern business 
is very different. He is scientific rather 
than romantic. He apprecidtes that 
each of the men working with him is, 


in his own specialized field, better 
informed than he can be himself. He 
views his own work from the stand- 
point of function rather than of status. 
He is not Pooh-Bah or personal 
ministry of all the talents. Me” is 
merely one individual among many 


whose particular job it is to integrate 
the efforts of his colleagues, to forecast, 
plan, organize, co-ordinate, command 
and control. In short, he is an 
administrator. 

As an administrator he &ppreciates 
that his first task is to keep the work of 
his different specialists in a well- 
balanced relation. 


An Administrator Must Get Rid 
of Personal Bias 

Some of the difficulties of this task 
are insufficiently understood [In the 
first place the administrator has to 
escape from his own personal and 
professional bias. 

In many industries even to-day there 
is still a traditional em phi isis on techni- 
cal knowledge or ‘“‘experience of the 


trade”, as the primary qualific: ition 
required in an industrial leader. As 
Fayol has pointed out, however, the 
& 
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tive ability in ahe world, wil} 
fail. 


sional Experience May 
-Introduce Bias 


even where knowledge of 
lar industry is not insisted 
is an increasing chance that 
pal will have passed the 
Of his earlier career in the 
a specialized profession. He 
primarily an engineer, accoun- 
yer, marketing expert or 
© man. Such professions 
y connote some breadth of educa- 
‘and hence a capacity to appreciate 

‘ative problems. But they 
ly a special interest and 
ence directed towards some one 
1 functions necessary in modern 
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eae imiorhis work a bias in this particu- 
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rincipal’s own training and “backgrotind | 
however, but a small part olg the 

More impostant is the immense. 





itself. Dr. Person’s chart of the develop- 
ment of Scientific Managentent, mentioned 
in F. T. Poulton’s article in the October 
issue of Business, is reproduced herewith. 

This rapid expansion of the scientific 
approach to problems of management, 
from production to clerical work, marketi. 
ing and selling, financial control and 
higher administration, has not only raised 
the standard of all-round skill and know- 
ledge expected of the principal. It has 
also ingreased very greatly the degree of 
specialization eS if each aspect of 
a business is to be conducted as effectively 
as possible. 

Each time that a subject is segregated 
fram the body of general management and 
becomes the care of a specialist, two 
things happen. The new specialization is 
regarded with apprehension and suspicion 
by the existing managers who think, 
naturally enough, that they could go on 
exercising their old authority on that par- 
ticular question quite satisfactorily. The 
burden of co-ordination falling upon the 
principal is much increased. There is one 
more individual whose particular outlook 
has to be fitted into the general pattern, 
His specialized authority must be pro- 
tected and at the same time must not be 
given undue weight in decisions. Either 
eventuality will destroy balance. 


The Danger of Principals Who 
‘Take Up’ Subjects 


Immediately after the War, when the 
significance of this general trend was less 
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a3 The “managing | acts 
would ‘‘take up” costing, or psychology, : 
or planning. or welfare. A new specialist, 
imported into the organization would | 
given authority, privileges and support toc- 
his | a OUERE NGS had not been 

accustomed, ere 


The conse quences of this method of 
securing an advance by one particular 
function in any pease were often amus- 
ing. The new utive would develop 
his function with : Cone: enthusiasm 
and assume a relative position not at all 
justified by the contribution he. was 
making to the company’s profit. 
colleagues would first resent this: id 

‘craze’’ of their principals, Later, 
they became accustomed to it they wou 
become philosophical and slightly cynical. 
Anyone whose toes had been trodden 
upon by the new arrival would receive 
rough comfort, “Don’t worry. You 
wait a year or two. The boss will get 
over it. He won't be so importantas he 
thinks he is in another six months 

This erratic nfethod of introducing n 
specialized activities is not scientifi 
management. It merely disturbs the 
balance of @n organization and there is 
an unsatisfactory emphasis on one nee: 
lar function. 

No costfig system “by itself cary make. re 
profits: its lessons must be interpreted 3 a 
the price policy of the business, in its 
marketing development, in the elimina- 
tion of waste in manufacturing, and in 
countless other directions, 

Psyc hology can be of great practical 
assistance in the selection of employees, 
in their training and in dealing with. 

(Continued on page 39) : 
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Why Roosevelt Holds a Master Key to 


British Business’ Progress 


ie 


OME- readers wondered why we 
C severed so much space to the 

American situation last month. 
Now they know. Two “Black Mon- 
days’’ on the London Stock Exchange 
and a further relapse in commodities 
supply the answer. These catastrophes 
had a single cause: big institutional 
buyers and speculators in shares 
thought time to come in was not yet. 
The same applied to buyers in com- 
modity markets. But why should all 
these expert bears be on 18, with al- 
most every industrial index still rising? 
Because they felt the American situation 
was not clearing up, therefore our posi- 
tion was in danger. 


South Has Jitters, North 
Has Peppiatts 


eee are, however, three slight 
temporary symptoms that might 
cause anxiety (if known to the 
brokers). The luxury trades in the 
South have certainly felt slow-up con- 
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In 1938 


ditions relatively badly 
in October and Ño- 
vember. Saale 
This was ee 
partly due to > 
the mild autumn, 
partly to the Stock 
Exchange losses, partly 
to the average citizen’s lack 
of confidence. But in the Mid- 
lands and the North business is still 
booming; spirits are still high; and the 
new retail figures reflect this paradox in 
spending. Sales in Central London and 
the West End actually fell 5.6 per cent 
under those of October, 1936, though 
retail prices rose by 12 per cent and the 
N. Midlands sales went up by 5.1 per 
cent (N.W.) to 8 per cent (Mid and S. 
Wales). Also there are fewer new orders 
for ships, for heavy electrical plant, and 
for civil construction (but the war minis- 
tries are actually increasing their orders). 
These small checks give no justifi- 
cation for the Stock Exchange’s pre- 
sent panics. There are no signs that 
























Chart: Black. bars represent the latest available figures for October. 
Figures show percentage increase or decrease as compared with October, 


1936. Shaded bars 


represent the previous month’s and show percentage 


increase or decrease as compared with September, 1936 
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the 
business 
revival has 
suffered a genu- 

ine check. What we 
do know is that any re- 
duction in shipbuilding, 
electrical engineering and con- 
struction will be made up by the 

armament industry during most of 1938. 


All These Figures Indicate. 
“Sales Appeal’ in 1938 


EANTIME business activity is 
still running at higher level than 
ever before. The Economist Index is 
4.5 per cent above last year’s level: 
pig iron output made another record 
in October; steel production ell slightly, 
due not to lack of orders but of raw 
materials; employment is up by 4.1 per 
cent over last October; raw cotton im- 
ports ran 17 per cent ahead of last year. 
But the future is still dependent on— 
(a) whether President Roosevelt can 
stop the American rot—(b) whether 
commodity prices can be prevented 
from falling to a level which reduces 
the purchasing power of the Dominions 
and the East. 


U.S. ‘No Deal’ Policy 
. Affects Raw Materials’ 


Te second factor is partly gov- 
*erned by the first. Just as Japan’s 
absence from the early wool sales pre- 
vented wool prices rising as they might 
have done in normal conditions, so 
the contraction of America’s demand 
for rubber, copper, and many other 
raw materials depresses these mar- 
kets. American business had hoped 
that President Roosevelt would promise 
to protect it in one or other of hjs+ 
speeches last month: American steel 
common stock fell 5 points on his chief 
pronouncement. If the President is to 
revise taxation in fayour of business, 
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‘a revival in America. 


: revival may commence at any moment, 
-without apparent cause, in that country. 

On the whole, however, the American 
prospect is ominous until such time as 

business confidente is restored and the 
constructional industries begin to go 
ead (building, for instance, is still 
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falling rapidly as “we write. 


have seen raw material prices rise by 
15 per cent (in March of this year) only 
to lose almost the entire rise in the suc- 
ceeding months, and in May, 1936, 
American raw material prices were not 
high, being at 75 per cent of their 1926 
level. - ° 
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‘modities is not momentarily hppe- 
The American price level is still 
Indeed, - 


| i | 
since May, 1936, the American markets 


fallen off heavily; 






The constructional industries 
are extremely short of orders. Produc- 
tion is down by 20 per cent since June; 
railways are hit by falls in revenue and 
are cancelling their orders for rolling 
stock. Steel output is running at 40 
per cent of capacity; car loadings have 
retail sales are in 
decline. f° 

In such a situation only drastic 
action is likely to succeed. For that, 
apparently, we must wait upon Presi- 
dent Roosevelt once more. We can. 
only hope that the recession will not 
have gained irresistible momentum ` 
before the President takes action to` 
save the situation. 


John Bull Has Touch of 
Uncle Sam’s Fever 
HE present situation in this coun-. 









try is not% serious one but daily : 


it becomes aggravated. Since June raw 
material prices have fallen from 170.2 
to 147.3 (E@onomist Index), but in July 
of 1932 they were away down at 103.5. 
Until the gaw material markets are sup- 
ported by large interests there is little 
hope of stopping the gradual slide. 

Wholesale prices are now being 
affected. The Economisi’s complete 
index number has been falling steadily 
since the last weék in March: then it 
was 144.3, to-day it stands at 129.7. 
And the fall has been steeper in the 
last than in any month since the first 
shock in March. 

So far retail prices have not been 
affected. The cost of living for October 
was 2 points higher than September, 
12 points higher than a year ago. But 
that paradox cannot last, and as the 
public believes that retail prices are - 
coming down, it will hold back. For- 
tunately in the North and Midlands 
business is so goed, wages so high, that 
nothing will prevent the public spending 
heavily. In the South, however, the 
luxury trades would certainly feel the 
effects of any considerable fall in retail 
prices. 


Britain’s Foreign Trade Ship — 
Getting ‘Sales’ Up o 
HE most paradoxical point in the 
whole situation is the definite in- 
crease in our world trade. Latest figures 
prove this to be far greater than was 
anticipated. Since the pit of the slump 


in 1933 our exports have risen by 44 sie! 


per cent (taking 9 months of that year 


and of 1937), and imports by 51 per — 


cent. Surprisingly, more than half of 
these total improvements have occurred 
in the past 21 months. A 

In the first three quarters of this year 
our exports increased by 10 per cent, 
18.6 per cent and 8 percentrespectively, 
an astonishing result. During the same 
quarters our imports increased by 3.4 | 





per cent, 7.5 per cent and 5.8 per cent. a 


respectively. Thus. the relative increase 
in exports is much. higher than that of 
imports. Incidentally. the- „price of 
goods imported has. been tisi 

















‘American business is apparently spend- SRA 
ing no new money in capita] invest- © 
ments. 








| sing more . Be 
rapidly than that of our own apo i 
















It’s Just a Matter 
in France 


“T danger in France is purely 
financial. The government con- 
tinues to pile up deficits and so long 
as the 40-hour week is allowed to put 
up costs in industry, the situation is 
dangerouse The return of capital can- 
not be expected to continue if it merely 
becomes a mask for these continual 
deficits. On the whole the situation is 
much better than even.3 months ago, 
but not yet sound, and the future of 
the French industry as usual is largely 
in the hands of politicians. 


whereas Europe bought S 
ee and the rest of th ei 









aa and the ex- d 
E, increased their 
us this year. M 


i the hardening of com- 
i prices are needed to further 
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London District: [ndica- 
tion of hopefal outlook for 
winter trade is in latest 
retail figures, +84 per 
cent Central London, 
+9.1 per cent suburban 
London, Industrial acti- 
vity high. City steadier, 
though somewhat de- 
pressed, Employment 
good. General trade ont- 


look hopeful, 
E. & S.E. Districts: 
Lull in Hull and East 
Coast shipping activity 
$ temporary, Forward book- 
ings of shipping freights 
good. Timber season has 
been good, despite lower 
prices for Russian wood. 
Humber wheat market 
fair. Grimsby fish land- 
ings better than at_ this 
time year ago. Prices 
slightly higher. 
Midlands: Rearmament 
felt in Midlands iron and 
steel industry.  Suppiy 
has not @yet caught up 
with femand, Further 
price rise expected. Most 
all engineering firms have 
orders in hand to keep 
them busy for months 
ahead. Clothing, footwear, 
hosiery trades delayed by 
adverse weather. 
W., S.W. Districte: 
G Iron and steel industry in 
Swansea and $S. Wales 
heavily booked for months 
ahead. Some slackening 
in Cardiff, Newport ship- 
7 ping. Bristol leather busi- 
Ve rey i | ness epee A wheat 
market dull, timber mar- 
OS DERBY a 


| ket weak. Engineering 
O G)WOTTINGHAM throughout area remains 
TC) WALSALL 


Campeanu anwar data 
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very active, skilled air- 
craft workers scarce. 




















(geercesTen N.W. District: Cotton 
tie outlook at Liverpool mar- 
COVENTRY. G)worrnamera ket brighter. Wheat mar- 
psw O of jet active, Shipping sack: 

aRCBesler € 
e mt a HEREFORD trade continues to Hmn- 
O GLOUCESTER Q@uuron prove, Timber industry 






good. Engineering through- 
out Lancashire very active, 
Order-books full. — Pig- 
iron production still be- 
hind demand, 

N.E. District: Lack of 
overseas inguiries slowed 
up coal trade. Tyne, 
Wear and Tees shipbuild- 
ing yards full. Middies- 
s brough and area iron and 
steel industry very active. 
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h MEV TO TOWNS Heavy home market de 
(J O ra 5% © t Sire 10% gull pressure working ai 
` msnm © 13% ro 20% pce nae clita 
© onm @ anaona | BEERE Boa 


tributive trades. Seasonal 
slackness in building, 


PERCENTAGE OF UNEMPLOVMENT 









oa 25% & OVER 


J0-10% Eer- PEL IS%~ 20% hotel and services indus- 
ss. tries. Total unemployed 
oo a RS eOe- ade jin N. Ireland now 69,881. 


1 Total in insured employ- 
w ment 214,200. 











jakas. who, are asked 7 
who are quoted and feats 
are apt to overlook tie strain ¢ 
up such a life. 

When one stands on gd 
watches an aeroplane it è 
easily and gracefully the 
And the natural supposition 
would experience that sensat 
flying. 

But the truth is that when i 
there is no sensation of gliding 
ming through the air. One is. 
every minute of the strainin 
i to oe ai in proses 












































ect ‘hex sapere a 
functions they do, and ps 
tainment they enjoy, m 7 
when they do not want to 
pleasant when they do neti 
responding to demands on their 4 
energy which would wear ont ane 
person. 
Let any man who desires jan 
but he must be prepared to yx 
price. 
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it is not lack of 
much as the 
that holds m 





The 
Hurdle 
of Fear swing a b er j 
actually doing the routine 
cerned. But their m 
special problem or sit 
conceivably arise, arid 
so they do not undert 
are frightened by what - 
confront them. Others, 4 : 
perhaps, but with less fear, bat 
earn the reward. j 

The ability to overlook | 
moments is the begining of y 
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Ireland have been s 
gap bas now been fi 
stance, we know there is one 
40 persons, as compa red w 
ewery 280 persons In Iga; 
savings banks and invests 
savings certificates together 
£20, 600, 000; £52,000, 00 war 
were imported in 1936: ocen 
number 600,144; in 1927 there + 
telephone to every 62 persons 
ane to every 36 persons. 
These are only a handful of a F 
vital statistics which 
new marketing brochure, 
Figures’, dealing with N 
land. You car obt ain ff 
writing to The Editor, Br 
friars House, Tallis St 
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ned to normal. 








ducts that to-day enjoy 
ride sale it is probably 
ay that none has had to 
me such tremendous prejudices 
ve existed against margarine. 

argarine first came into being as a 

































stop-gap in troublous times sixty years 
ago. It was during the Franco- 
Prussian. War, Paris was _ suffering 
 acuéemmhortage of foodstuffs, especially 
_. dairy products, and Emperor N apoleon 
IU offered a prize for the invention of 
a foodstuff ‘‘as nutritious, as stable, as 
_ palatable as butter’’. The prize was 
won by a, French scientist named 
-Mége-Mouries for a product that þe- 
ae. known. as oleo-margarine or 
ouries. 
ng the Great War, many people 
argarine for the first time, but 
' flavour of the product they 
n able to buy. The manufac- 
however, were handicapped. 
he national crisis they could 
he proper grade of raw 














the War ended and things 
| normal, a prejudice there- 
gainst margarine, which 
arded as a product to be 
ime of emergency, 


ed Up This Great ° 

ew Industry “ 

he War had gr@atly 
the. reputation of mar- 
at the same time created 
justry which in peace- 
‘employment to many 





manufacturers therefore 
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luct was to devise 
hanges were made in 








one dire distress; pressed 
n later when another, the Great War, threat- 
ional well-being; was inevitably shunned by some 
“the: public when restrictions relaxed and con- 


e industry on a- 
and the first step 
rcome the prejudice _ | } 
“t ise are able to offer her. 
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the handicap the margarine makers faced when 
to capture the peace-time domestic market. 


By J. B. VAN DEN BERGH 
aging Director, Van den Berghs and Jurgens Ltd. 


the manufacturing processes that the 
improved margarine had no other 
similarity to the invention of Mége- 
Mouries or the war-time product than 
the name. 
© Leading medical authorities and 
dieticians have warmly recommended 
the margarine of to-day. No less an 
authority than the Nutrition Commit- 
tee of the British Medical Association 
gives the eyergy value of it as higher 
than that of*butter. 

Until a few years ago there was, as 
a matter of fact, one important respect 
in which margarine was open to criti- 
cism by the medical profession. It was 
said that it did not contain certain 
vitamins which were present in butter 
and which are essential to good health. 
Manufacturers got busy about this, and 
as a result of intensive research a 
method was found of including the 


vitamins in question, which are known — 


as sunshine vitamins, in margarine, — 

Since 1927 the leading brands of 
margarine made in this céuntry have 
had the sunshine vitamins incorporated 
in a constant quantity at all times of 
the year. Actually, this gives mar- 
garine an advantage over butter, 
because the occurrence of these vita- 
mins in the latter fluctuates with the 
seasons, * 

I have emphasized the ways in 


which the food value of margarine has of 


been enhanced because the cardinal 
rule of success in selling is that you 
musi give first-class value for money. 


The British housewife is, I believe, 
the shrewdest woman in the world, but — 


on the other hand, to give her the 


‘Square deal that is necessary to gain 


her confidence is only half the battle. 
You have got to let her know what you 


That was the problem with which 


- Margarine manufacturers here were 





-- nutritious foodstuff at a- 








"British Market 
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faced. They were able to offe pi 









_ But through accidental cir t 
there was still that strong pre 
against it. | 


Advertising Started Break-Down ~~ 
of Public Prejudice 

The Margarine Executive of 
decided to see if this prejud 
broken down by advertising.“ 
campaign was tried, and the respons 
was instantaneous. After that we in- 
creased the scope of. our campaigns 
year. by year, and itis largely to them 





that the enormous sales o : 
garine to-@ay must “be ascribed res 
always been to under-state our CABO 
rather than to over-state it. We have 
always based our propaganda on facts, 
letting the public judge them for itself. 

In, our advertising we have, for 
instance, featured the British Medical. 
Association’s figure that a pound of o. 
margarine gives 3,579 calories as 
against 3,503 given by a pound of 
butter. We have also made. a big. 
point of the inclusion of vitamins in 
margarine. 

Until recently a great many people 
would not even try margarine because Eee 
they were quite convinced in their own 00 
minds that it was inferior to butter. ~ 
This provides an interesting example ei: 
how we have uset advertising to over- 
come prejudice. | | S re 








This Test Established a Powerful 
Sales Point noe 

We conducted experiments to... fin Seon ae 
out whether quite unbiased. - pec ple Eo 
really could tell the difference þetween -= 
unlabelled samples of butter and mar- 
garine. We found that they could not. 
As a result we have—and with great 
success—-strongly featured in our adver- 
tising the fact that people cannot really 
tell the difference between butter an 

















margarine. 
em 






actual samples. 
I have no hesitation 
vears ago it has prove 
the most effective 
killing the. 






=== STRONG ROOM mo THe O 


IT PROVIDES PROTECTION IN THE POSITION 
VENLENCE, AND BY CUTTING i 
INCREASES THE POSTING OUTPUT 


STRONG ROOMS ARE OFTEN I 


FILE IS ALWAYS ACTUALLY ‘ON THE St 
ARE POSTED. 


+ 


Made in sizes to suit theo BEO a 
lation whether trays, binders, ory 


WHY NOT ASK FOR OUR NEW BOOK I 
“Modern Machine Posting Equipment” 


THE COPELANI 
| CH AT 


EXCHANGE HOUSE, 


AFT PTER THIRTY Y YEARS’ HARD SERVICE 


CoO P E LA N D-CHATTERSON COMPA 
EXCHANGE HOUSE, OLD CHANGE, LONDON, E.C.4. 


BRANCHES THROUGHOUT THE PROVINCES 








they do not appear as in any 
| up with our advertisements. 
ey are not P of our Tea 





sSpaper 
free service to abar readers. We, 
urse, arrange for the coaches and 
- d to all other requirements of the 




















































er. the. entire we also accept 
me to view our r factories. While 








insti e re facilities is well koon and we 


y Ti is a well-known fact that 20 per cent 
fof the units of any market comprise 
_. @®80 per cent of the purchasing power. 
But how can the manufacturer get at 
coo this vital 20 per cent-—-the ‘‘cream’’ of 
> me list—without unprofitably spending 
valuable time and money on the other 
80 per cent? 
There are several ways of doing it: 
by mail and by personal call. The first 
not really very effective and the latter 
is, in most cases, prohibitively expensive. 
. ¿One large engineering firm manufac- 
turing: and, selling power plant equip- 
ment _got® ‘very near to securing a 
—“cream’’ prospect list, as contrasted 
with securing the usual list of inquiries 
after catalogues, etc., which is merely a 
‘suspect’ list. 








e Goad Lists Were Qnly 
: uspect’ Lists 


For years the firm had endeavoured 
t make up, from advertisements soli- 
citing inquiries and offering catalogues, 
st-class prospect list, but the inevit- 
result had been only the “suspect” 

t, with a low percentage of real pros- 


ale a new plan, however, the firm 
aged a well-known authority, to 
eerie of attractive Foa oi 





"CO o lan ne a ‘covering letter 
y the. ed on the : series on receipt 





ation the peera rarer 
cure. They were: (1) Type 
jower plant in use; (2) The 
e work; (3) The name of the 


bility. 





visits fem: 
selves. 


by the “newspapers: them- i 


"executive engineer with full responsi 








a of dealers them- 


Our Factories are scale 
Planned For Visitors 


s 

Each year our total number of 
visitors steadily grows. Last year 
more than 24,000 passed through the 
various departments to see how Stork 
margarine is made. 

So that all visitors shall see every 
process clearly without risk from mov- 
img machinery and, of course, without 
inadvertently hampering our workers 
by crowding, special inspection galler- 


jes have been built throughout our 


This Mailing List Plan Cut 


The mailing shot was repeated to 
non-repliers with the second article 
enclosed. Replies came in in excellent 
volume, and from the 20,000 main list 
the manufacturer secured nearly 5,000 
genuinely-interested prospects who were 
real prospects, and into the bargain he 


renege margarine sales have advanced steadily 
spec in the last few years that a vast number — 


and expefsive personal | canvass 


We know ‘by: the way in caid Stork E 


of people who come to our- factories 


violently prejudiced against margarine i 
go away completely or ari in _ their 7 


opinions of this. product.. 


We have projed therc e, th 
given a sound product, the 
tive way to overcome s§ 
resistance against it is to take tt 
completely into your confident 
to make it easy for them to see 












themselves exactly of what the produ to 2 : 
Sucha ` 


is made and kow it is made. 
physical demonstration as this, supple- 
menting national advertising of a con- 
servative, fact-stating nature, has cer- 
tainly succeeded in making margarine 

a big seller in the British mai ne 





secured as anuch pero pl information 





could have obtained oi 


All this, including the name of ‘the 


responsible buyer or executive in each ` 


case, was first-rate, concrete data for 
the sales staff to work on. It saved 
their time and the firm’s money in 
chasing idle inquiries. The plan gave 
this engineering firm a record year’s. 
business and cut the cost per unit. 
of sale by something like 55 per 
cent. 


AIR TRAVEL 
SPEED-UP FOR BUSINESS* MEN 


tic travellers for whom time is vital 
for long felt the need of an air ser- 
vice to meet them at their first port of 
call on this side of the ocean and to 
enable them to catch their, liner again at 
its last port of call on the return journey. 

To meet this growing need British- 
American Air Services was established in 
1934- 

By this service it is now possible for 
business men coming by boat from 
America to fly from Cobh or Plymouth 
direct to any capital in Europe, transact 
business and return to catdh the same 
liner back. 

The time saved by this service thus 
makes possible work that could not 
possibly be accomplished within the 
period in any other way. The saving 1m 
expense, too, is very great. 

This Air Service, moreover, is not 
limited by aerodremes. If there is a suit- 
able field near your house or hotel a 
machine will land you, or pick you up, 
virtually at the door. 

The efficacy of such ability is demon- 
strated by the fact that in July last a 
patient for a sanatorium high up in the 


B. USINESS men and other transatlan- 


Swiss Alps was perfectly landed in a field 7 
alongside the building. a 


On the regular services the cost of travel 
by the B.A.A.S. is little, if any, more 
than that of first-class rail. 

For charter service you can ring the. 
company at Hounslow 2345. 


$ 
Sell to 
Your Shareholders 


COMPANY with: a a list of 
A shareholders told us recently that 
all their shareholders had been 
converted into customers by means of 
specialized approach by mail. The 
sales letters, beyond offering an attrac- 


tive product—which was one of almost 
universal PB aorin tied. ap i 





A good deal more, ink, d 
be done in the way of selling to A 
holders. 


whose shareholder 
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\ amounts due-—number of j | 
ACT finding takes too long if it means thumbing \  follow-ups—*on order” —- | 


through books and ledgers. Eyes work faster than \ tover due — acien = 
fingers—so put facts where they can be seen. Shanpon alam 
Visible Records show all related facts at-a-glance. 
They give instant control over production, stock, 
sales, delivery, payment, etc., and signal ‘special 
attention’, ‘action’, ‘caution’, ‘follow-ups’, and credit 
limits. They eliminate searching, errors and over- 
sights, and speed up the decisions and actions of 
every department. 

















Read “Lift the Lid Off Your Business’’—~the specialist's 

case for profit earning records.* This 24-page booklet is 

sent FREE and without obligation to executives on receipt 
of business card or letter-heading. 





WOaNnDon-iZED OFFICE IS 
A PROFIT EARNING OFFICE K 
E SHANNON LIMITED, Imperial House, 15, 17 & 19, Kingsway, London, ¥ 


Birmingham; Bristol, Manchester, Liverpool, Glasgotc, Neweastle-on-Tyne. 


As 


















































har "Refineries aie other 
Several hundred acres of 
acquired near the existing 
nd the river is being dredged 
facilities for bigger oil tankers. 


ea O 
i “i machine tools and textile 





1 eecuad. Machete, The 
> order is for machinery 
. The orders will take 





in Adelphi, Salford, 
vacant for several 
: over by a firm of 
i James Farmer, Norton & 
nd are. to be converted into 


O 


rS. Potato Crisps, Ltd., havi 


PENE i formed by local business 
x » Which will find canion eni for 





S. ia. the latest new venture wel- 
med- by Accrington and district. Still 
er news is the announcement that 
‘o-operative Wholesale Society have 
mill premises for weaving 














saan , F ranch silk and rayon aane 
. s, who have for some time occupied 
“two mills purchased and reconstructed 
by the corporation. Dickinson & Sons, 
“chemical paint manufacturers, are erecting 
i new works here, œ 

ee The Accrington and District Industrial 
“Development Committee is doing fine 
> work in attrecting new industries to the 
district. Through their activities, directly 
“or indirectly, over 20 mills in Accrington 
and the surrounding townships have been 
let or sold... Inquiries for empty premises, 
„continue to be received regularly. 


i O 
z NEW ranaig factory— ee Pace 
























ar main. fend. Triumph Road, is 
ted by the Nottingham 
‘on which plans have been 
he erection of five factorits 
iness places. — 


wg erected in Barr- 
Wy a. the manu- 


pete at ‘Cleland, will be in 
foi e. the. end of this hear 





: ature into g e a 
ject. being to leave the sur- 
Pee undefaced as far as 


the Clyde 
A 


j TORK has been started on a ‘new 
f £130,000 sewerage scheme at Pem- 
in West Wales. 





broke, 

The majority of the hundreds of men 
engaged have not worked regularly for 
ten years, 


New Products 


+ 
NEW machine of interest to manu- 
facturers of shirts, pyjamas, overalls, 
raincoats and waterproofs, and even 
ready-made clothing, has been gait 
by a Manchester firm, T. Walker & Co., 
Newton Street. 

The machine greatly reduces the labour 
of one of the most tedious and expensive 
precesses in the making-up trades, that 
of laying-up cloth by hand preparatory 
to marking and cutting. Laying-up an 
80-yard piece of cloth, from lifting on to 
the carriage to complete laying-up in a 
three-yard lay, occupies only four minutes, 
and the machine can be operated by one 
person. The machine handles cloth of 
any width. 


Consumer Spending Power, 


‘ware in 
shire shirt, 3 
“turers. a 


A ready many *machtnes ": 
mmission at factories of Lanca- 
i j ma and overall manust 









HE first mo’ or-driven turf-aerator to 

be put on the market has been pro- 
duced by Cumberland Mowers, Ltd., of 
Cleator Moor, Cumberland. Its function 
is to do away with the old manual method 
of aerating turf, and it is designed for use 
by golf clubs, lawn tennis clubs, ete.. 


O 


LEICESTER man has invented a 
camera rifle for training recruits in 
musketry. It shows the exact number of | 

hits scored on manœuvres. 5 


O 

LEICESTER firm, by arrangement 

with an American concern, is to put 

a patent machine for finishing all d : 
tions of women’s hose on the- 










market. The firm is British Shuster 
Bates Machine Co., working in conjune- 
tion with Smith, Drum & Co., of 
Philadelphia # 

e e 





£5,000,000,000 


This New Survey Tells You Why, When, Where : 
MILLIONS will be spent on YOUR Class of Goods 


ARKETING and distribution often 
Mei: the weakest link In a manu- 

facturer’s business chain because 
action is not planned on a basis of certain 
knowledge of facts. Few manufacturers 
have the means or can afford to collect 
data that will show them ‘‘why, how and 
when’? about marketing their products. 
Area surveys, market investigations and 
research, knowledge drawn from experience 
and so on have provided only part of the 
information necessary for planned and 
exact marketing. 

The need, therefore, for a detailed sur- 
vey and analysis of all statistical factors 
that influence the marketing of products 
is undisputed. Last year, for the first 
time, such information was “published in 


The Marketing Survey of the United King- 


On 5th December, Business Publi- 
are publishing, at 4os. net, 
a new volume of this Survey. It contains 
hundreds of new, vital facts. Indeed, its 
scope has been greatly widened and it is 
even more ‘the miracle book for market- 
ing men.’ e 

A casual glance through the new edition 


dom. 
cations Ltd., 


reveals a wealth of marketing facts essen- - 


tial for accurate planning of sales and dis- 
tribution in 1938. Mr. Colin Clarke, the 
noted economist, says? the consumer will 
earn £5,000,000,000 this year, How will 


it be spent. and how much will go on your 
class: of. 
answered in detail, “based on 1937 spend- 
ing {411,000,000 for rent and rates, 
_£161,000,000 for gas, electricity, coal and 
‘water, 


products? These questions are 


£1,696,000,000 handed to ‘‘the 
for housekeeping, domestic purposes 
These figures are further 


wife” 
and clothes. 


broken down into detailed analysis of the 
P huge consumer market. 


Take another angle. Only one town in 
132 surveyed has declined in purchasing 
power since last year. The Special Areas 
show remarkable evidence of rising pros- 
perity. Rhondda has gone up 23 pon a 
since last year. 


Among new figures are such novel 
but important fagts as the number of 
milk bars and cinema seats in each 
town. Manufacturers dependent on 
consumers ‘‘free spending power’’ will 
find such information particularly 
helpful. 

A bigger number of workers is included 
in the employment analysis as they are 
classified by industries and not, as before, 
by trades. Professional classes have -been 
subdivided into categories. For the first 
time, too, women workers are shown as 
distinct from rmmen—done to meet the 
wishes of manufacturers in women’s indus- 
tries. Such figures, however, will interest 
most manufacturers. 


The broad view of the place and use | 
of this volume is summed up by the Rt. 
Hon. Viscount Leverhulme who, in the: 






foreword, writesi : ag 
‘Fortunately, the British bi 
world is beginning to appreciate. the 


handicap under which its distributive 
side labours for want of exact. knowledge 
about markets. This second Survey of 
the United Kingdom gives the business 
executive in a form easy of reference, most 
of the information now. available. 











over a period and here. classified, is. 
scientifically ident te cal cag a “employed, 
to ever business. man. 








That Nea a 
the usefulness of the statistics: eect 
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If you were a stenographer engaged on one of those many repetitive routine 
tasks which take up a lot of time and effort on unproductive and fatiguing 
operations (suchas carbon-interleaving, form-inserting and aligning) wouldn’t 
you be relieved to be provided with stationery which cuts out seven of 
the eight operations necessary to produce, say, six copies of each form ? 


i 


D IMI U . effects exactly that AEN 
Y of time and money-saving 

on billing, invoicing, job- 

CONTINUOUS STATIONERY °° | 


in conjunction with the continuous form attachment which fits any typewriter 


FOR HANDWRITTEN RECORDS the PRIMUS Auto- 

graphic Register for use with Continuous Stationgry ensures 

the same speedy, smooth operation, while a copy auto- 

matically locked in the machine provides your auditor 
with a check on each transaction. 


Carter-Davis Lid : 


Queen Elizabeth Street, London, S.E.1 
Telephone - - - - - - - = ~, + - HOP 0204-5-86 
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DO You Check These Items in Your re 
Road Transport Costs ? 


Find Those Waste-Producing Fac- 
tors Not Shown in The Office Records 


friend the other day, I mentioned 

a few items of transport costs 
which, I ventured to suggest, did not 
appear on either side of his office re- 
cords. ‘‘Oh, rwbbish,’’ he replied; 
“‘modern accountancy systems cover 
every conceivable eventuality.” After 
continuing the discussion for a few 
minutes, my friend’s opinion underwent 
a decided change, which prompts the 
following remarks. 


(Ciena the with an accountant 


Normal Charges For a Two- 
> Ton Vehicle 


Let us look for a moment at the 
recognized charges debited to the aver- 
age 2-ton commercial vehicle, of which, 
quoting an authority on the subject: 


“The direct running costs should total 
about 24d. per mile. Of this 1d. is 
accounted for by expenditure on petrol 
and oil, {d. for maintenance, including 
tyres, and jd. for depreciation. 

“The fixed charges per week comprise: 

tax, 12s.; garage rent, 5s.; insurance, 
6s.; and interest on first cost, 2s.; giving 
a total of 25s. per week. 
. “Allowing for 300 miles per week, the 
total cost on the above basis will com- 
prise 300 times 2}d., plus the 25s. fixed 
charge, which is £4 7s. 6d. per week. 
Any addition to the mileage only in- 
ie: a further expenditure of 2}d. per 
mile. 


It all looks very simple from a clerical 
point of view, if one is satisfied to over- 
look eféments of transport waste liable 
to occur in other directions. That 
appears to me as an entirely unaccept- 
able proviso, and you will probably 
agree after reading on. 

It is only when responsible officials 
begin to concern themselves with prac- 
tical detail®of transport operation that 
the real factors affecting costs come to 
light. 


‘Minimum Load’ Vehicles Are 
No Economy 


“You may come an awful purlar by 
buying vehicles that are Onfy just big 
enough to carry the intended loads. No 
attempt to economize by buying vans 
or trucks only sufficient to cope with 
minimum requirements should be coun- 


"as tenanced for a moment. 


The most economical course is to 
choose, models capable of dealing with 
maximum loads, for it is definitely yn- 
economical in the long run to consist- 
ently overload any form of machinery, 
an axiom that applies with still gfeater 
force in the case of motor vehicles. 

Transport managers may be obliged 
to turn a blind eye on occasional over- 
loads; but as a regular practice over- 
loading has no justification whatever. 

Actually there is only a slight differ- 


- ence in the operating costs of a vehicle 


having a medium load capacity and 
that of the next larger one in the range 
size quoted. 

A 2-ton truck covering, say, 360 
miles per week may cost only approxi- 


By RICHARD: TWELVETREES, A.M.I.Mech.E. 
$ . Road Transport Editor of BUSINESS 


E a T 

Above : Inspection on the road will often 
throw light on unsuspected items of 
transport costs. The vehicle here is a 
Morris Commercial 25-30 h.p. ‘Equiload’. 
Right : Time and expense can be saved 
by providing efficient loading facilities 


mately 7se per week more than a 
30-cwt. vehicle, assuming both are 
loaded to capacity only. If, on the 
other hand, the smaller vehicle is made 
to carry 2-ton loads regularly, its costs 
will rise to the neighbourhood of the 
larger model, besides being subjected to 
risk of early breakdown or frequent 
minor troubles, occasioning delay, ex- 
pense or possibly loss of trade. Ulti- 
mate transport economies are influ- 
enced by providing in advance for 
probabilities of increased business and 
greater delivery volumes. 

Experience has always shown that 
efficient transport creates further oppor- 
tunities for extending the use of 
vehicles to further advantage. 

In the case of larger loads calling for 
bigger vehicles, it is always possible to 
correct the situation by selling existing 
models in order to acquire others of 
more suitable load capacity. That, 
however, is a very uneconomical pro- 
cedure, because the incidence of depre- 
ciation—an important item in operat- 
ing cost—is greatly ¢xaggerated by sell- 
ing a vehicle soon after its purchase or, 
to put it in other words, before such a 
vehicle has had a chance to-earn its 
keep. < 


Loading and Unloading Wastes 
are Common 
Next to factors concerning the 


vehicles themselves due consideration 
should be given to external causes of 





transport losses. Where goods handled 
by certain business undertakings are 
loaded direct from the store or ware- 
house under the supervision of the dis- 
patch manager, there should be no 
difficulty in preventing waste of time 
or fuel whilst loads are being trans- 
ferred from the*sorting rooms to the 
vehicles. 

In other circumstances, however, 
transport costs may suffer enormously, 
and the speed of deliveries become 
impaired. Where vehicles are driven 
empty to distant loading points the 
transport manager will be well advised 
to pay occasional visits to such places 
to see that his vehicles get proper 
treatment with regard to expeditious 
loading. This applies particularly in 
collecting such consignments as timber, 
building materials, raw materials for 
engineering work and the like. 


Here are Other Losses in Loading 
and Unloading 


Some such sources of supply may add 
greatly to handling costs by being in- 
accessible or deficient in adequate load- 
ing facilities. In fact, not a few firms. 
have been compelled to transfer their 
business from one supplier to another 
in order to obtain satisfactory treat- 
ment in respect to vehicle loading. 

The same thing applies to deliveries, 
especially in what may be described 
as ‘‘across the pavement costs’’. One 


has only to travel as an observer on a 
e 










rooms are remote from the main 










nvenience >. When taking deliveries 
from heir suppliers’ vehicles. 







or much of the traffic con- 
in crowded thoroughfares; but 
t, of course, is another story alto- 
ether, R that it has a direct bear- 













z od of speeding up road 
transport deliveries : without increasing 
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in certain areas—as by 
mut time losses at terminal 
indicated above. 

empts to introduce o hie sched- 
-necessitating unduly | . ng 
are e foredoomed to fa 












on 
-> While recognizing the existence of 
vehicles offering pay-load cafsacities up 


mer’ Running 


to six tons and allowed to travel at 


the legal maximum speed of 30 m. p.h., 
_we must realize that such maximum 
: ormance must of necessity entail 
-fairly high fuel consumption, compared, 
= for example, with deliveries effected at 

Hie an average speed of about 15 m.p.h., 
X a reasonably high figure in congested 

areas. 

Therefore, prior to setting down any 
definite time allowance for traversing 
a given delivery route, observations 
should. be taken of vehicle performance 
‘on that route, so that all journeys can 
be run in accordance with a schedule 
under which the engines will work at 








= their economical speed. Unless that | 


proviso is made, fuel consumption and 
other costs will creafe heavy charges 
on the debit side of the transport 
accounts, 

‘his. time factor is often overlooked 
en preparing transport plans, for, 
by allowing a few extra minutes for 
the journeys, fuel costs can be reduced 
to a very considerable extent, with 
corresponding reductions in wear and 
„tear on the chassis mechanism and the 
esin particular. 












False Econom y of ‘Economiz- 
> ing’ on Drivers’ Wages 


Another common error committed by 
transport administrators who calculate 
costs by pure mathematics occurs with 
regard to drivers’ wages. While on the 
face of things definite economies may 
be suggested by employing drivers at 
low rates of payment, the actual results 

are seldom satisfactory. 
} ng invested eona dobie amounts 
al in the purchase of vehicles, 






















ig valuable property, repre- 
‘by the vehicles and their con- 





5 eff ne shoe uy, an e 
veries, | ‘simply because store- 


ae thoroughfares o or because: retailers show l 


and’ this A growil “wa! 
| results basis.’ re 
conditions mentioned are res- 


* yarn the firm of J. A. Davis & p is eae of the large t 
veh cles ` to travel deste hich | 


T ¥ The history of this success. provides an 
example of how advertising can. overcome H 
So strong a trade was b 
free samples through the post that che 
by the demands of their customers, to 
To-day a very large percentage of the sale 
normal retail channels. 





distribution. 


Brief records of three examples of amazing business 
Three famous names; nationally — even « 
internationally known, successful businesses. 
proud to number them among our clients. 

in common with so many SMITHS’ accounts, they did not 
come to us as successes. They were built up into successes, 
Is not this convincing proof of our 
capacity for making your advertising pay? 


development. 


with our assistance. 
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A skilled driver can be relied upon 
to handle his vehicle economically in 
respect to fuel consumption, while his 
experience enables him to avoid mis- 
takes productive of heavy wear or 
chances of breakdown. 

Furthermore, a very large percentage 
of road accidents which disorganize de- 


Blue-Prints No 


New Dye-Line Photo Method 
Saves Time 


N the technical departments of the 
[asociatea Equipment Company 

(builders of London’s buses) ‘‘blue’’- 
prints are no longer blue. 

In a print room which produces 
900,000 basic size prints a year, time is 
a vital factor. So A.E.C. has further 
modernized its equipment at the 
Southall factory and replaced the blue- 
print with the ‘‘dye-line’’ positive photo 
print which gives a black image on a 
white ground. 

The new method is quicker because 
washing and drying is replaced by a 
developing process. Furthermore, the 
prints produced are cleaner and more 
legible. 

A basic size print measures 15 in. by 
rrin. and this type represents 80 per 
cent of the print room output. Other 
prints range in size from 22 in. by 15 in. 
to prints 4o in. wide and 12 to 15 ft. in 
length. They are needed for a variety 
of purpgses—in the Drawing Office, the 
Factory, the Service Department, and 
by coach-builders and suppliers of all 
raw materials. 

So many are called for that the new 
print room is often*required to produce 
a basic size print every 8 secs. of the 
working day. In a year this depart- 
ment uses 176 miles of 15 in. wide paper, 


livery work are attributable to dreyers 


‘whose limited experience only com- 


mands low wages and who should never 


-have been put in charge of the vehicles 


involved. 

You can avoid wastage among your 
drivers, too, if you agree that ¿good 
men are worth keeping. The manager 


Longer < B lue’ 





spends £1,000 on its purchase, and con- 
sumes £200 worth of electricity and {90 
worth of carbon. 


New Safety Record System Also 
Possible Now 


With the introduction of the dye-line 
print A.E.C. has begun a record of 
every tracing and every production list 
in currency, so that in the event of fire 
it would be possible to carry on with 
the minimum delay. 

New filinge methods have also been 
put into operation. To-day there are 
no less than 120,000 tracings of all sizes 
stored in vertical files where they can 
be quickly located. Under the new 
system any tracing can be found and 
issued in a matter of seconds. 


Proper Temperature Control 


> Saves Both, Fuel and Labour Costs 


can reduce his costs by the exact 
control of temperature, whether it 
involves the control of heating and venti- 


pP RACTICALLY every manufacturer 


' - lating temperatures of buildings or the even 


more important temperatures of certain 
manufacturing processes. 
On this very important subject the 


London, W.C.2, have just issued an 
informative booklet ‘‘Temperature Control 
for All Purposes’’. 

The booklet explains how, by simple 
automatic valves, fuel and labour costs are 
saved in heating and ventilating systems 
and how other economics, for example 
enabling a single boiler serve a double 


Magnetic Valve Co., Ltd., Bush House, purpose, can be made. . 
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of an important concern in the Mid- 
lands I met recently explained his prac- 


.tice:of taking each van driver off the 


road for one week in every,six and 
‘‘resting’’ him by light duty in the fac- 
tory. The scheme has proved an encr- 
mous success. 


The larger tracings are rolled on to 
cardboard cylinders and identified by 
fibre tags, which bear on one side the 
part number, angl on: the other the 
number of the bin in which the tracing 
is stored. 

Congestion has been eliminated by 
restricting access to the files to the 
appropriate staff. A draughtsman ex- 
tracting a tracing for reference leaves 
behind a white tab, having on one side 
the part number and on the other his 
own numbered position in the Drawing 
Office. A diagram of the Drawing Office, 
with every draughtsman’s position indi- 
cated on the tabs hangs in the filing 
department, and enables the filing staff 
to locate immediately any tracing which 
might be required by another person. 

The printf room is planned on flow 
production lines; tracings for reproduc- 
tion enter gt one endeand are passed out 
to the costing and filing section at the 
other. By this method time is saved, 
confusion avoided. 

Requisitions for prints from all 
sources are written in triplicate, the 
person requiring the print retaining the 
top copy, the others being passed to the 
print room. Of these, one is kept by 
the filing room and the other clipped 
to the tracing as it is passed through 
the print room. Requisitions accom- 
pany the tracing and the print through 
all its stages of production right up to 
the point of issue. 

Thus the fact that “‘blue’’-prints are 
no longer blue at the A.E.C. means 
more than a change of colour. It signi- 
fies new methods and new practices 
designed for greater efficiency. 


This latter factor is interesting. A 
modulator permits: (a) radiators or panel 
heating and hot water system to be 
operated by one boiler; (b) thermal storage 
for a heating system at controlled tempera- 
tures; (c) individual control at various sec- 
tions of the building, and all other systems 
in which two separate flow temperatures 
are required from one source of heat. 

Magnetic valves are suitable for con- 
trolling steam, water, gas, oil, compressed 
air and other mediums which normally pass 
through valves. 

A copy of this booklet will be sent to 
any business executive in response to a 
request to the Magnetic Valve Co., Ltd. 
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Notice how even is the Temperature inside a room when heating is controlled by Magnetic Valves 





























From your own chair’ you. can at ar 
information from, or control ope 
division of your organisati¢ an, by 





k >A it makes no difference whether you want 
OR 


kept in contact with 5, 10 or 20 ii 
2! RENPAL A single touch of a button, and you are t 


nected immediately with any of a 
Private Telephone Dept. | 
| Siemens Brothers & Co Ltd, 38-39 Upper Th ames $ 
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RUBBER ORE 
BALL BEARING 


DESIGNED AND 
MADE BY 
SPECIALISTS 
THE range of “‘Revvo"’ 
Patent Ball bearing 
castors runs from light 
domestic types to 
heavy industrial swivel 
and fixed castors. 


The 














ball 
. bearing construction 
| eliminates the main 
weakness in ordinary 
castors—~ the centre 
pin in the swivel. 


patent 
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How To Reduce Your 
ELECTRIC POWER Costs 


By J. V. BRITTAIN, B.Sc., A.M.LE.E., A.M.I.Mech.E 


LTHOUGH the reduction of power 
Ac is an engineer’s problem the 
management: executive will find 


that a knowledge of the more important 


points will be of great help in settling 
the methods which are to be employed. 

Power costs can be reduced in two 
ways: (a) by obtaining power at lower 
ratgs, (b) by using it more economically. 

Much can generally be done in both 
directions, particularly if the works is 
of .considerable size and thus warrants 
careful consideration and, if necessary, 
some capital outlay. 

In planning to obtain power at a 
cheaper rate the first thing to do is to 
see whether the present rate or tariff 
which is being paid to the supply 
authority is actually the lowest which 
can be negotiated. Although, as I 
explained last month, the supply en- 
gineers have more or less fixed tariffs 
for various types of consumers, they are 
(or should be) always willing to discuss 
the matter with the consumer. 


How to Get More Favourable 
Tariff Rates 


The consumer should ask to be in- 
formed under what circumstances a more 
favgurable tariff can be offered. He 
may be told that if he will reduce his 
load by a certain amount between the 
hours of 4 and 6 p.m. a certain reduction 
will be offered. At first sight this may 
not seem a very pr&cticable proposition 
to a busy manufacturer, but further 
investigation may show that the closing 
down of din heavy plant at 4 p.m. 
will not cause any great inconvenience. 
It may be possible to run this machine 
during the midday break or earlier in 
the morning. 

A brickworks in the North was paying 
a flat rate of 1d. per unit for power, with 
a guaranteed minimum cOn$umption. 
On being approached, the supply engi- 
neer revealed the fact that he was most 
anxious to reduce the load on his system 
after 4 p.m. and immediately offered to 


. reduce the flat rate to łd. if the manu- 


facturer would reduce his load 50 per 
cent after that time. Investigation 
showed that one section of the brick- 
works used about half the total load, and 
it was found quite convenient to shut 
this down at 4 p.m. ° 

In another case the tariff was of the 
‘two-part? type with a charge of 
£4 tos. per kw. of maximum demand. 
A certain section of the plant required 
nearly 200 h.p. to run it and the stand- 
ing annual charge for this section was 
therefore about £800. If this section 
could be stopped for two hours out of 
fhe working time per day (at times set 
by the supply engineer) the fixed charge 
would be reduced to £4. The annual 
saving was thus nearly £100, and it was 


found that ordinarily this plant only 
worked 4 to 6 hours a day anyway, 
so the supply engineer’s requirements 
could be met quite easily. . 

Where the public supply is expensive 
on account of the situation of the works 


Sometimes it pays to 
generate your own 
Electric Power 


When, Why and What it 
Costs will be explained 
next month 


the business may have to consider instal- 
ling a private generating plant, but this 
requires very careful thought. So much, 
in fact, has to be taken into considera- 
tion that next month I shall devote a 
complete article to the cost and other 
factors involved in generating electricity 
by private plant. 


2 

For every jòb there is a motor 
most EFFICIENTLY and 
ECONOMICALLY suitable. 
This curve shows how motors 
that are not properly matched 
up to the job inevitably cost 
more to run. It pays therefore 
to have your power needs 

EXACTLY met 


The curve here shows the variation in 
cost per hour for the correct size motor 
as against unsuitable motors, for a 
12 h.p. load 





If we are unable to make any 
further reduction in the price paid 
for electricity, wę must now turn to 
the question of cutting out unnecessary 
consumption. 

One important possibility of reducing 
consumption consists of keeping down 
the maximum demand by planning the 
working sequence so that too many 
heavy duty motors are not working at 
the same time. In many cases it is 
difficult to arrange this as the processes 
involved may be interdependent. Alter- 
natively there may be one or two 
machines of large h.p. which could be 
run only when éhe load on the rest of 
the plant is light. 


Run Yote Motors Most Econ- 
omically Loaded 


This poifit is simil¥r to that raised in 
connection with getting the tariff re- 
duced, it keeps down the maximum load 
and therefore the amount of generating 
plant which must be kept running. 
There may be a machine with a 50 or 
100 h.p. motor which has to run only 
a few hours each day. If this is used 
only when the rest of the plant is not 
in use a saving of either {200 or £400 a 
year may be made. 
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“TIME RECORDER 


’ «says Mr. Sectric] 
© am. TE F 








+ 
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Electrically controlled Time—no winding regulation 
or. supervision 


+ Fully -automatic—no shift lever, Récords always 
Acct ely located. 


. Compact and neat—all-metal construction. 












Incorporates if necessary an automatic syren control. 
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BOMB-PROOF and FIREPROOF 
cash and book SAFES— 


new and 
second-hand, 
all sizes 
and qualities 
in stock 
* 


Please give full details 
of your requirements 
when writing | 


&® We carry the largest stock of New and 

© Second-hand (reconditioned) Office 

Furniture, Safes, Typewriters and 

Visible Indexes in London, and guarantee 

un to supply. better value than any other 
oom 





















One Machine does 


Continuous Form Billing in additi on tor 


Your typewriter actually does the work ef 
when used with “Fanfold” Confingoes Fora j 
the many thne and money-savitig miethivis of. 
Form Billing Machine are added io all ime : 
regular typing. 
“Fanfold’' Continnous Forms typed over our Attachateiet: 
savings in Billing “time, and costs, ranging fn 
without affecting the operation ef the typew 
correspondence and offer purposes, 












“Fanfold" Adapter places no strain whatever ape 
writer carriage; because of the very sinuplicliy: of g 
and operation there is nothing to get oat of order. 
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vith to over 95 per cent. This efficiency does 





$ ee not vary very much? between 4 full pad, ¢ 
i eoo full load, but below half load it does « 


: dadd or a ied 
“be inefficient, but usually 
led. motor gives trouble in 
tm of stoppages and breakdown 
n this account electric motors are 
y all u cases too large rather than 





VE you a son—or a daughter— 
‘be both? I ask that ques- 
on because the humanitarian 
of good and proper lighting in 
rks and offices is so often left as a 

“make weight’’ argument. 
map ‘would tolerate conditions of 
S „in which his own children were 
> m danger and no man, I feel sure, 

would willingly allow such conditions 
to exist for other men’s children, were 
he to realize the situation. 

‘Tire alization is slow, and with 
. typical British conservatism so many 
“men fight shy of asking advice from a 
= specialist, and so in countless factories 
¿co and offices conditions remain unaltered. 
It is you—-you who are reading at this 
a ent, that I have in mind. 
P fs a g $ 































ree Advice that Can Safe- 
| guard Eyesight 


: E ever asked A a 


amaging get S 

gly applied lighting? 
-reasonable to pay people to 
for you and then handicap their 


eyesight by 





ur -answer to these questions 
slightest dissatisfaction in 
in the interest of yous 
ask for minii costs 


“promotes a cheerful 
iges the team spirit, 
ccidents, elimin- 
provides condi- 








wean work better 
'Ppy 90 Oo can your em- 
i . beings have the 
and: emotion is closely 
ssful working. 

he risk of seeming boastful I will 












will to work is 


my experience in visiting a works, _ efforts: and the 






fall rather seriously. we 
At first sight it would apbear that a 





in efficiency is not important but it is 
not always realized that in the case of 
a motor costing {20 the consumption of 
current will generally cost akput {60 a 
year so that a variation in efficiency of 
5 per cent means over {3 difference in 
a year, which is sufficient to cover 


interest® and depreciation on a new 
It is therefore important to see. 


motor. 
that suifable size motors are always 


ING is Good Business, 
A ls o a D U T Y to Yo ur | 


By 
MORTIMER HAWKINS 


the management ot which were very 
sceptical about ‘‘improved lighting 
conditions’’. There were 11 men in one 
section doing highly skilled work and 
the lighting conditions were dreadful. 
There and then I cut a piece of tin 
with a pair of borrowed scissors into a 


PROPER, LIGHTING MEANS 


1, Improved and maintained 
quality of work because people 
can see to work accurately and 
intelligently 


Increased and maintained 
quantity of output because 
speed of vision is dependent 
on good lighting and the ner- 
vous system is free from con- 
scious or unconscious strain 


Accidents, and more important 
still, the FEAR of accidents is 
reduced 


Provision of a stimulating . 
atmosphere. Active people are 
happier in good and plentiful 
light and people who are happy 
are invariably the best workers 


COST OF OPERATION 


is seldom more than 2 per cent of 
your wages bill. In a wide experi- 
ence I have found only one eype of 
situation fail to respond to such an 
investment : that was the develop- 
ing room of a photographic 


organization ! e 





crude reflector and shield and tied the 
lamp in a different position. ° The 
operative said he did not think it made 
much difference. 

Within a month I was called back 
to these works to be shown that the 
other ten men had copied my crude 
management were a 


ive form of energy) and varies from 80 


fall from, say, 90 per cent to 85 per cent f technie 
= sloctricity, cost: P 


whatever to | 
‘advice of qualifie 











a ‘motor ‘is “correctly: loaded b by taking se 
current. ine the bs inure’ in gone way 



















u go n ee 
stails and from the | 

oint of view it means 

‘that the maximum load in kVA is higher 

than it need be en account of either 
magerioades or unsuitable motors. 







| R facet of 0.8 and the fixed 

of the tariff (based on maximum dema 

is regulated | to this figure or one about... 

this value. If the power factor is less. = 
(Continued on page 38) 


å scheme to tackle 


little less aepptical. | 
the problem properly was prepared and. 


installed and, of course, “everyone | 
lived happily ever after”. The Works > 
Manager, however, confessed to me a 
year later that in the first place he was 
quite convinced that his lighting was 

all right prior to the alterations and, 

in any case, he thought I was trying 

to put over some silly ideas. 

The majority of us spend most of 
our working hours earning (or not, as 
the case may be) our living. Since we 
are all in the same boat it is only com- 
mon sense to see that the standard of 
agreeable conditions is as high as 
possible. Add to this the economic» 
value of gocd lighting and the case for 
action is as complete as any executive 
can expect. Whether that action takes 
place, however, must now depend on the 
controllers of industry and commerce. — 

The first and foremost thing to be 
done is to invite inspection of your 
existing conditions by a qualified light- 
ing engineer and not anyone with. an 
axe to grind. A vendor of lighting — 
merchandise is likely to be bia: 
favour of his own particular p 






Use BUSINESS Lighting 


Advisory Service 


The best report and advice must OBE 
needs come from a specialist who hag -50s 
no manufacturing interests. It is be- 
cause of the scarcity of such men. that 
Business has established an indepen- 
dent Lighting Advisory Bureau. If any 
reader has a lighting problem, or wou 
like to have an expert, unbiased report 
on his present lighting conditions, this 
paper will be glad to arrange for such 
an investigation and report to be made, 
entirely free of charge. © og 

With several months of the “dark: 
season’’ still ahe © business man. 
has everything gain and nothing 

by seeking now the 
d experts, 
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AND $2¢ THE DIFFERENCE. / 4 


Until you have used a Terry’s 
Anglepoise Lamp you have simply 
no conception what real lighting 
comfort in every sense of the word can 
mean. Instead of variable, badly placed 
lighting, often glaring in your eyes, 
you have a light, responsive to the 
least touch, holding any one of 
1,001 possible angles, brought 
right down on the work or out 
of the way as required 
clear, concentrated, yet not a 


Push it sctap of light in your eyes. 
Pull it That’s the Terry Anglepoise 

. Twist it Lamp ! 
7 Absolutely designed for correct light - 
Turn a ing comfort in home, office, factory, 
» + + just where studio, etc. No fiddling nuts to tighten 
you like... or to catch fingers, simplicity itself. 


Twist it as you like sideways, 
slant wise--upside down—all the 
time it throws a powerful beam 
of light—-making a 25-watt 
bulb work like a 60! 


TERR —— 
i He i 
% 3 4 


it “stays put.” 
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MAKES A 25 wart 
‘ 
LAMP WORK 


LIKE A 60 Beautifully made with chromium -plated arms, 
NGA solid base and tireless TERRY SPRINGS. Base 
=~ Caa ha $ pcg rg ag really 
charming colours—red, green, orange, bife, cream 
CO —or any required colour. Many models available 
in various forms—trolliey, wall -fixing, etc. Prices 
from 50/- (U.K. only). Pat. home and abroad. 
aL ae: SEND THIS COUPON TO-DAY 

—] P — _ — Se o e ee ee Á eee Se See Ges ees eee 
| | Please send particulars of Anglepoise ER 
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THE BENJAMIN ELECTRIC LIMITED 


BRANTWOOD WORKS, TOTTENHAM, LONDON, &.17 





DISPLAY 


BENJAMIN PLANNED 
LIGHTING is the complete 
answer to the problem of how to 
secure maximum lighting effici- 
ency at minimum expense. The 
“BE N FLUX” Reflector, illus- 
strated here, typifies the many 
advantages of this modern, scien- 
tific lighting. It provides soft and 
even light over’ a wide area, is 
kind to the eyes and most 
economical in operatitn. 


In office, factory or workroom, 
showroom and store, the “BEN- 
FLUX” spells better lighting at 
lower cost. 


Write to-day for comprehen- 
sive literature. 


JUL JA. 
REFLECTOR FITTING 
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This New 


OW that offices are organized 

and run on a profit-earning basis 

instead of being looked upon 
merely as a necessary expense, one of 
the dangers to guard against is over- 
mechanization, for there are on the 
market to-day machines which will do 
a wide range of jobs for which, not 
long ago, several separate machines 
were needed. Thus, one machine may 
now be able, by operating continuously 
throughout an eight-hour day, to do 
the gvork that occupied two machines 
running, say, five hours each day. 


Office Machine-Efficiency, as 
in The Factory 


This development, of course, brings 
office production more in line with 
factory practice—a trend which is 
becoming marked. It is realized that 
an idle machine in the office costs 
money just as an idle factory machine 
costs money. Any new machine, there- 
fore, that enables you to do office work 
at lower cost, more rapidly and with 
less effort is well worth investigating. 

Last month I went along to the offices 
of Underwood Elliott Fisher Ltd., 120 
Queen Victoria Street, London, EC: 4, 
and inspected just such a machine. It 
is the mew Underwood Accounting 
Machine, suitable for every type of 
business, large or small. It provides 
new €coggmies in the handling of any 
kind of accounting records. 

Here is a list of the type of work 
now being done on the machine: 
accounts receivable, accounts payable, 
stock records, pay foll, plant ledgers, 
appropriation ledgers, security ledgers, 
general ledgegs, expense ledgers, cost 
accounting, trust accounts, brokerage 









One machine now 
does wide ranges 
of work that 
formerly nea 
gan and dif- 


erent machines 














n ATE Purpose Accountin 


By 
C. E. DAY 


accaunts, commission ac- 
counts, expense distribu- 
tion, financial statements, 
instalment accounts, and 
soon. The list can be ex- 
tended, but this serves to 
show how wide is the range 
of work done and how flex- 
ible is the machine. 

In appearance (see illus- 
tration) the machine looks 
much like an ordinary 
Underwood typewriter. It has three 
major units: (a) the keyboard, (b) the 
computing mechanism and (c) the car- 
riage. In these three units are incor- 
porated many outstanding features. 

The keyboard is very simple—the 
main reason why any competent typist 
can be an efficient operator on this 
machine. Apart from the alphabet and 
recognized standard keys there are 12 
figure keys. There is no mass of levers 
and buttons or other special keys which 
often make operation of accounting 
machines a complicated task. In con- 
sequence, ‘‘touch’’ operation may be 
employed, with beneficial results. 

In accounting operations, figures 
entered on the forms in 
the machine are auto- 
matically added or sub- 
tracted in the registers 
set beneath the key- 
board. Only the 12 fig- 
ure keys are used to 
add, subtragt, cross- 
compute and total 
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ns Machine 


Saves. Time and Costs By 
COMBINING Operations 





amounts. The same keys are used for 
figures of folios, addresses and numerical 
descriptions. 


The Whole Range of Action Is 
Automatic 


Each of the registers is an individual, 
automatic adding and subtracting ma- 
chine. Registers may be used to cross- 
compute amounts or to accumulate 
columnar totals. If more than one 
cross-computation is needed, automatic 
controls—which actuate the computing 
unit—may be set for double or triple 
cross-computing. Every register gives 
direct subtraction.e An ‘‘Add and Sub- 
tract’’ indicator automatically shows in 
each column whether the controls are 
set to add or subtract. After entering 
the last figure of amounts to be added, 
the motor automatically sets the regis- 
ters in operation. It is a completely 
automatic movement. No depression of 
the motor-bar is needed. 

If, for example, your operator enters 
a wrong figure, it can be removed from 
the adding mechanism before the motor 
operates by depressing the elimination 
key. This means that errors can be cor- 
rected before they affect the totals in 
the machine. 

Another feature is the ‘‘Star’’ proof 
of accuracy. To test whether each new 
balance has been extended correctly, the 
operator presses the ‘‘Star’’ key. If the 
cross-computing register is not clear, this 
key locks. Thus, your operator knows 
at once that there is an inaccuracy and 
can correct it while the forms are still 
in the machine. Similar proof is pro- 
vided—before the forms are removed 
from the machine—that the opening 
balance on each account has been cor- 
rectly entered. 

An. outstanding 


feature is the 


A. BUSINESS MAN 
CHOOSES SD 








DICTOGRAPH 
INTERNAL 


TELEPHONES 


because they eliminate all delay in acquiring the informa- 
tion vital to the business in hand. They facilitate instant 
contact with execatives and members of the staff. 
Dictograph Telephones- are installed in thousands of 
municipal and commercial undertakings throughout the 


country. 
REQUIRED OATA IMMEDIATELY 
OBTAINABLE 


by instantaneous contact without breaking 
the chain of thought. 


_y% INFORMATION AT HAND DURING 
OUTSIDE CALLS 

Without breaking the connection and call- 

ing back and without waiting, ‘‘inside’’ 


information is available during outside 
telephone calls. 


IMMEDIATE LOCATION OF PERSONNEL 
by means of the Round Call System, which 
will find your man wherever he may be. 


Time, expense and considerable irritation is spared, 

especially in long-distance calls, where requisite 
information is immediately to hand. Long delays, 
inevitable with old-fashioned methods of internal 
communication, often result in missed opportunities 
and loss of business which are effectively guarded 
against with the use of Dictograph. 


DICTOGRAPH 


INTERNAL 


TELEPHONES 


provide many other invaluable services which will 
increase the efficiency of your business organization. 


DICTOGRAPH TELEPHONES LTD. 


AURELIA ROAD, CROYDON. THORNTON HEATH 2427 (three lifes) 








ABBEY HOUSE, WESTMINSTER. ABBEY 5572 (four lines) 
Branches throughout the United Kingdom, Irish Free State, and representatives 
overseas 











They stay 
brighter longer 
because of 
the wonderful 
NON-SAG 


Filament 


MADE IN ENGLAND . 


THE BRITISH THOMSON-HOUSTON CO., LFD. 
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automatic control plate. This makes pos- 
sible all these automatic functions : (1) 
selection of one or more registers; (2) 
adding in one or more registers; (3) sub- 
tracting in one or more registers; (4) 
cross-computing in one or more registers; 
(5) shifting to red typing; (6) engage- 
ments of the motor and (7) operation of 
the computing mechanism. 

The control plate is set at the back of 
the machine. It holds magazines and 
control lugs that actuate the automatic 
controls. Control plates are interchange- 
able, a job of a few seconds. For each 
distinct type of accounting work a 
separate control plate is used. Thus, 
you have one control plate for ledger 
entry work, a second for stocks records, 
etc., a third for cost accounting and 
allie& forms and so on. Directly you 
change over the control plate the entire 
tabulator stop and magazine set-up is 
changed in the one operation. 


New Type Carriage that Speeds 
Up Work 


The new carriage on this machine is 
designed to help quick production. Any 
kind of accounting form can be inserted 
and removed easily and rapidly, align- 
ment and registration are perfect and 
the entire typing area of forms is visible 
all the time to the operator. Upon com- 
pletion of an entry, the carriage auto- 
matically returns to the first writing 
position. Spacing the forms to the next 
writing line is also automatic. 

In testing the machine, I found it was 
simple to operate. Once you have the 
control plate in for the work on hand, all 
you need Tò is to type. 

The interchangeable control plates 
and the other features I have mentioned 
make the machine very flexible, a piece 
of ‘‘all purpose accounting equipment’’ 
that is useful in any office of any busi- 
ness, big or little. Its simplicity ensures 
speedy work And low costs. ‘‘Star’’ 
proof of accuracy assures correctness—a 
big saver in time, work and cost. 

Here’s a little point which indicates 
how carefully the machine has been 
made to speed up work. The date can 
be written at one stroke of one key. Jn 
place of the usual letter or figure there 
is a small type case. Each day of the 
year the date can be altered. Under- 
wood Elliott Fisher Ltd. 








supply a- 


complete set of date type with ea®h 
machine. Such a small item as this 
can be the means of saving hours of 
a’ typist’s time in the course of a 
month. à 

This new accountiag machine, is, of 
course, only one of the wide range of 
business machines manufactured by 
Underwood Elliott Fisher “Ltd. They 
make all kinds of typewriters, various 
accounting machines, billing machines, 
Underwood Sunstrand adding and state- 
ment machines and many other similar 
office machines. 

An important part of the organization 
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is the after sales, installation and 


mechanical service which is provided. 


The Company will, for instance, investi- 
gate all your office problems free of 
charge and advise you on what kind of 
system and mechanization is needed. 
But if you buy their products they are 
not finished-with you. They provide a 
maintenance service to see that the 
machines are operating correctly. If 
any problems arise later in your office 
work, they are always willing to help 
you solve them and show you how to 
get more and better results from your 
equipment. 


Ironed Out the Tangles in This Mail 
. Dispatch Department 


IME and confusion have been 
saved at the central mailing dis- 
patch counter of one firm by a 
little intelligent co-operation from the 
various departments in the building. 
The average daily out-going mail of this 
firm is 2,000 letters, many with a num- 
ber of enclosures; but on two days a 


Happy Workers Mean 
Better Workers 


Summing up the exhibits at the 
34th Annual National Business 


Equipment Exhibition held in New 
York in October last an authori- 
tative writer in the ‘Wall Street 
Journal’ said : 


“Noticeable in both design and 
application of the devices is 
a distinct and timely trend 
TOWARDS GREATER CON- 
SIDERATION OF THE EM- 
PLOYEE. Little that does not 
contribute to the worker’s ease, 
comfort and safety has been 
omitted”. 


week the out-going letters rise to some 

10,000 when circularizing is qpne. 
Spasmodic attempts were made to 

get departmental executives to dictate 


< ow m oes 


letters early and to dispatch all their 
mail as soon as® possible. But this 
excellent arrangement never lasted 
long, and as a result the mail dispatch 
counter, with “ts three girls, was over- 
whelmed practically every day from 
4.30 to well efter 6 p.®. 

The mail counter girls had to fold 
and insert all letters, seal and stamp 
them, enter up by hand every stamp 
under the code number (marked on the 
envelope) of each department, and 
there were 15 departments. In addi- 
tion, there were registered letters and 
parcels. 

The mail clerks were always claiming 
overtime, few would stick the job for 
long, country posts were missed, and 
the position was altogether unsatis- 
factory—and costly. 

But there was a simple way out. It 
was made a definite rule that the secre- 
tary of every executive should fold and 
insert all letters from her department 
and seal the envelopes before delivering 
them to the mail despatch counter. In 
fact, the senior of the mail clerks was 
forbidden to accept any letter that was 
not ready for stamping. This plan dis- 
tributed evenly over the whole firm a 
contributory part of the mailing opera- 
tion; even the circularizing departments 
were included. The result is that the 
mail recording and dispatch is now a 
simple job; there’s no overtime and no 
grumbling. Costs have been reduced. 


Efficiency Exhibition 
Draws Local Business Men 


Left: This business efficiency exhibition in minia- 
ture was organized last month by W. S. Cowell Ltd., 
of Ipswich, in conjunction with Burroughs Adding 
Machines Ltd. In addition to accounting machines 
there was also a display of office equipment by Art 
Metal Construction Co. ; “Twinlock” Loose Leaf 
systems ; a wide range of Visible Index systems ; 
and a film demonstrating the uses of “Easifix” 
envelopes. 
types of office equipment ; they also specialize in 
printing the stationery for mechanical accounting 
systems. This exhibition drew a good attendance of - 
executives from East Anglian businesses who were 
particularly interested in the full demonstrations 
given of the accounting machines and other 


W. S. Cowell Ltd., are agents for all 


equipment 
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Business Building Facts Within Arm’s 
Reach—Slowness in business is mostly a waste 
of time. Quick thinking, quick acting, de- 
mands instant review of all the relevant facts. 
Use Visible Systems for all STOCK RECORDS 
SALES RECORDS--COUNTING HOUSE 
RECORDS- HIRE-PURCHASE i aiiai Etc. 


Send nor ber -Toks i weighted base prevdats the phani 
end now for Pp 


oe 7 Ka e at, i 5 on to the floor, The white pr 
eee Why ? : SHOWIN. Row ee aie x ae é Riek & Shem BE cocks 
oe EB } as E % giving instant Licht just where 
4 i oe visible system keeps. V l CARIENZEARRATTI p M : ji : sect d 


j aS The revolving reflector and & 
Jnfermation at your. 































light where you will; to use it for instan 


E or table reading lamp. . 
< SH OW YOU A T A GLANCE Available in afl the colowrs authorized by. 
oo a table telephones, as 
+ ur equipment is offiguiily recommended by three of ie When ordering please State colour red 
eae leading Motor Manufacturers. K ‘phone has bell In base or not. 


c. f .RTER-PARRATT Ltd. All one colour. 27/6 ; 


(Pd. Carter Eve, Managing Director} ~: Estee T EF : 


317, Abbey House, Victoria Street, London, S.W. Reflector 32/- 
3  Peephone; Abbey 267506 P og eae 
se STANHOPE HOU 
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3 syst ! 
! ` knows that it is 
C ate on the decimal 
Our: met TOP an 


time; 
money ‘saved. 


S RAVENG 


oe. is 


Tons, Cwts., ete.” the 300, machine movements stated were based on an original typing in, which the “Libs.” adoma was one machine - space 


ese fest figures were ie-typed for reproduction here the “Lbs.” 


nat ae. a series of figures 


easier uae means a saving of 
and that time saved means 


Comparatively few executives, how- 


ever, have got down to the practical 


detail of examining just what substan- 
tial proportions of time could be saved 
in two d£ the main sections of office 
routine: (a) typewritten figure work, 
and (b) caéculating machine work. 

For the purpose of this very brief 
review let us look at the first: type- 
writing— 

The system of decimal coinage pro- 
posed for this country consists in the 
setting up a new unit of too halfpence, 
this unit being termed a ‘‘Royal’’ and 


. 36% 


* € # 


40% In Paper 


accounts being rendered,in Royals and 


halfpence (cents). On this system the 
sum of £32 ros. 2d. is written R156.04, 
and at first sight it might appear ethat 
as many strokes are* required to set 
down the latter figures as the former. 
This indeed is the case if the figures 
are written by hand, but the facts differ 
when they are typed, as will be seen 
from the illustrated columns which 


SAVING | 
In Typing Time. .. . . 
In Typewriter, Wear and Ha 60% 


typed in became- the offi : 




















ANTHONY M. ROBINSON, M.A. 


Member, Executive Gommutiee, 
The Decimal Association : 


Pounds, Shillings and Pence, compared- 
with their equivalents in Royals and 
Cents. 
Present System Full of 

Unnecessary Typing Movements 

It will be seen from. thi table t that 
much more work is required to. 
the £ s. d. figures than those in | ie 
if it is remembered that the space-bar ` j 
Bas to be depressed several times for 









. 45%, 





. 65% 


* e * + . 


column was inadvertently over-spaced.) 


‘the gaps between the figures, and that 


these are just as much typewriter 
movements as depressing the figure 
keys. An analysis of the savings 
obtained in this example are also given 
in the illustration. z m 
Obviously, therefore, ra a typist did 
nothing but type columns. of figures in 
sterling, her output would be increased 
by 36 per cent if decimal coinage — 
system vof the. . 
















The elite” of her typewriter |] 
would ‘naturally be lengthened by the 
same amount; and there would be a 
saving ‘of 40 per cent in the paper 
a. needed for the work. 

The reduction in work which can be 
effected by using the metric system 
instead of the weights and measures at 
present in general use is proportionally 
greate: than in the case of the coinage. 
The right-hand columns illustrate a 
series: of weights typed in both systems 
_ for comparison. The results are clearly 
ae ‘shown . 
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fee g to it by introducing the metric 
-system into their organizations on their 
own panes without. eae Por the 






is nothing pias his eor a too big 
¿regard for tradition, to prevent their 
widespread adoptjpn. 

It is sometimes argued*that equal 
advantages can be obtained by record- 
ing weights in multiples of pounds 
avoirdupois, omitting all higher units, 

‘instead of in kilograms; but other 
factors besides those of time-saving and 
labour-saving have to be considered. 


If smaller weights than 1 Ib. are to 
be included, then another column for 
ounces is required or decimal parts of 
a pound (which are unnamed) must be 
used. If the kilogram is used, weights 
which are smaller than the unit are 
recorded as decimal parts of it and, 
read as grams, carry a definite mean- 
ing to the laboratory staff—the only 
part of the organization likely to be 
using weights of this order. 


Again, figures in Jbs. do not show 
clearly how many tons are represented, 
except to those who can perform rapid 
mental division by 2240. Employment 
of the metric ton of 1000 kilograms, on 
the other hand, permits one to read 
the figure in tons by inspection; e.g. 
13132 kg. is 13.132 tons. 

These common-sense reasons for using 
metric weights are strengthened by the 

_ adoption of the metric system by over 
‘ < fifty foreign countries and the advance 











































taken place within the last decade 
which will continue to proceed at 
an ever -Anereasing rate. 


Make the Package 


Or KARDEX, | LEADENHALL ST., LONDON, E.C.3. | 
| [ OBERN. transparent wrapping PLEASE SEND ME FOLDER No. 601, “THE BRAIN BEHIND 
f is exceedingly tough, as a con- ” ACCOUNTING MACHINE”. 





* sequence packets of sweets, pre- T 
serves and the countless small units NAME | SET? 


thus wrapped, especially if tightly 
_ wrapped, are very difficult to open with 
othe fingers. A tiny “rip- cor *3 incor- í ADDRESS EEE E E E EET EEEE E TT EREINEN Saver eace ee Mew vetats ne een 
enormously to customer „convenience. 
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we shall never know how long 
it teok to build those monu- 
mental mysteries of Egypt but 


they were BUILT TO LAST. 


VALOR FILING CABINETS are 
BUILT TO LAST .. . not as long 
as the Pyramids perhaps, but 
long enough for all practical 
purposes. Reduced in price 
but not in quality, 


They are soundly constructed 
and solidly made from specially 
selected finest quality steel 
sheets and have the usual 
excellent VALOR olive green 


| finish — 


The drawers, 
mounted on 
BUILT. TO 
= i LAST Steel 

fiss Slides, move 
an easily—one at 
eisai a a time onl 
jjj —keep rigid 
and ‘‘stay 
put’’ exactly 
where wanted. 





















siss: PARTISH 


A °Thħis is only 
one item of 
is the VALOR 
a ce HE Office Fur- 
aan EE niturerange 


seep! 
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siete TS 


The bottom “edges” May we send you 
are flanged which our fullyillustrated 
prevent tearing of catalogue  29/V55 
carpet or floor. to-day ? 


THE VALOR COMPANY LTD. 


Valor Works, Bromford, Erdington, Birmingham 
*London: 120 Victoria Street, S.W.1 


If it’s Valor made, it’s well made 
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Aw Idea for Néxt Year’s Holidays 


Whether you give fully paid holidays or have any- other 
arrangement, this Service will make your staff holiday plan 
more effective 


ONSIDERATIONS that affect such 
(C important matters as staff summer 
holidays have to be examined well in 
advance. It isa good moment now, there- 
fore, to put before the notice of manage- 
ments the particular services effered by 
the National Savings Committee. 
Whether your firm already gives annual 
holidays with pay, contributes a holiday 
allowan@, or whether it is contemplating 
one of these seund ideas, the National 
Savings Committee’s scheme can augment 
e 





the benefits which such a plan is designed 
to bring about. 


employees for their holiday period is to 
enable them to get away to the country or 
sea for a real health tonic. They need this 
refresher so that they can come back in- 
vigorated and braced up for the hard work 
involved in the busy autumn and winter 
season. 

But in many cases the bare wage pay- 
ments or allofWances, beneficial as they are, 
do not suffice to get the employees away 
to these health-giving holidays. Unless 
the employees themselves have saved up 
additional money, or are able to draw 
from some Club or other, they miss the 
advantage of being able to get away. 

As a means of overcoming this difficulty 
firms would do well to establish a Holiday 
Savings Club for the staff, or to ensure 
that those already in existence are con- 
ducted on safe and secure lines such as 


ee 2 57 ra foc - = A Settee -A WER 
3 A: E 2 oS E 


Trustee Savings 


The whole idea, of course, of paying 


those advocated by the National Savings 
Committee. The experience which the 
Committee has had in arranging holiday 
savings clubs in some thousands of firms 
should prove of grèat assistance to em- 
ployers. 

The services offered by the National 
Savings Committee will also prove of 
interest to those firms who provide a 
holiday allowance by adding weekly con- 
tributions to the employees’ savings. 
These contributions can now be deposited 
in the Post Office Savings Bank or a 
Bank, provided that 





oe 





facilities are also given for the addition 
of personal savings by the employees. 

Not only does this system safeguard the 
funds and prevent them from being used 
for any other purpose, but it also helps in 
dealing with the problem of the employee 
who leaves one firm for another or who is 
temporarily unemployed. 

The Committee provides accounting 
methods and forms for dealing with every 
possible arrangement made by employers 
to provide holidays with pay. In addition, 
they provide propaganda material and, if 
necessary, speakers to explain the scheme 
to employees and, also, to help to estab- 
lish and encourage those personal savings 
which are necessary before any holiday 
with pay arrangement can become really 
effective. 


How to Reduce Your Electric Power Costs 


. 

than this the kVA demand rises and you 
pay an increased fixed charge accord- 
ingly and vice versa if it goes up. A 
drop in the power factor from 0.8 to 0.7 
will increase the power bill by virtue of 
an increase in the standing or fixed 
charge of 14 per cent. 

Power factor can be increas§d either 
by using more suitable or special motors 
for this purpose or by employing plant 
specially to give the required correction. 
The works executive will be able to get 
his engineer to show what annual saving 
can be made by raising the power factor 
of the works load ang he can thén see 
if any of the well known methods repre- 
sent a commercial proposition. 

The manufacturers of power factor 
correction plant will always go into the 
matter and submit a report which is 
usually a fairly correct view of the 
matter, 


(Continued from page 30) 


One point to bear in mind is that 
manufacturers and suppliers of plant 
and machinery do not always include 
sufficient allowance for attention, cost 
of space required and similar items; but 
otherwise their statements are quite 
reasonable and practicable claims. 

One further cause of high power bills 
is where one motor is driving a shop 
containing a number of machines only 
a few of which are usually in use at the 
same time. Most modern machines are 
equipped with individual drive but there 
are still shops where one motor is driv- 
ing too many machines. Group driving 
is still favoured for certain types of 
machinery, but some care is necessary 
to see that the motor is not running for 
long periods and doing little or no work. 

It is advisable therefore for the works 
executive to discuss these matters in 
some detail with his engineer and 
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gitleers generally “welcome the 
: »pportunity to go into matters of cost 
with someone who is more familiar with 
costs ‘and accounts than they are 
themselves. è 


alanced. Control 
(Continued frdm page 14) 


transfers and promotions... 
“run by its Psy h 
















But a business 
< Department is 
laboratory, and 
+ subsidized. 
-should be the pre- 
= successful manager; 
Justification of welfare 
ed conditions lead to im- 
By itself, welfare produces 
























No more noisy clatter in your office! | 





7 -More Im- , 
liate Profits | rupted telephone conversations ! 










Tl | ility of any enter- 
pisé istimes as in. Teen can only : : 
be insured w “equal devel®>ment of all 4 EE EES 
the specialized functions essential to the | increases efficiency by giving greater ease of a neentre 
effective conduct gf moder business. Ta 


Such specialization secures. the future, | tion, freedom from nerve strain, less fati 
because it is far mo sy. to train for- 


ward. suitable staff for properly specified speed in operation. A superlative writing 
positions than it is to train individuals ba 
for a variety of duties determined merely eh rene ae re 
-by accident or the personality of their ideal not only for the private office but bid Ss Rpg a rere ere 
' predecessors. At the same time attention 
must be given to the requirements of | the din of an ordinary typewriter 
future leadership, that is to say, a suitable | 
proportion of the available personnel | would be objectionable. An Empire 


should be given experience of a number 


of functions and = special training in product —made in Canada. 
i administration. a. 


The important point about specializa- SEND COUPON BELOW FOR 


“tion is not that an individual should 

devote all’ his life to the same job. In FULL PARTICULARS 
the interests of the future he should be | OR APPLY TO YOUR LOCAL DEALER OR STATIONER 
transferred to other positions from time 
to time. But the positions which he is 


asked to hold should, while he is in them, | | SMITH PREMIER 


enable him to concentrate on one particu- 


Noiseless brings you the blessed relief of 

































tar’ subject. : TYPEWRITER COMPANY LIMITED — 
Any failure to provide skilled and 4 ST. PAUL’S CHURCHYARD, LONDON, EC4 
energetic management of each of the (Phone: CITY 536!) 


specialized functions opens the way to a 
~ competitor. In good times this may not 
ppear.to affect profit seriously. In bad 
weaknesses of this character make NAME... Sales tte laste lenge adage bred rc easy 
themselves felt. ADDRESS... 
When business is hard to get, any 
detect in the sales organization will be |& 


Please send me, without obligation, full particulars of hë Cans 
Smith Premier Noiseless Typewriter. 















* 
by dealing efficiently with cash transactions. Minimise errors and 
avoid disputes by making a Gledhill Cash Register the Keystone of 
your system 


| BRITISH MADE FOR BRITISH PURCHASERS 
Send for catalogue and easy purchase terms | 


G. H. GLEDHILL & SONS LTD. 
50, TRINITY WORKS, H ALIF AX 
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“if imposi -meet price “cutting by 
wF competitors, ad will lead to declining 
business. Lack of concentration on pro- 
per accounts and statistics will mean that 
the management is guessing ingtead of an 
facing facts: “ats decisions, in Jace soo 
difficulties, will be. opportunist 
inaccurate, | 






Faults Nearest The Eye Are 
Hardest To See 


To preserve this equality of. effective- 
ness among all the departments: sand 
activities of a business is not easy. - 
Individuals differ in energy, rience ooo 
and capacity. _ What is nearest the eye: ig. o i 
hardest to see. It is therefore one of the — = 
great uses of the outside consultant that, ER 
coming afresh to the situation, he can “ 
often detect a lack of balance, not obvious 
to the internal management. He is trained 
to diagnose inequalities in the effectiveness 
of different functions. He ep 
management to put them straigh ches 
inequalities are not often reveale cea 
trading accounts "of the usual kind. They | 
are uncovered. only by applying the 
technique ofgscientific management, which 










Lancashire's past is the story of the industrial revolu- 
tion and the rising might of British industry. 


-Lancashire's present ~ displays the same spirit of 
industrial enterprise and foresight. 









535 factories were opened during the years 1932-1936. 
Factory building plans have increased 400%. More 
and more industrial concerns are investigating the OE gC 

measures all varieties _ of. _ performance 
unique facilities which have enabled the Lancashire against acceptable standards. — Discrep- 


Area to achieve this remarkable record. | ancies are Wus made Sbvious and measures 
i can be taken to correct them, E 


Lancashire’s future holds unrivalled opportunities | . 
for the still further development of modern industry. 








Balancing Management More 
| Difficult Than Balancing Trading 
Account 

It will be seen that the balanced ton- 
trol to which this article refers is some- 
thing different from any questions of 
mere figures. It postulates an equal and 
| continuous attention to all aspects of an cooo 
| enterprise. Its organization structure, its o) 
| marketing policy, its selling arrangements, | 


A N ® A S H I RE i its technical and methods research, its 


manufacturing activities, its buying, its 
' INDUSTR IAL DEVELOPMENT COUNCIL 


store-keeping, its transport, its personnel 
Ship Canal House, King Street, Manchester, 2 


Enquiries for information and expert advice on avail- 
able factory locations are treated in strict confidence. 


J. BENNETT STOREY, General Manager. 





policies and methods, its costing,- its 
clerical management, its arrangements for 
financial control, should each play their 
part in the smooth determination of policy 
and its unified e®ecution. 

An unbalanced chief will wreck a 
magnificent business. But the best leader 
| in the world can only make profits over 


HE TI TRAVEL AND INDUSTRIAL DEVELOPMENT ASSOCIATION OF GREAT BRITAIN AND | 2 mog perad provided his organization 
a s Arlington Street, London, S,.W.1, British Empire Building, Rockefeller Center, New To achieve this balance of managerial ae 
j _ eet ass, | Avenue des Champs Elysees, Paris. ne: 


Preliminary Information obtainable through :— 





| effectiveness is even more important th 
j to achieve a trading account balane 
the right side in any particular . 
The latter is a record of the past a 
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may he faced with. 


The STANDARD OFFIC wus 


Tel, CIT. Ty paar as lines 







| Crankshafts 


E cast ‘crankshafts manufac- 
x Go's works 
said to be the 
: made in this 
y which they 
lique and one 
netallurgists. 
method was developed, 
e steel forgings and 
d it would be impossible 
y to cast toig a part | 









































fa theta. which 
Ce in this opera- 
E > hybrid metal” developed 
anid used is a cast alloy steel which 
n has 1 never before been used in this form. 
ets perfecting this process of casting 

P E Ford® metallurBists tried 

many systems, among which was die- 

casting, but this was found unsatisfac- 
tory because of shrinkage in the heavy 
sections. 

As a result of these tests Ford metal- 
lurgists decided that a minimum of heat 
treatment was necessary to reduce warp- 
age and that a casting method was , 
needed that would give lower production 
‘costs than forging. It was decided to 
7a multiple mould of dry sand. After 
i series of exhaustive experiments with 
various. types of metal and alloys, the 
present alloy steel was found to be the 
best and resulted in a crankshaft which 
was superior in many ways to the forged 
shafts. 

The cast shaft is about ten per cent 
lighter than the forgedeshaft, it has less 
metal waste through machining and has 
been most satisfactory in use. 

The development of the cast crank- 
hatt is another instance where Ford 

teers have developed a new product 
an the old, which can be pro- 
duced at a lower cost. 
































 LOUDSPEAKING AUTOMATIC TELEP HE NE syst 


British Manufacture throughout. For full particulars, Sale wd Rental T ÈI, WA 


THE RELIANCE TELEPHONE (€ 
A subsidiary of The General Efectric EC oni pany iz 

GOSCHEN BUILDINGS, 12/13 HENRIETTA STREET 

and 26 branches throughout ihe “0 























BRITISH-AME 


HESTON AIRPORT 


The business man’s air Charter 


Our efficient organisation will get you there, saving you 
time and money Eas 

Wireless ‘Hartigibbs, Hounslow’, from 

specify name of boat, number of p 
you wish to board the plane. The rine wil 

to take you to any desired destination DON 
British-American Air Services send mad Sites toa 
ofthe World. Let us quote yon the most res on 


"Phone . Hourtiow < 2345 - HAYES MDX. 71200 









a } ri wing S 


If you desire information from the Editor orjrom 2 Ad ser 

which hould be signed by a responsible expcutive, fo your 

BUSINESS Service Department, Whitefriars House, Tallis Street, 

Please send, wfthout obligation, more information in connection with i 
ment (or advertisements) in the December, ro37, isene of- 
numbered below. 
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: When, Why, How Much | T 
Your Retail Outlets Work ex: 






-formation on retail sales. tre 





the two accompanying s 


and non-food products in London's West. 
End and Suburbs—a total market of 
8,400,000 people. . 

The charts cover 3-year peod (1935- 
6-7), they are first of a series which, in 
total, cover the whole country. 

Particularly vital in reading these 
records are weather reports, supplied by 




















































Sonat did aa k, bi 

ower to impress. and’ 
ce your actual bnd l 
tive customers. 








forecasters. Even seasonal peaks—Christ- 
mas, Eter, holiday months—-are re- 
tarded or shot up to record heights by 
wea@eber conditions. Hence weather read- 
ings with charts throw a valuable light 
on trends. Weather reports can be had 
up to a year ahead, enabling you to guard 
against adverse, take advantage of favour- 
able, conditions, 


Main Factors in Switchback 
Of Marketing Rides 


ANY factors influence rise and fall 
of sales. In the three years 
covered, incomes have risen 
steadily, a vital reason why chart lines, 
on average, have gone up each year. 
Weather is only one, but a very impor- 
tant factor. General trade conditions, 
political and economic outlook, for 





. RUDDOCK & SONS 


Good Printers 
1 ae LINCOLN 
_ and at 3 Old Jewry, London, E.C.2 


IDEA AND WORD CHART 


GREATEST INVENTION SINCE 
THE ALPHABET 


EASY —— QUICK — SURE 


Here is a marvellous new invention--an Idea and Word Chart-~ 
a godsend to all who use words. H gives the exact word you 
want when you want it. Elusive words easily captured and 
harnessed. New ideas Spring to your mind. Your imagination 
is stirred by this simple but wonderful Chart. It puts words 


When your mind stumbles or gropes for a word, phrase or idea, 
this amazing Chart will instantly and infallibly indicate your 
exact requirements. It will show you how to make your ideas 
more scintillant, your conversation more sparkling, vour 
speaking and writing more brilliant. Et is invaluable to all who 
use words. Send for a copy now. No cost, no obligation, 


PSYCHOLOGY PUBLISHING €0., LTD. 
(Dept. B/HVH) 
3,5 & 12 Queen Street, MANCHESTER, 2 





hy installing the “GB. '' System, which cuts out unpunctuality and makes 


extract full benefit from working hours—the “G.B.” System will insure 
you: against paying out for time not worked. No favouritism, no friction 


Send for details and instalment plan 





TIME RECORDERS LTD. | 
EMPIRE WORKS, HUDDERSFIELD | 


‘| conditions which were cold and unsettled 
° 





SSSENTIAL to. manufac turers. i is iw ba 


we show the seasonal fluctuations-of Joad Esa 


example, are also inflpencing factors. 


D. & K. Barwlett, long range weather 


when to exë 


and ideas at your finger-tips. It provides brilliant word power. | 


= MAKE TIME YOUR ALLY 


every minute work for you. Your business cannot be successful unless you 


got out more, didn't go 
food at home, hence sm: 


: Was mostly dry. ii 
buy spring goods in both: suburbs and 
West End. 








MARK 


Such backgrounds æs these should be Ep 
in mind when studying the cha i 
Summed up, for the ma 
selling to the general public, the 
show: (a) effect of weather on sale 
slackest. months for (1) food and (2) n 
f {6 months in which peak sal 
of products take place: (d. 
on, based on these facts, ol 
advertising and sales 
pressure for fruittu esu 






of both kind 
a clear indica 





Peer Into London’s ‘Bu 
Through These Sales Habit Facts 


HARTS key buying habits of over 
8,400,080 people. For exam er 
London suburbs graph shox 

food sales ig Auguste-year's slack mon: 

for metropolis—do not fall appreci | 

Important note, this, to foodstuffs manu» 

facturers. ae 

From broad interpretation of chart 
figures, these facts are shown: (a) peak 
months for food sales are April, May and 
final three months of the year; (6) best 
months for non-food sales are March, 
when upward trend starts, April, July, 

October, November, December. 

Months stated for each type of goods 
are, therefore, times to strike with sales 
effort. Market is then willing to buy. |< 


(J 
How To Read the Charts 


1935: In February, food sales Jno 
London suburbs went up; in London 
West End, went down. Why? Month 
was dull, rainy, windy, not shopping 
weather. Confirm&tion: non-food sales in 
both areas slumped. But in March, with. 
little rain, many bright periods, sales of 
all products in both areas increased. 

Easter (April in 1935} was cold, un- 
settled. Result: people bought extra 
clothing, etc. age 

People usually eat more in cold than in’ 
hot weather, a fact borne out im fut 
sales, Month was warm, with heat- 
conditions but had a cold spell on the oth. 
Thus food sales dropped in suburbs and 
West End. Freakish weather adversely 
affected non-food sales. 

July was warm, brik 
at over ŝo degrees. Pe 
mer goods, ate less. ` 
this trend strongly.” ‘evar in ihe suburt : 
non-food sales roseto points. 5 

1936: Steep, seasonal drop in Jan 
for all goods was accentuated byo 
foggy weather. There were also = 
As usual, in February, babes a x 
dropped heavily. Weather. 
beginning and end, cold. at 
became milder. People. no the suburbs 
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sales. Trend contin ec na we 


raged, people 


et 


June figures — ‘again rete weather 


fllowell by showers and, near end of 
` monthy warmer but with thunderstorms. 
Conditions favoured less buying.of non- 


food products and were neutral for food’ 


sales, two trends shown clearly in the 
figures. 


August shows customary holiday reces- , 


sion of sales, but not quite so steep as in 





sal@ showed big gains. Weather induced 
people and friends staying over the holi- 
days to buy locally, spend much time 
indoors. 


April made up to the West End. It 


was, generally, a sunnier, and milder 
month. In addition®shopping for Combe 
tion *got into full swing towards end of 


~ London ‘Central and West End 
saa Sales (Daily Average) 1933 — 100 
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1935. Rising incomes largely account for 
this. More people came to the metropolis, 
spent extra money. Trend for rest of year 
follows normal rising course till Christmas. 

1937: Weather again made big differ- 
ence to sales in March. Cold, showery, 
with snow flurries, March became dull, 


TTT 
aa Loa ia 


gii : aaa i 
Ae itt 
sad le fl lea lee le 

















the month when weather was very sunny. 
Consequently, non-food sales show a big 
upswing. In suburbs there was down- 
swing in all sales. 

Weather had a hand in making Corona- 
tion month (May) a success; it also helped 
prolong holiday a June had long 


3 London Suburbs 
f Retail Sales (Daily Average) 1933 — 100 
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conditions. Hence West Eng trade in 
non-food goods slowed up, conditions kept 
people away. But those that came ate 
more, therefore food sales rose close on 
the heels of non-food sales. Suburban 
trade benefited. Both food and non-food 


| MANIFOLDIA LTD. of WEST 
are manufacturers of 
CONTINUOUS FORM STATIONERY 
“QUIKPART” CARBON LOADED SETS and 
STATIONERY FOR MACHINE 


. QUIKWAY”’ 





a saat 


rainy, then changed to brighter but chilly 











sunny peng: although there were thunder- 
storms udy intervals. Weather in- 
duced people to remain in the metropolis, 
hence instead bf customary big slump 
after a peak, the fall was comparatively 
small. This shows very clearly in the 
West +" figures. 
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Concentrated Light 
-~ Avoids Wastage 


| 
~ ew 





The ‘‘Localite’’ Arm directs a concentrated 
beam on to the job in hand, from any 
angle. It has instantly adjustable friction 
joints, and since no light is wi sted, „the 
“Localite” lowers maximum kilo watt de 
mand and current consumption. Write for 


free illustrated list. 


WORKSHOP MODEL 


“Localite’” fitted with cab tyre flex and 
vitreous enamelled steel shadi Q” base 
and all electrical accessories, ready for use, 
except for lamp. 


20/- each complete 


WALTER GRAFTON & SON Ltd. 


DEPT. 13b. LONDON, S.£.9 
Phone: Eltham 212! (5 lines) 





RECORD-KEEPING 
SIMPLIFIED 


TRIAL OFFER 


The “Robin” Looseleaf Book system 
is for most firms the quickest and 
simplest method of record keeping 
they can use at reasonable cost. Try 
it jn your own offices. y 

e SPECIAL TRIAL OFFER 
ROBIN BOOK, 5 ins. x 8 ins., comprising 


looseleaf binder bound full maroon 
buckram, A-Z index and 200 leaves 3 
(feint, cash or double ledger)... 


J. W. RUDDOCK & SONS 
Looseleaf Book Manufacturers 
LINCOLN 


bound half maroon pigskin 


and at 3 Old Jewry, LONDON, E.C2. 
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ADVERTISING LTD. bap, 1 
elite e London,” EC 


ire ers marketing ng ProducĖ 
Provision Trade. A well knowh and suc- 
T Sales Manager, many years experience, 
nees and sales record, requires respon 
oor Agencycfor Southern area, Membes* 
p yp Box 876, Boustness, Whitefriars Hse., 


E overnment and ‘other: Steel: anid Oak Card 
Index Cabinets by Roneo, ete. Filing Cabinets, Desks, 
etc. Also PLAIN CABINETS, New and Second-hand, 
“at low prices: Write for Catalogue. —The Miscellaneous 
_ Trading Co, Ltd, 18 New Oxford Street, W.C.1. 
Poea aB, Í 


=e CALCULATING MACHINES 
aE Adds 

“Subtracis : 

| Multiplies ` 


q | Only £4 4s, 


“2 years 
guarantee 


<DU PLEX 


; Lesher bound pocket 
impdel ofgbove. 35/- 


LO Werte for fully déseviptine ilinstrative Leaflet A” from 
mE K: BISSET & & COS, LTD, Grand Buildings, 
q Trafalgar. Sq. kondon, W.C.2, CO tehal 8275) 


Adding , Machings, Geaa, Statement 
Machines. Typewriters and all Office Equipment. 
New, Rebuilt. and Second-hand. Bought, Sold, 
Exchanged, —Diton Matthews & Co., 46 Pilerim 
tier, Newcastie-upon-Tyne, 1. 


ype Printing Machine with Printing Ink 
4 ment, | {A8 10s-—-O.P.S., 189 Farringdon Road, 


E PHONES (internal) ; : at a low price, 

100 Station Manual, with receivers, bel] boxes, aad wall 

F {Disused: on installation Auf&nfitics.)—Brown 
rb Eastern Stu EC. 


onditi cai to:— 
Limited, “85 ji 3 eee ae London, 


ers ‘and Electric Clocks. We gave 
H systems in stock: rebyilts | -at 
naranteed, Supplies, repairs. —Time 
Maintenance Co., 159 Grange 


ne RL mA RRL Nar ein Heh Yt thee 


: saat Job Costing Time 
s cash sale, exceptional 


Pmontecaty 
~ ProRONTO | 
WINNIPEG 


w 


for the 


‘RATE--2)6 a. line ‘lasbnage Y words to a lin 
Minimum 3 lines costing T, e each additional li 
ov part ofa line 218: Box No. counts as one fine 
and is io be: aid for: Mphes are forwarded Jree 
af charge; “EA discount for 3 insertions, 8%" for 
6, 10% for 12. Payment with: order for single 
insertion. Display | . sis B4j~ ger single column 
inch. . Discounts a oe 

“Appointments We : ms § 
“price of 2. 
Announcements Jor ihe next issue should reach 
Bosrwess, Wihaitefriars House, Tallis Street, B.CA 
(Phone Central 9891), ot later than Dec. 21. 


PHOTOGRAPHY. 


Photographs for Sere and record purposes. 
Commercial Photo Co., 14 Newgate Street, E.C.1. 
C ity 735529 


. PRINTING 


DUPLICATE BOOKS, Invoice forms, Letterheads 
etc, keenest prices in Britain. Specimen set free. 
--Betterprint Service, Padiham, Burnley, 


OFFICE SUPPLIES 


ADDRESSING MACHINES 


Hand/or electric, alse graphotypes rebuilt, 

Guaranteed. New plates, frames and trays. 

Embossing at lowest prices. Purchasers of 
second-hand equipment. 


NEVARD DESSOY & Co., Ltd. 


102-105 SHOE LANE, LONDON, £.C.4 
Central 4431 


“GECO” OFFICE SUPPLIES 


Carbon Papers for all Purposes. 
From 3s. to 158. per box of 100 
sheets. All Sizes, Colours and 
Quantitfes in Stock. Typewriter 
Ribbons for any make of Machine. 
Prices frorn 2s. each. 
Special Quotations for Quantities. 
Duplicator Stencils for all 
Machines. Cash with Order or 
C.O.D. 
“GECO”’ Office Supplies Co., 
28 Warner Street, E.C.1 
Telephone: TERminus 6619. 


For HAI R-LINE Reproductions. 


CARBONS, FLUID, AND PAPERS 
MASTER-COPY PAPERS 
Damping Pads, Impression Rollers, Etc. 


there win dg pananya 


RE-BUILT FLUID REPRODUCING Aoonmss 
HAND OR ELECTRIC ` 


Specialists: 3 


VERNON BRUCE & co. 


89 FLEET STREET, “LONDON, Eg 4 


=| TRADE ALSO SUPPLIED 
| CENTRAL 


Fh me: 2905 


Special rate for: ide 
insertions for the i | 


d content with small pay and poor ` 


i nthe first step: Call, or write to- 
The British Col lege of Ad 


: "that qui P "Sle. you a! dme ‘income. 
Few pounds. capital “only needed; no sampl 
or outfits te buy. Ni rent, “rates, or canvas 
ing. New method ma 

Bend toifa: fr 
Business Service Institute’ (Dent 2570.) 


6 Carmelite Street a E.C.4 


ee § gens. ieee 
ae and Breal 


E KNOCKS BUT ONCE 


9 Opportunity isa timid fellow. When 
he does tome to. ourdoor he knocl ks but 


it theres us ever to be ont ewe 
for him—and the Classified C oh 


in “which to keep Sach a. watch, Py Or 
the many small advertisements here’ 
contain amongst them a wealth of 
opportunity. All are worthy of your 
attention, for who knows— There 
may be something in this: i 
direct interest to you. So follow - 
lead of the knowledgeable ones by 
keeping a watchful dye on the Classi- 
fied Pages of Business: Sooner or 
a later you'll be glad you didt Bees 


"HOUSE MAGAZINES 


A well -edited and interesting House “Magazine — 
will create goodwill and sales, tor foster co-operation’ 
and loyalty in your staff, Write on business letter- 
heading for specimens and say if interested for dis- 
tribution to customers or staff—Arthur May, House 
Organ Specialist, Naz@ing, Waltham Cross. 


EDUCATIONAL 


Be a Master of English. Learn to speak and 
write well. Booklet free.—Regent Institute (Dept. 


|| BS6L), Palace Gate, W.8. 


ASSOCIATION OF Sa 
INTERNATIONAL ACCOUNTANT 


For particulars of T O EE aaa 
SHIP, and MEMBERSHIP 
FALA), apply to C. E. TAY 
Secretary, Pigg rays of Internatio : 
tants by Guarantees); Planet eet 
Fins" Square, Le don, EOZ 


You: can get into Ady rtising - the career . 
wonderful opportunitiós “Salaries are hen and 


: "Advertising. 
position, then fer 


ena 4 ace B ady in your own 
does not interfere with your present 


dvertising offers you unrivalled o ities? | 
k s y sr Free Booklet 
L Ltd. (Dept. 


414a), 6 Carmelite Street, Londo 


J. J. GIBBONS LIMITED » ADVERTISING AG 





